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Foreword and Some Comment Upon the Office Cquipment Industry 


In this number, Office Appliances presents two special sections in 
addition to its regular monthly features. Page 103 is the first of 98 pages 
comprising this journal’s Twenty-Ninth Annual Special Office Furniture 
Section. The articles prepared expressly for this presentation, the instal- 
lations pictured, and the number and variety of products displayed in 
the accompanying advertising pages, are significant of office furniture’s 
outstanding position in the industry and its influence upon the expan- 
sion of the commercial stationery business. All readers interested in 
office furniture will find much of practical value in the section. 


Starting with page 71 is a special Welcome to Chicago section in which 
stationers and manufacturers in Chicago extend hearty greetings to 
members of the trade attending the thirty-third annual convention of 
the National Stationers Association, September twenty-sixth to twenty- 
ninth. Names, addresses, and telephone numbers of the manufacturers 
are given to facilitate making appointments. 

In the section is also the program of the convention. One will not 
read the list of subjects to be considered without being impressed with 
their practical value. 

Another feature of the section is a list of manufacturers, certain items 
of whose lines will be displayed in extensive exhibits at the convention. 


Only those who are able to look back over three or four decades’ con- 
nection with the office equipment industry can appreciate its remark- 
able development and increasing prestige through the years. Its im- 
portance to business of every kind has given it high rank and made it 
conspicuous among the nation’s outstanding industries. Many of its 
products are sold throughout the world. This industry creates the in- 
strumentalities by which the economies and facilities of what is best 
expressed by the term system are secured for business. It also furnishes 
a vast number of necessities for office, store, factory and home. 

In the evolution of the industry, the commercial stationery store has 
become the outlet for many of its manufactures. This journal gave the 
industry its now familiar name, and insisted upon the common interest 
of seemingly detached units in the field. It promoted organizations 
(some of which it proposed) in each division of the industry. And urged 
inclusion of office furniture, machines, and systems in the commercial 
stationery store. 

In the diary of Mr. E. Y. Horder, Chicago, who sensed the importance 
of better business systems, is an entry made in 1904, which reads “The 
grand object of system is to save time, because the greatest waste in 
most businesses is waste of time’. Commenting upon this entry in 1929, 
Mr. Horder wrote “ ‘Efficiency’ and ‘system’ demanded new machines to 
ensure these factors; with the demand came the supply, and, to the 
lasting credit of the publishers of Office Appliances, they insisted, and 
kept on insisting, that the stationer was the logical medium between 
the manufacturer and consumer.” 

The idea so persistently advocated by this journal changed the nature 
of the commercial stationery business. It pushed back the boundary 
lines, changed the customs, and made the commercial stationery store 
a source of supply for a large number of office requirements. 

Concurrently with the changing order of the business of commercial 
stationery dealers, typewriter dealers were widening their fields of 
operation by the inclusion of other office machines, some furniture and 
many utilities formerly sold by stationers only. Development of this 
division of the industry within the last ten years is remarkable. While 
the lines of the two divisions overlap, they remain distinctive in the latter 
majoring in machines and the stationer majoring in the other products. 

Onward and upward goes the business of both divisions. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 


equipment. 


(No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
various commissions this 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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Many of the requirements of the modern business office 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Shipman-Ward Mfg. Co 
x Smith, L. ¢ & Corona Type 
Speed-O-Print Corp 219 
Weber Addressing Machine Co 
Wolber Mfg. Co 
Duplicating Machines, Used 
™ Pruitt Co., The 
1 Duplicating Machine Supplies 
Columbia Ril & Carb. Co 
P Dick \ B Co 
Ditto, Ine 
Gingg, J. G Supply ( 
. Heyer Corp., The 
Ink Specialties Co 
Manifold Supplies Co 
Mimeograph. The 
Mittag & Volger Inc 
Ober, Inc 
1 Quality Ink & Carbon Co 
65 Rotospeed Co., The 
91 Shipman-Ward Mfg. Co 
62 Smith, L. C & Corona Tyne 
Speed-O-Print Corp 219 
Technygraph, The 
yd Victor Sefe & Eanipt. Co 
1 Weber Addressing Machine Co 
Volber Mfg. Co 
Ervelope Openers 
Oakville Co Div Scovill 
o40 Ervelone Sealers 
7 Elliott Addressing Machine Co 
23 Envelopes 
23 Bushnell Alvah, Co 
Glohe-Wernicke (¢ 113 
Quality Park Envelope (Ce 
Envelopes, Celluloid 
nr Markilo Co 
Eraricators, Ink 
Carter's Ink Co., The 
HWesoA Ink Eradicator Co 
Hever Corp The 
Sanford Ink (< 
@ Erasers, Rubher  , 
Faber, A. W Inc 
Koh-I-Noor Pencil Co In 
Oakville Co. Div. Seovill 
Roberts, Weldon Rubber Co 
Exhibitors, Office 
7 National Business Show Co 
Ho 
Evelets & Eyelet Fasteners 
Bates Mfg Co 
Markwell Mfg Co 
Rivet-O-Mfg. Co 
27 File Boxes, Collapsible Corrugated 
64 Bankers Box Co 
87 Berklev, C. L., Co 
Globe-Wernicke Co 113 
142 Guide System & Supply Co 
11¢ Oxford Filing Supply Co 
14t Pronto File Corp 
_Bf Weis Mfg. Ce 119, 120, 121, 
r 
, File Boxes, Metal 
122 Art Metal Construction Co 
) Art Steel Co 
Corry-Jamestown Mfg. Corp 
139, 140, 141, 
Peerless Steel Equipment Co 
y Pront File Corp 
] Rockwell-Barnes Co 
Victor Safe & Equipt. Co 
Filina Cab. Ball & Roller Bearings 
= Kilian Mfg. Corp 
9 Filing Cabinets, Insulated 
hs Shaw-Walker Co 59 
1Q7 Victor Safe & Equipt. Co 
vt Filing Cabinets, Metal 
19¢ All-Steel Equip. Co 114, 
19S Anderson-Hickey Co 
167 Art Metal Construction Co 
15] Art Steel Co 
Autmte File & Index Co 
142 Bentson Mfg. Co 
194 Browne-Morse Co 
110) Columbia Steel Equip. Corp 
14¢ Corry-Jamestown Mfg. Corp 
vé 139, 140, 141 
108 General Fireproofing Co 
18 Globe-Wernicke Co 113, 
Invincible Metal Furn. Co 
177 Metal Office Furniture Co 
44 Peerless Steel Equipment Co 
174 Pronto File Corp 
132 Remington Rand Inc 
bi Shaw-Walker Co. 159 
17 Victor Safe & Equipt. Co 
160 Yawman and Erbe Mfg. Co 
147 Filing Cabinets, Wood 
107 Globe-Wernicke Co 113 
1 Imperial Methods Co 
90 Wagemaker Co 
7e Weis Mfg. Co 119, 120, 121 
) Yawman and Erbe Mfg. Co 
Filing Supplies 
) Acco Products ne 
Art Metal Construction Co 
; farkley, C. L.. & Co 
: srowne-Morse Co 
44 Bushnell, Alvah, Co 
230 Corry-Jamestown Mfg. Corp 
: 139, 140, 141 
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WAN LS_AN 
The rate for classified advertisements is 


SITUATIONS WANTED 


EXPERIENCED LOOSE LEAF SALESMAN is open for new con- 
nection. Qualified to manage and_ supervise sales of loose leaf 
department for established dealer. Will consider any 


section. Can 
furnish excellent Address, J-141 care Office Appliances 
Chicago. 


references. 


managed furniture 
for one of the 


OFFICE FURNITURE SALESMAN who _ has 
department of leading retailer and traveled ten years ! 1 
principal office chair companies is open for connection preferably as 
salesman for manufacturer calling upon dealers. Most of experience 
is with high grade lines. Thoroughly experienced in steel furniture 


as well as wood. Would also consider connection with responsible 


retailer. References from men well known in the industry. Experi- 
ence includes New England, New York, Pennsy Ivania and Middle 
location. Address J-145 care Office 


West. Not 


particular as_ to 
Appliances, i 


Chicago. 

DEALERS—A man with excellent record in office furniture sales and 
opportunity to develop furniture department. 
Tripled volume in connection during first year. Has made 
substantial increase the first eight months of 1938 over year pre- 
ceding. Interested particularly in contacting some established retailer 
who needs efficient furniture sales director to make sales force produce. 
Any location. Address J-150, care Office Appliances, Chicago 


management seeks 


present 


BUYER OR MANUFACTURERS’ Traveling Representative. _ Twenty 
years buying and retail selling. Now employed. Best of references. 
partnership with nominal invest- 


Chicago. 


Age 37. 


d Consider inside selling on 
ment. 


Address J-149, Office Appliances, 


NEW ENGLAND STATES REPRESENTATIVE calling on_ office 
equipment dealers would like to make connections with a 
steel furniture line selling to this class of trade. Have had 20 years’ 
experience. Box J-143, care Office Appliances, Chicago. 


experience on all 
connection. 
Address 


COMBINATION MECHANIC with fifteen years’ 
makes, selling, buying and managing, is open for new 
y, Employed but desires change for better future. 
J-148, care Office Appliances, Chicago. 


TYPEWRITER MECHANIC wishes position with 
Twelve years’ experience. Can also work on othe 
sales furnish references 


ALL AROUND 
reliable dealer. 
office machines and has 
Address J-153, care Office Appliances, 


experience. Can 
Chicago. 


COMBINATION—-Twelve years’ experience selling and servicing office 
Unusual ability. Just the man to make outside calls and 
J-152, care Office Appliances, Chicago. 


machines. 
build up sales. 





ADDING MACHINE MECHANIC with typewriter knowledge. 
experience—age 35, single. Wants locate South, exchange o1 
Address J-147, care Office Appliances, Chicago. 





years’ 
large firm. 


OFFICE MACHINE MECHANIC, five years’ experience on all makes; 
make bond—-good references. Address J-151, 
Chicago. 


some selling experience 
care Office Appliances, 


SALESMEN WANTED 
IF YOU SELL DIRECT to offices, you can sell our high grade 


Typewriter Specialty profitably. Liberal profit on each sale. Pro- 
tection given Quickly becomes a major line. Write for details, 


giving territory you cover. Address X-228, eare Office Appliances, 
Chicago 

NEW—RIGHT NOW--NEW! 
New, drastic Federal and State Tax Laws create immense forced 


demand for Tax Record every merchant must have to protect himself 
against fines and penalties. Our 21st big successful year. Thousands 
established repeat-users of our Liberty Tax Record everywhere, spot 
cash repeaters now. Millions new prospects. Leads furnished. Up 
to $4.10 profit per sale. Repeat commissions without callbacks. 
Choice territories going fast. Big season now. Commonwealth 
Publishing Co., 508 South Dearborn St., Chicago, III. 


here’s the most profitable sideline in the 


IF YOU SELL QUALITY 


field. Ames filing and mailing supplies direct to banks, lawyers 
accountants, offices, ete. Liberal commission, exclusive territory. 
Our representatives chosen carefully—send full particulars about 


yourself. Ames Safety Envelope Co., Boston, Mass. 


SALESMAN WANTED to handle sponge rubber office chair cushions 
as side line in New England and New York State except metropolitan 
territory. Good line to hook up with popular price’ furniture 
accessories. Address X-229, care Office Appliances, Chicago. 
EXPERIENCED tabulating machine salesman required by responsible 
company now manufacturing cards for Hollerith and Powers machines 
Well equipped plant with guaranteed product. Eastern territory 
available. The C. E. Sheppard Co., L. I. City, N. Y. 


_ 
a 


SALESMEN WANTED 
Tear-Off business cards and leather 
fit vest pocket. Full commission on repeats. 
1214 Cermak, Chicago. 


Build a profitable side line business, offerings 
cases direct to offices. Sample 


Tear-Off Card Works 


reputable 


D TOR SALE 


eight cents a word, minimum charge, $1.60. 


FOR SOUTHERN TERRITORY,’ Virginia to Gulf States inclusive, 
side line salesman to handle sponge rubber chair cushions, attractively 
priced and selling in good volume. Write mentioning lines now 
carried. X-230, care Office Appliances, Chicago. 


REPRESENTATIVES AVAILABLE 


DO YOU NEED new Canadian representation ? 
lent experience is available for agency of some 

device for Canada. Selling record of highest caliber. 
always handled specialties. For sixteen years has been with one 
company selling to stationery and allied trade. Interested in any 
line, whether it be mechanical or otherwise, which offers opportunity 
for attractive volume. Thoroughly substantial and dependable. Best 
of references. Address J-144, care Office Appliances, Chicago. 





Salesman with excel- 
meritorious office 
Has practically 


PACIFIC COAST DISTRIBUTOR with warehouse facilities in San 
Francisco is covering eleven states for two estern manufacturers. 
Is in a position to handle one more substantial line going to commer- 
cial stationery trade. Two men in the field constantly. Excellent 
record. Will consider any line of merit. Address J-146, care Office 
Appliances, Chicago. 


REPRESENTATIVES WANTED 
ESTABLISHED OFFICE SPECIALTIES MANUFACTURER of _ lino- 
leum desk pads and tops, desk sets, chair mats and chair cushions 
desires capable man for Middle West territory. Edgewater Mfg. Co., 
87 Walker St., New York. 


SALES AGENTS for commercial stationery trade. All territories 
open. First class men to handle nationally known well-established 
line of stapling machines and staples; attractive commission basis: 
side line permitted. Only those with following need apply. State 
all particulars in first letter. Address X-224, care Office Appliances, 
Chicago. 

AN ESTABLISHED MANUFACTURER of leather upholstered furni- 
ture has several good openings for manufacturer’s representatives with 
established dealer followings. Please give full details in your first 
letter. Address Box X-231, care Office Appliances, 100 E. 42nd St., 
New York, N. Y. 





OFFICE SUPPLY SALESMAN--Calling on Stationery Dealers to 

handle office specialty which will not conflict with present lines. 

Liberal Commission. Address J-142, care Office Appliances, Chicago. 
MECHANICS WANTED 

MECHANICS WANTED Typewriter mechanic, also adding machine 

mechanic. Pruitt Corporation, 425 North LaSalle Street, Chicago. 


ATTENTION—Burr. Exservice men... If you are doing service work 


you can sell a lot of machines; we will furnish the machine and sell 
it for you. Pay you commission and you take care of the service. 


The most complete shop in the country for rebuilding. A complete 
stock of Burroughs machines on hand at all times. Bank, Commercial 
or Moon-Hopkins. No place tco fer for us. Write for further 
details. The Herndon Bookkeeping Machine Company, 4th and Main 
Sts., Louisville, Kentucky 

ELLIOTT-FISHER MECHANIC possibly combination Sundstrand or 
some other, a real p'ace to work and live in hustling Southwestern 


City—don’t be afraid to answer. X-227, care Office Appliances, 
Chicago. 


BUSINESS OPPORTUNITIES 
AM INTERESTED in purchasing all or controlling interest in mod- 
erate size office equipment business in Illinois, Michigan, Ohio or 
New York. Must be able to stand strict investigation. Give full 
particulars. Address X-232, care Office Appliances, Chicago. 
FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL 


Desk 


Wi oF ; MAKES Fountain Pens, Pens, 
Vaku-Um Pens, Pencils, ete. Repaired at standard prices. Mail 
all makes to ONE place for better service. (Established 1904.) We 


feature Gold Pen 
38 S. State St., 


Points and Repairing. Welty Pen and Repair Co., 
Chicago. 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 


for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
N. Mex 


“ = 


MANUFACTURING RIGHTS FOR SALE 
A mechanically operated rotary seale in 100ths, is a new calculating 
machine model, guaranteed to be a popular priced selling proposition. 
The manufacturing rights for sale. Address F. A. Belt, Mt. Wash- 
ington, R. 8, Cincinnati, Ohio. Enclose three cent stamp. 


ADDING MACHINE PARTS, TYPE, ETC. 


PRICE LIST of adding machine parts, ribbons and type now 


NEW 
ready. Send for yours. The Pioneer Adding Machine Parts Man 
L 


Dehn, Jr., 1643 101st Avenue, Oakland, Calif. 


WANTS AND FOR SALE—Continued on page 9. 
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WANTS AND FOR SALE—Continued from page 8. BURROUGHS, Duplexes, Moon Hopkins, Bookkeeping Machines, Kar- 
te a : " dex. All types office machines bought and sold. Fort Pitt Typewriter 
aa Co., 644 Liberty Ave », Pittsburgh, Pa. 

FOR SALE AND WANTED TO BUY seit asriellaen sisi resesnsves Ri cer his OOF er 
ae EE Aa ET ay IIE EE EELS MEME SBS DICTAPHONES, EDIPHONES—all models, select machines, prompt 
ELLIOTT-FISHER MACHINES— Burroughs Moon _Hopkins ‘Adding deliveries, profit-making prices. Sole distributor rights to our Cleartone 
Machines—Calculating Machines—bought and sold. Chicago Office Ap- cylinders being granted to dealers. American Dictating Machine Co., 
pliance Co., 533 S. Dearborn, Chicago. 1141 Broadway, New York City. 











DICTAPHONES, EDIPHONES, SUPPLIES headquarters machines 
bought, sold—-Wholesale, Retail—Write us. Chicago Dictating Ma- 
chine Co., 19 S. Wells St., Chicago. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 





ee i —_———-__ ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
ELLIOTT-FISHER MACHINES, Remington, Moon Hopkins, Under- Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
wood Fanfolds and other bookkeeping machines and adding machines ing Circular. Pruitt, 527 Pruitt Bldg., Chicago. 





bought and sold. The Acme Office Appliance Company, 705 Main TS a ERR CEE poems Gs men as : . 
Street, Houston, Texas. KARDEX, ACME, POSTINDEX, ete., visible filing equipment of all 








pawl SE ese -ceiiareion Po types bought and sold. We specialize in this field and offer full 

ELLIOTT-FISHER machines, typewriters, adding machines—all office cobperation to dealers. Commercial Card System, 395 Broadway, New 

equipment, bought and sold. W. J. Crowley Company, 434 Caswell York City. Me ete SS PE Ree 

Bldg., Milwaukee, Wisconsin. — ie. ie _____. WANTED TO BUY A MODEL 2600 SPEEDAUMAT. H. ROGERS, 
, ‘ r ro + . : . ¢ 4, > ; . } Vf 4hasd S ” cx Ss. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Account- 911% PACIFIC, DALLAS, TEXAS. SS elie 

ing Machines, and everything in the office machinery line. State model, MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 

serial number and we will quote highest cash prices. International writer ribbons. Established over ten years. Write us, save money. 

Office Appliances, Inc., 326 Broadway, New York City. Lewis Co., 953 N. 4th St., Milwaukee, Wis. 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 






































kTS Aa 
76 Ore ovakin 113 161 8 “ ee ond ——— 
Repub! ae ome 328 
737 oa s ae ome 94 
pa . 20 
~aaa oe 3,002 3,104 
‘ Br 349 . 478 
2s + C Sin 71 
-- 2? 
; Round one 102 
5 3 na _ ” 3 
‘ 4 . < 94 1,223 
4 5,746 
‘a 1,039 
we “ 62 
1 - ea 900 
° 316 1,243 
t 5 ‘ 7 9 
aa bs be ‘ S66 
i. 7 n 13 1,902 
A a 94 8,229 
ue - 73 2,143 
eon oo is 
~ bd af ad 2 4,060 
44 - See 
é t r 4 — os — 
os a “ . ser “a 
a ons ann + 
a4 - 8S -<- a 
v 7 om = 9? 
nT oe _ 65, 563 151,902 
A na . ec 
- vs ou 0 1,618 
vY. i —_ » index 1 9m02 
wtans ones - + ords & other Mechenical ooncile of Mechanical pencile,of 
7 . a “a aitice formas = cel auhose cour 
7 al — So Des een SS ae 
8 areal soies : = ” 641 oe” 
s y 4 - = 
8 ? 73 
9 ? la 
4 a acnses “3 3 
si i --- = 
3 od : 86 231 
_ 56 231 
. a a 117 770 
7 r 4 106 
A a 89 om _ _ 
_ . i 9 
= 2 e +“ 2333 ele 
é 16 230 
e ‘ e 48 1,253 1,522 
: 2 12 We 
' “ 
we id i ~ - ry « 24 
pate 5 1 20 
‘ v is 1 180 
9 ly - - 24 
‘ Me xt 4 % 1,642 
re n 2 i 2 
a ~ « ove 
1 - —_— 
™ 
- Ou 61 6 50 
é t 2 1 12 9 
A : h 4 7 oo- = 
= Ha N --- _ 
- ‘ Aree ? Me 206 1,932 
4 in -- we 
Pree soe mA 88 12 7 
TRasinns - Z v 378 Fos] 
1 252 264 
~ y = - _-- --- 
Brits = ‘ 5 84 177 
Be ” 80 
Br ray a - -- --- -_ 
+ x 4 7 sO 
nm ? ry = + “Yo ‘ 
© / 2 u 7 3 10 16 
; ton 51 -— oe 
7 7 91 A 
4 % 
é ‘ee vy 4 16 
te dns - — _ 
Oth a” “4 8 i - -_- 
7 4h 7 Ta 
Mor 1 ; - . 
~ s ot r) wnt ceaiad 
‘ - : 5 " 
Africa 
Ary 4 ’ ; 
arr ; ? 63 
: a us w re ess one 
; “ : pa a 
. %9 S - — 
2 4 2 
, 26,744 4,02 € 5a 10,130 
— _ 7 me 
= - ave 6¢ ha 161 
é — S $ t 7 13 --- -- 
‘ as “s = re a bs 














10 OFFICE APPLIANCES 


















































ee a export ye cial dat . 8 ae 
% 3.3 é 364 “« 15 
¥ - — -— 7% 
erta _- -1 25 
Mowe oi que - — ° 
‘ 2 
x 306 alvador 
ines pencils st ——Srarana___ ™ oh 
e a abre _ 
‘ ae 
aioae & Su Gros — 
. 1 
ce i J 
B 
c 7 
Pe 5 
Yeu » -~ ~ 
ve ale : : — 
% P 
son 7 — ais | och a 
82 - . 1,908 
Re - n 3 ’ -- 
» 123 
“4 ~ 56 
- é r0€ 
5 - 13s 
x . 2,068 Oza 12,008 x 
tt 
. 316 ’ 
od ' f < a 
tt Sie a oS ee — a as ; : 
931 183 
a - a i a — —_ - ; 
= = —i_.. ~ 
Be = PFs 2 . — 
: “ 348 
may 863 - 
Fra ? . - ba 
ree - — r ~ 1 13 
taly - as r 9 ; : ‘: 
Meitea . _ - my 
Neth - - _— @ 3 : “3 
No rwa: a i x 83 35 a aie 
a La 4 2 1,959 1 1, On¢ 
1 . 3 98 - 
wit part a 4 on “4 - oe 
ted er On 4 va wit : J x : nies a 
vy a x > a0 4 2 
: tbe 4 7 - 1 a 
a - - --- r s ie = 
e > ? 49 ie # . 148 ° 7. 3570: 
sl - 
EXPOX'S 
™ : Ree a 3 t 
a e 7 P ¥e 
tas in 7 6e 
: ' a 210 ~ 
ome 3 : antries — 
- Z = * a7 t 41 
; . ‘ na 
_ Sc! .¥ 
‘ an = = 7 
ae 2.33 Bia 1 
= c b 128 
. i “ 
, - ™ ve e 22 
. 6 
= . ce 
B - i $ : N 
- Belg + 
=< $ 
ne 739 
a Ps ac 
“ —_ 2 ; 
A — - z 
A a Now 
, : « ~~ 155, 280 


Corporation Financial Statements Postal Service in China 
of 20 cents a share was declared vesterda Commerce Reports quotes Chinese postal authorities that in August 
tior f ti t was expected that postal services between Hangchow and Shanghai 


An interim = § dividend 
on Rand, Ine., parent corporatic ‘ ; 
! | be resumed. For the present the service will be restricted to ordi- 


the common stock of Rem 











Remington Typewriter ¢ ipany and more than twenty-five ot} 
sidiaries. The payment will be made Oct. 1 to stockholders of record Sept ‘ registered and express letters can be handled, Parcel post and 
A similar interim dividend was paid July 1. On March 25 Remington R i ey orders are not et being accepted 
paid 25 cents a common share and in 1937 a total of $1.05. The net ir —_———>—__ 
of the corporation for the quarter ended June 30 was $938,152 rt 
equal to 50 cents a share on th 184 1 ures of $4.50 prefer tock East Indian Typewriter Trade Slow 
outstanc y t compares with ‘ yroti n the simi r 19 quarter I 
$1,470,168 equal ifter 2 ae A te Sigel Q] saad 1 share n the ( eres Reports tate that in May of this year imports of type 
common Total domesti ind foreign sales of Remington Rand in the writers to East India fell off 
quarter ended June 0 were $9, 224 This compares with § 74.7 ir ~e 
the corresponding quarter last year, a decline 8 per t Lee 
Origin of Carbon Paper 


Executive Vice-President S. N. Knapp, w ividenc 
I bstant he Burghager Zeitschrift f Burobedarf (Hamburg) discoursed on the 


ind earni said that August bookings are running substa i ) 

f those in the same nth last vear The out k for the re nde rigin of irbon paper That publication credits an Italian, Pelgrino 
the company’s fiscal vear, which ends Marcel 1. 1939, appea Tueri di Castel, with the invention in 1810 Carbon paper was shown 
ble, he said Chicago Daily Tribune August 24 3s t London World’s Fair in 1862 
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PATENTS ‘Te. 
ae 2 


Copies of patents shown here can be obtained 2124 771 Ue, sieuaie 
from the Commissioner of Patents, Washington, 
C., for ten cents each in cash, postoffice 

money ordera or certified check. Stamps and 5 m 

personal checks not accepted. 7. —— 








2124904 


{ ii 24125, 464 e 


\ 
2,124,465. Caster retainer. Glenn Theodore Gourley, iF LC of 
Youngstown, Ohio, assignor to the General Fireproof- 
ing Company, Youngstown, Ohio, a corporation. of ia Re 
Ohio. Application August 18, 1937, Serial No. 159,794 4125, 282 2125, 724 

2,124,771. Reservoir desk set. Ned D. Fish, Fort 
Madison, lowa, assignor to W. A. Sheaffer Pen Com- _ guzsrrr 
pany, Fort Madison, lowa, a corporation of Dela- AO y 
ware. Application August 2, 1937, Serial No. 158,839. : ; dee 

2,124,904. Card index panel and card carrier com- ; ell Ness, oe, 
bination. George C. Brainard, Youngstown, Ohio, = 3 - A> 
assignor to the General Fireproofing Company, Youngs- ae nl D j 
town, Ohio, a corporation of Ohio. Application July Hi ott 
6, 1936, Serial No. 89,220. 2125 815 2125 626 4 

2,125,048. Loose leaf binder. Guy E. Hamlin, Syra- s 4 1 
euse, N. Y., assignor to McMillan Book Company, Lz 
Syracuse, N. Y., a corporation of New York. Appli- 
cation Co _ 30, ha sag = TS an ls 

2,125,264. ndex strip holder. eorge J. igner, 2,125,395 " 
assignor to G. J. Aigner Company, Chicago, IIl., a 2,126,198 4126 205 
corporation of Illinois. Application August 17, 1936. 
Serial No. 96,323. 

2,125,290. Sheet paper holder for typewriters. Joseph 
W. Harris, Washington, D. C. Application October 25, 
1935, Serial No. 46,785. 

2,125,292. Caster. Walter F. Herold, Bridgeport, 
Conn., assignor to The Bassick Company, Bridgeport, 
Conn., a corporation of Cornecticut. Application July 
3, 1937, Serial No. 151,848. 

2,125,464. Paper fastener. John Schade, Holyoke, 
Mass., assignor to National Blank Book Company, 
Holyoke, Mass., a corporation of Massachusetts. Ap- 
plication September 15, 1933, Serial No. 689,617. 









2126325 





e% 





2,125,724. Paper fastener. George B. Hunt, Chicago, 
lll., assignor to The Shaw-Walker Company, Muske- 
gon, Mich., a corporation of Michigan. Application, ’ 
March 27, 1935, Serial No. 13,195. “ 
2,125,728. Payroll machine. Robert D. Kirk- ‘ | 
patrick, Atlanta, Ga., assignor to Ditto, Ine., Chicago, - ‘ Z , 
ill., a corporation of West Virainia. Application De- Sis" 4 mts : . 
cember 27, 1935, Serial No. 56,352. Mn ee : ae | ar | 

2,125,777. Convertible typewriter cabinet. Eustace e FL 5) ¥ } 2127416 
D. Estrates, Irvington, and Alex Psihas and George Sy eS Eye : 
ee Newark, N. J. Application May 3, 1937, 

eria 6. 140,518. 2126. 47. 2 

2,125,813. Filing cabinet and receptacle forming a — tas 2127365 
part thereof. Edwin S. Roscoe, Rochester, N. Y., 2126 540 : 
assignor to Yawman and Erbe Manufacturing Com- ; Z 
pany, Rochester, N. Y., a corporation of New York. y 
Application July 14, 1933, Serial No. 680,440. 

2,125,826. Typewriter. Werner Tobias, Berlin, Ger- 
many, assignor to Olympia Buromaschinenwerke Aktien- 
geselischaft, Erfut, Germany. Application December 
23, 1935, Serial No. 55,793. 
2,125,957. Fountain pen. Solomon A. Sager, Hb- 
bard Woods, III., assignor to Sagrer Corporation, New 





York, N. Y. Application July 6, 1937, Serial No 2127514 

152,012. 2127619 
2,126,194. Pen and pencil holder. George F. Kid- 2,127,431 

rick, Yakima, Wash. Application March 18, 1937, 21er 

Serial No. 131,730. — 2127, 612 


2,126,203. Bag. William J. Miskella, Cincinnati, 
0., assignor to Globe-Wernicke Co., a corporation of 
Ohio. Apolication March 15, 1937, Serial No. 131,081. 

2,126,297. Typewriting machine. Elmer L. Wise, 
Bridgeport, Conn., assignor to Underwood Elliott 





Fisher Company, New York, N. Y., a corporation of 2127750 

somes. Application March 13, 1936, Serial No 7 zs 
. e x 
2,126,303. Stand. Walter A. Anderson, Bridgeport, rey ) ety :s 

Conn., assignor to Underwood Elliott Fister Comnary, . wos 

New York, N. Y., a corporation of Delaware. Appli- 2127657 

cation March 2, 1936, Serial No. 66,577. Sia ete 
2,126,315. Typewriting Machine. William A. Doeb- 2127 704 2127, 796 

son, Wethersfield, Conn., acsiqnor to Underwood Elli- ; 

ott Fisher Comnany, New York, N. Y., a corporation lin 

of Delawsre. Application November 14, 1935, Serial qT a « 

No, 49.682. er se Sh. ? 

.126,320. Combined calculatina and recording ma- SOS Ss | f 
chine. te Und 6 eniett Harrisburg, Pa., as- . “oe (Caan) | o 
signor to nderwoo Elliott Fisher Company, New | yw 
York, N. Y., a corporation of Delaware. Oriainal 2126052 7 110, 796 | | 7 110,865 
application December 39, 1°32, Serial No. 649,663 ‘ 

Divided and this application November (1, 1935. j 

Serial No. 49,158. ony i 
2,126,323. Typewriting machine. George F. Handley, “> d } iy. 

Glendale, N. Y., assignor to Royal Typewriter Com- v 

pany, Inc., New York, N. Y.. a corporation of New } 1198863 

York. Application July 23, 1936, Serial No. 92,241. 

2,126,471. Multiple unit ‘file. Louis W. Karlen, —— ome 
Buffalo, N. Y., assignor to Remington Rand, Inc.. 

Buffalo, N. Y. Application November 23, 1935, Serial 

No. 51,330. 

2,126,540. Fountain pen. Beauford Harold Dicks, 

Athelstane, Wis. Application December 29, 1937. 

Serial No. 182,347. 

2,127,251. Typewriting machine. Oskar Fischer, 

Kanpelhof, near Friedrichshafen, Germary. Application 

October 8, 1932, Serial No. 636,863 in Germany 

a St ! re 8 8 2,127,657. Loose Leaf Binder. Paul 0. Unger, Elm- DESIGN PATENTS 

Salvador, El Selvador ‘Kealicniien Teste oo. 1937, hurst, II, assignor to Wilson-Jones Company, Chi- 110,652. Design for a machine for signing fac- 

Serial No. 149,976. 7 i" eago, Ill., a corporation of Massachusetts. Applica- simile signatures. Walter L. Todd and Richard C. 
2,127,416. Loose Leaf Binding. Andre Lucien M tion February 12, 1936, Serial No. 63,481. Browne, Rochester, N. Y., assignors to The Todd 

tin, Paris, Fran Appli ati ¥ il ms. iene Geciat 2,127,704. Strip feed mechanism for record ma- Company, Ine., Rochester, N. Y., a corporation of 

os » France. pplication April 25, 1935, Serial chines. Joel F. Sheppard and Charles J. Manuel, New York. Application April 19, 1938, Serial No. 

0. 18,195 in France May 4, 1934. F : Dover, N. H., and William A. Pringle, Niagara Falls, 76,598. 

2,127,431. Typewriting and like machine. Frederick N. Y., assigners to American Sales Book Company, 110,796. Design for a stapling machine. Stephen 
W. Schremp, Elmira, N. Y., assignor to Reminaton Inc., Niagara Falls, N. Y., a corporation of Delaware A. Crosby, New York, N. Y., assignor to Parrot 
Rand, Ine., Buffalo, N. Y., a corporation of Dela- Avplication April 4, 1935, Serial No. 14,664. Speed Fastener Corporation, Long Island City, *s 
ware. Application May 6, 1937, Serial No. 141,038. 2,127,750. Autographic register. William C. Pfeiffer, a corporation of New York. Application April 26. 

2,127,434. Spiral binder. Gertrude L. Smith, Los Dayton, Ohio, assignor to the Egry Register Com- 1937, Serial No. 68,990. 

Angeles, Calif. Application July 8, 1935, Serial No. pany, Dayton, Ohio, a corporation of Ohio. Applica- 110,810. Design for a pencil or the like. David 
+298. . tion February 5, 1936, Serial No. 62,462. Kahn, Woodcliff, N. J., assignor to David a we ie 
2,127,514. Writing machine. Walter J. Hausman, 2,127,798. Paper positioning apparatus for type- North Bergen Township, Hudson County, N. 

Westfield, N. J., assignor to Burnell Laboratory Com- writers. Carlos Wittenmyer, Mount Clemens, Mich. corporation of New Jersey. Application Knentdt ‘22. 

pany, Incorporated, Locust Valley, Long Island, N. Y., Application September 16, 1936, Serial No. 100,978. 1937, Serial No. 73,110. 

a corporation. Application March 20, 1931, Serial No. 2,127,812. Typewriting machine. William Alfred 110,889. Design for a combination desk unit. Al- 

524,116, renewed May 14, 1937. Gabrielson, Syracuse, N. Y., assignor to L. C. Smith bert S. Band, Boston, and Laurence W. Kendrick, 
2,127,612. Reeord Calendar. Luis Felipe Murcuia, & Corona Typewriters Inc., Syracuse, N. Y., a cor- Wellesley, Mass., assignors to the Carter's ink Com- 

Mexico, D. F., Mexico. Application May 22, 1937, poration of New York. Application December = |!, pany, Combridge, Mass., a corporation of Massachu- 

serial No. 144, i90 in Mexico August 28, 1936. 1936, Serial No. 115,335. setts. Application June I1, 1938, Serial No. 77,784. — 

2,127,619. Book assembly. Sol R. Rosenthal, Chi- 2,128,052. Fountain pen. Charles J. MacNally. 110,953. Design for a combined desk and chair. 
cago, Ill. Application November 16, 1936, Serial No Jamaica, N. Y. Application March 31, 1937, Serial William J. Bargen, Waukegan, I!!. Application No- 


111,036. j No. 133.964. vember 17, 1937, Serial No. 72,966 
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* 
The Present Opportunity 


Conditions in trade and industry have undergone a marked change for the 
better in recent months. Since the early part of June, there has been widespread 
evidence of a general upturn in business. Economic reports from a variety of 
sources indicate a feeling of optimism resulting from definite gains in sales and 
production. Several indices—retail trade, steel output, electric power production, 
and freight car loadings—showed contraseasonal gains during the summer months. 
Retail sales the first week in September were reported in a national survey by the 
twelve federal reserve banks to be over the corresponding week of last year in five 
of the twelve districts. Department store merchants in some cities anticipate sales 
in the last four months of 1938 to equal or exceed those of a year ago. 


In the office equipment industry we find a definite pickup in sales of leading 
manufacturers. Executives are looking toward a steadily expanding demand. 
With a continuation of improved business during the normally active months in 
the fourth quarter, it is believed that the end of the year should see most lines 
equaling and possibly passing last year’s levels. 


Business observers quite generally agree that now present are most of the fac- 
tors essential to recovery. Consumer incomes have been maintained at compara- 
tively high levels, sustaining consumption and making possible the absorption of 
surplus inventories, which were built up in 1936 and the early part of 1937. The 
trend in employment is more favorable. 


Buying and production are being increased to meet the needs of the country. 
Many of the “wants deferred from the last depression have yet to be satisfied.” 
The thirteen billion dollar rise in the stock market greatly enhances buying power. 
Good crops, and a fair volume of new financing are all encouraging facts. 


The results achieved by the recent nation-wide salesmen’s crusade have dem- 
onstrated to the satisfaction of many that revival can be stimulated by individual 
initiative and enterprise on the part of the distribution divisions of the industry. 


This month the stationery division of the office equipment industry meets in 
Chicago. Well may each who attends participate spiritedly. Willing to contribute 
toward the industry’s advancement, and alert to the values there for him person- 
ally. Only last month the typewriter and office machines division of the industry 
assembled for similar purpose. In all meeting places of ideas—conventions, con- 
ferences, the pages of this journal—there are great values, hidden perhaps to the 
unreceptive mind, readily apparent to the alert and searching. Each must get it 
for himself. 


The present opportunity offers a challenge to good business. Executives need 
not wait for another day to adapt the useful ideas obtained from the many sources. 
Now is the appropriate time for careful analysis of conditions within each organ- 
ization, and throughout the marketing territory. Improvement in sales technique 
may be in order. More intensive cultivation of profitable lines and fields in which 
the greatest hopes are rooted. Concentration on preferred markets where business 
can be obtained with the minimum cost in time and money. Today is here, bid- 
ding all to make the most of it! 
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~MAKES THE 
WORLD- 


GO ROUND 





The Northwestern Furniture Company organization viewing a sound movie film on sales 
problems. The table, chairs, and lighting equipment were formerly in the Directors’ Room 
of the Century of Progress Exposition in Chicago. There more than $28,000,000 was spent 
over this table. Northwestern offers gratis the use of the above room to such local groups as 
the Downtown Business Men’s Ass'n. Note the tapered shape of the table, so all can see. 


Ready-to-Use Program for 


Sales Meetings 


Note.—The Northwestern Furni- 
ture Company has held weekly 
sales meetings every Monday 
morning for the past eighteen 
years. Out of this experience Mr. 
Netzhammer has evolved the pro- 
gram here described. 


ARRISON MATTHEWS, execu- 

tive secretary of the Sales 
Managers’ Association of Los 
Angeles, speaking to 671 delegates 
to the National Federation of 
Sales Executives’ convention in 
Dallas, Texas, on May 20, 1938, 
and referring briefly to labor 
movements, said: “It is not too 
late to recognize our responsibil- 
ity toward salesmen of America. 
We must either awaken to that 
realization — and it is our job to 
persuade them that their best 
interests are bound up with the 
administrative side of business — 
or we Shall live to see these men 
organized by production depart- 
ments of our industry and dom- 
inated by them. 


Successful Plan for Sales 
Meetings That Comprise a 
Continuous Weekly Train- 
ing School Working on 
Schedule 


By C. A. NETZHAMMER 


Northwestern Furniture Company, 
Milwaukee, Wisconsin 


“The time has come when we 
must set in motion the machinery 
which will cement our relation- 
ships to the salesmen in a bond 
of permanent mutuality. We have 
the power to create the stable 
conditions which will make the 
work of salesmen an inviting life- 
time profession, by sponsoring 


methods of training, fair stand- 
ards of work and equitable con- 
tracts covering services and re- 
muneration.” 

One of the most acceptable and 
effective methods of sales training 
is the sales meeting. When care- 
fully planned and definitely 
scheduled, it is a continuous 
school of research and learning. 
If there is any one thing in sales 
training that should be empha- 
sized, it is the value of repetition 
in training work. 


A Successful Training Type of 
Sales Meeting 


Here is a simple program. It 
is based upon a planned schedule 
of weekly meetings. Participation 
of the salesmen in various discus- 
sions is a predominant factor. 
The result is that in preparation, 
as well as during the meetings, 
the entire sales force carries on 
regular research work each week. 

An important feature of the 
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meeting is a discussion period de- 
voted to a predetermined subject 
or line of merchandise. This is 
chiefly in the nature of a question 
and answer period, supported by 
demonstrations. Each salesman is 
assigned to take charge of this 
part of a meeting on a given date. 
(As illustrated in the program 
schedule shown in the adjoining 
columns.) The number of weeks 
for which the schedule is planned 
in advance depends upon the 
number of salesmen in the organ- 
ization. 

In making up the schedule of 
programs, the men are asked for 
suggestions as to the commodities 
to be covered in these discussion 
periods. Then, we try to use good 
judgment in assigning the sales- 
men to the programs. To each 
subject we usually assign a man 
whose knowledge of the product 
needs improvement. The necessity 
of his thoroughly studying the 
subject obviously has beneficial 
results. 

Since adequate preparation is 
essential to a successful meeting 
of this character, work on each 
program is started at least two 
weeks in advance. The salesman 
responsible for the meeting sub- 
ject prepares fourteen questions 
which will bring out important 
points on the commodity assigned. 
The total of fourteen questions 
allows two to each salesman on 
the staff, excepting the one in 
charge of the meeting. After sub- 
mitting his questionnaire for ap- 
proval, copies are distributed to 
all of the salesmen ten days be- 
fore the meeting. In the interim 
preceding the meeting date, they 
search for all the answers and fill 
out the questionnaires, bringing 
them to the meeting. (See sample 
questionnaire illustrated.) 


Program in Three Sections 


The sales meeting is arranged in 
three sections. (See outline in the 
accompanying column.) Section 1, 
covering Routine Business, has 
three subdivisions, devoted to dis- 
cussions of (a) Prospects and Lost 
Orders, (b) New Goods and Price 
Changes, and (c) Complaints. 
Section 2 includes an Experience 
Talk. Following this, Section 3 is 
given over to treatment of the 
meeting subject or commodity by 
the salesman scheduled. 

The best way to secure group 
morale is to start the meeting on 
time and close on time. If you 
say eight-thirty in the morning, 
make it eight-thirty, and see that 
everyone is there. 





SALES MEETING PROGRAMS 





September 6 to October 24, 1938 


Sec. 1. Routine Business 
a. Prospects and Lost Orders 
b. 


New Goods and Price Changes 





ce. Complaints 
Sec. 2. Experience Talk 
Sec. 3. Meeting Subject by Salesman Scheduled 


EXPLANATION 





EXPERIENCE TALKS: The recital of actual experiences, especially in connection with 
Lost Orders, and Why, benefits the whole organization. Make notes of worth 
while experiences, so the information may be readily available when your turn 
comes. 

MEETING SUBJECT: The salesman in charge of the meeting is to prepare a questionnaire 
of fourteen questions and have this distributed not later than ten days in ad- 
vance of the meeting date. These questions to be numbered on the questionnaire 


1 to 14, to conform to the numbered cards 1 to 14 drawn by the men from a box 


at the meeting (two numbers for each man). Each salesman brings his answered 
questionnaire to the meeting and from it he answers the questions correspond- 
ing with the two numbers he draws. In addition, the salesman in charge of the 


meeting will have a sample of the commodity in the room for the purpose of giv- 
ing a demonstration of the points that are brought out by the questionnaire. 
In preparing your questionnaire consider and try to embody the following: 


Design 

Materials used 

Finish 

Construction features 

Sales points 

How long have we been handling the commodity? 
Name five users 
Name five competitive lines sold and by whom 
Why do you consider this line superior? 
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Salesman 


Date of Meeting 
Sept. 6, 1938 Experience Talk by Mr. Larson 
Globe-Wernicke 7000 Line Files.....essescccees Mr. S. R. Olsen 
12 Experience Talk by Mr. Dewey 
Meilink Steel Safes..ccccccccccccccccscccccece Mr. W. H. Armbruster 
19 Experience Talk by Mr. Wagner 
Milwaukee Chairs. ccsscece-soccsecccsccccccces Mr. F. B. Larson 
26 Experience Talk by Mr. Cain 
The Hoosier Lin€..cccccccccccccccccccsccsecces Mr. L. C. Dewey 
Experience Talk by Mr. Goller 
Fox Specialties. ccocccccccsccccecesecccccseses Mr. G. A. Wagner 
10 Experience Talk by Mr. Jones 
Harter Steel Chairs. cccccccccccccccteccscreces Mr. D. H. Cain 
17 Experience Talk by Mr. Olsen 
Stowe-Davis Line....... — 
24 Experier.ce Talk by 


¥. Goller 





- A. B. Jones 
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NORTHWESTERN’S SALES MEETING PROGRAM AND SCHEDULE OF ASSIGN- 
MENTS.—This is a copy of the bulletin issued to the salesmen outlining the proce- 
dure of the meeting programs. It also embodies instructions and, at the bottom, 
indicates the schedule of subject assignments to the salesmen for the dates shown. 


Sections 1 and 2 are conducted 
by the sales manager, or the one 
in charge of the salesmen. Now, 
a further word about these divi- 
sions of the program. 

Discussion of Prospects and Lost 
Orders can be made exceedingly 
beneficial. New Goods, Price 
Changes, New Policies, Up-to- 
Date Rulings on matters of Pol- 
icy, Sales Promotion Plans, all are 
good headings for sales meeting 
discussions. 

What about Experience Talks? 
The successful and at times un- 
successful experiences of salesmen 
have big educational value. Many 
of our men have been helped by 
listening to the tactics followed by 
another man in a familiar situa- 
tion. Some of these experiences 
related in our meetings are re- 


membered years later in all their 
interesting detail. They serve to 
develop a mutual respect and re- 
gard, one man to the other. A 
different man is assigned to give 
an experience talk at each meet- 
ing during the scheduled period. 


Sales meeting programs, like 
convention programs, are apt to 
be overloaded, in that the mem- 
bers must sit quietly while they 
are “talked at”. With this pro- 
gram, each salesman plans his 
part of the meeting (Section 3). 
He conducts the questioning and 
carries on the demonstration; 
and, of course, since it is his meet- 
ing his interest is assured. 

As previously mentioned, the 
salesman in charge of Section 3 
of the meeting has prepared the 
fourteen questions on the com- 
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SALES MEETING QUESTIONNAIRE AND ANSWERS.—Fac- 
simile of a questionnaire on a specified manufacturer's line of 
products as prepared by the salesman in charge of one of 


modity assigned him, and the 
questionnaires have been dis- 
tributed to the salesmen in ample 
time for them to look up the 
answers. They bring the an- 
swered questionnaires to the 
meeting, together with the cata- 
logue or literature relating to the 
product. 

At the opening of the question 
period, the salesman in charge 
passes around a box from which 
each man draws two numbers. 
These indicate the questions he is 
to answer. Since no one knows 
in advance what numbers he will 
draw, it is necessary to look up 
and note the answers to all the 
questions. The presiding salesman 
amplifies the answers and demon- 
strates the product. Considerable 
use is also made of the catalogues 
and literature at this time. 


Besides our deriving educational 
benefit from this procedure, re- 
peatedly errors and _inconsist- 
encies have been discovered in 
various catalogues and price lists. 
These have been reported to the 
manufacturers; so they have also 
profited, in an unexpected man- 
ner, by this careful study of their 
literature. 

The sales force must be stim- 























ulated if it is to do its best work. 
The inspirational assistance 
rendered through the sales meet- 
ing planned to develop a knowl- 
edge of the thing to be sold is 
one of the principal methods in 
common use. 

Paul Ivey, one of our accepted 
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ATMOSPHERE IS IMPORTANT IN THE 

MEETING ROOM.—This is one of the 

mottos and charts that adorn the walls 

of the Northwestern Furniture Company 
sales meeting room. 


authorities on retail selling, 
says: “Knowing the goods takes 
drudgery out of work —creates 
self-confidence — makes it easy 
to give information — provides 
material for the sales talk.” 
Further, knowledge of the goods 
affects the personality of the 
salesman, a lack of it means loss 
to stores. Knowledge of the goods 


Northwestern Furniture Company’s Monday morning sales 
meetings. The questionnaire, without the answers, is distrib- 
uted to the salesmen ten days preceding the meeting. 


is the basis of customers’ Satis- 
faction and there is no justifica- 
tion for the lack of it. Knowledge 
of the goods is the basis of the 
sales person’s confidence, it is a 
remedy for exaggeration, aids in 
meeting competition and is abso- 
lutely necessary in creating desire. 


These meetings may be the only 
time the salesmen of a house are 
brought together. Men working 
alone are liable to get into a rut. 
Their methods of selling are nar- 
rowed down. They need the 
broadening that comes with the 
contact with their fellow sales- 
men in planned meetings. 


Such weekly training keeps the 
men alert and posted. They have 
the effect of bringing about 
closer social relations and of send- 
ing the men out into the field 
early in the week with a new 
inspiration and earnestness. 


The foregoing procedure is fol- 
lowed in the majority of the meet- 
ings. These are varied frequently, 
however, by drawing upon the 
specialized knowledge of the man- 
ufacturers’ representatives and 
having them address the sales- 
men. Occasionally, we also invite 
local sales managers to address 
our meetings. 


Clinching Sales With Testimonial 


Somnmeies of salesmen go as 
far as ninety-nine per cent of get- 
ting an order but fail to get that 
good old name on the dotted line 
because of the need of something 
to create that final desire to buy. 

Besides telling a _ prospective 
buyer, very intelligently, what 
you have to Sell, and besides mak- 
ing a perfect demonstration of 
your equipment, you will find the 
average prospect to be “a man 
from Missouri” who wants further 
evidence before he will become a 
customer. 

To present adequately a con- 
crete example of what I mean, I 
refer briefly to one of the fifty 
different addressing machines 
made by my company. The Elliott 
Cardvertiser is a small machine 
that feeds United States Govern- 
ment post cards automatically at 
a speed of about 100 per minute. 
From typewritten address cards 
it imprints a different name and 
address on the address side of 
each Government post card. Then 
in a separate run these cards are 
turned around, put in the same 
loading hopper of the same ma- 
chine, and a typewritten message 
with a hand drawn sketch is re- 
produced on the back of the post 
card. The cards are then com- 
plete and ready to be dropped 
in a mail box. Cards are usually 
delivered the next day, because 
United States Government post 
cards travel first class mail. 


Testimonials Presented After the 
Demonstration 


After the salesman demon- 
strates the Cardvertiser, he makes 
good use of testimonial letters. 
These he has with him always, 
properly indexed according to 
types of business. For instance, 
if he is talking to an auto dealer, 
he shows this prospect two or 
three letters from people in his 
same line of business, quoting 
somewhat as follows: 


“Here is a man who sent out 
200 post card messages at the 
total cost of $2.08 and received 
fifteen new prospects and $85.00 
worth of business.” 


“Here is another man who sent 


Letters 


Up-to-date Letters of Ap- 
proval Concerning Actual 
Results Give the Prospect 
the Extra Push Needed 


to Induce Him to Sign an 


Order 


By ROBERT DEPACE 


New York Manager Elliott Address- 
ing Machine Company 


out 150 post card messages and 
sold two cars.” 

Our salesmen have a few testi- 
monial letters for each of about 
twenty-seven different lines of 
business. They are careful, when 
they quote letters, to select those 
from business similar to the pros- 
pect’s. 

This idea has sold many ma- 
chines, proving itself successful 
in practice. 

A buyer is naturally more inter- 
ested in the success of his own 
salesmen than of the man to 
whom he has granted an inter- 
view. Often he is of the type 
who does not like to be bothered 
by salesmen from other com- 
panies. While the salesman is 
presenting his product the pros- 
pect’s mind wanders. He thinks 
of a dozen reasons why he should 
not buy, and when the salesman 
is through he tells a few of them. 
Typical objections include the 
following: 

“Well, you have a very fine 
piece of equipment, but we have 
no money to spend.” 

“Business is bad. Come around 
when things pick up.” 

“We are jammed fcr space and 
have no room to put your equip- 
ment in.” 

“TI must see my partner about 
it.” 


A Way to Overcome Objections 


Although some salesmen are 
skillful enough to overcome these 


reasons, many others are stopped. 
It is at this point that our sales- 
man takes out a recent testi- 
monial letter from a company in 
the same line of business as the 
prospect, puts it in front of him 
and lets him read about one of 
his competitors who sent out 500 
Government post cards, costing 
$5.00, and received $950.00 worth 
of business from this small mail- 
ing. 

The testimonial letter clears the 
air. It is no longer a question 
of money, even though some peo- 
ple hold a nickel so close to their 
eyes they can’t see the dime be- 
hind it. 

The prospect is more easily con- 
vinced that if his business is bad, 
he needs the equipment like a 
sick man needs a doctor. 

The “lack of space” objection 
ceases to exist when a profitable 
use for the equipment offered is 
revealed by the testimony of a 
competitor. 

If he has a partner, he would 
like to be the one to get credit 
for discovering a business building 
idea. 

In addition to the testimonial 
letters, the salesman takes out of 
his brief case a series of six to 
eight different post cards, each 
advertising the same type of busi- 
ness as his prospect’s and spreads 
them on the prospect’s desk. His 
attention is immediately engaged. 
He is interested in the _ short, 
pointed sales messages, each ac- 
companied by an attractive 
sketch. He begins to get some of 
his own ideas as to what he would 
like to send out. 


A Signed Order Crowns Sales 
Effort 

When a sales solicitation gets 
to this point there is not much 
that can stop the signing of the 
order. It is merely a matter of 
routine for the salesman to fill 
out the order blank and place it 
before the prospect for his signa- 
ture. 

Our men work on a drawing 
account against commissions. The 
successful salesman is the man 
who, at the end of each day, sits 

(Turn to page 19, please) 








Practical Personnel Policies 


.. IS MY belief that strong em- 
ployee morale is one of the finest 
assets an organization can pos- 
sess. While this may not be visible 
on the financial statement, and 
while it is difficult to give any 
exact measurement of value to 
employee morale, or—to use a bet- 
ter word —employee cooperation, 
there can be no question as to its 
essential value. 

There are many channels 
through which this employee atti- 
tude can be developed. Obviously, 
underlying all of them is the 
cardinal principle of giving the 
individual employee a square deal. 
Each employee sees himself as an 
individual, having definite impor- 
tant responsibility and being a 
part of the organization—and his 
attitude toward the employer re- 
flects the degree of success of that 
employer in appreciating the em- 
ploye’s point of view. 

Throughout our 30 years of 
typewriter manufacture, our com- 
pany policies have been consist- 
ently planned so as to foster 
strong employee cooperation. And 
there can be no question that 
these policies have had an impor- 
tant influence in the growth of 
the company to its present posi- 
tion in the typewriter industry. 

The thousands of employees in 
our production organization at 
Hartford, and our office and 
standard machine sales staffs in 
the field, comprise the backbone 
of our company, 7,500 in all. Also, 
we have a widespread dealer or- 
ganization handling the portable 
machine in domestic territories, 
and both the office machine and 
the portable in foreign territories. 
These latter, of course, do not 
come under the classification of 
Royal employees. 

Our basic policy is the rigid 
one of advancement within our 
own organization whenever possi- 
ble. When a position is open, 
whether it be as executive, de- 
partment head, branch manager, 
or factory foreman, we look to our 
own organization for the right 
man. Every one of our present 
executives and department heads 
has grown up with the company. 
This is equally true of our factory 
organization and, to a very great 
extent, of our field sales organ- 
ization. The result is that every 


By E. C. FAUSTMANN 


President, Royal Typewriter Com- 
pany, Inc., New York N. Y. 


(Reprinted from “Executives Service Bulletin,”’ 
Published by the Policyholders Service Bureau, 
Metropolitan Life. Insurance Company.) 
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Royal employee can confidently 
look forward to permanency and 
advancement within the company, 
if his work merits it. 

The work of each employee is 
regularly and carefully appraised 
so that meritorious effort may be 
recognized. A rating card system 
is maintained at the plant to give 
a continuing record not only of 
the quality and quantity of each 
individual’s work, but also of the 
character traits displayed. Peri- 
odic studies are made by a special 
department so that no one may be 
overlooked. 

Sales personnel is handled by 
the sales manager through assist- 
ant sales managers in the field 
and by branch office managers. 
Office personnel is supervised by 
the secretary of the company in 
New York, who functions as per- 
sonnel director, working through 
home office department heads and 
branch office managers. This per- 
mits close personal consideration 
of each employee. 


School for Beginners 


Royal employees generally enter 
the company through one of three 
channels. At the plant, employ- 


ment is centralized for all factory 
departments. A school there trains 
new employees for the jobs re- 
quiring finer technical ability, 
such as those of aligner and as- 
sembler. Skilled employees in 
these factory departments are 
generally those who have demon- 
strated the greatest talents in the 
school. Typewriter aligning is spe- 
cialized precision work of the 
highest type, and our aligning 
school gives us a source of supply. 
To be accepted for these schools, 
an employee must demonstrate 
ability and interest in his early 
work. Once in the school, he is 
on a competitive basis with the 
others in his class for the desired 
better position. A thorough quar- 
terly check is made on _ our 
younger men as to attitude toward 
their work, trend of ability, future 
schooling, and study. Some of our 
best boys are sent to local trade 
schools two to three half-days 
weekly, with pay. 

The channel of employment in 
the sales organization is in most 
cases that of junior salesmanship, 
from which the first promotion 
upward is to the position of senior 
salesman, and then advancement 
follows the usual path of better 
territories, reservation accounts, 
and branch managerships. The 
routine channel is also followed in 
the case of the office operating 
staffs. 

Promotion from within is a 
practical policy with us. It is prac- 
ticable, also, because we are what 
might be called a “single-minded” 
organization. We devote ourselves 
exclusively to the manufacture 
and sale of typewriters and type- 
writer supplies, and have no other 
interests. So all our people are 
typewriter people, which not only 
makes our policy of advancement 
feasible, but it also consistently 
strengthens our organization by 
placing experienced performers in 
leadership positions. 

I might mention that the chair- 
man of the board of directors has 
continuously held the chairman- 
ship since the company was 
founded in 1906. I have been with 
Royal since 1910. Of our three 
vice-presidents, two have been as- 
sociated with Royal since its in- 
ception, and the third has been 
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with us 20 years. Our vice-presi- 
dent in charge of production has 
had charge of our manufacturing 
division during all his 32 years of 
service. The average length of 
service of each of our officers is 
better than 26 years and, of our 
department heads, more than 22 
years.* 


We foster cooperation through 
another policy which makes all 
executives and department heads 
easily accessible to their people. 
As an illustration, at 4 o’clock 
every afternoon our vice-president 
in charge of production sets aside 
his usual work so that any em- 
ployee in the factory may go in to 
see him and talk with him freely 
—and without asking permission 
of anyone. 


Bring in Personal Problems 


At that time employees often 
bring intimate personal problems, 
as well as plant problems con- 
nected with their daily work.... 

Long and faithful service with 
our organization is recognized. For 
example, we have at the plant a 
department that functions as one 
of our super-inspection depart- 
ments. Here skilled aligners and 
final inspection men who have 
performed their work loyally and 
well and are now, through age or 
physical incapability, unable to 
meet requirements, are continued 
on the pay roll as “extra inspec- 
tors.” While their inspections do 
not represent final inspections of 
the typewriter, these men feel that 
they are performing a useful serv- 
ice; company appreciation main- 
tains their morale. This cannot 
help but react favorably on the 
younger men. Membership in the 
Veterans Association at the plant 
is a signal honor, and many of 
our people have the gold watches 
which I present on the completion 
of 25 years of service with Royal. 
A bronze plaque in our home office 


*Editor’s Note—Mr. Faust- 
mann’s reference to the Royal 
Typewriter Company’s policy of 
placing experienced performers in 
leadership positions, and his cita- 
tion of the length of service of 
many of the firm’s executives and 
department heads, is an emphatic 
testimony of the value which this 
company has found in the merit 
of the older employe. It is, in fact, 
a sublime refutation of the precept 
advanced by some that employes 
40 years old and above have passed 
the age of their best usefulness to 
modern business. 


reception hall recognizes, too, 
those who have been with us 25 
years or longer. 

When layoffs are necessary, as 
in the early 30’s, long service is 
recognized. Those of shortest serv- 
ice are first released, but these are 
the first to be rehired. We also 
adhere to a policy of staggering 
the factory work week when nec- 
essary, rather than arbitrarily 
making widespread layoffs; vet- 
erans are given more hours weekly 
than newer employees. 

These fundamental responsibili- 
ties of the employer to the em- 
ploye have more than repaid us 
in worth-while employee coopera- 
tion. After 30 years, we know that 
they work and that they have 
vitally contributed to the welding 
of our organization into a cooper- 
ating unit. 


Other Employee Activities 


Supplementing those policies, 
our efforts toward pleasant rela- 
tionships between management 
and employees are reflected in 
other activities. 


Our house organ, The Royal 
Standard, has been _ published 
monthly for 25 years. Its sole 
function is to create good will, 
done by adhering to an editorial 
policy which holds that the book 
must be interesting and readable 
in its own right. About one-third 
of the editorial matter is devoted 
to purely personal notes and 
items; another third is news ma- 
terial; and the balance is com- 
pany promotion, treated so that 
it merits voluntary interest. 


Our plant organization at Hart- 
ford maintains bowling, basket- 
ball, baseball, and other athletic 
teams, a fife and drum corps, 
choral clubs, girls’ club, men’s 
club, mutual benefit association, 
tuberculosis committee, dances, 
banquets, and so forth, all spon- 
sored by factory employees, all 
with complete employee partici- 
pation, and without management 
sponsorship. A home office base- 
ball team plays in a New York 
league. These activities are em- 
ploye-managed and financed, and 
the employes themselves are re- 
sponsible for their success. Invita- 
tions to attend affairs are always 
issued by the employees to the 
managenient. 

Another interesting practice is 
to reward in cash those office em- 
ployees instrumental in effecting 
sales of our standard machines to 
their friends. To do this, we have 
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what we call “The Royal Tip Club.” 
An employee who develops a pos- 
sible sale gives the information to 
his branch office manager, and if 
the sale is made is credited in a 
“Tip Contest” for cash prizes. A 
new contest starts every three 
months, and is based upon the 
opportunities of employees to se- 
cure leads. Salesmen receive full 
commission on tip sales. 

Our basic concept is a mutual 
relationship that will develop the 
employee’s loyalty to the company 
through fair treatment and 
through giving each employee, re- 
gardless of position, an opportu- 
nity to advance. The results have 
been extremely gratifying for the 
reason that our policies have been 
sincerely practiced, not merely 
talked about. The employee is re- 
sponsive when his own interests 
are affected. He will not be put off 
by high-sounding words when he 
is given merely the words. He 
must have enlightened policies. 
Working under these policies, he 
will respond in kind. 


—n eo 
CLINCHING SALES WITH 
TESTIMONIAL LETTERS 
(Continued from page 17) 
down like a man who has a busi- 
ness of his own, and figures out 
just what his expenses were for 
that day. Perhaps he had break- 
fast at home with his family, 
lunch at a restaurant, dinner at 
home. Each costs something. 
Then there are many other ex- 
pense items such as rent, insur- 
ance, clothes, etc., each of which 
should be estimated at cost per 
day as accurately as possible. A 
simple problem of addition and 
he knows his total expenses for 
the day. It is even simpler to 
figure his income. Subtracting ex- 
penses from income leaves net 

earnings. 

If he has earned more than 
he has spent—fine! But if he 
has earned less, he must do some- 
thing about it tomorrow, and not 
wait until the end of the month. 
Daily calculation of expenses in 
relation to income keeps the sales- 
man constantly informed and 
stimulates him to increased en- 
deavor before he gets too far 
behind to catch up. 


a 


Do’s and Don’ts for Salesmen 


All things come to one who waits, 
3ut here is a rule that’s slicker: 
The man who goes for what he wants 
Will get it that much quicker. 
D. W. McDerby 
Calgary, Alberta, Canada 
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When the Going Is Tough 
@# An indomitable member of the ranks the 
other day revealed the philosophy of the resolute 
salesman when times are tough. In the words 
of Milton, ‘Care sat on his faded cheek; but 
under brows of dauntless courage,” were spark- 
ling eyes and a smile of triumph. 

He talked of the times—but without com- 
plaint. What he said should raise the fainted 
courage of others. 

“The only person that can lick a man is the 
man himself,” he said. “The only man who can 
lick you in your business is yourself. If you 
think ‘Depression’ and talk it, and carry it home 
to bed with you every night, you certainly are a 
most thoroughly licked man to start work in the 
morning. This thought reacts not only upon 
yourself but upon all with whom you come in 
contact. 

“If you sit and worry about where you are go- 
ing to come out, you won’t be fit to maintain 
what you have got, let alone to get more. Unless 
aman is completely insolvent and bankrupt, he 
can work himself out—but he has got to work.” 

In this man’s practical philosophy was inter- 
woven parts of the wisdom of the ages. It re- 
minded us of the old proverb: ‘He that stays in 
the valley shall not get over the hill.” 

A merchandising counselor of many years’ ex- 

perience in dealing with men and the marketing 
of goods declares, there is not very much differ- 
ence among men in their ability to understand 
things or grasp situations. The great difference, 
says he, lies in their initiative and form of activ- 
ity. Two men are informed of a situation. One 
man makes a note of it—mental or written. The 
other does something about it. 
Intelligent activity is the secret of those who 
succeed. Activity is important; but it alone, how- 
ever, is insufficient, for they are active who go 
around in circles. But he who adds thought and 
plan to his effort makes progress. And, said 
Emerson, “Nothing great was ever achieved with- 
out enthusiasm.” 
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Quality, the Account Builder 

@ Make the prospect want good quality mer- 
chandise, and he will buy it. This, in brief, is 
the answer to the problems of meeting price 
competition, selling profitable items, and build- 
ing accounts. 

Successful companies in every line are prov- 
ing it to be true. But the management and its 
sales organization are “quality minded’. They 
offer lines that give satisfaction, and base their 
selling methods on effective presentation of the 
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quality idea. Thus they are able to convince 
their customers that the best merchandise in 
the long run is low in cost. 

The following are pertinent extracts from a 
bulletin issued by The Stationers Guild of Can- 
ada—the message emanating from the Humble 
Oil & Refining Company, of Houston, Texas: 

“This is the salesman’s job—to interpret, ex- 
plain, demonstrate the quality of his merchan- 
dise, and point out its value to the buyer. Until 
a man can do this he is a mere auctioneer, auc- 
tioning off his goods for whatever he can obtain 
for them. He is at the buyer’s mercy, and the 
buyer, not the salesman, soon becomes the one 
who establishes the price for his products. 

“Many people make purchases where they can 
buy for the lowest prices, simply because they 
don’t understand how much greater value they 
would receive if they paid a slightly higher price. 
They don’t understand because salesmen have 
failed to show or explain the difference between 
inferior goods and quality merchandise. Un- 
fortunately also, many salesmen lend a sym- 
pathetic ear to the customer’s reaction to a 
slightly higher price. ... As a result, they never 
show any justification for their price differen- 
tial.” 

The statement closes with the admonition to 
know where products excel in value and find a 
way to prove it to customers. 

Unusual Sales Meeting Program 

#¢ To those concerned with the direction of 
sales meetings, we commend the article on pages 
14 to 16 of this number. Here is presented an 
outline of procedure for weekly sales meetings 
that can be adapted to the requirements of any 
type of dealer organization. It has proven suc- 
cessful for one office equipment company over 
a number of years. This presentation is unusual 
in two respects. First, the program contains the 
essentials of a good sales meeting well organ- 
ized, yet simple in plan, so that it can be easily 
carried out. Second, the illustrations show the 
setup of the program, the schedule for several 
meetings, and a questionnaire prepared by the 
salesman in charge. These reproductions will 
be of special interest to sales managers seeking 
ideas for improvement of their own meetings. 

Sales managers, as a whole, recognize the im- 
portance of their job of training men to a knowl- 
edge of the company, its products, its markets, 
prospects, and best selling methods. And train- 
ing is one of the principal objectives of most 
sales meetings. Such meetings as the one de- 
scribed in this issue are particularly valuable 














SEPTEMBER, 1938 


because of the study and research done by each 
salesman in preparation for every weekly meet- 
ing. The written question and answer method 
of studying specific lines of merchandise con- 
stitutes a training school which is invaluable to 
the company and the men individually in build- 
ing up to maximum sales performance. 
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Constitution Day 
@¢ On September 17, Constitution Day will be 
celebrated all over the land. The date commem- 
orates the signing of the Constitution of the 
United States of America, September 17, 1787, in 
Philadelphia. Probably at no time in the history 
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of our country has it ever been more important 
that its citizens be mindful of the meaning and 
Significance of this great document. With the 
new social and governmental patterns on the 
loom, our heritage seems the more priceless. Its 
guardianship of the “inalienable rights” of the 
individual, its form of government, and other 
basic principles should be cherished and zeal- 
ously protected. Readers will recall the state- 
ment appearing in this journal and the brochure 
issued a year ago, refreshing our minds more 
fully upon its purpose and content. The occa- 
sion was the one-hundred and fiftieth anniver- 
sary of the adoption of the Constitution. 


HERE AND THERE 


BEAR MAKES BURKE A "TRAVEL- 
ING" REPRESENTATIVE 

Is E. J. Burke, genial Irishman well 
known to the trade, a traveling rep- 
resentative of the Boorum & Pease 
Company, Chicago? 

Gentlemen, the answer is ‘'yes, in- 
deed, Mr. Burke is a traveling rep- 
resentative.’ In fact he's still travel- 
ing the highway of Michigan with a 
total disregard for speed cops, bad 
roads or darkness. And it all hap- 
pened thus: 

Several days ago Mr. Burke, who, 
due to his Irish forbears is afraid of 
nothing,* was driving on highway 
M-95. He might even have been 
humming "Where the River Shan- 
non Flows," but he didn't hum long, 
because he suddenly became aware 
of the fact that a huge black bear 
was ambling across the road in front 
of his machine. What was even 
worse, the bear stopped and sub- 
jected the car and its driver to a 
long and searching scrutiny. 

That was plenty. All thoughts of 
the river Shannon fled as Mr. Burke 
decided promptly the time had 
come to lock all doors and windows 
and go away from there. And that 
is exactly what he did. 

*Correction, third paragraph: 
"Due to his Irish forbears WAS 
afraid of nothing." 


ANOTHER GOFF DESCENDS 
UPON US 
Mighty is the tribe of Goff. And 
its presence in the office equipment 
industry, answering to the first name 
of "'Bill,"" waxes exceedingly strong. 
Which is just another way of say- 
ing that we have just unearthed an- 
other Bill Goff who is a salesman in 
the ranks of the Ashley-McCormick 
Company, of Bridgeton, N. J. It 
came about in this wise: 


Mr. Goff read the August issue of 





OFFICE APPLIANCES wherein ap- 
peared a story of Bill Goff of Mil- 
waukee and Bill Goff of Madison, 
Wis., meeting for the first time al- 
though both have been in the sta- 
tionery industry for a considerable 
time. 

So Mr. Goff (of Bridgeton) drops 
us a line saying he, too, sells Friden 
calculators just as does Mr. Goff (of 
Milwaukee) and Mr. Goff (of Madi- 
son), in his capacity of Ashley-Mc- 
Cormick salesman. 

Maybe we can find’a couple more 
and hold a convention. 





LETTERS DELUGE GREGORY ON 
75TH BIRTHDAY 

It's possible that W. B. Gregory, 
head of W. B: Gregory & Son, De- 
troit, Mich., forgot that Septem- 
ber 3 was his seventy-fifth birthday, 
but apparently the rest of the in- 
dustry didn't. 

Which is just another way of tell- 
ing how the genial head of the 
well-known Detroit firm found him- 
self swamped with letters of con- 
gratulation when the mailman ar- 
rived Saturday morning. 

Whether it was a well-laid plot 
may never be known unless some- 
one gets lax and talks too much, 
but it would not take a good de- 
tective more than a minute to de- 
cide that the proverbial gentleman 
of color in the woodpile was more 
or less evident judging by the num- 
ber and simultaneous arrival of the 
merry missives, all of them wishing 
Mr. Gregory a happy birthday and 
many of them. 

It was in 1924 that Mr. Gregory 
severed his connection with Greg- 
ory, Mayer & Thom and in October 
of the same year formed the pres- 
ent organization as a wholesale and 
retail stationery business, including 
such lines as printing, lithographing, 


engraving, etc. The business was 
chartered in the state of Michigan 
with capital stock of $100,000, in- 
corporated by William B. Gregory, 
William R. Gregory and Harry Ose- 
bold. Elmer L. Sick was named 
secretary. 

To the deluge of wishes sent Mr. 
Gregory for a happy birthday 
Office Appliances adds the fervent 
hope that there may be at least 
seventy-five more such anniversaries. 





TYPEWRITERS IN HOLLYWOOD 


Answering the question, ''Can the 
motion picture stars type; do they 
own typewriters of their own?"', Milo 
Markey Whitlatch, writing in the 
August issue of "Your Man Friday," 
published by the Ames Supply Com- 
pany, Chicago, says, ‘Most of the 
stars at one time or another have 
been good typists. Many of them 
still type.” 

Among the actresses and actors 
mentioned by Mr. Whitlatch, are 
the following: 

Joan Crawford, who uses a stan- 
dard Underwood at her home; Wil- 
liam Powell, whose secretary answers 
his fan mail on a full size Royal; most 
of Robert Taylor's secretarial work is 
done on a wide carriage Noiseless; 
Lionel Barrymore types his own let- 
ters on a Royal portable; a Reming- 
ton Noiseless portable is the choice 
of Luise Rainer; in a little office ad- 
joining his dressing room, Robert 
Montgomery's secretary uses a Co- 
rona portable; Spencer Tracy also 
maintains an office on the lot, 
equipped with a standard Royal. 

"Many of the other stars also have 
their own machines," says Mr. Whit- 
latch. ‘They do not have or express 
a preference for any special make. 
A|l the standard machines are used 
in Hollywood." 








SANDS RETURNS FROM EUROPEAN TRIP 

Among the distinguished travelers who debarked 
from the S. S. Europa August 29th in New York was 
Merrill B. Sands, president of Dictaphone Sales Cor- 
poration and Mrs. Sands, completing an exhilarating 
month’s business trip in Europe. They left New York 
on June 29th aboard the S. S. Aquitania bound for 
London. 

A week in London was spent in the company of 
Thomas Dixon, managing director of Dictaphone Com- 
pany, Ltd. of Great Britain. Mr. Sands speaks glow- 
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ingly of their energy, industry and enthusiasm which 
account for the success of this organization in Great 
Britain. Mr. Sands recalls with particular pleasure 
the banquet of “Ye Knights of Ye Dictaphone Round 
Table” where he and Mrs. Sands were received as royal 
guests and where as a token of regard and good wishes 
from the “Knights,” he was presented with a beautiful 
model of a 16th century English frigate. In London, 
Mr. Sands had the good fortune to be guest at a 
meeting of the Office Appliance Trades Association 
of Great Britain and Ireland and received a cordial 
welcome. 

From London the Sands journeyed to the Hague, 
Netherlands, thence to Brussels, Belgium and on to 
Paris, France. Good fortune attended, for they arrived 
in Paris during the week of the visit of King George 
VI and Queen Elizabeth. “An impressive spectacle of 
amity between two great powers” was the way Mr. 
Sands termed it. But his real purpose in Paris was 
contact with R. J. Crog S A Cie, the exclusive Dicta- 
phone agents for France and colonies. In the short 
span of less than a year this company has done a 
wonderful job. 

Accompanied throughout by Fritz Menke, Dicta- 
phone’s European representative, Mr. and Mrs. Sands 
went to Zurich, Vienna, Prague, Berlin. From Berlin 
they journeyed to Stettin, boarded a steamer and 
sailed across the Baltic to Helsingfors, Finland. Thence 
to Stockholm, Oslo and by train to Bergen. From 
Bergen to Newcastle, England by boat thence to Lon- 
don, whence he sailed for home. 

Sitting across from him in his office a few days 
after his return, we realized how he was “thrilled to 
note what a tremendous job the agents and repre- 
sentatives of American office equipment manufac- 
turers had done in Great Britain and on the Con- 
tinent in attaining and maintaining the position and 
prestige for American made office equipment.” 


Visiting Dictaphone agencies and representatives in 
12 different countries and returning home in less 
than a month was a real accomplishment. 


An impressive and timely memento of the banquet 
with the British Dictaphone organization was a souve- 
nir booklet issued in honor of Mr. Sands. Six pages 
were enclosed in a handsomely-decorated cover upon 
which, in old English type, was printed: “Ye British 
Knights of the Dictaphone Round Table Bid Welcome 
to Merrill B. Sands, U. S. A.” 

On the title page appeared a large portrait of Mr. 
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Sands facing a page devoted to a description and pic- 
ture of the sixteenth century model frigate with which 
he was presented at the banquet. The centerpiece was 
a two-page spread containing the banquet menu and a 
list of toasts and those proposing them. On the clos- 
ing page was a “Roll of Ye Knights’—nineteen in 
Great Britain, including Dictaphone managers for 
Birmingham, Liverpool, Yorkshire, West of England, 
North East England, Scotland and Ireland, and three 


London directors, and twelve in other countries. 
————_—= > o—___ 


LARGEST RECORD BOOK IN THE WORLD 

“The Visitors’ Register in Chahinkapa Park, is with- 
out a doubt, the largest record book in the world. It 
was manufactured in the plant of the Globe-Gazette 
Printing Company of Wahpeton (N. D.), a printing 
and bookbinding establishing that has been building 
record books and doing a general line of printing for 
more than thirty-one years.” 

The preceding paragraph is quoted from an attrac- 
tive booklet entitled “Beautiful Chahinkapa Park,” a 
product of the presses of the Globe-Gazette Printing 
Company. The massive register is featured in pictures 
in the center spread of the booklet. An impression 
of its relative size may be had by reference to the 
accompanying illustration. When closed the big regis- 
ter is thirty-three inches high, fifty-eight inches wide 
and nine and one-half inches thick. Its “wing-spread” 
when open, is 113% inches, and its total weight is 
507 pounds. Between the heavily bound covers are 
1000 thirty-one by fifty-three inch sheets of Byron 
Western Company’s linen record, having a total 
weight of 387 pounds. The covers are of five-ply 
Western fir plywood covered with a half-inch thick- 





THE GREAT VISITORS’ REGISTER AT CHAHINKAPA PARK, 
WAHPETON, NORTH DAKOTA.—The immense size of the book 
may be gauged by the smaller volume beside it which is a 
regulation record book used extensively in county courthouses. 
The huge tome, described in the accompanying story, was 
conceived by R. J. Hughes, founder and president of the Globe- 
Gazette Printing Company and chairman of the Wahpeton City 
Park Commission. 


ness of ‘“Nu-Wood,” a compressed ground wood prod- 
‘uct. A finish covering of red and blue cowhide is de- 
signed with deep embossing. The back is of stainless 
steel and is hollow. 

The visitors register was conceived by R. J. Hughes, 
founder and president of the Globe-Gazette Printing 
Company, and chairman of the City Park Committee, 
under whose supervision Chahinkapa Park was flamed 
and brought into being. 

Replete with pictures and interesting text, the book- 
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let effectively presents Chahinkapa Park. Its sixteen 
pages are jacketed in a handsome cover which is 
printed to resemble wood graining. As the story of 
Chahinkapa Park is unfolded the reader learns that 
its name means, in the language of the Indians, “The 
end of the woods.” At the confluence of the Bois de 
Sioux and Otter Tail rivers, the park site was neglected 
for many years, serving frequently as a dumping 
ground. In 1933 the work of developing the land into 
a park was started. Today the facilities and attrac- 
tions include a supervised swimming pool, beautiful 
lagoons and lily ponds, a children’s play ground, an 
aviary, a zoo, picnic grounds, flower gardens, shelter 
house, a wooden athletic field, and others. 

Among the popular items sold by the “Souvenir 
Store” in Chahinkapa Park are the booklets “Beau- 
tiful Chahinkapa Park,” and “A History of Richland 
County, North Dakota.” Both publications were pro- 
duced by the Globe-Gazette Printing Company. The 
“History” is a fascinating document to which we 
would like to refer in detail. From early geologic periods 
up to 1937 A. D. the development of the county and 
the city of Wahpeton are traced with engaging skill. 
One learns that the territory now known as Richland 
County was included in the vast area claimed by both 
England and France as early as 1495. In 1763 France 
ceded Canada to England. Richland County was not 
included in the Louisiana Purchase, and thus did not 
become a part of the United States until 1818. From 
that date until 1889, when North and South Dakotas 
were admitted as states, Richland County was succes- 
sively a part of the Territories of Missouri, Michigan, 
Wisconsin, Iowa, Minnesota and Dakota. 

Richland County was first settled in 1864, experi- 
enced a rapid growth from 1879 to 1890, which was 
followed by a quarter century of cultural and com- 
mercial development. During the World War, the 
county contributed men and goods generously. From 
1918 to 1938 the county experienced expansion, drouth, 
recovery and recession, always building solidly at the 
base and recording fundamental progress regardless 
of the superficial conditions prevailing at any par- 
ticular time. 

ee 
HILLSTROM ATTENDS CROWN PRINCE 
CELEBRATION 


David A. Hillstrom, secretary and general manager 
of the Corry-Jamestown Manufacturing Company, 
Corry, Pa., recently spent a busy week attending the 
various functions held in honor of the visit to America 
of the Crown Prince and Princess of Sweden. 

Mr. Hillstrom was one of five members of the 300th 
anniversary commission of Swedish descent appointed 
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by Governor Earle to the tercentennial celebration at 
Delaware and Philadelphia. In this connection he at- 
tended the state banquet in honor of the visiting roy- 
alty in the Benjamin Franklin hotel and a second 
banquet at the Waldorf-Astoria in New York. He was 
also in attendance when the Yacht Squadron of Penn- 
sylvania’s 300th anniversary commission met the M. S. 
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Kungsholm in the Delaware river to escort the official 
delegations to the Philadelphia Navy Yard. 

Mr. Hillstrom was decorated by the king of Sweden 
in 1926 with the Knighthood of the Order of Vasa, first 
class, a distinction limited to but a few persons of 
Swedish descent in the United States. 

= Cinna 
THREE NOTED EXECUTIVES FROM ABROAD 
VISIT ROYAL 

The Royal Typewriter Company last month was host 
to three prominent visitors from abroad. They were 
H. P. Henton, Office Typewriter Company, Ltd., Auck- 
land, New Zealand; A. W. Thomas, managing director, 
Visible Writing Machine Co., Ltd., London, England, 
and Fritz Fromming, manager, Campagnie Francais 
des Machines a Ecrire Royal, Paris, France. 

Mr. Henton broke a habit of several years standing 
to visit America. It is his custom to absent himself 
from New Zealand and enjoy a two-month stay in 
Honolulu. Instead he went to New York to meet the 
Royal family at headquarters and to Hartford to in- 
spect the company’s factory. He gave an enthusiastic 
and optimistic answer to the usual query of “how’s 
business?” 

“The best two years we have ever had,” he replied. 
“We easily doubled our volume in that time.” Which 
statement spoke volumes for the way Mr. Henton will 
put to good use the first-hand knowledge of Royals 
he acquired when he returns home. 

Mr. Thomas, one of London’s distinguished citizens 
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recently decorated by the Lord Mayor, spent a short 
ten days at Royal headquarters during the middle of 
August. Arriving on August 14 he returned on the 
twenty-third, making the entire trip in less than three 
weeks. Those who met Mr. Thomas were impressed 
by the force of his personality as well as unmistakable 
indications of a strong sense of humor and a keen 
perception. 

In discussing matters abroad Mr. Thomas was en- 
thusiastic over the progress made by the Federation 
of Typewriter Dealers in London. He said the organ- 
ization had concentrated its efforts toward creating 
an entity and cohesion which was an exceedingly 
good promise for continued success. 

Mr. Fromming was the third visitor at Royal head- 
quarters and like Mr. Thomas arrived on August 14, 
returning on the twenty-third, after spending ten 
days in New York. 

Friendly and courteous, Mr. Fromming spoke at 
length upon the excellent twelve months of business 
experienced by France last year. Although certain 
factors present in 1937 are missing this year, he ex- 
plained that the outlook for the present was not en- 
tirely unfavorable. 

Although his time in America was short and his 
business pressing, Mr. Fromming thoroughly enjoyed 
the visit and departed with his hosts’ “come again 
soon” ringing in his ears. 

Photographs of Messrs. Henton and Fromming were 
not available at the time of going to press. 








A. B. DICK COMPANY’S NEW MIMEOGRAPH 90 

A. B. Dick Company, Chicago, has announced to the 
trade the new Mimeograph 90, a standard size rotary 
stencil duplicator. 

The Mimeograph 90 is a modern streamlined model 
with exterior designing by Walter Dorwin Teague. It 
has a durable, dark brown crackle finish. A simplified 
mechanism with but few parts assures ease of opera- 
tion. An automatic feed (with a capacity of 100 sheets, 
substance 20) takes from post card to 8% x 14” sizes. 
The machine is hand operated. One turn of the crank 
gives one revolution of the cylinder, which is of stand- 
ard size, open type. 

Accurate registration is achieved through the use 
of a simplified feeler pin and paper stop mechanisms. 
Inking is done by crank controlled mechanical brush 
without a fountain. Print adjustment devices such as 
raising, lowering, straightening, are on the cylinder. 
The impression roller is of the ball bearing type with 
an automatic release. 

Other features include cylinder brake, paper feed 
control clutch, removable cylinder, interchangeable for 
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color work, new type feed pad and a feed arm which 
is easily removable for hand feeding. 

With a total weight of fifty pounds, this new Mimeo- 
graph is constructed in a standard size and has a rigid 
frame. It is a sturdy piece of precision built mechanism. 

2 
UEF ANNOUNCES STUDENT PORTABLE 

The Underwood Elliott Fisher Company, New York, 
N. Y., has recently announced the new Student port- 
able typewriter through Clude Jungbluth, sales mana- 
ger of the portable division of the company. 

“UEF is proud to present an entirely new portable 
typewriter for retail sales,” said Mr. Jungbluth. “This 
new model, known as the Student, retails for $42.50 
complete with serviceable carrying case. It is a com- 
plete portable typewriter with a full standard keyboard 
designed for every typing purpose at a price within 
the reach of all.” 

The Student model was designed by the creators of 
the Underwood Typemasters. It is a perfect writing 
machine for students of all ages .. . a smart modern 
portable embodying exclusive Underwood features that 
assure smoothness and ease of operation. 

Handsomely styled, efficient, the sturdy Student port- 
able presents the sealed action frame, back spacer in 
normal typing position, 100 per cent typing visibility, 





ratchet release-variable line spacer, paper bail, stand- 
ard keyboard with 42 keys and 84 characters, and non- 


glare keyboard. 
Underwood portable typewriter dealers are being 
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THE UNDERWOOD STUDENT PORTABLE 


supplied with window streamers and posters, as well 
as an assortment of attractive literature to aid them 
in promoting the sale of the new model. 
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MARKWELL PRODUCES TWO STAPLE-MASTERS 

The Markwell Manufacturing Company, Inc., 200 
Hudson street, New York, N. Y., has recently developed 
and placed on the market two new staplers which are 
listed as the RF-1 and RF-2. 

Pressure of a button automatically snaps open a 
door for loading purposes which is performed quite 
simply. The machine is equipped with an ingenious 
device which prevents staples being expelled while 
the loading door is open. The Staple-Master No. RF-1 
can be used for pinning or stapling by a simple flip 
of the anvil and the magazine can be detached from 
the base in a second for tacking purposes. The two 
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machines use three sizes of staples, the RF quarter- 
inch leg, RFD five-sixteenths leg and the RFL three- 
eighths leg, giving the machines a wide range of uses. 

Equipped with rubber pads they are triple-plated in 
a handsome chrome finish and are completely encased 
as a protection from dust and rust. A lifetime guaran- 
tee covers both machines. 

a = 
CARTER’S CUBE-WELL INKSTAND 

A new reservoir fountain inkstand, named the Cube- 
Well, has recently been introduced to the market by 
the Carter’s Ink Company, Cambridge, Mass. It is 
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made to retail for eighty-nine cents or ninety-eight 
cents from Denver west. 

The Cube-Well consists of a handsome base of ink- 
resisting black molded plastic, a reservoir pen which 
writes pages without dipping and a ten-cent cube of 
Carter’s ink, packed complete in an attractive box. 
An exclusive flow-control valve insures a smooth flow 
of ink from the bottle to the pen well, helps maintain 
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a correct pen point ink level and prevents spilling 
when assembling or refilling. 

The pen point is made of wear-resisting, stainless, 
non-corrosive metal and a visible ink supply feature 
tells at a glance when filling is necessary. The Cube- 
Well is equipped with rubber feet to prevent scratching 
or marring furniture. Window displays and other 
advertising material are available to dealers. 


— +—<—- —— 


RAND McNALLY’S CORONADO GLOBE 
Leader in the new Rand McNally line of mechan- 
ically mounted globes, which the company is offering 
for the first time this year in addition to a full line of 
hand-mounted models, is The Coronado pictured here. 
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It retails at $9.00. The globe ball is twelve inches in 
diameter, with the choice of standard or antiqued 
map. The gracefully turned Duncan Phyfe style base 
is solid American walnut. The height is thirty-four 
inches, making the globe convenient for inspection 
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whether the user is standing or sitting. The ball ro- 
tates freely and both ball and meridian may be re- 
moved for closer study. The new Rand McNally line 
also includes a rich variety of other floor and table 
models beginning at $3.50. 
eee 
SMITH-CORONA ZEPHYR PORTABLE 

L. C. Smith & Corona Typewriters Inc. last month 
announced a new Corona portable, in addition to the 
Speedline models previously announced. This newest 
addition to the line is called the Corona Zephyr. 

The Zephyr is entirely new in design and appear- 
ance, weighs seven pounds and five ounces and be- 
cause of its lightness makes an ideal typewriter for 
students or people to whom ease of portability in a 
typewriter is an asset. The case measures 12 by 11 by 
2% inches and can be packed in a brief case or trav- 
elling bag. 

The new model has a full size four-row standard 
keyboard of eighty-four characters, writes both capi- 
tals and small letters with complete visibility, and 
has a.swinging shift which is remarkably easy to oper- 
ate. The action is smooth and while it is not a silent 
typewriter, it is quiet. 

The Zephyr is equipped with a back spacer, ball- 
bearing carriage, line space carriage return lever, lock- 
ing paper release, paper bail with graduated scale, 
graduated line indicator and platen ratchet release. 
There are four inbuilt rubber feet which hold the 
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machine rigid on the desk during operation and pre- 
vent creeping even though the machine is light in 
weight. There are both right and left hand shift keys 
which lock from either side. The platen has a knob 
at both the right and left ends. 

The case is made of steel and is in one piece as the 
base of the machine serves as part of the case when 
it is closed. The Zephyr is finished in Corona tan and 
because of its advanced streamline design is pleasing, 
compact and sturdy in appearance and, complete with 
case, is priced at $29.75. This machine, with the Speed- 
line Corona Silent at $64.50, the Speedline Corona 
Sterling at $59.50, and the Speedline Corona Standard 
at $54.50, gives Corona dealers a complete line of the 
finest portable typewriters Corona has ever offered. 
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ACE PRESENTS THE ACE-SCOUT STAPLER 

Described as a thoroughly dependable and durable 
machine for stapling, pinning and tacking, a new, low- 
price stapler has recently been introduced to the mar- 
ket by the Ace Fastener Corporation, 3415 North Ash- 
land avenue, Chicago, under the name of the Ace- 
Scout. 

Built of steel to the highest standards of accuracy 
and of a simple construction, the. Ace-Scout has a 
fine chromium finish. It is said to be jamproof, 
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clogproof and foolproof and operates with the un- 
dulated type of staple which is being highly featured 
by the Ace Fastener Corporation in its advertising 
as a special feature capable of attracting bigger profit 

















ACE “SCOUT” FASTENER SHOWING (INSET) TACKING 
POSITION. 


for dealers. The new staple is said to possess greater 
holding power, penetrating qualities and resistance to 
buckling. 

The Ace-Scout retails at $1.50 and Scout staples No. 
200 (suitable for this machine) come in strips of 105 
staples, packed 1000 to a box. 
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DOWNEY ADDS NEW CHANGE TRAY TO LINE 

The C. L. Downey Company, 941-947 Clark street, 
Cincinnati, has recently called attention of the trade 
to a new change tray priced to sell together with a 
supporting bracket for $7.50, or $6.00 without. 

Made of aluminum with velvet brush finish the tray 





THE DOWNEY CHANGE TRAY SHOWN IN A SET OF THREE 
TO ILLUSTRATE EASE OF MOVING AND STORING AWAY 
FOR SAFEKEEPING AT NIGHT. 


is equipped with four bumpers making it scratchproof 
to the finest wood. There are sixty-eight pockets capa- 
ble of holding $79.80 in the following order: seven 
pockets for halves totaling $35.00; eight for quarters, 
$20.00; eleven for dimes, $11.00; twenty-four for nick- 
els, $12.00; eighteen for pennies, $1.80. 

Each pocket is spaced and arranged to permit 
removal of coins in any pocket without interfering 
with those in pockets either above or below. With 
ten coins in each unit it is possible to give out change 
with accuracy and dispatch. 

Width of tray is 12 3/8 by 8 3/16 inches deep with 
an extension at center for name plate making overall 
dimensions at this point nine inches. When a bracket 
is used the tray is attached by a dovetail permitting 
quick removal for storage at night. 
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SEBASTIAN’S FOUNTAIN TAPE MOISTENER 

A novel type of tape moistener which is equipped 
with a bottle and thereby maintains its own supply of 
water has recently been introduced to the market by 
Sebastian & Company, office equipment and supply 
firm of 552-554 West Lake street, Chicago. 

As shown in the accompanying illustration the 
moistener is equipped with a bottle reservoir which, 
when filled, supplies a steady stream of water to the 
moistener well sufficient to properly and thoroughly 
moisten the 5000 feet of tape carried by the machine. 

A special feature of the fountain tape moistener, 
according to its manufacturers, is the scientifically 
sized and placed bottle. From this reservoir runs a 
line to the well which maintains water at the proper 
level. No matter how fast or slowly the tape is used 
the water is at hand and cannot run out until the 
roll of tape is likewise exhausted. The machine retails 
for $10. 

At the same time officials of the Sebastian organ- 
ization are introducing to the trade three additional 








THE FOUNTAIN TAPE MOISTENER 


stationery and shipping room items. They are the 
Kutto display knife, the Kutto Jr., carton opener and 
the new spring Kutto twine cutter. Complete details 
on these three numbers will be furnished on request. 
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NEW F&M’S CAVALIER CALENDAR 


Claimed by its manufacturers to be the top number 
of its offerings for 1938, a new desk calendar has been 
introduced to the market under the name of the Cav- 
alier by Finch & McCullouch, Aurora, III. 

The Cavalier is a five-year calendar, listed as the 
No. 5224, of solid walnut set in a tray of matching 
wood with a felt-protected base. The calendar con- 
tains five years of “month” calendars on a revolving 
cylinder, with one month framed for the user with 





THE CAVALIER CALENDAR NO. 5224 


each revolution of the cylinder. Each month is dis- 
played in white with a background of brown to blend 
with the color of the fine-grained walnut. The unit 
may be operated either forward or backward for ref- 
erence to both future and past dates. 

Priced to retail at $2.75, the Cavalier with tray stands 
334 inches high, and is 414 by 9 inches at the base. 
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WEBER’S NEW PRINTING AND ADDRESSING 
MACHINE 
Designed particularly to give service to the aver- 
age business establishment or store, churches or clubs 
and other fraternal organizations, a new combination 
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THE NEW WEBER PRINTING AND ADDRESSING MACHINE, 
COMPLETE WITH SUPPLIES AND EQUIPMENT. 


os 
a 


post card printing and addressing machine has re- 
cently been placed on the market by the Weber Ad- 
dressing Machine Company, 537 South Dearborn 
street, Chicago. The machine is said to be capable 
of producing perfect copies of a drawn or typewritten 
document at the rate of 800 to 1000 per hour with 
the same rate of speed for addressing. 

The machine sells, complete with supplies for $29.50. 
Further details may be obtained by communicating 
with the manufacturing company’s Chicago offices. 
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VOGEL-PETERSON’S WARDROBE COSTUMER 

The Vogel-Peterson Company, 1801 North Wolcott 
street, Chicago, has recently designed and introduced 
a three-in-one “knock-down” wardrobe costumer as 
the latest member of its line. 

The item is of simple construction and is easy to 








THREE-IN-ONE WARDROBE COSTUMER 


handle. It consists of two regular upright costumers 
plus an interlocking bridge—a five-foot length of 1'%- 
inch square tubular steel which fits snugly into the 
tops of the costumers. The unit when completely as- 
sembled will accommodate wraps of forty-four persons 
and is ideal for providing checking facilities for occa- 
sional crowds in offices, stores, hotels, etc. 

Because of its well-balanced design the costumer has 
an exceptional stable footing. With the overhead 
bridge removed the two costumers will serve four 
persons each. Deliveries on the new item can be 
made immediately. 
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TYBON INTRODUCES NEW TYPE CLEANER 


A new kind of type cleaner which embodies several 
original features as special aids to the user has re- 
cently been placed on the market by the Tybon Cor- 
poration, 147 North Twelfth street, Philadelphia, 
Penna. 

The cleaner comes in a four-ounce bottle with a cap 
so constructed that the bottle need never be closed 
so tightly as to make opening it a difficult operation. 
The moulded screw cap itself is fitted with a patented 
liner which prevents evaporation although the cap is 
screwed lightly onto the neck of the container. 

Attached firmly to the inside of the cap is a new 
brush (also patented) of stiff bristles which not only 
serves to place the cleaner upon the type but is 
capable of scrubbing down into the cracks and crevices 
of the smallest type of the typewriter or other busi- 
ness machine. 

As an aid to the dealer the Tybon Corporation is 
offering an attractive introductory package of the 














TYBON’S X-ELAR TYPE CLEANER AND (LEFT) THE PATENTED 
TYPE CLEANING BRUSH ATTACHED TO BOTTLE CAP. 


four-ounce bottle of cleaner and a one-ounce bottle of 
special typewriter oil packed to sell at the introductory 
price of fifty cents. Minute ribbon charts showing the 
correct size ribbon for every machine are also available 
to dealers. 

a teppei es 


PORTABLE REGISTER BY MIAMI CORP. 

A new lightweight and portable register, manufac- 
tured in two popular sizes, has recently been an- 
nounced to the trade by the Miami Systems Corpora- 
tion, 2725-2735 Colerain avenue, Cincinnati, Ohio. 

The register has been given a smooth finish both 
inside and out and, despite its light weight, is sturdily 





NEW MIAMI REGISTER 


built to ensure a long term of service. It is sold 
through commercial stationers along with the con- 
tinuous stationery. 

According to officials of the company it is believed 
that introduction of the new register marks the first 
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time that the mechanism of a register is self-con- 
‘tained in a plastic housing, the use of which greatly 
adds to eye-appeal through its fine appearance. This 
type of housing also, it is pointed out, permits the 
use of the Rathbun hinge which eliminates all visible 
fastening means, thereby reducing breakage possibil- 
ities by doing away with holes and screws in the wall 
sections. 

The new register will be shown for the first time 
at The National Stationers Association convention in 
Chicago this month. 


——< > — — 


“DUROX” ANGULAR CELLULOID TAB FOLDER 


The Oxford Filing Supply Company has introduced 
a line of Angular Celluloid Tab Folders in letter and 
legal size. The body stock is “Durox,” a new twenty- 
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OXFORD'S DUROX TAB FOLDER 


point tan color stock of exceptional toughness and 
durability. Angular celluloid tabs of ten-point cellu- 
loid are secured to the folder with brass eyelets, and 
offer the attractive insertable heading feature. An 
exclusive feature is that the front and back flaps both 
are 9% inches high, so that when the folders are 
loaded to their full expansion of one inch, the front 
flap does not fall below the contents. 

Requests for samples and prices should be sent to 
the Oxford Filing Supply Company, 340 Morgan ave- 
nue, Brooklyn, N. Y. 
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DENNISON’S NEW DESK SET 


The Dennison Manufacturing Company, Framing- 
ham, Mass., has just launched a new fifty-cent desk set 
which has been restyled and improved in appearance 
and value. It has a new wood base, the “books” have 





TWO DENNISON DESK SETS.—(Left) Four “books” and muci- 
lage bottle, and (right) six “books.” 


been more colorfully designed, and there is a con- 
venient pencil groove. One of these desk sets contains 
six of the little book boxes and the other contains 
four of the book boxes and a bottle of Dennison’s 
mucilage. They are available in either maple or ma- 
hogany finish. A new attention-getting display card 
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is packed in every carton of the desk sets which are 
proving themselves an exceptional item in the inex- 
pensive gift line. 

seeing initia 


NEW PROCESSED HECTOGRAPH MASTER 


A new processed negative hectograph master for use 
with any spirit duplicating machine was announced 
last month by the Manifold Supplies Company, 188 
Third avenue, Brooklyn, N. Y., manufacturers of the 
Panama and Beaver carbon paper. 

The new processed master is covered by the Manifold 
company’s patent No. 2,060,190. It is filled in on the 
typewriter in the usual way with spirit hectograph 
carbon and inserted in the duplicator drum and 
run on blank paper. The new master insures runs up 
to 150 copies and reproduces the form and fill-in in 
one operation. Printed forms are eliminated, making 
it useful for internal shop forms, invoices, etc. Fixed 
so that it cannot misregister, it saves time, mistakes 
and waste caused by faulty registration. 
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SUPERIOR’S SWIFTSET ROTARY PRINTING PRESS 


Designed and operated like a high-grade duplicating 
machine but equipped with its own special grooved 
rubber type in place of the stencil, a new rotary print- 
ing press named the Swiftset has been produced by 
the Superior Type Company, 3940 Ravenswood avenue, 
Chicago, Ill. 

The machine, described as made for America’s boy 
printers, sells for $2.50 including type and accessories. 
It prints in a space three by six and one-half inches. 
Users, after mastering the simple operations of the 
Speedset, may print post cards, tickets, book plates, 
small newspapers, etc. ; 

Available as additional accessories to increase the 





THE SWIFTSET ROTARY PRESS 


scope of the work that may be done on the press are 
fonts of type in several sizes and faces, assortments of 
picture dies, inks in four colors, type case, paper and 
cards, all prices to permit boys to increase equipment 
at a nominal cost. 

Descriptive literature and prices are available by 
communicating with the company’s home offices. 

ee 
BATES PRODUCES NEW LIST FINDER 

The Bates Manufacturing Company, 30 Vesey street, 
New York City, will introduce to the market about 
October 1 a new list finder which has been named 
the model K. It is made to sell for $2.50. 

The model K is finished in burnished bronze with 
brushed brass trim and has a rich red plastic indi- 
cator. It is larger than the model A and has more 
room on the wider cards for names, addresses, tele- 
phone numbers, etc. 

eS ee 

WALTROW’S SHIELD ATTACHMENT FOR TYPE- 

WRITER DESKS 

A new rigid shield attachment which accomplishes 
the double purpose of providing rigid support for a 
desk’s typewriter platform and shielding the machine’s 
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operator has recently been introduced by the Waltrow 
Company, 84 University street, Seattle. 

The new device, upon which a patent is pending, is 
in the shape of a hinged door, which when closed 
encloses the typewriter and its bed within the desk. 
When open, the shield connects firmly with the type- 





WALTROW’S RIGID SHIELD AT- 
TACHMENT INSTALLED ON DESK 


writer platform through an automatic locking device, 
creating a rigidness which eliminates vibration and 
reduces wear of the machine. 

The device is available to all desk manufacturers, 
who may obtain additional information by communi- 
cating with the company’s headquarters. 

—_———— oe 


GLOBE-WERNICKE’S EYE-AID INDEX CARDS 

“Eye-Aid” index cards have recently been announced 
as a new product of The Globe-Wernicke Co., Cin- 
cinnati, Ohio, in a letter to the trade from General 
Sales Manager H. C. Anderson. The new cards are 
made of rag content stock having a soft, green-white 
color said to be easy on the eyes, with less glare, eye 
strain and fatigue. 

According to Mr. Anderson the selection of the color 
for index cards was not a haphazard choice but a 
result of scientific study to discover an attractive 
shade which would provide a pleasing contrast to 
written or printed figures and reading matter. 

OO I 
CALVERT’S NO. 595 LAMP 

The Calvert Lamp Company, 300 East Federal street, 
Baltimore, Md., has announced its new No. 595 lamp, 
featuring a tilt-top arrangement and made to sell 
for $6.00. 

The tilt-top shade of the new number is of special 








THE 595 LAMP BY CALVERT 


interest to students and those who work with portable 
or standard typewriters or Kardex systems. The ar- 
rangement allows full lighting on the working plane 
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without glare in the operator’s eyes. The lamp is 
equipped with ten feet of rubber-covered wire and a 
soft rubber plug. It is heavily weighted and felted and 
uses only a seventy-five watt bulb. 

Additional details on the entire line of Calvert lamps 
are available to dealers. 

wcicniceipieaiiiniiiia tie 
KAHN’S RED-BLUE COMBINATION PENCIL 

David Kahn, Inc., North Bergen, N. J., has recently 
marketed a new combination red and blue pencil 
known as the Duo No. 327 and made to Sell for fifteen 
cents. The hexagon shaped barrel is white with one 
end in red and the other in blue to indicate the leads 
within. The No. 327, which uses a 1% inch lead, is 
equipped with a detachable slip clip. 

Also available is an attractive display card of new 
design (No. 327L), containing twelve Duos together 
with twelve tubes of blue and twelve of red leads. The 
pencil, with one tube each of the colored leads, is 
offered from this card for twenty-five cents. 

no 


DOUCET PRODUCES NEW CARD SORTER 

Doucet & Cie., Paris, France, last month announced 
a new card and record sorter which has been named 
the Appareils Doucet. The device is for statistical pur- 
poses and involves the use of punched cards. 

The written or typewriter data to be kept is at- 
tached to the card which is then punched in such a 
manner that it can be immediately detached from 





THE APPAREILS DOUCET CARD SORTER 


the general pile together with those cards similarly 
punched, by the mechanical sorter which, however, 
is not operated by the machine, but by hand. 
Particulars of manufacturing and distribution rights 
available in several countries may be obtained by 
communicating with Messrs. Doucet & Cie., 25, rue 
Lavoisier, Paris 8, France, before October 1. 
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NEW TYPE INK FOR FULTON STAMP PADS 

A new type of ink for which several special advan- 
tages are claimed by the manufacturers has recently 
been placed in use by the Fulton Specialty Company, 
200 Fifth avenue, N. Y. C., in connection with a new 
variation of its Dri-Kwik stamp pad. 

Impregnated with the new ink, it is said, the pad 
becomes non-hydroscopic and cannot absorb moisture 
from the air, thereby becoming effective for all quick- 
drying rubber stamp impressions. These impressions 
are unaffected by humidity or moisture and cannot 
smudge or blur. 

ee ee 
KRAVEN ANNOUNCES THE SHRED-MASTER 

A new machine which automatically converts ordi- 

nary waste paper and newsprint into a lightweight 


New Machines and Devices Section 
Continued on Page 46 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


Vork, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 

Mr. Jackson’s contacts with the trade and its organizations afford him informa- 
tion valuable to those desiring to cultivate the British market. 


London, August 5, 1938 

A friend of mine in the motor trade has just come 
back from a visit to the United States. He tells me 
that whilst “automobiles” continue quiet he met the 
same enthusiasm and quiet confidence in returning 
good trade as on his previous annual visit. As long 
as this spirit prevails nations will pull through. 

The same spirit prevails in the trade in this country. 
None of the members that I have met recently had 
anything but cheerful news of good business to report. 
Granted a man seldom admits failure to his fellow 
traders but confidence in the future is expressed in 
other ways. Library Bureau Ltd., and the Dictaphone 
Company Ltd., have just moved into new modern 
works representing considerable improvement on 
their previous premises. I shall have more to say of 
these when I pay “official” visits as I believe there 
will shortly be a kind of “house warming” party. 
The Powers Samas factory has recently been enlarged 
so that today with two thousand workpeorle it must 
be the largest factory in the office appliance industry 
in this country. 


Holidays are very important topics for conversation 
this month—especially as the weather continues very 
mixed all over the country. Incidentally, talking of 
holidays, one of my directors remarked to me the 
other day (I had been complaining how difficult it 
was to get my typing done in time through the absence 
of my assistant) “The people who are missed most in 
a business are the juniors!”’ For the last fortnight at 
least I agree with him heartily! 

- Anyhow, my holiday last month deprived me of 
enjoying the very pleasant outing of the London staff 
of Kenrick & Jefferson Ltd. Everybody went (except 
me!) with their wives, sons and daughters, down to a 
delightful reach on the River Thames—Marlow—about 
35 miles from London. The festivities were held at a 
typical old English hotel “The Compleat Angler” 
(shades of Izaak Walton!) with grounds going down 
to the river where Mr. Fred Jefferson’s fine launch 
was available for trips up the river (and it worked 
overtime!) One of the joys of the afternoon was 
meeting “Mr. Fred” (as our chairman is affectionately 
known to all) after his long absence from active serv- 
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BOOTHS OF EXHIBITORS AT THE MILANO 

1. M. A. C. D. A., Milano. Showing the Oliver, S. I. M., Ala 
and Invincta typewriters, Continental typewriters and add- 
ing machines, Marchant, Madas and Mira calculating ma- 
chines. 

2. Cesare Verona, Milano. A complete display of Monroe Cal- 
culating Machine Company’s products in a perfect setting, 
together with Remington typewriters. 

3. Ing. C. Olivetti & C., Ivrea. Display of teletypewriters hooked 
up to electrical current for demonstration purposes. 


ice. It is great to feel he is making real progress. The 
weather was glorious. Amongst those present and 
known to many of your readers by name if not per- 
sonally were Mr. Wyn Kenrick (director of K&J); 
Mr. J. Reid Adam (director of sales); and my father, 
Mr. E. Jackson, (London sales director.) Our London 
branch manager, Mr. R. C. Tapper, was responsible 
for the arrangements and I am also going to mention 
Mrs. Taylor, the good lady who keeps our offices clean! 
* * * 


I always like to see new house magazines. The other 
day Mr. Fred Ellam, director of Ellams Duplicators, 
showed me their latest publication—a full size, well 
printed magazine of thirty-two pages. Like everyone 
else, they have tried the monthly issue idea, but with 
branches scattered all over the world it’s a big job 
getting data and articles together every month. Now, 
Ellams New Review will be a half yearly publication 
and a real “he-man’s” magazine. Good luck to it! 


* + * 


A meeting of the Office Appliances Trades Associa- 
tion was held last month—a remarkably full gathering 
considering the time of the year, but only domestic 
matters were discussed. However, I had the pleasure 
of meeting someone I had never met but to whom I 
have spoken on the telephone, and who was amongst 
the first to greet me with a charming letter on my 
arrival in New York last August. I refer to Mr. Merrill 
B. Sands, president of the Dictaphone Corporation. 
Mr. Sands came to the meeting under the wing of 
Mr. Thomas Dixon, managing director of the Dicta- 
phone Company Ltd., and it was good to be able to 
Shake Mr. Sands by the hand and thank him per- 
sonally for the services his company rendered me last 
year. He is, I understand, on a European business tour 
and his friends in England will not see as much of 
him as they would like. 

’ * * * 

The honorary secretary of the association, Mr. J. 
Halsby is sad. The very capable assistant secretary, 
Mrs. Elliott (who of course really does the work!) has 
been away ill for several weeks. She is on the mend 
now for which news all her friends will be glad.—_VEJ 


(ITALY) FAIR AND BUSINESS EXPOSITION 

4. P. Castelli Della Vinca, Milano. Ediphone dictating and 
transcribing machines, Edison-Dick duplicators, Barrett ac- 
counting machines and several others, including Roto and 
Adler. 

5. E. Lagomarsino, Milano. Dalton adding machines, Mercedes 
Euklid accounting-calculators, Brunsviga adding machines 
and the Facit, Astra and Cordt Universal. 

6. E. Levi & C., Milano. Showing Continental accounting, cal- 
culating and adding machines and typewriters. 


MILANO BUSINESS SHOW DRAWS LARGE CROWDS 


With visitors present from practically every country 
in the world, a combination fair and international 
business show was held at Milano, Italy, recently. 

Cesare Verona, Milano, featured Monroe calculators 
and Remington typewriters. A unique feature of this 
display was known as the “Spot of Silence” and con- 
sisted of twenty girls writing continuously upon Rem- 
ington standard and portable silent typewriters. Hour 
after hour the young ladies turned out copy upon their 
machines while the crowds were invited to note the 
lack of sound from the typewriters. Other machines 
displayed included Remington accounting and Monroe 
calculating and adding-listing models. 

The Dictaphone dictating equipment and Silent- 
Speed Marchant calculators came in for their share 
of the visitors’ attention at the display booth of E. Levi 
& C., Milano, as did Royal typewriters and Underwood 
Elliott Fisher products which, however, were displayed 
in booths which were unfortunately not photographed. 

Other Italian firms which presented fine displays 
of office equipment and machines includes Ing. C. 
Olivetti & C., Ivrea; E. Lagomarsino, Milan, showing 
Dalton adding machines; National S. A., Milano, dis- 
playing National cash registers; P. Castelli Della- 
Vinca, Milano; M. A. C. D. A., Milano; Soc. An. In- 
victa, Torino; S. I. M., Torino; Brevetti Bertolini; 
Soc. An. Serio, Milano; C. E. R.—Cima Enzo, Milano; 
Soc. Acc. Manzini & C., Milano; Sozzi Inzadi, S. A., 
Milano; Adrema S. It., Milano; A. C. C. A., Milano; 
Duconta, Milano; Officine Villar Perosa, Torino; Comp. 
It. Macchine Per, Milano; Kardex Italiana, Milano; 
Cav. A. M. Orna & C., Verona; S. A. Crespi Pietro, 
Milano; Pino, Milano; Lus, Saronno; Fila, Firenze; 
F. I. M., Torino. 
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GUTENBERG MUSEUM AT MAINZ 


Papier Zeitung (Berlin) states that the Gutenberg 
Museum at Mainz, Germany, will make a display of 
the ancient printing press and equipment used by 
Gutenberg. This is the print shop which interested 
thousands at the Chicago World’s fair a few years ago. 








THE EVOLUTION OF “FOUNT-O-INK” 

For a number of years Mr. and Mrs. C. G. Gregory 
conducted a fountain pen store in Los Angeles, Calif. 
They handled lines of several manufacturers, accumu- 
lated much information and experience and did a 
substantial business. 

Being keenly interested in their vocation, their 
minds clicked at the introduction of the desk set and 
in 1925, Mr. Gregory set out to produce a model “which 
would be attractive, operate unfailingly and supply a 
constant stream of ink instantly.” The first set was 
designed for a fountain pen and was equipped with 
what was called an “automatic starter.” From that 
first set, put on the market in 1934, has evoluted the 
Gregory Fount-O-Ink Company’s interesting line of 
“Fount-O-Ink desks sets,’ supplied with ink of the 
company’s own manufacture, which have found a 
market in many countries. 

The first improvement in the set was substitution 
of an inverted bottle for the “well.” In this was 
protection against deterioration, dust and evapora- 
tion. Then followed a bottle with “hydrostatic seal” 
by which air is excluded, any spurting thereby over- 
come, the ink flowing only when induced and induc- 
tion taking place only as the pen is used. 

The solution of the controlled ink supply led Mr. 
Gregory into pen experiments which resulted in a 
special pen of the dip type with a large feed which 
“fills by capillary action, when resting in the fount.” 
The extensive variety of Fount-O-Ink models employ 
the induced ink flow principle and the special pen. 

The corporate title was recently changed to the 
Gregory Fount-O-Ink Company, of which Mr. and Mrs. 
Gregory are the owners. R. B. Gutsch is general man- 
ager and Martin J. Bacon, director of sales. 


Se ee 
Y AND E OPENS PHILADELPHIA BRANCH 


Including a beautiful showroom, a new Philadelphia 
branch has recently been opened by the Yawman and 
Erbe Manufacturing Company. Located in the Decker 
building, 902 Chestnut street, it occupies the entire 
second floor and provides a modern and spacious set- 
ting for the firm’s complete line of filing systems and 
equipment. 

For some time C. F. Decker, Inc. has been exclusive 
distributors of “Y and E” products in Philadelphia, 
but of late their stationery and greeting card business 
has grown to such large proportions that it now re- 
quires all of their time and attention. Consequently, 
they have turned over the office equipment division 
of their business to “Y and E” who in the future will 
handle all sales direct. 

A. L. Larrimore, former manager of the furniture 
division of C. F. Decker has been appointed manager 
of the new branch. Having been engaged in the filing 
equipment industry for more than twenty years he 
has had broad and extensive experience which makes 
him well qualified for his new position. 
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ERICKSON PRESENTED TC SWEDISH CROWN 
PRINCE 

One of the seventy-five persons presented to Crown 
Prince Gustaf Adolph of Sweden while a visitor in 
Chicago last month as part of his American tour was 
A. F. Erickson, secret&ry, treasurer and works man- 
ager of the All-Steel-Equip Company, Aurora, III. 

Selected by a large group of Aurorans of Swedish 
descent, Mr. Erickson headed a local committee to aid 
in the Swedish-American tercentenary celebration and 
to raise funds for the American-Swedish historical 
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museum in Philadelphia. It was partly as a result of 
his effective activity in this work that he was nomi- 
nated to the delegation to attenc the Chicago recep- 
tion. 

Just previous to the Chicago event Mr. Erickson 
attended the tercentenary celebration in Wilmington, 
Del., where he was present at the landing of the royal 
entourage and the dedication by Crown Prince Gustaf 
Adolph of the Kalmar Nyckel monument, a gift of the 
Swedish people to commemorate the landing of the 
first Swedes in 1638. 

Mr. Erickson, a veteran of thirty-three years in the 
manufacture of steel office furniture and factory 
equipment, came to the United States in 1903 at the 
age of seventeen. Two years later he had made his 
start in the steel equipment business—as an appren- 
tice at the Krag Imperial Cabinet Company, Clinton 
and Monroe Streets, Chicago (now the Imperial Steel 
Products Corporation). He worked at learning steel 
fabrication for the next four years and then, in 1909, 
went to Aurora, to go into the plant of one of the 
large manufacturers of that steel equipment center. 

In 1915, not long after the company’s formation, 
Mr. Erickson joined the All-Steel-Equip Company as 
production superintendent. By 1927 he had become 
vice-president and assistant to the general manager. 
In 1932 he was made secretary and treasurer and 


SHOWROOM OF THE NEW YAWMAN 

AND ERBE PHILADELPHIA BRANCH IN 

THE BECKER BUILDING, 902 CHESTNUT 
STREET, PHILADELPHIA. 
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works manager in charge of operation of all A-S-E 
plants. He is also president of Roach Appleton Manu- 
facturing Company of South Bend, Ind., an All- 
Steel-Equip subsidiary. Much of Mr. Erickson’s time is 
devoted to production and personnel management 
problems and his greatest pride is in the smooth func- 
tioning of the A-S-E Plant No. 2, another large sub- 
sidiary factory which he completely reorganized two 
years ago for the exclusive purpose of producing 
A-S-E Aurora “Balanced Design’’ files. 
SHIPMAN-WARD COMPANY UNDER NEW 
MANAGEMENT 

With the sale of the Ward family holdings in the 
Shipman-Ward Manufacturing Company, Chicago, to 
eastern interests last month, one of the oldest type- 
writer rebuilding companies comes under new manage- 
ment with Charles W. Berry as president, who, for the 








JAMES P. WARD, SR. 


past twenty years has been connected with Remington 
Rand, Inc. The business will be continued under its 
long established policies, formal announcement of 
which will be made within a few days. On completion 
of the sale, James P. Ward, connected with the busi- 
ness since 1914, and president of the company since 
1927, became vice-president of the Cruver Manufac- 
turing Company of Chicago. 

The Shipman-Ward Manufacturing Company evo- 
luted from the Typewriter Emporium, established in 
Chicago in 1892 by E. W. S. Shipman, who retired some 
years ago and now resides in Florida. In 1906, Mr. 
Shipman took his son, the late W. H. N. Shipman, into 
the business which was incorporated in 1909. In 1914, 
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ALL-STEEL-EQUIP ON DISPLAY IN 
CHICAGO.—The All-Steel-Equip Com- 
pany’s Chicago branch at 326 South 
Jefferson street, recently underwent rad- 
ical changes whereby the office has 
been turned into a permanent display 
room for A-S-E equipment. The large 
picture shows the display room as seen 
from within and (inset) viewed from the 
street. 
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James P. Ward joined the organization as sales man- 
ager, and in 1927, the Shipman interests were pur- 
chased and Mr. Ward became president and general 
manager of the company. With him were associated 
his two sons, James P. Ward, Jr., and Richard F. Ward. 
The former is now connected with Remington Rand, 
Inc. 

The Cruver Manufacturing Company has long been 
engaged in the manufacture of celluloid products. In- 
cluded in the line are celluloid key papers, adding 
machine key tops, stencil guides for duplicators and 
some other items used in the office, which will afford 
Mr. Ward contact with the industry with which he 
has been so long connected. 

This journal joins Mr. Ward’s and Mr. Berry’s friends 
in the industry in the wish for happiness and success 
of each in the new work. 

—_————— 2 


A-S-E CHICAGO DISPLAY ROOM OPENED 

For the benefit of A-S-E Aurora dealers in Chicago, 
L. G. Taylor, manager of All-Steel-Equip Company’s 
Chicago office, has re-made the entire office into a 
permanent showroom. From now on, dealers whose 
stock may not include certain cabinets, finishes, or 
counter arrangements, can bring or send their cus- 
tomers to see the particular feature or unit “in the 
flesh” at 326 South Jefferson st., A-S-E’s headquarters 
on the edge of the Chicago Loop. 

An attractive setting has been arranged for the 
display. The room is on the ground floor, with a large 
display window. The walls and ceiling have been 
newly cleaned and re-done in a dead chalk-white, 
the better to set off the steel storage cabinets, lockers 
and book-shelving and to produce a lighter interior. 
A counter arrangement of letter, legal, check, card 
and combination files has been set up in the middle 
of the floor and covered with a bronze-bound linoleum 
top. Examples of A-S-E Aurora grades of files in 
several sizes are available for inspection. Several of 
the new A-S-E Aurora desks and tables are on 
exhibit also. 

The South Jefferson street location has been the 
Chicago address of All-Steel-Equip Company for the 
past eight years but the need for it as a display 
center has grown more acute with each addition to 
the expanding A-S-E Aurora line. With the an- 
nouncement last April of the “Balanced Design” im- 
provements in the file cabinet line and the almost 
simultaneous appearance of an A-S-E Aurora steel 
desk line, Mr. Taylor ordered the work begun. 











FOUR VIEWS OF THE CHICAGO BRANCH OF REMINGTON RAND, 


1: The clerical office. 2: Office of Branch Manager Thompson 
of the accounting machine division. There are four branch 
manager's offices, this being typical of them all. 3: View of 


SENGBUSCH TO HANDLE NORTH’RN LITES LAMPS 

As a result of arrangements completed between the 
two organizations recently, the Sengbusch Self-Closing 
Inkstand Company, Milwaukee, Wis., will handle the 
sale, to the stationery and office supply field, of the 
complete lamp line of the North’rn Lites Company, 
Chicago. 

The new set-up followed close upon the successful 
promotion by the Sengbusch organization of the Dawn 
pen-and-light, a new desk set which combines the 
Sengbusch Handi-Pen set and North’rn Lites Dawn 


SENGBUSCH AND NORTH’RN LITES 
DISPLAYS AT INVENTORS CONGRESS. 
—This display booth, featuring the Han- 
di-Pen desk set of the Sengbusch Self- 
Closing Inkstand Company, and the 
Dawn lamp of the North’rn Lites Com- 
pany in combination was maintained at 
the Inventors Congress at the Gibson 
hotel, Cincinnati, from July 12 to 22. In 
the picture are (left) G. W. Walker, 
North’rn Lites Company, and Arthur G. 
Schaefer, Sengbusch organization. 
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the sales and display room. 4: View of sales office showing 
about one-third of it in which is contained the systems divi- 
sion. The new quarters were described in the June issue. 


lamp. This was pictured and described in the August 
issue. 

Just prior to announcing the new arrangement, the 
two companies maintained a fine display at the In- 
ventor’s Congress, held July 18 to 22 in the Gibson 
hotel, Cincinnati, at which Sengbusch was voted the 
award of merit blue ribbon for excellence of construc- 
tion in the Handi-Pen set. In attendance at the 
exhibition were G. W. Walker, North’rn Lites Com- 
pany, and Arthur G. Schaefer, Sengbusch Self-Closing 
Inkstand Company. 
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THE GUEST BOOK 

Miss Rose Cushman, secretary to Charles P. Garvin, 
general manager of The National Stationers Associa- 
tion, favored us with a call on August 9 and made a 
red letter day in our calendar. In Chicago for some 
preliminary work for the September convention. Al- 
though having less than half the displacement of her 
chief, carries a big cargo of official detail and always 
makes port on time. Miss Cushman’s work for Mr. 
Garvin began in his later days with the F. S. Webster 
Company. Her pleasant personality, her quiet, effi- 
cient way of performing her many duties at associa- 
tion headquarters in Washington and at the con- 
ventions won for her the esteem of all who have her 
acquaintance. 

Harry Homer, South Pasadena, Calif., West Coast 
representative for Esterbrook Steel Pen Manufacturing 
Company, signed the Guest Book August 10. He had 
come East to attend a sales meeting of the Esterbrook 
organization which was held August 8 to 10 inclusive 
at the Stevens hotel. While it is hard to imagine Harry 
being out of patience with anyone, he confesses that 
he does get miffed a bit occasionally when some one 
tells him there is no business. Harry answers that 
with fifty-two millions of people working, all of them 
spending money, business is to be had by all who 
have the right merchandise to sell and are alert to 
their opportunities. He was leaving at once for Los 
Angeles so as to get back into his territory and on 
the job without unnecessary loss of time. Eight 
Esterbrook men attended the meeting. 

Theodore F. Peirce, president, The Pacific Desk 
Company, Los Angeles, Calif, debonair and optimistic, 
with Carl Leopold, president, The Leopold Company, 
pulled our latch string on August 16 and brightened 
up the day. With temperature and humidity un- 
usually high, it was delightful to learn about the 
climate of lower California. The subject of business 
conditions there was set aside for another meeting 
which did not take place. But we opine our visitor 
would have predicted autumn and winter flourish for 
California. 

The Pacific Desk Company has long been outstand- 
ing in the Los Angeles field, noted both for artistry 
of lines carried and for its work in interior decora- 
tion. In Los Angeles and vicinity are many beautiful 
offices, expressive of Ted Peirce’s artistic designing and 
grouping. 

Carl S. Leopold, president, The Leopold Company, 
Burlington, Ia., gave us the pleasure of a call on 
August 16 en route home after two weeks’ trip through 
part of the south and east. Stops at Richmond, Balti- 
more, Washington, Philadelphia and New York. 
Pleasant visits with dealers who handle the company’s 
desks. Demand affected by midsummer dullness of 
general business, but active here and there. Retail 
stocks in all lines low. Necessity for replenishment 
soon, to be prepared for increased activity in the early 
fall. Dealers looking forward with confidence. 

With Mr. Leopold came another old friend, Ted 
Peirce (reported above). His mention of a recent trip 
along the Mississippi from St. Louis to Burlington, 
through Hannibal, birthplace of Mark Twain, injected 
the famous humorist and philosopher into the con- 
versation. And added to the pleasure of the visit. 
A sense of humor and a tincture of philosophy are 
valuable to business. They enable the observer to see 
the inevitable obstacles in proper perspective. 


Daniel de Herrera, manager of Herrera, Ricaurte & 
Company, Bogota, Colombia, S. A., gave us the pleasure 
of a call August 29. In Chicago with Mrs. de Herrera 
for a few days before making a second trip to Cin- 
cinnati, where he is making headquarters with The 
Globe-Wernicke Co. Mr. Herrera spent thirteen years 
in the United States, attending public school, high 
school and business college in New York. After com- 
pleting his studies at the latter, he found employment 
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in New Jersey. Two years later he became connected 
with the foreign department of The Globe-Wernicke 
Co. under Mr. W. F. Gammage. Forced by circum- 
stances to give up work there he returned to Bogota 
and established a business with the Globe-Wernicke 
lines. The Meilink safes, Bostich machines and the 
Odhner adding machines of Sweden were soon added. 
The progress of the company has been rapid. The 
three months’ trip to this country is principally for 
the pleasure of showing Mrs. Herrera about. A Nash 
car was purchased for some touring, but to cover 
larger areas in limited time, the Herreras have been 
taking directed railway trips. One being a two weeks’ 
visit to western Canada, south through California and 
back to Chicago, with stops at many interesting points 
on the way. Both have been delighted with their 
experience thus far. Business in Colombia fares well. 
And Bogota, seat of the government, a city of 250,000, 
is flourishing. The visitors will return on the Santa 
Clara of the Grace Line October 15. 

B. G. Wiley, sales manager of All-Steel-Equip Com- 
pany, Aurora, Ill., was a visitor at the offices of this 
publication on August 17. B. G., as his friends know 
him, was arranging some of the details for the com- 
pany’s exhibit at The National Stationers convention. 
The exhibit will be unusual in many respects. He also 
inspected the remodeled quarters of the Chicago 
branch, described elsewhere in this issue. B. G. is a 
hard worker, thinking nothing at all of stretching a 
day to a day and a half if something important re- 
mains to be done. His methods and his industry pro- 
duce results. 

Floyd D. Ransom, president, Proveedor de Oficinas, 
S. A., Mexico, D. F., Mexico, now fully recovered from 
his distressing illness earlier in the summer and with 
substantial increase in avoirdupois, looked in upon 
us on September 1. A brief stop in Chicago for special 
business en route to New York to join the Monroe 
Adding Machine Company’s “stars” for a trip to Ber- 
muda. At topnotch in spirits. “To really appreciate 
Mexico,” said Mr. Ransom, “one must have lived there 
long enough to catch the Mexican point of view.” 
Mr. Ransom likes Mexico and its people. He has lived 
there for more than fifteen years. 

* 


Mr. William Zecha of Lawsim, Zetcha & Company, 
Soekaboemi, Java, is expected to arrive in the United 
States early in September. His Chicago friends hope 
he may reach the city in time to attend The National 
Stationers convention the last four days of the month. 

ens ecm et 
BANK OF CHINA VAULT SAFE DURING BOMBING 

While aerial bombs were bursting around the Cathay 
hotel on the Bund in Shanghai, James Ness of the 
York Safe and Lock Company, and his gang of work- 
men were busy installing the giant vault in the Bank 
of China’s new twenty-story skyscraper adjoining the 
hotel. The bombs fell only 165 feet distant from where 
the men were working, but owing to the solidity of the 
vault, all they felt was a slight concussion. In fact 
they were entirely unaware of the catastrophe outside 
and went right on with their job until quitting time. 

Mr. Ness reports that the Bank of China’s new 
vault is the safest place in Shanghai. It is the largest 
bank vault in China and required ten months to 
build in the shops of the York Safe and Lock Com- 
pany, in York, Pennsylvania. Twelve separate ship- 
ments were necessary to transport the entire equip- 
ment to China. 

a eee: 
POST OFFICE TO OBSERVE NATIONAL LETTER- 
WRITING WEEK 

The United States post office department will take 
an active part in observing National Letter Writing 
Week, October to 8, when it displays a specially 
designed poster carrying the slogan “Write Today to 
Those Away” in 24,500 post offices. 
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SHATTUCK BECOMES MILO HARDING EXECUTIVE 
In line with the steady progress of the Milo Harding 
Company, Ltd., in recent years, comes the interesting 
announcement that Mr. V. R. Shattuck of Pittsburgh 
has been appointed eastern sales manager. 
Mr. Shattuck will be remembered favorably by a 
large host of friends among the dealers in the sta- 
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tionery and typewriter trade, as president of the Arlac 
Dry Stencil Corporation, distributors of the one-time 
famous Arlac stencils and other duplicating products 
of the same brand name. 

Although Known to the stationery field since 1925, 
Mr. Shattuck’s interests in recent years were re- 
moved to other fields. However, during his active par- 
ticipation he had built for himself an enviable, na- 
tional reputation and his re-entry will undoubtedly 
be pleasantly received. 

Dealers throughout the country will be glad to know 
that he contemplates immediate visits throughout the 
East, Midwest and South. 

The increasing interest and activity in the Tempo 
brand of duplicating supplies marketed by the Milo 
Harding Company, Ltd. is commanding expansion of 
manufacturing facilities as well as personnel. 

The Tempo line represents a complete source of 
duplicating equipment and supplies including Tempo- 
scopes and Tempo duplicators, interleavers, stencils, 
ink, correction fluid and art supplies. 

The factory and executive offices are located in Los 
Angeles and the company also maintains branches in 
San Francisco, St. Louis and Pittsburgh. 


COURT RULING DOES NOT BAR 
INDELIBLE PENCILS 

In a recent ruling passed down by John J. Bennett, 
Jr., attorney-general of New York State, it was de- 
cided that petitions bearing signatures made with 
common lead pencils have been declared invalid by 
the Supreme Court. The election law makes no specific 
requirements that ink be employed. Which fact Eber- 
hard Faber points out, makes signatures written with 
their Noblot ink pencil perfectly permissable and valid. 

The company takes occasion to draw attention of 
their dealers and their consuming customers to its 
claim for the excellence, practicability and legality of 
the Noblot Ink pencil—a pencil having all the handy 
features of an ordinary lead pencil, but writing with 
solid ink which, says the manufacturer, is not subject 
to removal with an ink eradicator. 

ning Sl 
JIM CAMPBELL HEADS NATIONAL’S BRANCH 
AT CHICAGO 

J. M. (Jim) Campbell, a widely experienced and well 
known loose leaf man, has been assigned to the man- 
agership of the Chicago office of the National Blank 
Book Company, filling the vacancy created by the 
resignation of W. L. Schuster. Mr. Campbell took 
up his duties in Chicago September 1. 

For nearly thirty years Jim Campbell has been 

















J. M. CAMPBELL 
(Moffett Photo) 


actively engaged in sales work in the loose leaf indus- 
try. For ten years he was connected with the Irving- 
Pitt Manufacturing Company as city salesman in 
New York. Subsequently he joined the staff of the 
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Wilson-Jones Company, spending one year as a sales- 
man in the Middle West and four years as New York 
branch manager. January 1, 1925, he joined the Na- 
tional Blank Book Company staff and has since cov- 
ered every territory in the United States at intervals. 

In taking up his new work in Chicago, Mr. Camp- 
bell says that the only feature in his plans for the 
future that is definite is the conducting of a sales 
training school for younger salesmen of dealers in 
the Chicago area. The school, which is to be a repeti- 
tion of the one staged so successfully by former Branch 
Manager Schuster last spring, will be held some time 
this fall. 


ee 

KASTNER ENDS 47 YEARS WITH WATERMAN 

Edward J. Kastner, for forty-seven years connected 
with the L. E. Waterman Company and for nearly a 
quarter-century its general sales manager and a direc- 
tor, last month announced his retirement from active 
work. 

At the same time it was announced that Mr. Kastner 
will continue on his lifetime salary and so the Water- 
man organization will retain the right to avail itself 
of his great store of sales and merchandising knowl- 
edge which has made him one of the most prominent 
men in the fountain pen field both in the United 
States and Canada over a period of many years. 

Mr. Kastner explained that his well-deserved rest 
paves the way for two important activities which here- 
tofore have received only part-time attention—his 











E. J. KASTNER 


hobby of “farming” on his estate in Pennsylvania, and 
the opportunity to do some long-desired traveling. 
OFFICE APPLIANCES joins with his host of friends 
throughout the country in wishing him victory over 
the chinch bugs on the farm and “happy traveling.” 
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JOHN FELLOWES JOINS BANKERS BOX 
The Bankers Box Company, 536 South Clark street, 
Chicago, last month announced the appointment of 
John E. Fellowes to the sales and promotion staff of 
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the company. Mr. Fellowes, who is the son of Harry 
Fellowes, president of the firm, will center his activities 
in sales work and the greatly augmented sales pro- 
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motion campaigns planned for Autumn and Winter. 

Mr. Fellowes is a graduate of Knox college and dur- 
ing post-graduate studies at Northwestern University 
specialized in marketing and allied subjects. Previous 
to taking up his duties at the home office he made 
a three-month field trip accompanied by his brother, 
Folger Fellowes, paying visits to several dealers on 
the Pacific Coast. 
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W. L. SCHUSTER JOINS RETAILERS’ RANKS 

W. L. (Bill) Schuster, until September 1, Chicago 
branch manager for the National Blank Book Com- 
pany, has become affiliated with the Graver-Dearborn 
Corporation, commercial stationers at 118 South Clin- 
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vice-president and _ sales 


ton street, Chicago, as 
manager. 

Mr. Schuster is a versatile young man with an 
extensive knowledge of loose leaf systems and equip- 
ment. His business activity has been almost exclu- 
sively concerned with selling from the time he joined 
the staff of the Plew & Motter division of the Work- 
man Manufacturing Company, Chicago, in 1916 
until his present connection with the Graver-Dear- 
born Corporation. He joined National Blank Book 
Company organization in 1928 as sales manager of 
the company’s Chicago branch. Under his direction 
the branch made steady progress. An outstanding 
achievement was the successful staging of an evening 
school for junior salesmen in the employ of Chicago 
stationers. The participants and their employers 
were unanimous in their approval of the school, de- 
claring that the information about loose leaf and the 
training in selling received was invaluable. 

In his capacity as representative of the National 
Blank Book Company, Bill Schuster has built enduring 
friendships among stationers throughout Illinois and 
the Chicago market area. He points out that he plans 
to maintain the contacts he has established through 
the years, even though his status in the industry has 
changed. We join the National Blank Book Company 
and Bill’s many friends in wishing him continued suc- 
cess in his new work. 
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NLRB LIMITS COLLECTION ON STURGIS 
STRIKE PAY 

A decision that may have far-reaching consequences 
was handed down last month by the National Labor 
Relations Board in the case growing out of the strike 
of employes of the Harter Corporation, Sturgis, Mich., 
a year ago. 

The board rejected an appeal filed by the Inter- 
national Association of Machinists, an AFL affiliate, 
which sponsored the strike, and in effect set up the 
ruling that striking employes of any company may 
not collect pay for the time they were out of work 
if they have been offered re-employment by the com- 
pany, even though all their demands have not been 
met by their employers.—AK 








MEETINGS — CONVENTIONS — DINNERS 


MANAGEMENT CONGRESS PROGRAM OF INTEREST 
TO STATIONERS 

The program of speakers and subjects of the seventh 
International Management Congress, scheduled for 
September 19 to 23 at Washington, D. C., has been 
arranged to include many matters of interest to sta- 
tioners and other members of the office equipment 
industry. 

The various subjects which well-known speakers 
will introduce to the delegates have been distributed 
throughout the various technical sessions of the con- 
vention. In the administration section and under the 
general heading of office management, will be the two 
following addresses in session No. 4: “The Economic 
Limits to the Mechanization of Office Work,” and 
Classification and Filing of Business Documents.” In 
the distribution section are listed the following: 

Session 1. “Market Analysis and Sales Planning.” 
“Methods of Dealing with Seasonal Variations in 
Sales.” “Merits of Selective Selling.” 

Session 3. “Costing and Pricing.” “Pricing Policies 
and Customer Classification.” “Price Levels and Oper- 
ating Expense Ratios.” 

Session 5. “Administration of Sales.” “Scientific 
Direction of Sales Effort.” “Salesmen’s Training.” 
“Salesmen’s Compensation and Incentive.” ‘“Measure- 
ment of Selling Performance for the Control of Sales.” 

When the convention opens it is expected that a 
record attendance will mark the event. Present indi- 
cations, according to Merrill B. Sands, chairman of 
the public relations committee, are that more than 
2000 delegates from America and approximately 500 
from other countries will be present at this, the 
first congress to be held in the United States. Previous 
meetings have taken place in Prague, Brussels, Rome, 
Paris, Amsterdam and London. 

Information and: registration forms may be obtained 
from Nathaniel W. Barnes, executive secretary, 347 
Madison avenue, New York City. 
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PITTSBURGH STATIONERS AND PENN-MAR-VA 
TRAVELERS TEE OFF AT WILDWOOD 

As this issue goes to press the annual golf outing 
and dinner of the Pittsburgh Stationers Club and 
Penn-Mar-Va Travelers Club gets under way at the 
Wildwood Country Club, Monday, September 12. 

H. R. Sheppard, president of the Pittsburgh organ- 
ization, and connected with the Pittsburgh Stationery 
Company, and J. E. Dugan, Acme Printing & Station- 
ery Company, chairman of the tournament, were 
scheduled to preside over the event which was to 
include swimming, tennis, horseshoe pitching and 


other sports before the dinner and floor show brings 
the day to a close. 

It is expected a complete report of the event will 
be available for the October issue. 





ON OPPOSITE PAGE.—CHICAGO STATIONERS GOLF 
TOURNAMENT HELD AUGUST 14 AT THE NORTHBROOK 
COUNTRY CLUB. 

1. Rudy Janovsky, Wilson-Jones Co.; J. J. Petrak, Just & Son, 

Chicago. 

2. Front row: Al Shermer, Horder’s, Inc.; Roy Skibbe, guest: 
Al Skibbe, Associated Stationers Supply Co. Back row: 
Jack Johnstone, Wallace Pencil Co.; Gene Wallace, Prit- 
chard Stationery Co.; P. Raabe, guest; Homer Weber, 
Johann Faber Pencil Co.; H. A. Sturdevant, Ace Fastener 
Corp.; G. H. Herrmann, Heyer Corp. 

3. Sam Sapoci, Reliable Stationery Co., Chicago; P. J. Stack. 
Johnson-Stack Co., Chicago. 

4. Ace Fastener Corporation men with a guest. W. E. Smith 
peeking in at the left; W. G. Pankonin, P. Kapp, W. F. 
Weber, H. J. Eberle, guest; Hy Linden trying to climb out 
of picture at right. 

5. J. W. Starck, Boorum & Pease Co.; H. H. Dobey, Parker 
Pen Co.; M. M. Morrisey, Parker Pen Co.; Duncan Conklin, 
Boorum & Pease Co. 

6. Ollie Stevens, Stevens, Maloney & Co., Chicago; Bill Boyd, 

Acco Products, Inc.; George Cormack, Wilson-Jones Co.; 

Russ Carpenter, Sanford Mfg. Co.; Bill Saunders, Hub 

Office Supply Co., Chicago. 

Dick Gingland, Esterbrook Steel Pen Mfg. Co. 

Charles Ziesk, Stevens, Maloney & Co.; Bill Durchslag, 

Stevens, Maloney & Co.; Jim Bradley, Charles M. Higgins 

Co.; Bill Lipner, Koh-I-Noor Pencil Co.; Art Kuhfuss, guest; 

John Uden, Boorum & Pease Co.; George Kuhfuss, Horder’s, 

Inc.; Parle Cooley, Bates Mfg. Co. 

9. Charles Jones, C. L. Barkley & Co.; Eldon Just, Just & Son, 
Chicago; Benny Powell, A. W. Faber, Inc.; Herb Walsh, 
Southworth Co. 

10. H. J. Eberle, guest: Tom Gillice, Rockwell-Barnes Co. 

ll. Kenn Todd, A. J. Krelle, Homer Schulenberg and Harry 
Mueller, all of Horder’s, Inc. . 

12. Jerry Isadore, Crown Office Supply Co., Chicago; E. W. 
Dopke, Peerless Key-Imperial Mfg. Co.; Jack Johnston, 
professional, Northbrook Country Club. 

13. Len Rose, National Blank Book Co.; Milt Shuster, manu- 
facturer’s representative, and caddy for the foursome; 
Marsh Palm, Horder’s, Inc.; Bill Shuster, National Blank 
Book Co.; Sam Leach, Just & Son, Chicago. 

14. Tom MacCorkindale, Just & Son, Chicago; Bob Vojta, 
Frank Mashek & Co. 

15. W. A. Nelson, Nelson-Martinson Co.; T. O. Morris, Rite- 
Rite Mfg. Co. 

16. W. G. Pankonin, Ace Fastener Corp.; E. Ufferman, guest: 
B. Kania (stooping), Horder’s, Inc.; J. Sauer, guest; A. C. 
Van Horn, Eberhard Faber Pencil Co.; Fred Cook, Just & 
Son, Chicago; W. E. Smith, Ace Fastener Corp.; Karl 
Castle, Weis Mfg. Co.; W. F. Weber, Ace Fastener Corp.; 
Milt Shuster, manufacturer's representative; P. Kapp, Ace 
Fastener Corp.; Hy Linden (stooping), Ace Fastener Corp. 

17. O. T. Stahl, Dr. Scat Chemical Co.; J. J. Corbin, Horder’s, 
Inc. 
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COAST CARBON DEALERS SET ELECTION DATE 

John H. Griffiths, secretary of the Carbon & Ribbons 
Dealers Association of Northern California, has an- 
nounced the annual election of his organization is to 
be held September 16 at the Fly Trap restaurant, 73 
Sutter street, San Francisco. 


THEY MEET TO GREET THE CORONA 
“ZEPHYR.”’—The Hayward hotel in Los 
Angeles was the location of this meet- 
ing of L. C. Smith & Corona Typewrit- 
ers Inc. dealers of the southwestern 
district. Seventy-five dealers from Cali- 
fornia and Arizona responded to the in- 
vitation to be present as guests of Dis- 
trict Manager C. J. Harris who presided. 
The story of the gathering, held on 
August 18, appears in Hobart W. Mar- 
tin‘s column “Seen and Heard in South- 
ern California,” of this issue. 
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CHICAGO STATIONERS BATTLE HIGH WIND 
AT 11TH GOLF TOURNAMENT 

Armed with golf balls, tees, clubs and a substantial 
fund of alibis, including a wind which converted a 
tendency to slice into a genuine roundhouse curve, 
sixty-five members of the Chicago stationery industry 
tried their skill at the Northbrook Country Club on 
Sunday, August 14. It was the eleventh annual tour- 
nament, whose mechanics and preparations had been 
handled by Tom MacCorkindale of Just & Son, Chi- 
cago. 

In addition to the sixty-five who played golf, ten 
men were present who participated in the festivities 





to the extent of a dinner, a variety of card games, and 
general fraternizing. 

The low gross score of the day for stationers was re- 
corded by Jerry Isadore of the Crown Office Supply 
Company, who turned in a card of eighty-eight. He 
was awarded the stationers’ trophy cup for the second 
consecutive time. 

Because of the generosity of manufacturers and 
their representatives in the Chicago area, there were 
fifteen more prizes than players. Following the cus- 
tom established last year, each prize was wrapped in 
a box of approximately the same size and shape as 
all other prizes and as a player’s number was called, 
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he had the privilege of choosing any box in the pile. 
When all the numbers had been called, it was discov- 
ered that fifteen boxes remained. All the tickets were 
put back in the hat and fifteen extracted one by one, 
so that fifteen golfers received two prizes each. Prizes 
were donated by the following manufacturers: 


Acco Products, Inc Rand McNally & Company 


Ace Fastener Corporation Frank Mashek & Company 
G. J. Aigner Company National Blank Book Co. 
Allen Paper Company National Vulcanized Fibre 
American Lead Pencil Co Company 
Associated Stationers Supply Parker Pen Company 
Company Frederick Post Company 
Autopoint Company Peerless Key-Imperial Man- 
Bankers Box Company ufacturing Company 
Cc. L. Barkley & Company Quality Park Envelope Co 
Bates Manufacturing Co. Rogers Loose Leaf Company 
lL. M. Bickett Company Reyburn Manufacturing Co. 
Boorum & Pease Company Sanford Manufacturing Co 
The Carter’s Ink Company Dr. Scat Chemical Company 
Z. & W. M. Crane Harry L. Short . 
Joseph Dixon Crucible Co. S. K. Smith Company 
Dennison Manufacturing Co Southworth Company 
Eagle Pencil Company S. S. Stafford, Ine 
Eaton Paper Company Stein Brothers Manufactur- 
Esterbrook Steel Pen Manu- : ’ , 
facturing Company ae Company . 
A.W. Faber. Inc. : Vail Manufacturing Ce 
Finch & McCullouch P. F. Volland Companys 
George E. Fox & Company rhe Wahl ¢ VIB Deny 
The Globe-Wernicke Co. Wallace Pencil Company 
Heyer Corporation L. E. Waterman Company 
Charles M. Higgins & Co. White & Wyckoff Manufac- 
Imperial Methods Company turing Company 
Koh-I-Noor Pencil Company Wilson-Jones Company 


Despite wind and water (there isn’t much water but 
it’s very attractive to golf balls), the day was unani- 
mously proclaimed a success. Expressions of appreci- 
ation were accorded Tom MacCorkindale for the effi- 
cient way in which he handled the event. 

eee" ee 
CORONA DEALERS MEET THE “ZEPHYR” AT 
CELEBRATION LUNCHEONS IN U. S. 

Held simultaneously with forty-one similar events 
throughout the United States, a meeting and luncheon 
of L. C. Smith & Corona Typewriters, Inc., dealers 
took place at the Palmer House in Chicago on August 
18. The gathering to be described here was an 
exact counterpart of the Corona dealer meetings held 
in the remaining forty-one branch cities and was 
held for the purpose of introducing the new Corona 
Zephyr portable. 

A. H. Foxcroft, Chicago branch manager, presided 
and, following the luncheon, began an address to the 
assembled dealers which was illustrated with lantern 
Slides. At a certain point in his talk Mr. Foxcroft 
was interrupted by the appearance of a Western 
Union messenger who presented the speaker with a 
telegram from which he read the following message 
aloud: 

“Important. 


Before proceeding further with meet- 


@orexs Dealer Luncheon 
Paiers House ~ Chicage 
Augest 15,1338 
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ing, please open shipment now being delivered.’ No 
sooner was the message read when two porters ap- 
peared carrying two cartons which when opened ex- 
posed the Corona Zephyr to the view of the dealers. 

Following this part of the program electrically- 
transcribed talks were given by the following execu- 
tives of the company: H. W. Smith, president; C. F. 
Brown, vice-president in charge of production; J. B. 
McCormick, vice-president in charge of sales; J. J. 
McCormick, portable sales manager. 

A complete description and illustration of the Corona 
Zephyr portable machine appears elsewhere in this 
issue. 


ee 
NORTHWEST TRAVELER-STATIONER GOLF PARTY 
HELD 


The Northwest Travelers Club and the Twin City 
stationers combined annual golf tournament and frolic 
was held according to schedule at Charley Regan’s 
home golf club, the Southview course at South Saint 
Paul on Friday, August 23. 

The Travelers finally came through, winning the 
cup from the stationers for the first time. Ken Chase, 
Dennisonite, had the low gross score, followed by 
Charley Regan and Peterson, the paper supply man. 
Karl Castle as chairman of the golf committee, pre- 
sented the prizes to Ken Chase for low gross, Charley 
Regan for low net and to “Tiny” Roos for second low 
net. 

Bill Weber, Aceman, won a beautiful necktie for 
being the worst golfer, as well as the best dressed 
golfer on the course, honors which usually go to Stan 
Greibel, Yawman and Erbe. 

The putting championship was won by Ed Hanson, 
perennial putting champion, who defeated Bob Davies, 
thereby winning two bits. Doug Roos also presented 
some unusual prizes, including one very fine bottle of 
17-year-old Lithia Water to Ed Hansen for winning 
the putting championship. Stan Griebel was likewise 
given the same kind of a prize as a consolation for 
losing the best dressed golfer’s prize. Claude “Casan- 
ova” Fleet was given a book on the proper way to 
raise a Dobermann Pintscher, for driving the most 
golf balls in the big lake on the tenth tee. 

Much fun .was had by all, including the fish stories 
told by Bill Smith and Karl Castle. Be sure and ask 
Bill Smith about the fish he caught at Belletain Lake, 
while he and Karl were vacationing at Nevis, Minn. 

Al Skibbe, of Horders, wired regrets in his absence, 
as did V. A. Hansen, former governor from his home 
in Sioux City. Herb Morgan, president of the club 
presided at the meeting, and did his usual good job. 





SMITH-CORONA PORTABLE DEALERS MEETING IN CHICAGO 


Seated at the head table (left to right) are: J. J. Flani- 
gan, designer of the Vivid duplicating machine, who 
is located in Chicago; S. E. Miller, a director of L. C. 
Smith & Corona Typewriters, Inc., and president of 


Miller-Bryant-Pierce Company, Smith-Corona subsidi- 
ary at Aurora, Ill; A. H. Foxcroft, Chicago manager; 
George Foxcroft, manager, London, England, branch; 
A. B. LaFieur, wholesale representative in Chicago. 
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1. Ed. Cooper, Willis Mohn, Sr., Claude Fleet and 
Charlie Reagan. 

2. Stan Griebel, Ed. Perkins, Vic Irgens and Ken 
Chase, the new champion. 

3. Herb Morgan, Art Carlson, the pro, and Roy 
Clarke. 

4. The outing committee pauses to pose. Commit- 
teemen Hasty, Griebel, Castle and Cooper. 

5. G. E. Seidel, Clarence Benson, “Tiny” Roos, Mer- 
rill Hasty. 


Familiar faces seen at the nineteenth hole included 
among others, Jack Goldman, Harold Hoffman, Art 
Grayston, Bart Dahlberg, Walter Pierce, Roy (Micro) 
Clarke, Fred Schaefer, Ed Friedman, Clarence Benson, 
and Phil Ackermann, and Jack Laws the Wallaceman. 
From out of town came Bill Goff, Willis Mohn, senior 
and junior, and Roy Hopko. 

Karl Keisel made his usual predictions, when called 
on for a speech, that his home state was going to 
have a football team again this fall, but was quickly 
quieted when the gang offered to put up their family 
jewels, that the Golden Gophers would ride over the 
stalwarts from the neighbor state, when they meet on 
November 19 at Madison. 

To top off the party a nice dinner was served and 
everyone who attended said it was the best party ever 
put on by this group. 

SS ee 
FAVOR TELLS ROTARIANS HISTORY OF PENCIL 

The history of pencil manufacturing, from the first 
discovery of lead at Barrowdale, England, in 1565 up 
to the present day, was the subject of an address de- 
livered before the Easton (Pa.) Rotary Club by Irvin 
P. Favor, general manager of the Koh-I-Noor Pencil 
Company, Bloomsbury, N. J., last month. 

The intensely interesting address covered every as- 
pect of pencil making down the years. Mr. Favor 
touched upon the initial discovery when the substance 
was used by local shepherds in marking sheep; the 
first actual pencils when graphite, or lead in its crude 
state, was placed between strips of wood and sold on 
the streets of Germany for marking purposes, and 
the present-day plants where pencils are manufac- 
tured by the thousands. 
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INFORMAL POSES AT NORTHWEST TRAVELERS-TWIN CITY STATIONERS TOURNAMENT 


6. Bob Roberts and Lou. Wingert. 

7. Harold Hoffman, Sterley Jerue, Tom Carpenter. 

8. At the 19th hole; Round the table from the left are 
Ed. Hansen, Larry Collins, Bill Smith, Art Gray- 
ston, O. J. Bertelson. 

9. Al Nordstrom, John Daugherty, Karl Kiesel, Ed. 
Peterson, O. J. Bertelson. 

10. Ray Hammond, R. C. Moore, Ed. Friedman. 

1l. Bill Gott, Ralph Maneval, Roy Hopko, Art Schaefer. 

12. Willis Mohn, Jr., Bill Weber, Dick Gingland, Larry 
Ackert. 


Mr. Favor concluded by inviting his listeners to pay 
a visit of inspection to the Koh-I-Noor plant where 
the lead, after being received from Czechoslovakia, is 
made into pencils for the American public and busi- 


ness houses. 
> —___—. 


BOSTON FRIENDS HONOR YAFFA 

Friends of H. Saul Yaffa gathered Tuesday evening, 
August 30, at the Commonwealth Country Club in 
Boston, to tender a farewell dinner to him cele- 
brating his promotion to the managership of the New 
York office of his company, L. C. Smith & Corona 
Typewriters Inc. 

Mr. Yaffa has been active for many years in the 
New England Chapter of the National Office Man- 
agement Association, and for several years has served 
as a director of this organization. 

More than one hundred of his friends attended the 
dinner. The committee in charge consisted of Henry 
S. Kaplan, chairman; James W. Anderson, George B. 
Samuel, Renshaw Smith, Jr., and Thomas R. Sullivan. 
Jack Lacy acted as toastmaster, and Carl Moore fur- 
nished the entertainment. 
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N. Y. GOLFER-STATIONERS STANDING 

With the series of tournaments for the season’s 
cups rapidly drawing to a close, standing in classes 
A and B of the New York Stationers Golf Associa- 
tion is as follows: 

Class A: R. A. Weissenborn, 9.25; N. R. Kremer, 9; 
T. R. Rudel, 9; A. L. Ficks, 7.50; J. W. Tamany, 5; 
L. McCready, 5; R. Franz, 5; R. B. Sainberg, 4.50; G. S. 
Morrisey, 4.50; W. D. Evans, 4; R. J. Urmston, 4; W. J. 
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Bell, 3.75; J. Kahn, 3; W. Hueglin, 2; S. Kahn, 2; R. A. 
Kenedy, 1.25; E. A. Berolzheimer, 1.25. 

Class B: H. Yager, 15.50; M. Lowenstein, 9.50; E. 
Payne, 8.50; L. J. Messina, 8; H. Price, 7; F. B. Leedom, 
5; J. E. Neary, 5; E. T. MacIntyre, 5; H. B. Barnett, 5; 
S. J. Donnelly, 3; E. Dooley, 2.50; J. Petchesky, 2; 
M. A. Dreyer, 2; H. C. Wittemore, 2. 


>? 


SMITH-CORONA OKLAHOMA DEALERS MEET 


The new Corona Zephyr was enthusiastically re- 
ceived by forty dealers from Oklahoma towns and as 
far out as Ft. Smith, Ark., who attended a recent 
luncheon and sales meeting, sponsored by the L. C 
Smith & Corona Typewriters, Inc. at the Biltmore 
hotel in Oklahoma City. 

The meeting was one of several similar gatherings 
being held simultaneously by the company at various 
points over the country, for the purpose of introduc- 
ing to the trade the new portable. 

Slides were shown picturing the company’s trim- 
ming and advertising displays which are available to 
dealers, as well as advertising releases, etc. 

The Oklahoma City meeting was conducted by W. B. 
Christian, branch manager of the local office which is 
located at 120 Northwest Second street.—-EVH 
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TORONTO STATIONERS IN SECOND OUTING 

On July 18, old St. Andrews was the scene of the 
second golf tournament of the 1938 season for Toronto 
Stationers. 

While the attendance was a little off, probably due 
to the date being in the middle of the vacation period, 
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THE TORONTO PLAYERS AT STRATFORD.—(Standing L. to 
R.) Stan Flack, McColl Frontenac Oil Co., Ltd., Toronto; Jack 
Keachie, Grand & Toy Ltd., Toronto; Jeff Preston, Preston Noel- 
ting Ltd., Stratford; Jack McQuillan, Dye & Durham, Toronto; 
Bill Gibson, Grand & Toy Ltd., Toronto; James Preston, Preston 
Noelting Ltd., Stratford: Malcolm Smith, Smith Bros., Toronto; 
S. H. Dye, Dye & Durham, Toronto; Harold Vickers, Preston 
Noelting Ltd., Stratford; F. W. Barrett, F. W. Barrett & Co.. 
Toronto; Alex Campbell, Acme Carbon & Ribbon Co. Ltd., 
Toronto. (Seated) Bill Graham, Preston Noelting Ltd., Strat- 
ford; Frank, Dixon, Dye & Durham, Toronto; Harry Harding, 
Dye & Durham, Toronto; Gord. Lowe, Luckett Loose Leaf Ltd., 
Toronto; J. S. Luckett, Jr., Eberhard Faber Pencil Co. of Can- 
anada Ltd., and Fred Mason, Preston Noelting Ltd., Stratford. 


nevertheless a grand afternoon was enjoyed and some 
very creditable scores were turned in. 

With a low gross of 81, Jim Moir Jr., copped the 
No. 1 prize. Incidentally Jim Jr., Gord. and Glen, all 
sons of the well known James E. Moir of the Brown 
Bros. Ltd., constituted three-quarters of a notable 
foursome. 

Several other scores worthy of particular mention 
were low net 73, Ken Hunter of The Buntin Company 
Ltd.; second low gross 90, M. L. Charters of M. C. 
Chartres & Co., Ltd.; second low net 74, Ross Helwig 
of Grand & Toy Ltd. 

Other prize winners included Gord. Moir of Venus 
Pencil Company Ltd.; Don Cranston of Grand & Toy 
Ltd.; Art Morice of Fred W. Halls Paper Company Ltd.; 
Gord Lowe of Luckett Loose Leaf Ltd.; Dave Balfour 
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of D. A. Balfour & Co. Ltd.; Walt. Harmer of Acme 
Carbon & Ribbon Co. Ltd.; John Taylor of W. J. Gage 
& Co. Ltd.; Harry LeDrew of Stainton & Evis Ltd.; 
Frank Schofield of W. J. Gage & Co. Ltd.; Charles 
McHardy of The Brown Bros. Ltd. 

A very interesting sidelight to the golf of the day 
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TORONTO STATIONERS AT ST. ANDREWS 

1. R. K. Bythell, Bookseller & Stationer; W. J. O'Reilly, 
Underwood Elliott Fisher Ltd.; Gord. Lowe, Luckett 
Loose Leaf Ltd.; Dave Balfour, D. A. Balfour & Com- 
pany Ltd.; S. H. Dye, Dye & Durham; Harry LeDrew. 
Stainton & Evis Ltd.; J. S. Luckett, Luckett Loose Leaf 
Ltd. 

2. Art Forster and Bob Cranston, The Brown Bros. Ltd.; 
Aubrey Corliss, Eaton, Crane & Pike Ltd. 


3. J. S. Luckett, Eberhard Faber Pencil Company of 
Canada Ltd. 

4. Tom Riddell, Rolland Paper Company Ltd. 

5. Ernie Collins, National Stationers Ltd.; Frank Scho- 
field and John Taylor, W. J. Gage & Company Ltd.; 
Harry LeDrew, Stainton & Evis Ltd. 

6. Art Morice, Fred W. Halls Paper Company Ltd; 


Charles Saunders, Index Card Company; Ross Hel- 
wig, Grand & Toy Ltd.; Jack Forsythe, Detroit, Mich. 


was a horseshoe pitching contest indulged in by sev- 
eral who found it inconvenient to “take the afternoon 
off’ but who came out for the evening. A few of the 
golfers also tried their hand at the game of their 
boyhood days. 

Another pleasant outing later in the month was the 
third tournament held at Stratford where the intrepid 
golfers did not allow a severe thunderstorm to interfere 
with their enjoyment and, following a fine game for 
which a number of prizes were awarded, enjoyed a 
splendid dinner. 

A feature of the day was the appearance of F. W. 
Barrett of the F. W. Barrett Company, Toronto, who 
demonstrated the ability of man to surmount almost 
impossible obstacles. Mr. Barrett is totally blind but 
despite this handicap showed those present how to 
play a capital game of croquet with a little assistance. 
He also thrilled his friends by playing a first-class 
game of bridge, using Braille cards. 
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“TEACHERS” 


Back row (left to right): C. W. Simpson, sales promo- 
tion manager, Art Metal Construction Co.; Royce Spur- 
lock, Swan-Morgan Co., Huntington, W. Va.; J. N. 
Wygal, Bristol Office Supply Co., Bristol, Va.; H. P. 
Minton, T. H. Payne Co., Chattanooga, Tenn.; Earl 
Gerbitz, Goerlitz-Becknell Co., Rockford, Ill; R. P. 
Caldwell, Bristol Office Supply Co., Bristol, Va.; R. W. 
Dake, Elkins-Swyers Co., Springfield, Mo.; R. F. Mc- 
Amis, Kingsport Office Supply Co., Kingsport, Tenn.; 
Warren Weeks, Industrial Prtg. & Stat’y Co., Los An- 
geles, Calif.; Robert Wyatt, Wyatt Book Store, Rome, 
Georgia; Joseph F. Duddy, Buxton & Skinner Prtg. & 
Staty. Co., St. Louis, Mo.; John Keith, Wilmington 
Stamp & Ptg. Co., Wilmington, N. C. 

Middle row: O. E. Davis, Columbus Blank Book Mfg. 
Co., Columbus, Ohio; C. S. Garnett, Garnett Printing 
Co., Owosso, Michigan; Vance Taylor, White Supply 
Co., Waterbury, Conn.; J. S. Mathews, Jr., Mathews 
Bros., Inc., Bridgeport, Conn.; Wm. S. Goff, Ashley- 
McCormick Co., Bridgeton, N. J.; F. C. Sanders, The 
Chas. Ritter Co., Mansfield, Ohio; E. P. Scott, Linx- 
weiler Prtg. Co., Decatur, Ill.; H. M. Adkins, Elkins- 
Swyers Co., Springfield, Mo.; Maitland Nicholson, C. R. 
Allen, Watertown, N. Y.; A. R. Alderson, Office Equip- 
ment Bureau, Akron, Ohio; Robert Rule, Sylvester & 
Nielson, Inc., Appleton, Wis.; Elroy Riehl, Office 
Equipment Bureau, Akron, Ohio; Earl E. Roesch, J. C. 
Roesch Co., Sandusky, Ohio; Frank Michler, Easton 
Prtg. Co., Easton, Pa. 


ART METAL SCHOOL IS OUT! 


A group of dealers salesmen all imbued with a de- 
sire to learn more and thereby increase their earnings 
last month graduated with honors from a sales school 
held at Jamestown, N. Y., by the Art Metal Construc- 
tion Company. 

The school lasted ten days—from August 17 to 26 
inclusive and the “pupils” appeared from practically 
every section of the country. Under the able tutelage 
of Headmaster (Sales Promotion Manager) C. W. 
Simpson, aided by a staff from the home office sales 
executives and technical experts, headed by: Vice- 
President E. A. Keeling, manager of the agency divi- 
sion, the students each day were given a valuable 
series of lessons pertaining to the manufacture and 
method of sale of Art Metal products. 

Shortly before school opened the Art Metal office 
and plant was visited by a number of officials and 
Sales executives of several of the company’s Eastern 
sales agencies. These gentlemen are pictured in the 
inset of the accompanying photograph. 


HORDER’S HOLDS GOLF OUTING 
As this issue goes to press Horder’s, Inc., Chicago, is 
holding its fourth annual golf outing of its bowling 
league at the Northbrook Country Club, Northbrook, 
Ill. A complete story of the event will appear in the 
October issue. 


AND GRADUATES OF ART METAL CONSTRUCTION SALES SCHOOL 


Front row: E. A. Keeling, vice-president, wholesale 
sales division, Art Metal Construction Co.; Dale 
Brown, Edson C. Eastman Co., Concord, N. H.: Robert 
R. Rush, Schemm Printing Co., Bay City, Mich; 
Andrew Chitwood, E. H. Clark & Bro., Memphis, Tenn.; 
James J. Distel, Jr.. The Distel Furniture Co., Ports- 
mouth, Ohio; Walter Anderson, York Office Supply 
Co., York, Pa.; Richard Zinn, York Office Supply Co., 
York, Pa.; Jim Tippett, Wirtz Book Store, Monmouth, 
Ill; Anthony Valeri, Cuffs Staty. Co., Danbury, Conn.; 
B. L. Carver, Kingsport Office Supply Co., Kingsport, 
Tenn.; Allan Gassenheimer, Mercantile Staty. Co., 
Montgomery, Ala. 

Not shown: A. L. Ochs, Allentown, Pa.; Ted Warken- 
tin, Southwestern Staty. & Book Supply Co., Lawton, 
Okla.; O. M. Marquis, The Ankeney Co., Cumber- 
land, Md. 

Those in the inset are visiting officials from Eastern 
agencies. Back row (left to right): C. W. Simpson, 
sales promotion manager, Art Metal Construction Co.; 
E. A. Keeling, vice-president, wholesale sales division, 
Art Metal Construction Co.; O. E. Peterson, York Office 
Supply Co., York, Pa.; G. B. Tonkin, Oberg & Tonkin. 
Newark, N. J. Front row: William H. Trimmer, York 
Office Supply Co., York, Pa.; G. W. Oberg, Oberg & 
Tonkin, Newark, N. J.; Lloyd C. Herman, York Office 
Supply Co., York, Pa.; A. J. Reese, Reynolds Bros., 
Scranton, Pa.; J. H. Griffith, district manager, Art 

Metal Construction Co. 


TEXAS CORONA DEALERS MEET 

A meeting of Corona dealers in the district com- 
prising the Central and Southwest portion of Texas 
and six counties in New Mexico, was held in San 
Antonio, Texas, August 18, with 37 present. The meet- 
ing, similar to others throughout the country held at 
the same time, was in charge of E. P. Haye, district 
manager of L. C. Smith & Corona Typewriters, Inc. 
and was called to show the new Corona models, par- 
ticularly the Corona Zephyr. 

This district has shown excellent results during the 
current year, Corona adding machine sales being 
twelve and one-half per cent over 1937, which, in turn, 
had shown an increase of 625 per cent. Corona type- 
writer sales are holding their own, as are those of 
L. C. Smith. With the opening of the schools, a sub- 
stantial upturn in business is anticipated. 

The San Antonio district office of L. C. Smith & 
Corona Typewriters, Inc., is located at 206 Broadway. 
—BCR 
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CHICAGO MANAGERS AT KILDEER 


The Office Appliance Managers Association of Chi- 
cago held its August outing at Kildeer Country Club 
on August 12. Kildeer is the home club of two mem- 
bers of the association—A. H. Foxcroft, president, 
Chicago manager for L. C. Smith & Corona Type- 
writers Inc., and Ray Cooper, manager for Art Metal 
Construction Company. These two members were 
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fortunate enough to walk away with three of the six 
prizes. Mr. Cooper won first low net, Mr. Foxcroft 


third low net and third blind bogey. Second low net 
went to John F. Barron, first and second blind bogey 
to M. G. Hoffman, and Fernly of The Todd Company 
respectively. Despite the location, which is a greater 





MOST OF THE GROUP AT THE CHICAGO MANAGERS’ 
OUTING.—Reading left to right: Harry Shifflette, Marchant 
Calculating Machine Company; J. T. Stewart, W. S. Gilkey 
Printing Company; Ray Cooper, Art Metal Construction Com- 
pany; Herbert Frank, Shelby Salesbook Company; M. G. Hoff- 
man; Sanford Cundall, Stromberg Electric Company; Jack 
Barron; Ray Cooper, Jr.; A. H. Foxcroft, L. C. Smith & Corona 
Typewriters Inc.; C. L. Hayes, International Business Ma- 
chines Corporation; Fernly Harris, The Todd Company; Louis 
E. Beaupre, L. C. Smith & Corona Typewriters Inc., Detroit; 
Bill Ireland, The Todd Company. 


distance from downtown Chicago than any course at 
which the outing has been held before, the attendance 
was the largest in several years. It is planned to 
have the September gathering a combination outing 
and business meeting. 
i ee 
CONSOLIDATED COMPANY HOLDS FORMAL 
OPENING 

Marked by an all-day ceremonial program and the 
exhibition of a fifteen-foot letter of congratulation 
written on an Underwood giant typewriter, the formal 
opening of the Consolidated Office Equipment Com- 
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EXTERIOR OF THE NEW HOME OF THE CONSOLIDATED OF- 
FICE EQUIPMENT COMPANY IN CLEVELAND. 


pany, successors to the Consolidated Typewriter Com- 


pany, was held August 20 at 1722 Euclid avenue, 
Cleveland, Ohio. 

Many visitors were shown through the remodeled 
and redecorated establishment by M. P. Spiess, the 
manager, but their interest centered upon the letter 
displayed in the window. This message of congratula- 
tion, a product of the Underwood giant typewriter— 
said to be the largest writing machine in the world, 
was written by Clyde Jungbluth, sales manager of 
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the portable typewriter division of the Underwood 
Elliott Fisher Company, New York, N. Y. 

Mr. Spiess, the owner and manager, who is assisted 
in conducting the business by two daughters, ex- 
plained the necessity for securing larger and better 
quarters when he said: 

“Previously our business was in typewriters and add- 
ing machines. Quite recently we decided to add wood 
and steel office furniture as well as files and safes. 
We will now handle such lines as Security steel, Leo- 
pold desks, Milwaukee chairs, Meilink safes and Royal- 
chrome furniture.” 

—___@——-9—___—— 
CORRY-JAMESTOWN BRANCH MANAGERS HOLD 
MEETING 
Radiating optimism over the outlook for the indus- 
try within the next few months, branch managers of 
the Corry-Jamestown Manufacturing Company met at 
Corry, Pa., for a sales meeting during the week of 

July 11-15. 

One of the highlights of the gathering was the pres- 
entation to the visitors of the new “Steel Age” executive 
desk suite and companion pieces shown for the first 
time at the meeting. The new numbers met with 


Te 


4 





CORRY-JAMESTOWN BRANCH MANAGERS FROLIC DURING 
SALES MEETING.—(Top) Smorgasbord guests at the summer 
home of D. A. Hillstrom, secretary and general manager of the 
company. (Center) The branch managers gather at Corry, Pa., 
for group photograph during the sales meeting. (Lower) An- 
other group picture taken at Panama Rock, N. Y., where the 
visitors spent a day of fun and sporting events. 


enthusiastic approval of the branch managers and 
Corry-Jamestown officials alike. 

Plenty of entertainment was injected into the week’s 
program for the visitors. A thoroughly enjoyable day 
of sports and games was held at Panama Rock, N. Y., 
at which the various branch managers vied with each 
other in demonstrating their individual prowess. 

David A. Hillstrom, secretary and general manager 
of the Corry-Jamestown organization, was host to the 
branch managers at his summer home at We-Wo-Ka 
on Lake Chautauqua, where those of the visitors un- 
acquainted with Smorgasbord discovered the delightful 
qualities of this grand old Swedish institution. 
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LEISURELY 
BUSINESS 
gels left-overs 


... or left out! 


One man’s message to one man—the tele- 
phone, telegraph or air mail letter... One 
man’s idea to many men —the Mimeograph 

. . . Man gets sales thought... Girl pre- 
pares Mimeograph stencil (with or without 
drawings)... Operator runs Mimeograph 
machine, and plain, dumb paper becomes 
articulate with what you have to say in rich, 


black ink ... Is the Mimeograph process in 
your office or factory? ... Shouldn’t it a fre 


For further particulars look up the Mimeograph 
Man in your city, listed in the classified direc- 


tory, or write to A. B. Dick Company, Chicago. 
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You NEED it! 


—if you use ANY spirit 
duplicating machine 








Patent No. 2,060,190 
e 


Ideal for internal shop 
forms, invoices, etc. 


e 
No more printed forms! 
e 


Reproduces your FORM 
and your FILL-IN in one 


run! 





Just fill-in on typewriter as 
usual— 
insert in duplicator drum 


Saves time, mistakes and 
waste due to bad register. 
a 


CANNOT mis-register. 







copies. 








For Information and Demonstration, write: 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of PANAMA and BEAVER 
HECTOGRAPH CARBON PAPERS 


188 THIRD AVENUE > 4 





Insures full run, up to 150 | 


BROOKLYN, N. Y. | 
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_— MACHINES AND DEVICES SECTION 
Continued from page 29 





type of packing material has been introduced to the 
market by the Kraven Machinery Corporation, New 
York, N.Y. 

The machine, known as the Shred-Master, first cuts 
up into streamers the waste paper fed into it and 
then, through an ingenious device interlaces and 
mixes the strands into a uniform and fluffy mass the 
lightness of which, it is claimed, reduces shipping 
weight. 





NEW FOUNT-O-INK OFFERING.— 
This beautiful combination lamp and 
desk set combination is the latest 
output of the Gregory Fount-O-Ink 
Company, 2652 Pasadena avenue, 
Los Angeles, Calif. It is listed as the 
No. 207-P and is plated in satin 
bronze. A light switch is within easy 
reach on the right hand side of the 
lamp while the ink container and 
pen form the latest type of Font-O- 
Ink desk set manufactured by the 
California company. Additional de- 
tails may be obtained by commun- 
icating with the Gregory organiza- 
tion at the above address. 


OEE 


NEW NAUGHT MECHANISM FOR ADDING 
MACHINES 


A naught mechanism for use in ten key adding 


| machines provides the simultaneous operation of a 


er 


) 

















ADDING MACHINE NAUGHT MECHANISM 


| required number of naughts with any digit key has 
| recently been announced by Hannes Aarni, Lahti, 


| Finland. 
In technical language of patent No. 2042909, which 
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THERE’S A NEW BABY 
IN OUR FAMILY! 





THE BRAND NEW 


VA =CORONA 
L ephyr 


with case! 
IT MEASURES 12” x 11” x 24" 
bd TUCKS IN A DESK DRAWER 













IT WEIGHS 8 Ibs., 15 oz. with case 
complete; 7 lbs., 5 oz. without case 


- THE NEW \ LC SMITH & CORONA TYPEWRITERS INC SYRACUSE, NEW YORK THE NEW 
SPEEOLINE _ 
=JORONA 
CORONAS yr 


NATIONALLY ADVERTISED THIS FALL 
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September, 1938 Oxford Filing Supply Co., 340 Morgan Ave., Brooklyn, N. Y. Vol. 1, No. 7 








HOW ABOUT IT ? Are You Coming to 















The N S A Convention . . . Palmer 
Now is the time to House—Chicago. .. September 26-29. 
plan for selling _Cor- The National Business Show... Port 
renee. oe anes : Authority Bldg.—New York... Oc- 

rar Siegen ned 3 Your Customer” ee : : 
: : —\ Corresponden See our displays at either or both, 

you going to take ord . . 

Files our new items as well as old. See the 


clean cut workmanship, the handsome 
packaging, the extra features that 
have made Oxford Filing Supplies so 
easy to sell, so quickly accepted by 


ers for “a set of guides 
and a hundred folders” 
or are you going to sell 
a modern System like 





the Oxford Speed In- 
aeons? users, 
A real selling job on Ask for tickets to the Business 
Show. 


Oxford Speed Index 
will build greater vol- 
ume and make for bet- 
ter satisfied customers. 





On the press... 


Nor is it difficult. Let ~. 
us help you with The -_— A new edition of the popular “How 
to Sell Filing Supplies” containing 


Oxford Speed Index 
Demonstrator Booklet. It reduces system filing to its simplest terms the WHY, WHAT and HOW of fil- 
ing. Designed-to help Oxford deal- 


and is so arranged that the prospect practically sells himself. Used 

together with the Oxford System Survey Chart, it brings to light the ers and their salesmen to sell the cor- 
prospect’s needs, and the salesman’s opportunities. rect items for the job—and more of 

Of course you want to be prepared for the many system sales oppor- them. 

tunities that will come your way. October is the best time to start 
talking new systems to your customers. So send now for specimens of 
these sales helps and see for yourself how System Selling has been 
simplified. 


Look! 3 


Oxford Angular 
Celluloid Tab 
Folders 


A new item in the Oxford line. Made 
of Durox, a special stock developed for 
these folders, 20 pts. thick, exceedingly 
strong and tough. Tabs are of 10 pt. 
celluloid, secured with eyelets. Also, 
with the same tabs, folders of 25 pt. 
black Pressboard with 1 in. cloth 
expansion. 


The Durox folders have four scores 
above the fold. Front and back flaps 
(exclusive of tabs) are flush, 91% in. 
high providing full 8% in. coverage 
to letters even when loaded to full 
capacity. 























Ready Soon... 


A full line of Angular Celluloid Tab 
Guides in card and vertical sizes, in 
black pressboard. To keep company 
with these folders and provide addi- 
tional sales opportunities for Oxford 








dealers. 




















YOUR FILING SUPPLY SPECIALISTS 
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is held by Mr. Aarni, the device is described as being | 


an improvement in ten key adding machines where- 


in, through an improved key control of the mechanism, | 
a material saving of time and labor in the ordinary | 


use of the machine is effected. The description reads | 


in part: 
“The primary object (of the device) is to provide 
for the simultaneous operation of the desired digit 


key and the required number of naught key or keys | 


simultaneously with the utilization of such key opera- 
tion as a means for compelling a proper setting 
up of the digit followed by the required number of 
naughts when the keys are released.” 

—— 


BERGER’S SILENTAIRE AIR-CONDITIONER 

The Berger Manufacturing Division, Republic Steel 
Corporation, Canton, Ohio, last month announced 
introduction of the new Silentaire—a low-cost window 
unit which is said to perform the four important 
and essential functions of air conditioning for year 
around comfort. 

The Silentaire ventilates, filters the air of germ- 
laden dirt, soot, dust, pollen and bacteria, circulates 
the air, eliminates disturbing outside noise, and oper- 
ates silently with a completely sound-proofed mechan- 
ism. It is modern in design, stands one foot high 
and is placed in the window under the lifted sash. 
Installation does not interfere with Venetian blinds, 
curtains or drapes and the device is easily removed 
when necessary for window washing. The simplified 
mechanical assembly developed by Berger engineers 
assures long life operation without expensive main- 
tenance. A brochure describing and picturing Silentaire 
in detail is available on request. 

0 


WIS-ILL CLUB NEWS NOTES 


Three new members were voted into the Wis-II1 Club | | 


at its regular weekly luncheon meeting held August 
26 in Chicago. These were J. M. Campbell, National 
Blank Book Company; Carl Land, Columbia Ribbon & 
Carbon Manufacturing Company, Inc., and Howard 
Pfau, Central Desk Manufacturing Company. 


* * * 


Fred Tracht, University of Chicago Book Store, gov- 
ernor of the sixth district, and William Schmiederer, 
Buxton & Skinner Printing & Stationery Company, 
St. Louis, were guests. 

* * * 

William L. Schuster was presented with an honorary 
life membership certificate in behalf of the club’s ap- 
preciation of his services to the organization since the 
date of its origin. President Balch expressed the deep 
sentiments of the club in referring to the esteem of the 
members for Bill and their feeling of loss over his 
retiring from active membership. Mr. Schuster was a 
charter member. As announced elsewhere in this issue, 
Mr. Schuster has entered the retail field in Chicago, 
becoming an officer of the Graver-Dearborn Corpora- 
tion. He was formerly Chicago manager of the Na- 
tional Blank Book Company. 


* * x 


Matters relating to the forthcoming NSA conven- 
tion were discussed at the meeting. 
oe ee 


APPENZELLAR CHAIRMAN OF DICTAPHONE BOARD 


Paul Appenzellar was elected chairman of the board 
of Dictaphone Corporation and subsidiaries at a meet- 
ing of the board of directors held last month. He 
succeeds Richard H. Swartwout, who died July 21. 

Mr. Appenzellar has been a director of the Dicta- 
phone Corporation since its inception and has been 
closely identified with its affairs. He is also a director 
of the Intertype Corporation. Merrill B. Sands re- 
mains as president of the corporation. 
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CARTER’S 
CUBE-WELL 


Priced for 
volume sales 





with extra-large Cube 
of Ink and Carter's 
Self-Starting Pen. 
98¢, Denver 
West 










A fountain-reservoir inkstand...Carter’s Cube-Well 
is the stand that has visible ink supply; flow-control 
valve keeps ink at constant pen level—eliminates 
spilled ink and messiness; the pen itself, with stain- 
less metal point, is always “‘ready to write’’—and 
writes pages without redipping .. . In its attractive 
box, the Cube-Well is a ‘‘natural’’ to feature as gift 
items “under a dollar,” bridge prizes, etc. 

Carter’s Cube-Well is priced for VOLUME SALES 
—The low price is not intended to knock single 
sales of higher priced inkstands, but to give the 
stationer that EXTRA BUSINESS and GREATER PROFIT 
that comes from volume sales . . . The low price 
enables Carter Stationers to equip entire offices with 
perfect writing pleasure . .. And the sale of one 
Cube-Well a day means 25 dozen a year—Dealer’s 
profit $149.50!!! Don’t forget that every Cube-Well 
sale means repeat sales in Carter’s Ink refills, too. 


The Carter's Ink Co. 


BOSTON NEW YORK CHICAGO 


Makers of fine Inks—Adhesives—Carbon Paper— 
Typewriter Ribbons—Fountain Pens 
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IDEAS 


are the backbone of progress 


Without ideas there would be no 
modern merchandise. 


Without ideas there would be no 
modern selling methods. 


Without ideas your advertising be- 
comes as flat as a pancake. 


To help all NEVA-CLOG dealers to make more 
sales and profits on NEVA-CLOG machines and 
staples, we furnish you with sales helps which 
you can use to good advantage 


A colorful, well arranged window display is 
one of the most forceful, yet inexpensive, meth- 
ods of promoting sales. The cost is little or 
nothing for the material, as a post card brings 
you display material FREE. An hour or so spent 
by your window dresser puts this material to 
work, and helps identify you with the quality 
merchandise you display 


When you order your Fall stock of NEVA 
CLOG machines ask us for any display mate 
rial you desire. We will send you the ideas 
Add YOURS to them and you can help to sell 
the thousands who pass your store windows 
and those whom your salesmen contact. 





NEVA-CLOG machines are well-made and well 
designed. Their satin finish modern designs en 


hance the appearance of your window. Colorful 
displays, circulars and blotters, well used, helr 


you build profitable sales. Write us for sugges 


vill help YOU 


tions that wv 


NEVA-CLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


= state of the office equipment business in South- 
ern California is about what one would expect it to be, 
all things considered. Hot weather and the vacation 
season do slow things up under the best of conditions, 
and when we add the uncertainties of politics, the 
number of people out of work and supported by the 
government, plus other untoward conditions, it seems 
a wonder that business is doing as well as it is. A type- 
writer dealer says that business is better than last 
year, but not so good as it was two years ago. A sta- 
tioner said, “Business is quiet, but we cannot expect 
to be rushed with orders when two of our best produc- 
ing salesmen are away on their annual vacations.” I 
seem to remember that business men including those 
dealing in office equipment have solved the latter diffi- 
culty in part. Perhaps somebody will take the floor 
and tell us how. 
* %* * 

Corona Dealer Luncheon at Los Angeles.—On Thurs- 
day, August 18, all Corona dealers in Southern Cali- 
fornia and Arizona were invited to be present at the 
annual Corona dealer luncheon, which was held in the 
Blue room of the Hayward hotel, Los Angeles. Al- 
though the time was in the midst of the vacation 
period, about seventy-five dealers attended. C. J. Har- 
ris, branch manager of the L. C. Smith & Corona Type- 
writers, Inc. for Southern California and Arizona, 
made an interesting talk which was illustrated by 
lantern slides. The past in sales and advertising was 
carefully reviewed, and plans were outlined for the 
fall campaign of national advertising, which will be 
the greatest in Corona history. Advertising broadcast- 
ers and other interesting material were distributed. A 
flood-lighted showing of window displays to be sup- 
plied to dealers was on view. 

As the branch manager finished his talk he received 
a wire from headquarters, which, when read, created 
great interest. At the same time a small shipment 
was delivered, which, when opened, brought the en- 
thusiasm of the dealers to the highest pitch since the 
advent of the Speedline Corona. The shipment con- 
tained the new Corona “baby,” which will be called the 
“Zephyr.” Still running true to form, the branch man- 
ager passed the cigars in celebration over the advent 
of the new machine. 

A phonograph record was then played, bringing the 
voices of President H. W. Smith, Vice-president J. B. 
McCormick and C. F. Brown, and Portable Sales Man- 
ager J. J. McCormick to the gathering, giving interest- 
ing highlights of the new “baby.” Advertising, window 
displays and dealer helps on the new product were dis- 
cussed, after which dealers’ orders were booked, with 
deliveries promised in order as taken. 


~ * * 


Allen Calculating Machine Salesmen Meet in Pleasant 
Surreundings.—The R. C. Allen Calculating Machine 
Company held an interesting and wholly enjoyable 
sales conference August 15 to 20 at Mr. Allen’s French 
Creek ranch about eighty-five miles from Cheyenne, 
Wyoming. This ranch is one of the finest in the state, 
and everybody had a wonderful time. The log-built 
ranch house is roomy and comfortable, and private 
cabins and a fine fishing stream about twenty yards 
from the “camp” make it a perfect spot in which to 
work a little and play a lot. 

Always the perfect host, Mr. Allen left nothing un- 








Hi ale 
Stand. Cae 


Glamour!—she has a world of it! Her 























trim, graceful clean-cut lines make her a 


treat to the eye, a joy to behold * 


A beautifully typewritten OLD TOWN 
letter also delights your eye by its clarity, 


its neatness, its sparkling, uniform color * 


These qualities aren't just accidental with 
OLD TOWN xIt took us upwards of two 
decades, vast expenditures and incalcul- 
able effort to achieve these features*& 
Today OLD TOWN are known as the mak- 
ers of the finest ribbons and carbon papers 


your money can buy * 


Supply the established demand for 
OLD TOWN products in your town, Mr. 
Dealer % Our protected franchise assures 


you liberal profits and a pleasant relation- 


ship you will appreciate * Today —write 


for further details * 


COMPANY INCORPORATED 


Johnson and Prince Streets Brooklyn, New York 
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-ANNOUNCING-— 


ALLEN W@W WALES 


SELECTIVE OR GRAND TOTAL 


DUPLEX 





TWO ADDING MACHINES IN ONE 


@ Three positions of a Single Lever controls all DUPLEX operations. 


@ It will ADD or SUBTRACT Separately in TWO COUNTERS or Simultaneously in 
BOTH COUNTERS 


@ It will give INDIVIDUAL TOTALS and GRAND TOTALS. 


@ It is a Completely Automatic DUPLEX 
machine equipped with all Standard ALLEN WALES Features. 


Sales and Service Throughout the World. 


ALLEN WALES ADDING MACHINE CORPORATION 


Executive Office 


915 MADISON AVENUE NEW YORK CITY 





SEPTEMBER, 1938 


done to minister to the comfort and thoroughgoing 
enjoyment of his guests. 

A special trip ricn in its historical associations was 
taken to the tamous Platte River Crossing on the Old 
Overland Trail. A rugged and desoiate stretch of road 
connects the highway with this spot. Tne graves of 
many of the pioneers of 1849 dot the banks of tne river, 
which passes through a country of rare grandeur and 
scenic interest. 

A steak dinner presided over by Mr. Allen was pre- 
pared and eaten on the banks of this historic river. 
This was the outstanding feature of this particular 
outing. ‘a 

A stop and a swim at the famous Saratoga Springs 
on the way home completed the day’s outing. 

Horseback riding, hiking, fishing, fresh air and fine 
scenery all helped to make the visit to the Allen ranch 
a vivid memory of a never-to-be-forgotten outing, 
looked back upon with sentiments of good fellowship 
and inspiration. 

After a week of this diverting existence all the guests 
left for their respective homes with the desire again 
to visit this fine ranch and its genial owner in the 
near future. 

Present at this outing and sales conference were the 
following: R.C. Allen, president of the Allen Calculat- 
ing Machine Company; Gordon Laurance of the New 
York office, and Roy Wing of the R. C. Allen factory at 
Grand Rapids, Michigan, who constituted a reception 
committee to meet tne field men and guests. These 
were G. X. Bier of Houston, Texas; R. W. Purdon, 
Minneapolis, Minnesota; F. H. Staats, Chicago; Glenn 
B. Farrell, Billings, Montana; C. Stanton Carville, 
Stratton, Maine; R. B. Showers, Shelbyville, Indiana; 
Joseph Evans, Denver, Colorado; E. E. Thornton and 
H. L. Pettit of the California Typewriter Exchange, Los 
Angeles. 

N. B.: We have at last found out why certain men, 
to-wit: Gordon Laurance and Joe Evans, are so pro- 
ficient at getting business. We have watched their skill 
in roping guests and others in Wyoming. 

* * 


eo 





F. H. Fay Moves.—F loyd H. Fay of the Western Tablet 
Company has moved his offices to 821 South Alameda 
street, Los Angeles, where he has more room. 

* * * 

Irving Kremsdorf Comes a’Visiting.—Irving Krems- 
dorf, president of the Guide System Supply Company, 
visited Raynes Davis, his company’s local man at Los 
Angeles, a few weeks ago. 

co * * 

Tonkins Take Outing.—William Tonkin, western sales 
manager of the Victor Adding Machine Company, ac- 
companied by Mrs. Tonkin, spent ten days last month 
at Huntington Lake in the high Sierras. They did 
some fishing, but no big ones got away. Bill says he 
was too busy resting and letting his beard grow, to 
pull ’em out of the water. 

* + * 

Gordon Press Adds Stationery.——The Gordon Press, 
1009 South Los Angeles street, Los Angeles, has added 
a commercial stationery department. Frank Urlick is 
the owner of the business. 

* * * 

Alderson on Trip.—Barney Alderson of the Zundel 
Seating Company, Sixty-seventh and Crenshaw, Los 
Angeles, and of the Pronto File Corporation, same ad- 
dress, is expected home soon after a trip which in- 
cluded the middle western, northern and Pacific Coast 
states. 


x * * 


Portianders Spend Vacation in L. A—Clarence Larkin, 
manager of the office furniture and stationery depart- 
ments of the J. K. Gill Company of Portland, Ore., ac- 
companied by Mrs. Larkin, spent their vacation in Los 
Angeles last mnth. 

* + * 


Returners from Vacations.—Following men from the 


yn 


THOUSAND-AND-FIVE PRODUCTS EXCEL! 


For more than half a century, we have 
concentrated upon QUALITY . . . con- 
trolling every step in the preparation 
of M & V products . . . marketing only 
the BEST that science and human ex- 


perience could produce. 


THOUSAND-AND-FIVE PRODUCTS EXCEL! 


Write for Samples and Prices 


MITTAG & VOLGER,. Ine. 


Principal Office & Factories: Park Ridge, New Jersey 


Sales Agencies in Leading Cities the World Over 





we 
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West Coast Stationery and Printing Company, Los 
Angeles, recently got back from vacations: Joe Suman, 
the redwoods and Northern California; Robert N. Jef- 
feries, at home; Richard Miers, at home; Oliver Line, 
the old scenes in Tennessee. 

+ * * 


Thomas Now With Pictograph.—Ned Thomas, former 
manager of the stationery department of the Holly- 
wood Citizen, is now associated with the Pictograph 
Corporation, a publicity concern in Hollywood. 


na * cad 


Joe Hildreth Arrives.—Joe Hildreth, salesman emeri- 
tus of the Esterbrook Steel Pen Manufacturing Com- 
pany, came again last month to Pasadena, after an 





TWO VETERANS TALK THINGS OVER.—(L. to. R.) Joe Hil- 

dreth, Esterbrook Steel Pen Manufacturing Company, stood 

still long enough for a snapshot while visiting Hobart W. 
Martin, conductor of this column. 








automobile trip of 6,000 miles from Florida north to 
Lake Louise, thence west to Pacific Coast cities and 
south to Pasadena. He called on this correspondent 
and we had a good visit. Joe keeps in touch with old 
friends and is a storehouse of interesting information 
about people and scenes. 





AHEAD . 


=n advance design 








in mechanical perfection on sare ii <a 
P fF WEDDIN G S 
in consumer SALES APPEAL 





O’REILLY-FARRELL 


John Victor O’Reilly, well-known and popular young 
@ Presto! .. door latch opens to load 250 staples manager of the Remington typewriter agency at 425 
Front load and feed control .. prevents clogging Dundas street, Woodstock, Ont., Canada, last month 











* 
: was married to Miss Margaret A. Farrell, a prominent 
e@ Improved stroke control makes it Operator-Proof| member of the younger set of that city. The ceremony 
@ Flip .. anvil adjusts for pinning or stapling was performed in the St. Mary’s Roman Catholic 
: church at Woodstock.—_SJL 
e Completely detaches from base for tacking use 
e All parts encased . . finest chromium plating 
e Uses 3 sizes staples .. 4", Ac", Vo". = & * DOC . 3° 2 & 
*Trade Mork 
Write NOW for particulars about our protected YOUNG MISS SKOLASKI ARRIVES 
_ Congratulations are in order to August V. Skolaski 
MARKWELL PROFIT-PLUS PLAN of the Blied Office Supply Company, Madison, Wis., 


upon the birth of a baby girl on August 21. The 


Mi ARKWELL MFG C0 lnc young lady, who is now awaiting the formal presenta- 
a "9 * tion of a name, has gained considerably over her 
200 HUDSON STREET, NEW YORK, N. Y original weight of seven and one-half pounds, accord- 


ing to late reports from the delighted father and 
mother. 
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Monroe shatters all speed records with 


AUTOMATIC S2 Vi a / 


MULTIPLICATION 


F i | 
tee only in this newest 
ONROE ADDING-CALCULATOR 


stantially, shorten figure hours, and turn 


USINESS has been waiting for, oper 
out today's figure information today. 


ators have been hoping for this 
matchless new engineering achievement. If you have been seeking greater Pro- 
For the first tum® - will - — reali- duction from 4 calculating machine then 
zation of truly automatic multiplication. — by all means be among the first to see 
this modern miracle perform on every 


It remained for Monroe to produce 
type of business figuring work. 


such a machine—one that literally co” 
hat with a flick of the 


denses figures 5° t 
finger answers flow from it with a speed h AON} LO} ‘ 


never before thought possible. 
The Monroe Model Al will handle any CALCULATING MACHINE COMPANY, INC. 
E. NEW JERSEY 


figure load easily, cut figure costs sub- General Offices ° ORANG 


BUSINESS DEPENDS ON MONROE FOR FIGURES 








he 


TESTED ano 
PROVED! 


FOR 


Results. 
Sales. 


Profits 


TUCHTYPE KEYBOARD 


Big users of typewriters don’t guess at their 
typing costs. They use key stroke counters. 
That’s why we know the new 


PEERLESS TUCHTYPE KEYBOARD 


increases typists’ production from 5 to 20%. 
And that’s why we know the Tuchtype 
Keyboard will appeal to your customers, 
whether they're typists or presidents. 


Everywhere Peerless Tuchtype Key- 
boards have been shown they are going 
over BIG. As a window or counter display 
item, as a fast seller in the store or office to 
office they are rolling up new records, new 
profits for the lucky dealers who already 
have them. 


With the Peerless plan and Peerless co- 
operation you take no chances. Peerless is 
known and your success is sure. Write 
NOW for full information and get your 
share of new and replacement business 
this Fall. 


The Tuchtype Keyboard is A FAIR 
TRADE ITEM. 


PEERLESS KEY-IMPERIAL Mfg. Co., Ine., General Office & Factory :401|-407 Mulberry St., Newark, N. J. 
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WITHOUT 
EXCEPTION— 


Every Dealer Reports 


Increased Sales With the 


IMPERIAL 
RIBBON & CARBON PLAN 


It sounds almost unbelievable but the record speaks 
for itself—every single dealer, without exception, who 
has used the Imperial plan has reported an increase 
in sales! This is the first instance that we know of 
in the ribbon and carbon business, where a manu- 
facturer has supplied the dealer with an honest to 
goodness sales help that has actually brought home 


the bacon! 


This means that after years of waiting a plan has 
been developed that is a real sales help in lining up 
carbon paper business. Despite competition, direct 
selling or otherwise, you can now obtain, through our 
unique sales help, the carbon business you have 
always wanted not only from new prospects but also 
from customers who are regularly buying other 
items from you, but who hitherto seemed to feel 
that they should buy their ribbons and carbons from 


‘‘specialists.”’ 


The plan involves no risk. Try it out—prove it 
at our expense. Simply write now for full details 
get the story that will start you off to a really pro- 
fitable business in carbon paper! 


The manufacturer with the dealers’ viewpoint 


New York City, 321 Broadway 


Chicago, 19 South Wells Street 


BRANCHES: fetroit, 1000 American Radiator Building Los Angeles, 1127 Wall Street 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 
The conductor apologizes for the shortage of mate- 
rial in this column and places the blame upon the 
Northwest Travelers Club and Twin City stationers 
combined golf tournament and outing, covering of 
which absorbed all available energy. The story of the 
big event with some pictures appears elsewhere in 
the issue. 





* * aK 


To Mr. and Mrs. August Skolaski, Madison, Wis., 
our congratulations upon the arrival of Mary Jo, 
weight seven pounds, eleven ounces, on August 21. 
The proud daddy has a nice taste in cigars. 

* * * 

Missed Harry Short at the golf tournament but 
heard he was vacationing somewhere in Northern 
Wisconsin or Michigan. Suggest Minnesota if it’s fish- 
ing he wants. 

* * * 

Several more vacationists: Bill Jarchow, H. H. West 
Company, in Wisconsin; August Hunn, same company, 
at Balsam Lake; Herb Fall, Japs Olson Company, also 
away as is the family of Bob Davies. 


+# 


Roy Clarke bought a new shotgun for the hunting | 


season. But Cliff Talty and Ed. Hansen, recollecting 
his efforts of last year, unfeelingly suggest a scatter- 
gun. 
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INTRODUCING ANGELENOS TO CEL-U-DEX.—Businessmen 

and shoppers of Los Angeles were recently shown this fine 

display of Cel-U-Dex products in a window of the Stationers 

Corporation. Spotlighted in the colorful array in such a man- 

ner as to call and hold attention of the passersby were regular 

stock size samples of Cel-U-Dex tabs, Ind-X-All, Bind-X and 
Iris index sets. 


—_e—= > — = 


AUSTIN OPENS OWN BUSINESS 


William G. Austin, for many years prominent in the | 


duplicator and office equipment field, last month an- 
nounced the opening of his own business selling dupli- 
cators, supplies and systems. 

The W. G. Austin Company, located at Dallas, Texas, 
will handle the line of Copy-Tested duplicating prod- 


ucts including the machines, continuous snap-out and | 


spot carbon forms, papers, card stock, carbons, ribbons, 
inks and pencils. 

Mr. Austin, whose office is in the Bekins building, 
has a background of more than fifteen years in the 
field which will stand him well in establishing his new 
organization. 
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No 
Messy 
Filling 
Ever! 






IT’S A BEANER! 


FOR SALES AND REPEATS 


A specialty that literally sells itself! Opens doors 
to new business and builds up volume through 


CUSTOMER SATISFACTION 


Fount-O-Ink was invented and developed by Carey G. Gregory, 
out of his twenty years of experience in the retail fountain pen 
business, many years of which was at 7th and Broadway, Los 
Angeles, one of the busiest corners in the world. Fount-O-Ink 
was created to meet the insistent consumer demand for a 
better writing set. From his own experience Mr. Gregory 
understands consumer appeal and the kind of merchandise a 
dealer needs to make sales. The writing public want that clean 
sealed ink supply and all automatic action of Fount-O-Ink 
Writing Set. 

Unless you have FOUNT-O-INK, you are 

missing the money that others are getting. 
Meet Mr. Gregory and see the Fount-O-Ink display at The National 
Stationer’s Convention at Chicago, September 26 to 30, and at The New 
York Business Show, October 3 to 8. 


or write for folders and information to 


G4 Senv-o-tin co. 


2652 PASADENA AVE. LOS ANGELES, CALIF. 


() GREGORY FOUNT-O-INK COMPANY 1938 
FOUNT-O-INK is patented. Infringers are warned to beware. 

















The SUPER PRONTO 


THE CORRUGATED BOARD STORAGE 
FILE THAT HAS EVERYTHING— 





THESE 
FEATURES: 


COMPARE 


@ AUTOMATIC STOP—drawers can- 


not pull out under careless handling. 


@ SLIDING SUSPENSION—permits full 


drawer accessibility at all times. 


@ SIX ROLLERS—produces drawer ac- 
tion comparable to regular steel 
files. 


@ ALLSTEEL BACK—maintains strength 
and rigidity for long life. 


@ STEEL FRONT—beautifully finished to 
match your regular filing equip- 
ment. 


You can make money selling Prontos. 


Write for full details. 


PRONTO FILE CORP. 


349 Broadway New York, N. Y. 
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M. & V. MATCHED PACKAGE PLAN NEARS 
COMPLETION 

The recently-announced matched package merchan- 
dising plan of Mittag & Volger, Inc., Park Ridge, 
N. J., is rapidly becoming effective and soon new 
literature and advertising will be distributed to the 
trade. An important change has been made in the 
“Tagger” line which will eliminate confusion and 
greatly assist M&V dealers to feature a distinctive 
brand in each price class. 

Tagger No. 1 carbon and Tagger ribbons will be 
sold exclusively in the handsome purple and cream 
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FOUR NEW EXAMPLES OF PACKAGING ADOPTED 
BY MITTAG & VOLGER UNDER ITS NEW MATCHED 
PACKAGE MERCHANDISING PLAN. 


Tagger packages. Tagger 2-A carbon will be com- 
bined with Plenty Copy carbon and packed under the 
Plenty Copy label, with ribbon boxes to match. 

Tagger 3-A carbon will be packed under the new 
modern Bell Brand label which is in a striking design 
of green and white. 

a ee 

SLINGERLAND GOES TO GUARDIAN TRADING 

CORP. 

The Guardian Trading Corporation, 1540 Eldert 
street, Brooklyn, N. Y., last month announced the ap- 
pointment of Charles A. Slingerland as supervisor in 
charge of promoting sales and contacting and ap- 
pointing dealers. The corporation is sole distributor 
in the United States of the Original-Odhner calcu- 
lating machine. 

Mr. Slingerland goes to his new position with years 
of valuable experience and many friends in the ac- 
counting machine field. He was formerly assistant to 
the general sales manager of the Remington Type- 
writer Company’s accounting machine division and 
was placed in charge of the company’s exhibits at 
expositions, conventions and business shows. He was 
also a special representative in the foreign depart- 
ment of Remington Rand, Inc., contacting dealers and 
promoting sales in Canada and the Orient. Prior to 
these activities he was manager of the systems and 


| exhibits of the Elliott Fisher Company. 
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HROUGH the S-O Ringbinder, 

dealers are now able to 
regain their normal profit on 
this type of merchandise. The 
exclusive features so long 
desired by the public take the 
S-O binder out of cut-throat 
competition. Customers are 
willing to pay a fair price for 


such obvious advantages. 
So it is with most FAULTLESS 
items. They are designed to 
protect the dealers’ profits and 
backed by a policy which pro- 
tects dealers’ sales. This com- 
pany is unalterably committed 
to a policy of NO-DIRECT 
SELLING. 
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SE ATIONERS LOOSE LEAR COMPANY 


NEW YORK ¢ 524 NORTH BROADWAY, MILWAUKEE © CHICAGO 
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THIS SHEAFFER GIFT DEPARTMENT 


IN YOUR STORE? 





Everybody WANTS to give the finest. But, when 

the customer’s budget says, ‘‘You’ve got $10.00 
to spend”’ or ‘$15.00 is the limit’’, what fine gift 
but a Sheaffer can he select with the full realiza- 
tion he is giving the finest of its kind—coupled 
with more joy in giving such a gift and instant 
appreciation from the recipient? 


The White Dot on a Lifetime means a lot to the 
customer. He KNOWS it’s the finest pen made— 
that no other can approach it. And he knows that 
to get the finest of its kind in any other gift, he 
would have to pay much more. 


That’s why Sheaffer dealers the country over are 
augmenting their displays with the EYE-LEVEL 
merchandising unit pictured here. It keeps the 
gift thought bright; that Sheaffer’s are the finest 





in gifts for all occasions. It makes selling easier. 
With an estimated 2 billion spent annually for 
gifts, many of which are not enduring; with more 
than 210 million gift occasions every year; with 
more advertising behind fountain pen gifts than 
any other gift line; and with pre-holiday buying 
at the year’s big gift peak, dealers are starting 
NOW to change their fountain PEN depart- 
ments to fountain pen GIFT departments! 


Sheaffer has an EYE-LEVEL display for your 
store. Write for Sheaffer’s Gift Plan. 


SHEAFFER'S 


W. A. Sheaffer Pen Co.—Fort Madison, lowa 
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PASSED AWA F 


W. H. KAY 

Winfield Hancock Kay, identified with the fountain 
pen industry for more than forty years, died suddenly 
Wednesday, August 17, of pneumonia in Fort Madison, 
Iowa. He was fifty-eight years old. 

At the time of his death, Mr. Kay was affectionately 
known by hundreds of merchants and salespeople all 
over the United States, a great many of whom he had 
personally trained in the art of selling pens and pen- 
cils in his capacity as head of the sales training de- 
partment of the W. A. Sheaffer Pen Company. 

Since 1929, Mr. Kay had also acted as personnel 
manager of Sheaffer’s, and in this capacity knew 
virtually everyone of the company’s more than 1100 
employes. 

Mr. Kay’s great contribution to the Lifetime pen, 
premier product of the company, was the development 
of the Lifetime manifold point. When a young man, 
he entered the employ of the Mabie-Todd Company 
of New York, manufacturers of the Swan pen. With 
that firm he specialized in the gold nib department 
and studied the development of precious metal alloys. 
When he left it was to form his own company, the 
Progressive Pen Company of Newark, N. J. 

Meanwhile, the Sheaffer company had incorporated 
in Fort Madison, Iowa, in 1913, and was showing con- 
siderable progress. They had need for an expert in 
gold pen construction and in 1917 persuaded Mr. Kay 











THE LATE W. H. KAY 


to take charge of gold pen manufacturing. The Pro- 
gressive Pen Company was absorbed by the Sheaffer 
organization. 

It was the development of the Lifetime manifold 
gold point by Mr. Kay, that made possible the life- 
time guarantee maintained continuously by Sheaffer 
since 1921. 

In addition to his long record of service in the 
fountain pen industry and with the Sheaffer organ- 
ization, Mr. Kay was an industrious public servant in 
Fort Madison. He was elected councilman of the first 
ward in April, 1921 and re-elected in 1923. In 1927 
he was elected councilman at large, and again in 
1931, 1933, 1935 and 1937. He was president of the 
current Board of Aldermen and chairman of the 
finance committee. His political record was progres- 
sive throughout. He is generally credited with being 
father of the Fort Madison white way system, which 
he first proposed to the Council in 1921. He was also 
chairman of the paving committee in 1921 and 1922, 
and during his administration of the committee some 
fifty-five blocks of paving were completed. On any 
project which he considered to be for the benefit of 
the citizens of the community, he was an untiring 
worker. 

Mr. Kay was also active in fraternal and civic organ- 
izations. He was a member of Claypoole Lodge, A. F. 





'l landed 
that order 


—— but my 
Buckeye training 
put tt over.’ 


TECHNICAL 
TRAINING 


served in a style which enables salesmen to 
assimilate it readily is our contribution to 
ribbon and carbon merchandising. And it 
produces results. To develop a satisfactory 
volume in sales a thorough knowledge of appli- 
cation is necessary. Sales plans which have 
appeared to have merit have failed due to the 
absence of thi? most important feature. 


D0 YEARS of practical application qualifies 
us to furnish comprehensive information on all 
phases of the business to you and your sales- 
men. Each subject is covered in a separate 
treatise. Answers to practically all problems 
or questions are supplied. 


Copies of each treatise in sufficient number 
for your sales force are sent weekly. This 
provides for mastery of each problem in its 
turn and avoids the confusion of having too 
many ideas to digest at one time. The series 
complete constitutes a manual with a wide 
range of valuable sales information. 


Take advantage of this unusual 
offer. No obligation is involved. 
Neither does it matter what line 
of ribbons and carbons you are 
selling. You can do a better job 
after taking Buckeye training. 
Write for details. 


THE BUCKEYE RIBBON 
& CARBON CO. 


1458-68 East 55th Street 
CLEVELAND, O. 
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Office managers are becoming more and more | 


conscious of the need for employee working-com- 
fort and of the increased efficiency which it pro- 
duces. 

For those whose budgets will permit, 
stered posture chairs and desk chairs are the 
answer. But many are discovering that Spongex 
Office Chair Cushions, added to present office 
chairs, supply restful, satisfying comfort at a 
minimum of expense. 


That is why scenes such as the one pictured | 


above are becoming much more frequent in the 
stores of Spongex dealers. And that is why many 
dealers who are displaying a Spongex Cushion on 
a chair right in their showroom and demonstrat- 
ing, at every opportunity, its softness and com- 
fort and its fine workmanship, are earning multi- 
plied profits from quantity sales. 

Spongex Cushions have an immediate appeal to 
those who see their beauty and feel their softness. 
Their coverings are materials which are selected 
for their quiet harmony and thoroughly tested for 
long wear. Their fillers are generous depths of 
sponge rubber, soft and resilient—giving luxur- 
ious comfort. They never mat down or lose their 
resiliency. 

If you are not now stocking Spongex Cushions, why not 


employ this proved means of increasing your profits? 
Openings for regional distributors are available; write 
today for our illustrated catalog and full details. 


TYPEWRITER AND 


OFFICE seater CUSHIONS « 
OFFICE MACHINE PADS 





uphol- | 


OFFICE APPLIANCES 


| and A. M., Potowonok Chapter No. 28 Royal Arch 
| Masons, Delta Commandery No. 51 Knights Templar, 

Zarepath Consistory, and Kaaba Temple, A. A. O. 
| N. M.S. He was also Past Exalted Ruler of the B. P. O. 

Elks and a former member of the Lions Club. He was 

an active sportsman, holding a membership in the 
| Izaak Walton League and the Fort Madison Country 

Club. He was interested in preservation of game and 
| wild life in southeastern Iowa and an ardent motor 
| boat enthusiast. 

He was born in New York City, June 2, 1880 and 
married in that city on June 23, 1902 to Miss Mae V. 
Hannigan, who survives him together with two daugh- 
ters, Mrs. Grace Smith and Mrs. Muriel Lawrence of 
Fort Madison, and four grand children, Kay Smith, 
Prescott Smith, Diane Lawrence and Winfield Law- 
| rence. 

Funeral services were Saturday, August 20, 
Madison. 


in Fort 
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W. C. HAY 

Willard C. Hay, manager of the foreign sales depart- 
ment, L. C. Smith & Corona Typewriters Inc., died at 
the Hospital of the Good Shepherd in Syracuse, N. Y., 
on Monday, August 8, after a brief illness. 

Mr. Hay was born in Greenwich, N. Y., fifty-six 
years ago. He entered the employ of L. C. Smith & 
Bros. Typewriter Company, November, 1914, and for a 
| number of years was manager of the order depart- 








THE LATE WILLARD C. HAY 





ment. Later he was transferred to the foreign sales 
| department and in 1933 was made manager of that 
| organization. In that capacity he traveled extensively 
in South and Central America. Through his long asso- 
ciation with the company he gained a host of friends 
to whom his sudden passing came as a shock. 

He was a past master of Central City lodge No. 305, 
F. & A. M., and was active in other Masonic bodies in 
Syracuse. 

Mr. Hay is survived by his father, Chauncey J. Hay, 
Baldwinsville, and two brothers, Horton G. Hay, Bald- 
winsville, and Clayton Hay, Schenectady. Funeral 
services were held from the home of the father on 
August 10 with burial following at Greenwich. 


t t+ | 


G. W. GRIMES 

George W. Grimes, president of the Grimes-Stass- 
| forth Stationery Company, Los Angeles, and affection- 

ately known throughout the Pacific Coast district as 
| the “grand old man of the western stationery trade,” 
| died July 29 after an illness of fourteen weeks. He was 
seventy-nine years of age. 

Mr. Grimes began his career in the stationery busi- 
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Step Up SALES 
with NATIONAL 


FEATURE ITEMS 


THIS MONTH 
NATIONAL DEALERS 


are getting increased business on 
National Feature Items — the 
fastest selling, best-profit items in 
our line, with exclusive features 
that make them distinctive, and 
so establish a protected repeat 
business. 


These items are the basis of a co- 
ordinated sales plan, featuring a 
consumer catalog, available to 
every dealer, and supported by 
display and other selling helps. 
WHY NOT FEATURE THE 


NATIONAL FEATURE LINE? 
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NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASSACHUSETTS 
OFT EV ole, Covers, Loose Leaf, Bound Books, Visible Records 
N.Y. City-100 Sixth Ave. Chicago-328 S. Jefferson St. Boston-45 Franklin St. 
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‘ion HAVE YOU ASKED YOURSELF 
THE QUESTION: 
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ou have seen in our ads, the names of dealers who have achieved outstanding sales 
success with Columbia Ribbons and Carbons. You have read their convincing testimonials; admired the 
illustrations of their windows. Bul in the meantime have you done anything to build your own ribbon and 


carbon business? 


Pictured herewith is the powerful window display of the of where they are located. Last month we showed you a 
R. A. Tiernan Company, Santa Ana, Calif. This progressive Columbia Window in the O’Neill-Branch  store—clear 
organization is keen to appreciate the fact that substantial across the country in Orlando, Florida! 

profits represent the unbeatable combination of quality We'll send you the names of other dealers who have built 
products and skillful merchandising. their ribbon and carbon sales through Columbia merchan- 
The Tiernan window is additional proof that energetic dising. More important, we'll tell you how it is done! 
dealers are building ribbon and carbon business regardless Write us! 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New Y ork: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 





Ido ths, too? 
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ness in 1875 when he entered the employ of James T. | 
McKee at Clinton, Mo. One year later Mr. McKee went 
on a long trip leaving young Grimes in charge. In 
after years Mr. Grimes often referred with amusement 
to the surprise awaiting his employer who, upon his | 
return, found the business running smoothly and sev- | 
eral outstanding debts of customers collected and the | 
money banked. 

After five years with Mr. McKee, Mr. Grimes went 
to McLeansborough, Ill., to manage a branch store. 
Later he returned to Clinton where he remained until 
going to Los Angeles in 1883. He immediately became 
connected with Hellman-Stassforth & Company as a 





=| 











THE LATE | 
GEORGE W. GRIMES 


salesman. He was equipped with a fund of ability, 
business acumen and charming personality which won 
friends wherever he went, and paved the way to a 
promising career. 

In 1889 O. A. Stassforth retired from the business 
and J. E. Waldeck entered. The stationery house was 
continued under the name of Hellman, Waldeck & 
Company and, in 1890, F. E. Rising became bookkeeper, 
later rising to the position of secretary and treasurer. 

September 1, 1893, saw another important change in 











the company’s executive personnel. M. S. Hellman 
retired to enter the banking business but retained his 
interest in the firm which was then taken over by 
Messrs. Grimes, Rising and associates. On January 1, | 
1894, the house was incorporated under the name of | 
the Grimes-Stassforth Stationery Company. 

In January, 1907, Mr. Hellman withdrew entirely 
from the business and Mr. Grimes became president, | 
holding that position up to the time of his death. 

From the beginning Mr. Grimes took a deep interest 
and active part in publicizing Los Angeles. At one time 
he headed what was known as the Boosters Club, an 
organization of public-spirited business men who 
sought to develop the city and its business in the same 
manner that the local Chamber of Commerce does | 
today. And through it all Mr. Grimes remained a man 
noted for his sterling character, fair dealings and codp- 
eration with his personnel. 

It was a sad blow to the family that Mr. Grimes’ 
death should occur twelve days after his golden wed- 
ding anniversary which, because of his serious illness, 
was never celebrated. He is survived by his widow, 
Frances; his son Carl G., who is vice-president and | 
treasurer of the company, J. Herbert Humbrock, who 
has been associated with the firm for thirty-six years, 
and two grandchildren. 

+ - / 
BERNARD PELLY 

Bernard Pelly, one of the early stationers of Seattle, | 
Wash., former British consul and a leader in the Puget | 
Sound city’s British colony, died last month at the | 
family residence, 1314 Minor avenue, Seattle. 

Mr. Pelly, who was decorated by the late King | 


George V of England with the Order of the British 
Empire for distinguished service to the crown, went 
to Seattle from Canada in 1883 where he joined the | 





DOLLAR 


SPECIALTIES 


Do Not Fail to See the Complete Exhibit of Our 100 
Different Office Items at the National Stationers Convention 
Palmer House, Chicago, Ill., Sept. 26, 27, 28, 29, 1938 
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PAPER WEIGHT 


ASH TRAYS 
AND MEMO PAD - 





MATCHED LEATHER DESK SETS 
MANY STYLES 








THE HEALTH 
SEAT CUSHION 





WRITE FOR COMPLETE CATALOGUE TODAY 


POLAR MFG. COMPANY 


Terminal Commerce Building 
401 N. Broad Street PHILADELPHIA, PENNA. 
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Announcing 


CLEAR-PRINT 





THE MODERN Indestructible 


STAMP PAD 
NO CLOTH....NO FELT 


A Remarkable Achievement 


Ink dries instantly on paper 
but never dries within the pad 








Patents Pending 


"CLEAR PRINT" Stamp Pads 


Are Superior 


WHY 


1. The Inking Pad is a block of wood 
chemically treated to make it highly 
absorbent for ink. Thousands of Capil- 
lary Tubes within the wood hold a large 
quantity of ink and feed just the right 
amount at each impression of the rub- 
ber stamp. 


N 


Will not collect Lint. 


Impressions are Water Proof. 
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Will not Clog the type. 


Not affected by Atmospheric Conditions. 


wl 
by 


6. Outlasts several ordinary pads. 


Manufactured by 


PHILLIPS PROCESS CO. 


incorporated 
194 Mill Street 
Rochester New York 
EASTERN DISTRICT SALES 


Macintosh & Sheridan, 1206 |8th St.. N. W., Washington, D. C. 
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firm of Scott & Company and later entered the sta- 
tionery business with J. D. Lowman to form what is 
now the Lowman & Hanford Company. 

It was during the reign of Queen Victoria that Mr. 
Pelly became prominent in Seattle. In 1899 he was 
appointed a vice-consul and in 1913 was named consul. 
He retired from the service of the British government 
in 1931 and was given the title of Honorary Consul. 

Mr. Pelly was active in Episcopal church affairs and 
was a member of the Bainbridge Island Country club, 
the Seattle Golf and Country club, Seattle Tennis 
club, University club, Seattle Yacht club, Rainier club 
and Washington Athletic club. He is survived by his 
widow the former Elizabeth Minor; three sons, Thomas, 
Bernard B., and Francis J. Pelly; two sisters and a 
brother residing in British Columbia. Thomas Pelly 
is an executive of the present Lowman & Hanford 
Company and is active in affairs of the Pacific North- 
west Stationers Association.—CML 


+; - - 
H. W. BREWER, SR. 

Harry W. Brewer, Sr., president, Ozark Pencil Com- 
pany, St. Louis, Mo., died last month following an ill- 
ness of two years which began with a heart attack. He 
was sixty-five years of age. 

Mr. Brewer had been an invalid since the heart seiz- 
ure in 1936 but had been in comparatively fair health 
until a severe complication appeared in July, necessi- 
tating the amputation of his left leg. The operation 
is believed to have brought about the end. 

Previously with the Wallace Pencil Company, Mr. 
Brewer founded his own organization fifteen years ago. 
He is survived by his widow, Mrs. Mary Eyman Brewer; 
two sons, Harry W. Jr., and Dean E. Brewer, and two 
daughters, Mrs. Marion Woerheide and Mrs. Mildred 
Boeger, all of St. Louis. 


+ hb f 


W. T. WARDHAUGH 

William T. Wardhaugh, president of the Consoli- 
dated Pencil Corporation, 170 Fifth avenue, New York, 
N. Y., died suddenly in his office on August 5. He was 
sixty-three years of age and is survived by his widow, 
a son, Curtis W. Wardhaugh, Bakersfield, Calif., and a 
daughter, Mrs. Harold S. Hutchinson, East Orange, N. J. 

+ + & 
“IN MEMORIAM—FRANK DAN WATERMAN” 

A fitting tribute to the memory of the late Frank 
D. Waterman, president of the L. E. Waterman Com- 
pany, who died May 6 at his New York City home, has 
recently been published by the company in the form 
of a small booklet upon the cover of which appears 
the legend “In Memoriam, Frank Dan Waterman.” 

Facing the title page upon which appears a portrait 
of Mr. Waterman, is a draft of the minutes adopted 
by the board of directors on June 6 and signed by the 
members of the board, L. E. Waterman, F. D. Water- 
man, Jr., Elisha Waterman, E. J. Kastner and F. S. 
Waterman. The minutes contain a report of Mr. 
Waterman’s passing, a brief reference to his business 
career and an impressive tribute to his keen business 
ability which successfully guided the destiny of the 
organization which he headed for so many years. 

In the closing paragraph the statement reads: 

“In this hour of sadness at the severance of cher- 
ished ties which existed for so many years, we, the 
Directors, can do no less than pledge that we shall 
strive to carry on the business of the Company in the 
light of the high ideals of integrity and honor which 
he established and so unflaggingly cherished. That 
pledge we now make.” 

The lifetime effort of Mr. -Waterman to be of help 
to his fellow man is aptly told in “A Tribute to the 
Human Side of the Late Frank D. Waterman,” which 
occupies two pages of the booklet and was written 
by Fred P. Seymour, Horder’s, Inc., Chicago. Mr. Sey- 
mour, a close personal friend of Mr. Waterman for 
thirty-seven years, gives perhaps the most clarifying 
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- THESE ARE THE 3 NEW MODELS 


Announced by Remington Rand 





Remingto® 


. ) . 
Kemington Premier 
@ Premier is the lowest priced short stroke portable model 
on the market. It is a model you can feature as a trade-up from 
the Remington Streamline. 


For $5.00 more you actually offer your customer an additional 
$10.00 in value. Here are the features of this remarkable new 


Remington. . . The Premier: 

Selective type and domestic keyboards ... Long carriage return lever... 
Combined line space lever and carriage return . .. Single, double and triple 
spacing... Right and left carriage release... Right and left cylinder knobs 
... Double shift key and shift lock ... Right and left margin stops... 12 
yard two-color ribbon with automatic reverse ... Paper release... Roller 
type paper fingers ... Tilting paper table with guide and scale... Cylinder 
and aligning scale ... New style black concave key cards, white letters . . . 
Back spacer ... Margin release . .. Carriage centering and locking mech- 
anism... Touch regulator. $57.50 retail. 


Remington Model 5 


ngion @ The new streamline selling at the price of the old. Features 
Ret ~ new conveniences which will make sales easier for every type- 
X< > writer dealer. Particularly interesting are the long horizontal line 
YAS cae space lever—the new touch regulator—and improved shift 
9 arge cylinder twirler knobs and enlarged paper table. 
lars linder twirler knol 1 enlarged paper tabl 


“ASSETS 
wenn ee 


Kemington Streamline Model 5 still has that exclusive sales fea- 
ture, the self starter paragraph key. In addition, Remington Stream- 
line has the following regular features: 
Pica or elite type standard... other type faces, $5 extra... Standard domestic 
keyboards .. . Single and double line space adjustment .. . Right and left 
carriage release ... Right and left cylinder knobs .. . Double shift key and 
shift lock... Right and left margin stops ... Two-color ribbon with auto- 
matic reverse ... Paper release ... Broad paper table with guide and scale 
. Paper fingers . . . Cylinder and aligning seales . . . Margin release .. . 
Concave keycards ... Back spacer. $54.50 retail. 


Remington Noiseless Portable DeLuxe 


@ New features added to the regular Remington Noiseless 
Portable features make it a new typewriter ...a new value which 
will make it possible for you to get the extra profit offered by 
the sale of Remington Noiseless. 


New features of this DeLuxe Noiseless are: touch regulator... 
tabulator...long horizontal line space lever... large tilting paper 
table with guide and scale and enlarged platen. 


Regular features are selective type and domestic keyboards...Single, double, 
triple spacing... Right and left carriage release lever... Right and left 
cylinder knobs... Double shift key and shift lock ...Right and left margin 
stops...12 yard two-color ribbon with automatic reverse... Paper release... 
Roller type paper fingers ... Cylinder and aligning scale...New style black 
concave key cards, white letters... Back spacer... Margin release... Carriage 
centering and locking mechanism... Noiseless action. $69.50 retail. 





Remington Rand Inc. 


BUFFALO, N. Y. 














OFFICE APPLIANCES 


68 


Right down your alley! 


The DeLuxe 
Transfile 






TRADEMARK 


TRANSFILE 


CORRUGATED 
FILES 


have such a wide variety of 
applications they are always in 
season. 


Every dealer is continually searching for items which have a steady 
repeat. Such items are the backbone of every good business. 
That is why TRANSFILE Corrugated Files are right down your alley © STEEL DRAWER FRONT—attrac 
—once in use they suggest other applications to your customers. tively finished in olive green— 












Result? Repeat orders. outside of box finished to match. 

TRANSFILES are favorites of file clerks who like the effortless drawer : cnt ee? Pcdeionge Oey 

operation of the roller bearing suspension. They are favored by a. ee 

purchasing agents for their greater measure of record accessibil- © STEEL REINFORCED front and 

ity, longer wear, time and labor economy, attractive appearance, back. 

not to mention their original low cost. @ FOLLOW BLOCK to keep records 

TRANSFILES will help you make this Fall more profitable. Get a —: 

sample demonstrator and put your salesmen to work on it. You @ EASE OF ASSEMBLY—no screws 

will be well pleased with the resulting business and profit. But— Bn Gt pee seed. 

do it now! @ STEEL ROLLER 
BEARING DRAWER 


SUSPENSION — the 
heavier the load the 
easier the roll. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST., NEW YORK, N. Y. 





@ 2-WAY_ INTER- 
LOCK—simple and 
effective means of 
welding units into 
rugged batteries. 


@ SANITARY LEGS —slide into 


steel uprights to keep TRANSFILES 
off the floor. 










The Leader 
Transfile 


The Regular 
Transfile 
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insight into the private life of his friend when he 
writes: 

“To me it is most refreshing that until his last days, 
he continued to love what many consider the old- 
fashioned school of remembering birthdays and the 
parties that went with them, and large family gather- 
ings at Thanksgiving, Christmas and anniversaries.” 

The booklet closes with resolutions of sorrow at Mr. 
Waterman’s death passed by The National Stationers 
Association and the Broadway Association, Inc. 

A full report of the passing of Mr. Waterman ap- 
peared in the May issue of OFFICE APPLIANCES. 

fice in 


PACIFIC DESK CO. CELEBRATES SILVER 
ANNIVERSARY 


The Pacific Desk Company is this year celebrating 
its silver anniversary. The company was organized at 
Los Angeles in 1913, and ever since it has gone steadily 
ahead in its record of service to its customers. The 
company today occupies its own building at 1031 South 
Hill street, Los Angeles—a roomy structure six stories 
high, with ample floor space. 

In celebration of the twenty-fifth anniversary of 
the founding of the company they got out an attrac- 
tive stock card in blue and silver, a tag in the same 
colors, and a letterhead attractively designed as to the 
color scheme. Then there is a blotter carrying the 
silver anniversary message, and a card bearing a mes- 
sage by President T. F. Peirce—“‘Watch your customers, 
not your competitors.” Mr. Peirce also contributes the 
following: “Work faithfully for eight hours a day 
and don’t worry; then in time you may become the 
boss and work sixteen hours a day and have all the 
worry.” 

eee 


ROYAL INSTALLS NEW RIBBON TEST MACHINE 


The Roytype division of the Royal Typewriter Com- 
pany, Inc., recently announced the installation of a 
specially developed and unique testing machine in the 
ribbon testing plant. Exactly duplicating any climatic 
condition to which a typewriter ribbon may be sub- 
jected, the new machine is a marvel of modern science. 

Through operation of the new device it is possible 
to test ribbons in actual use under all atmospheric 
conditions. While it was previously possible to place 
a ribbon in an electric oven or icebox for a given time. 
it was impossible to adequately control temperature 
and the ribbon was not in actual use while being 
tested, as with the new machine. 

It is also possible to control pressure of the key 
stroke and change the density of the platen at will. 
Then, through the use of a series of bumps, blowers 
and chemicals, any desired atmosphere is created with- 
in the glass cabinet from the hot, dry climate of Ari- 
zona to that of a cold, raw January day in the East. 
Any degree of heat, cold, dryness or moisture, or any 
combination of all can be successfully produced. 

——— Oo 


GF APPOINTS BOGOTA DISTRIBUTOR 


The General Fireproofing Company, Youngstown, 
Ohio, last month announced the appointment of 
Messrs. Almacen E. M. P. O., Edificio Santa Fe, as the 
GF distributor in Bogota, Colombia. The company 
is owned by Dr. Bernhard Mendel who has been a 
prominent business man in Bogota for more than 
ten years. 

The territory covered by Dr. Mendel’s organization 
consists of the Departments of Cundimarca and Boy- 
aca, Colombia. Bogota is the capitol of Cundimarca 

—_—_——o— 


SHEETZ GOES TO BUCKEYE CoO. 

Martin A. Sheetz, formerly of Cincinnati, has joined 
the laboratory staff of the Buckeye Ribbon & Carbor 
Company, Cleveland, Ohio. Mr. Sheetz is a graduate 
chemist of the Ohio State University and has had 
about four years practical experience in the carbon 
and ribbon industry. 


It takes a 


| 
‘ ~ 
; ) ; P ‘ 
j Cs 
H 
| i 


GUARANTEED 


69 





to hea 


big seller 








veut 





e-Jl———) 


It’s 
IRIDIUM-TIPPED 


>V< a 


Today, more than ever before, people are demand- 
ing value in the merchandise they buy. 


It’s 








That is why right now is the ideal time to push this 
fine Spencerian Pen. It is a big seller because it is the 
big buy among dollar pens. It’s the big buy in appear- 
ance—and it’s the big buy in writing ease. 


This Spencerian Dollar Pen is more beautifully 
designed than any other pen at the price. It has a 
smart, modern, bevelled shape—with a choice of eight 
handsome colors that please every taste. And it has a 
flexible, tanec guaranteed point that glides 
across the paper with perfect ease, and suits every 
style of handwriting. 

Offer your customers this Spencerian Dollar Pen 
and you'll offer them more pen-value for their money. 
A striking, colorful counter card makes sales easy. 
Order your first assortment—with usual dealer discount. 


SPENCERIAN PENCO., 434 BROADWAY, DEPT. P, NEW YORK 
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Chicago — Source of Supply 


a among Chicago’s 7,161 industrial plants are numerous concerns in the 
commercial stationery and office equipment industry. For the “Great Central Mar- 
ket Place,” favored by geographic location and proximity to sources of raw mate- 
rials, has long been center of the office appliance trade. In this city and contiguous 
areas many office machines, systems, and utilities had their origin. Through the 
years of the industry’s development, there have become established in Chicago 
and vicinity some of our largest office equipment concerns whose manufactures 
and supplies are distributed throughout the world. 

Chicago, too, is an important wholesale distributing center of stationery prod- 
ucts. Among the supply firms here is the largest wholesale stationery company 
in the country. 

In the neighboring city of Milwaukee the typewriter industry in the United 
States was given birth. In Chicago, over forty years ago a portable typewriter 
was produced, followed by one or two other attempts to perfect and market port- 
able machines; but without success. Later this city became the headquarters of 
a successful standard typewriter company which now maintains its offices and 
factory fifty miles northwest in Woodstock. 

In the typewriter rebuilding field, Chicago has some concerns which pioneered 
the business many years ago, early setting high standards that were generally 
adopted by the trade nationally. Two or three of these firms serve other type- 
writer rebuilders throughout the world with many tools, parts, and supplies. 

The first portable adding and calculating machine to rise to significance was 
invented here in 1887. Although modifications and improvements have been 
made, its essential characteristics remain the same today. Another calculating 
device—a card computing system, evolved from a drum arrangement introduced 
here many years ago—is likewise manufactured in Chicago. 

This city is a great center of the duplicating industry. Among the firms located 
here is the pioneer company which a half century ago introduced and developed 
stencil duplicators to a high state of efficiency. Gelatine roll type of duplicators 
are also produced in Chicago, and here within the last twenty-five years they 
have been greatly improved. 

In Chicago the loose-leaf business was given its great impetus. Here the in- 
ventors of some of our important types of expansion binders developed their crea- 
tions. And here one of the leading concerns in the loose-leaf field grew in stature. 
In nearby Milwaukee another has achieved high prestige. 

Chicago is the home of one of the world’s outstanding manufacturers of inks 
and adhesives—a pioneer in ink production methods. Here, too, was made early 
start in the manufacture of typewriter ribbons and carbon paper, of which several 
lines are produced. A few miles west of Chicago, at Aurora, is located a producer 
of long standing importance and high reputation. 

In writing instruments, the Middle West enjoys world importance. Although 
in other cities, the manufacturers in this section developed many basic features 
which greatly advanced the sale of fountain pens. These factors include the rub- 
ber sac, which introduced self filling; colored barrels; the over-sized barrel; and 
desk sets. Within the city of Chicago are some fountain pen manufacturers who 
have substantial business. 

The propelling pencil made entry in Chicago, and here received successful 
development. Here also was early produced the modern pencil sharpener. 

In Chicago are the three largest manufacturers of postal scales. One of them 
pioneered in spring scales. Here some of the first machines for stamping, sealing, 
and opening mail were invented and developed. Letter folding machines likewise 
are made here, the first having its origin in Chicago. 

Autographic registers also were invented in this city, and the portables later 
developed. A Chicago firm was pioneer in a check protection perforator. Here, 
too, are produced various machines for handling coins. Chicago is an important 
factor in the marking device and leather goods industries, many of whose prod- 
ucts are handled by commercial stationers. Then there are numerous manufac- 
turers of office accessories; such as desk files, mail sorters, index tabs, gummed 
tape and dispensers, paper fasteners and stapling machines, and storage files. 

Among the early sources of supply of office furniture were Chicago factories. 
Some have risen to prominence in each division. One of the first lines of steel 
furniture was made here; to be followed by steel office partitions, metal shelving 
and vault equipment, steel files, and steel desks. Add to these, metal chairs for 
special uses and folding chairs. Also in near-by Aurora are important factories 
manufacturing high grade steel furniture. 


The picture of the mounted Indian on the opposite page is one of two bronze equestrian statues 
facing each other at the Congress street entrance to Grant Park, Chicago. Photo by 
Kaufman & Fabry, courtesy, Chicago Assoc iation of Commerce 
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To Our Gues ts at the Convention 


WA/ PLCoMs to Chicago. Thrice welcome! For the third 
consecutive year, Chicago has the pleasure of entertain- 
ing members and guests of The National Stationers Association 
assembled in convention. Your host city, Chicago members 
of the industry, and this journal extend cordial greetings. 
They deem it a privilege to lend assistance and offer their 
facilities toward the success of another great convention held 


by a great industry. 


Characteristic of the association’s constant search for 
the new emphasis which may prove helpful to the industry, 
an unusual variation in practical programs will be intro- 
duced at this year’s convention. Also, the exposition of 
manufacturers promises a trade show surpassing all others 
held by this organization. You are to participate in ‘‘N.S.A.’s 
Conference on Aims and Inspirations of the Stationers for 
1938-1939"”. 


W ell may its members take pride in the achievements of 
The National Stationers Association. It has eminently co-or- 
dinated the various divisions of an industry which contributes 
richly to the advancement of all business. 


That you may feel the personal interest of the Chicago 
dealers, manufacturers, and travelers, they join us in dedi- 
cating to you this special Welcome to Chicago section. The 
following speak for their respective divisions of the industry: 





On behalf of the stationery trade of Chicago, I have the pleasure of w elcoming 
you to our city birthplace of the apiowal Stationers Association. This, the 
33rd Annual Convention, marks the fifth time — and third consecutive year - 
when it has been our privilege to entertain fellow stationers from all sections of 
the United States 

No matter where you hail from, you will find your own kind of folks and a 
warm friendliness in Chicago. 

As merchants in the world’s fourth largest city, we take personal pride in 
Chicago and its ~~ We are proud, too, of our industry and its progress 








through the years. So it is with deepest feeling that we extend our greeting. MR. HORDER 
W ‘ial ' Good ot - « « « . . E. ¥. HORDER, Horder’s, Incorporated 
5 


On behalf of the office machine manufacturers of Chicago, it gives me pleasure 
to express a W ord of welcome to the stationery and office equipment dealers assem- 
bling here in national convention 

It is. fitting that you should frequently meet at the great central market place. 
Chicago lies at the cross-roads of the nation’s commerce. Moreover, it has long 
been the center of the stationery and office equipment mdustry. Many of the 
office machines, systems, and utilities had their origin here. And this is an arterial 
distributing place for all the others 

The offic equipment manufacturers located im Chicago and environs extend a 
welcome mndividually and collectively . . . W.G. D. ORR, A. B. Dick Company 
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On behalf of the stationery manufacturers of Chicago, | am happy to extend 
a hearty welcome to our city. 


You come for another great convention of our trade, where you will meet old 
friends and make new ones. May the week you spend here be pleasant and profit- 
able. To participate im an exchange of ideas, to learn how others ei solved 
problems similar to your own, 1s a great advantage. May you find it so. And 
may what has been provided for relaxation hours between business sessions and 
such of the variety of the city's many attractions as time permits and inclination 
impels you to see prove particularly interesting and afford pleasant recollection 


upon return to your homes. W. W. S. CARPENTER, Sanford Ink Company 


On behalf of the office furmture manufacturers. of Chicago, I have pleasure 
in welcoming you to our city. Many of you are acquainted with its religious, 
cultural, educational, and industrial attractions. The list m cach group is long. 
Among them we hope you will find both inspiration and personal enjoyment 
during your stay here 

We lid you, as well, to avail yourselves of the facilities afforded by the office 
furniture manufacturers whose headquarters or branches are situated in Chicago. 
It is our sincere hope that cach day of this convention will prove to be pleasurable 
and profitable for every one of you. PAUL L. BARRETT, Johnson Chair Company 


And all the Chicago manufacturers here listed, whose 
advertisements will be found in this section, extend their 
welcome individually. Adding an invitation to visit their 
offices and plants while you are in the city. 


Ace Fastener Corporation 
Acme Card System Company 


Adams Manufacturing Co., Henry T. 


Aigner Company, G. J. 

Ames Supply Company 
Associated Stationers Supply Co. 
*Automatic File & Index Co., The 
Autopoint Company 

Bankers Box Company, Inc. 
Barkley & Company, C. L. 
*Central Desk Manufacturing Co. 
Cleanereno Chemical Company 
*Clemco Desk Manufacturing Co. 
Cleveland Container Company 
‘Dick Company, A. B. 

Ditto, Inc. 

Doppelt & Company, Charles 
Fastener Corporation 

Felt & Tarrant Mfg. Co. 


*“Gaylo Manufacturing Company 


Goes Lithographing Company 
Hanson Scale Company 

*Heyer Corporation 

Imperial Methods Company 
Ink Specialties Company 
*Johnson Chair Company 
Keen Manufacturing Company 


Markilo Company 
Mashek & Company, Frank 


3415 North Ashland Ave. 
8 South Michigan Ave. 
8561 South Chicago Ave. 
503 South Jefferson St. 
564 West Randolph St. 
229 South Jefferson St. 
629 West Washington Blvd. 
1801 West Foster Ave. 
536 South Clark St. 

517 South Jefferson St. 
454 North Armour St. 
108 West Lake St. 

4401 West North Ave. 
1428 West 37th St. 

720 West Jackson Blvd. 
2243 West Harrison St. 
412 North Orleans St. 
2531 N. Ashland Av. 

1735 North Paulina St. 
820 North Michigan Ave. 
49 West 61st Street 

574 North Ada St. 

901 West Jackson Blvd. 
750 Circle Ave., Forest Park 
519 Laflin Street 

4401 West North Ave. 
800 North Clark St. 


3633 South Racine Ave. 
1914 North Milwaukee Ave. 


Lakeview 2400 
Franklin 0170 
Saginaw 2978 
Wabash 3881 
Franklin 1946 
Franklin 6760 
Monroe 5135 
Longbeach 3200 
Harrison 2604 
Wabash 7840 


Monroe 0614 
Randolph 3512 
Spaulding 0041 
Virginia 0060 
Monroe 7460 
Seely 7400 
Superior 3251 
Lincoln 1787 
Brunswick 5000 
Superior 3235 
Wentworth 0450 
Monroe 6585 
Haymarket 7523 
Austin 2152 
Monroe 6188 
Spaulding 7400 
Superior 8849 
Yards 1140 
Armitage 1914 





Meilicke Systems, Inc. 
Meyer & Wenthe 
National Brief Case Mfg. Co. 
Neverknot Company, The 
Pelouze Manufacturing Co. 
Perfect Peerless Calendar Co. 
Pruitt Company 
Quality Ink & Carbon Co. 
Quality Park Envelope Co. 
Rand McNally & Company 
Reliable Typewriter & Adding 
Machine Corp. 
Rockwell-Barnes Company 
“Royal Metal Manufacturing Co. 
Sanford Ink Company 
Dr. Scat Chemical Company 
Sherman-Manson Mfg. Co., Inc. 
Shipman-Ward Manufacturing Co. 
Smith & Company, Bradner 
*Speed-O-Print Corporation 
Stark Calendars, Inc. 


Stein Bros. Manufacturing Co., Inc. 


Superior Type Company, The 
Triner Scale & Mfg. Co. 

Vail Manufacturing Company 
Varat, Murray, Company 
*Vogel-Peterson Company 
Weber Addressing Machine Co. 
Wiggins Company, The John B. 
Wilson-Jones Company 

Wolber Manufacturing Co. 
“Wonder Lock Company 


3466 North Clark St. 
30 South Jefferson St. 


512 South Peoria St. 


4525 North Ravenswood Ave. 


232 East Ohio St. 

203 South Dearborn St. 

771 Pruitt Building 

311 North Desplaines St. 
222 West North Bank Drive 
536 South Clark St. 


303 West Monroe St. 
1511 West 38th St. 

1108 South Michigan Ave. 
Congress & Peoria Sts. 
178 North Franklin St. 
625 South Kolmar Ave. 
325 North Wells St. 

333 South Desplaines St. 
153 North Michigan Ave. 
525 South Dearborn St. 
231 South Green St. 


3940 North Ravenswood Ave. 


2714 West 21st St. 

900 East 95th St. 

27 South Market St. 
1823 North Wolcott St. 
537 South Dearborn St. 
1162 West Fullerton Ave. 
3300 West Franklin Blvd 
1201 West Cortland Ave. 
53 West Jackson Blvd. 
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Bittersweet 3730 
Monroe 1363 
Haymarket 2526 
Longbeach 7516 
Superior 6280 
Webster 2029 
Franklin 5234 
Haymarket 8604 
Superior 7984 
Wabash 0363 


Central 2786 
Virginia 0310 
Wabash 0127 
Monroe 2088 
Franklin 5030 
Nevada 0406 
Delaware 1090 
Monroe 7370 
Dearborn 1686 
Webster 3402 
Haymarket 4488 
Wellington 3077 
Lawndale 2622 
Regent 1810 
Central 6753 
Brunswick 6740 
Wabash 2463 
Mohawk 0875 
Van Buren 7400 
Diversey 2711 
Harrison 4232 


Chicago manufacturers whose advertisements appear in this issue outside of the special Chicago section. 


Joining in the heartiness expressed in the foregoing greetings, 
the Wis-I1l1 Club, composed of 150 travelers in the fifth 
and sixth districts, of which Harry Balch is the 
president, communicates the sincere wel- 


come of its members. Sharing with 
others in the function of hosts, 
they wish you a profitable and 
enjoyable convention! 


eT ee 





aes re me 
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N. S. A. CONVENTION COMMITTEE GENERAL CHAIRMAN AND ASSOCIATE CHAIRMEN. 


—Top, center: Harold J. Hampton, President, National Stationers Association. 


Clockwise 


around the circle from Mr. Hampton: Harry Tehan, Vice-president, Sales Managers Division; 
Edward L. Little; Conrad A. Netzhammer; Charles P. Schoen; Evan Johnson; C. H. Johnstone, 
Vice-president, Field Division; Fred Tracht, Governor Dist. No. 6; Gordon Kickels; Harry 
Fellowes; R. A. Maish. Vice-President, Manufacturers Division; William C. Clegg, Immediate 
Past President. Center, left to right: Charles P. Garvin, General Manager, N. S. A., and Con- 
vention Committee General Chairman; Mrs. Harry L. Short, Chairman of Ladies’ Entertainment 
Committee; Harry Balch, President the Wis-Ill Club and Chicago Chairman. 


N. S. A. Convention Committees 


National Convention Committee 
Charles P. Garvin, General Chairman. 
Associate Chairmen 
Harry Balch, Chicago Chairman, Quality Park En- 
velope Company, Chicago, IIl. 
C. H. Johnstone, Wallace Pencil Co., Chicago, Ill. 
Harry Tehan, Chas. M. Higgins & Co., Inc., Brooklyn, 
N.Y. 
Conrad A. Netzhammer, Northwestern Furniture Co., 
Milwaukee, Wis. 
Charles P. Schoen, The Wahl Company, Chicago, Ill. 
Harry Fellowes, Bankers Box Company, Chicago, II. 
Edward L. Little, Wabash Cabinet Co., Wabash, Ind. 
R. A. Maish, Dennison Manufacturing Company, Fram- 
ingham, Mass. 
Fred Tracht, University of Chicago Bookstore, Chicago. 
Gordon Kickels, The Globe-Wernicke Co., Chicago, III. 
Evan Johnson, OFFIcE APPLIANCES, Chicago, II. 
William C. Clegg, Immediate Past President, N.S.A., 
The Clegg Company, San Antonio, Texas. 
Harold J. Hampton, Indianapolis Office Supply Com- 
pany, Indianapolis, Ind. 


Publicity Committee 
Charles H. Everly, Chairman, OFFICE APPLIANCES, New 
York City. 
George Herrmann, The Heyer Corporation, Chicago. 
A. B. Abrams, Modern Stationer, New York City. 
Harry Fellowes, Bankers Box Company, Chicago, IIl. 
Charles P. Garvin, N.S.A., Washington, D. C. 


Exposition Committee 

Harry Tehan, Chairman, Chas. M. Higgins & Com- 
pany, Inc., Brooklyn, N. Y. 

Harry L. Nichols, The Weis Manufacturing Company, 
Columbus, Ohio. 

Fred O. Fenne, Associated Stationers Supply Com- 
pany, Chicago, Il. 

C. H. Johnstone, Wallace Pencil Company, Chicago. 


Banquet Committee 
Edward L. Little, Chairman, Wabash Cabinet Com- 
pany, Wabash, Ind. 
Charles P. Schoen, The Wahl Company, Chicago, Il. 
G. O. Stevens, Stevens, Maloney & Co., Chicago, Il. 
(Turn to page 97, please) 

















CHARLES P. GARVIN 
N.S.A. Secretary and General 
Manager, Washington, D. C. 









DR. ALLEN A. STOCKDALE 
The National Association of Man- 
ufacturers, New York, N. Y. 











SANDERS 
Stationers and Publishers Board 
of Trade, New York, N. Y. 


HOWARD S. 
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R. H. Llewellyn Company, 
Manchester, N. H. 

















% 


HAROLD J. HAMPTON 
N.S.A. President, Indianapolis Of- 
tice Supply Co., Indianapolis, Ind. 
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EARL R. KOCHHEISER 
The Charles Ritter Company, 
Mansfield, Ohio 








Cc. J. JUDKINS 
Manager Trade Assn. Section, 
U. S. Dept. Comm., Washington 





A. J. KERIN 
Tower-Crossman Corporation. 
New York, N. Y. 
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A MESSAGE FROM THE PRESIDENT 


HE program of our Thirty-third Annual Convention 

promises a series of meetings of interest to every 
commercial stationer. Practical subjects, important to 
the dealer both as an individual merchant and as a mem- 
ber of our great industry, will be covered. 

Since no dealer can segregate himself from his industry 
and its problems, it is to the advantage of each of us to 
participate in discussion of these things at the annual 
get-together of our trade. 

The program speakers, selected mainly from our own 
ranks, are exceptionally well qualified to present the 
various subjects. Those who speak on methods of opera- 
tion will share with us their experiences in developing 
many successful practices. 


—HAROLD J. HAMPTON. 


Convention Speakers 
And the Program 


National Stationers Association 33rd Annual Convention 
September 26, 27, 28, 29, Chicago, ll. 


MONDAY, SEPTEMBER 26 


MONDAY MORNING 
10:00 A.M.—Preliminary meeting of delegates from the 
different states to discuss codéperation on 
Fair Trade Laws. 
Dealers’ preliminary meeting for those 
who have particular questions they wish to 
present in the Dealers’ Executive Sessions. 


MONDAY AFTERNOON 

1:30 P. M.—Convention called to order by Charles P. 
Garvin, General Manager, The Na- 
tional Stationers Association. 

Presentation of Gavel to Harold J. Hamp- 
ton, President, The National Stationers 
Association, who will preside. 

Appointment of Sergeant-at-Arms. 

Invocation. 

Address—“I am in the Stationery Busi- 
ness” by Earl R. Kochheiser, The Charles 
Ritter Company, Mansfield, Ohio. 

Report of President Harold J. Hampton, 
Indianapolis Office Supply Company, In- 
dianapolis, Ind. 

Roll Call of Governors and Board of Con- 
trol. 

Address—“‘Your Stake in Industry” by Dr. 
Allen A. Stockdale, National Association 
of Manufacturers, New York City. 

Report of Treasurer, William E. Stockett, 
Jr., Stockett-Fiske Company, Inc., Wash- 
ington, D. C. 

Report of Auditor, Woodson P. Waddy, 
Everett Waddey Co,, Richmond, Va. 

Address—Calvin Judkins, Trade Associa- 
tion Division, Department of Commerce 
of the United States. 

Address—“The Stationer as a Business 
Man,” by Charles P. Garvin. 

Grand Formal Opening of the Third Five 
Centuries of Progress Exposition. 


MONDAY EVENING 
8:30 P. M—Entertainment, dance—Grand Ball Room. 


TUESDAY, SEPTEMBER 27 
TUESDAY MORNING 
9:30 A.M.—Dealers’ Executive Session. 
Note: This executive session will be ad- 
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dressed by the President and Governors 
of the Association, each Governor giving 
report on conditions in his district. 

TUESDAY NOON 

12:30 P. M—Luncheon, foyer of the Grand Ball Room. 

TUESDAY AFTERNOON 

1:30 P. M—Joint Session—The Stationer as a Man- 
ager. 

Address—“The Stationer as a Taxpayer, 
by A. J. Kerin, Tower-Crossman Corpo- 
ration, New York, N. Y. 

Address—“Survival of the Fittest in Indus- 
try” by Howard Sanders, Stationers and 
Publishers Board of Trade, New York. 

Address—“‘The Stationer as an Account- 
ant,” by Karl King, The Office Engineer, 
South Bend, Ind. 

Address—‘The Stationer as a Sales Man- 
ager,’ by C. A. Netzhammer, Northwest- 
ern Furniture Company, Milwaukee, Wis. 

Address—“‘The Stationer as an Advertiser” 
by R. G. Montgomery, J. K. Gill Co., 
Portland, Ore. 

Address—‘The Stationer as a Professional 
Man” by W. C. Jacquin, Jacquin & Com- 
pany, Peoria, IIl. 

TUESDAY EVENING 

Sales Institute—Mr. Garvin presiding. 

Address—“A Challenge to Salesmen.” 

Address—“Originality in Selling” by R. H. 
Llewellyn, R. H. Llewellyn Company, 
Manchester, N. H. 

Address—“Selecting and Training Sales- 
men.” 

Address—“Once a Stationer Always a Sta- 
tioner” by Charles Consodine, J. C. Con- 
sodine Company, Indianapolis, Ind. 

Dialogue by President Harold J. Hampton 
and General Manager Charles P. Garvin. 


WEDNESDAY, SEPTEMBER 28 
WEDNESDAY MORNING 
9:30 A.M.—Dealers’ Executive Session. 
Stationers Fair Trade Rally. 
WEDNESDAY NOON 
12:30 P. M.—Luncheon, foyer of the Grand Ball Room. 
WEDNESDAY AFTERNOON 
1:30 P.M.—Joint Session. 
Address—“Wood Office Furniture” by Carl 
Leopold, The Leopold Co., Burlington, Ia. 
Address—“National Letter Writing Week” 
by Carl Burbank, Eaton Paper Corpora- 
tion, Pittsfield, Mass. 
Reports of Committees. 
Address—“‘The Year Ahead” by General 
Manager Garvin. 
Election of Officers. 
WEDNESDAY EVENING 
7:00 P.M.—Grand Ball Room. 
Thirty-Third Annual Banquet, The Na- 
tional Stationers Association. 


THURSDAY, SEPTEMBER 29 
THURSDAY MORNING 
Meeting of the new Board of Control. 
THURSDAY AFTERNOON 
Annual Golf Tournament. Concluding with 
dinner and distribution of prizes in the 
evening at Olympia Fields. 


” 


Editor's Note—The program is subject to additions and corrections 
prior to the convention. Mr. Carl Burbank’s photo was not available 
at the time of going to press. 

















R. G. MONTGOMERY 
J. K. Gill Company, 
Portland, Ore. 


CHARLES G. CONSODINE 
J. C. Consodine Company, 
Indianapolis, Ind. 























CARL LEOPOLD 
The Leopold Company, 
Burlington, Iowa 


Cc. A. NETZHAMMER 
Northwestern Furniture Company, 
Milwaukee, Wis. 





























WOODSON P. WADDY 
N.S.A. Auditor, Everett Waddey 
Co., Richmond, Va. 


KARL KING 
The Office Engineer, 
South Bend, Ind. 








W. E. STOCKETT 
N.S.A. Treasurer, Stockett-Fiske 
Company. Washington, D. C. 


W. C. JACQUIN 
Jacquin & Company. 
Peoria, Ill. 
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OFFICE APPLIANCES 








QUALITY PARK 


WELCOMES YOu TO CHICAGO! 


BE SURE to visit our booth (No. 100) at the National Stationers Association 
Convention . . . Our entire line will be on display . . . Attendants will be glad 
to answer your questions about any of our products. 






































THE LEATHEROID SLIDE FASTENER 
WALLETS 


The Leatheroid Slide Fastener Wallet has made string 
ties a thing of the past. It's adjustable to any expansion. 
The fastener quickly and firmly locks at the desired point 
and permits instant access to the contents. 





EXECUTIVE DESK FILE 


The Executive Desk File is preferred over others be- 
cause of its smarter appearance and because the heavy 
rigid cover prevents warping. It comes in black or gray 
cloth cover in pin seal finish with either celluloid or 
cloth tabs. 


QUALITY PARK 








VERTICAL FILE POCKETS 


The vertical file pockets pictured here are ideal filing 
containers for bulky correspondence. They're reinforced 
to take care of heavy loads and hard knocks. They have 
foldover gusset tops and double fronts and backs. Glue 
welded throughout and made in all sizes and three 
expansions. 


ee 


} 
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CHAMPION CLASP ENVELOPES 


Champion Clasp Envelopes are built for strenuous 
service. They are made of No. 1 Kraft or Manila with 
well gummed deep flaps and seams that do a perfect job 
of protecting heavy mail, catalogs and booklets. 


ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, Ill. 
FACTORY AT ST. PAUL 
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WRITE 


for our “Manual of Visible 
Methods Equipment,”’ which 
is really a textbook on this 
subject . . . also, our NEW 
Dealer Plan. 


ACME CARD SYSTEM CQO. 


| WORLD'S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE RECORD EQUIPMENT 
8 SOUTH MICHIGAN AVE., CHICAGO, U.S.A. 
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FIGURES... 
Mhib tyre MOP 


This is the 
MODEL J 
**COMPTOMETER" 














Let's be fundamental. Time 
is money. "Comptometer"™ 


methods save money — be- 





cause ""Comptometer™ meth- 
ods save precious minutes, 
hours and days in handling 
figure work. 

Nothing mysterious about 
this — just a matter of in- 
creased speed, accuracy and 


flexibility. 





A representative will 
This is the 
MODEL K 
**COMPTOMETER"' 
(Electrical) 








gladly demonstrate (in your 





office, on your job) how 








"Comptometer" methods can 
save your time and money. 

Telephone the local 
"Comptometer” office, or 
write direct to Felt & Tarrant 
Mfg. Co., 1735 North Paulina 
Street, Chicago, Illinois. 


fy wwe - —* pepe Lk 


COMPTOMETER 


Reg. U. S. Pat. Off. 
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HESE @2uctopoint SALES MAKERS 
ARE SURE-FIRE FOR FALL! 







ORMA is the most un- 

usual pencil made—a 
4-color in one pencil with a 
flick of the thumb. This 
amazing pencil is a beautiful piece of mech- 
anism. Its novelty makes customers want to 
buy. Its extreme practicability makes it a 
pencil people want to own. Of special inter- 
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est to school 


, Beautifully Boxed : 
teachers, archi- 


NORMA pencil in Gift Box 


Rhodium finish ( $3.50 (P21) 
Rolled Gold Plate @ 5.00 (R51) 
Sterling silver @ 8.50 (S71) tects, students, 


14Kt. 1/10Gold Filled @ 12.00 (G101) 


artists, statis- 
ticians, auditors, etc. Get the beautiful 
Norma display —lithographed in seven strik- 
ing colors. Display the Norma where custom- 
ers can see it, handle it and try it. 



















New Qutepoint DeLuxe 


EMBERGLOW 


You must see this beautiful Autopoint! 
Nothing like it on the market! This spe- 
cial Bakelite barrel actually glows like 
an ember. Will make a handsome gift 
and a life long friend of every owner. 
Has the famous Autopoint mechanical 
features that have won thousands of 
customers for stationers everywhere. 
Grip-tite tip! Leads can’t wobble or fall 
out! And now, this rich, glowing beauty 
that has marvelous eye appeal. Get 
your stock soon. Production limited! 





The AUTOPACK 


Loose Leaf 
Memorandum 







Beautifully 






The new Auto- 
point De Luxe is 
really a $2.50 value. 
Besides the EM- 
BER GLOW and AM- 
BER CLEAR colors, it 
is also available in 
translucent RUBY, 
and translucent EM- 
ERALD GREEN. 
Silvonite trim 
retailing at... 
Gold Filled trim 
retailing at... 


$1.00 
$1.50 





streamlined 
Bakelite 
memo pad 
for desk use 
in home or 
office. Holds 230 loose 3’x5’” 
memorandum sheets always at 
one’s fingertips. A beautiful, 
practical gift. Furnished in 
black, brown, walnut, ivory, 
blue and red. A great PLUS 
sales maker. Very moderate 
prices. 
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THIS WINDOW INSTALLED 


FREE! 


Just as shown, in- 
cluding merchan- 
dise. About fifty 
dollars worth of 
Autopoint, Realite 
and Norma pencils, 
leads, and erasers 
are included in the 
above display which 
Autopoint will in- 
stall free of charge 
in your store win- 
dow whenever you 
say “GO”! It’s a 
wonderful oppor- 
tunity to tell your customers and THOSE YOU WANT TO 
GET that your store is the place to come for quality writing 
instruments. No Deposit ... Nothing to Buy .. . Installed 
Complete as Shown. When display is removed, keep what 
merchandise you need—return the rest (within 30 days). 


AUTOPOINT CO., Dept. OA-9, 1801 Foster Ave., Chicago, Ill. 


Exclusive Eastern Distributors to Stationers: 

Mutual Stationery Company, Inc., 368 Broadway, New York City 
Exclusive Midwestern Distributors to Stationers: 
Associated Stationers Supply Co., 229 S. Jefferson St., Chicago 
Exclusive Western Distributors to Stationers 
Zellerbach Paper Company 
San Francisco - Los Angeles - Salt Lake City - Seattle 
In Canada: The Brown Brothers, Ltd., 100 Simcoe St., Toronto 








Internationally famous for: AUTOPOINT Mechanical Pencils . ; ; AUTOPOINT Pocket Knives 


AUTOPOINT Leather Goods ... 


AUTOPOINT Postaletts . . 


NORMA 4-Color Pencils 











DIRECTORY OF EXHIBITORS 


Third Five Centuries of Progress Exposition Held in Conjunction With 33rd N. S. A. Convention, September 26 to 29 


Acco Products. Inc., Long Island City. N. Y.. Booth 
No. 23. 

Ace Fastener Corp.. Chicago. IIl.. Booth No. 44. 

G. J. Aigner Co., Chicago, IIl., Booth No. 12. 

All-Steel-Equip Co., Aurora, IIl.. Booth No. 103. 

Allen Calculators, Inc., New York City, No. ror. 

American Lead Pencil Co., Hoboken, N. J., Booths 
No. 47 & 48. 

Art Metal Construction Co., 
Booths No. 65, 66, 67. 

Art Specialty, Chicago, IIl.. Booth No. 49. 

Art Steel Company. New York City, Booths No. 
33 & 33-A. 

Artility Metal Products, Inc., Elkhart, Ind., Booth 
No. 36 & 37. 

Automatic Pencil Sharpener Co., Chicago. IIl., Booth 
No. 68. 

Autopoint Company, Chicago, Ill., No. 7 & 8. 

Bankers Box Company, Chicago, III., Booth No. 9. 

Bates Mfg. Company, Orange, N. J., Booth No. 70. 

Boorum & Pease Co., Brooklyn, N. Y., Booths No. 
31 6 31-A. 

The Carter's Ink Co., Cambridge, Mass., Booth No. 
57: 

Columbia Ribbon & Carbon Company, Glen Cove, 
N. Y., Booth No. 86. 

Corry-Jamestown Mfg. Co., Corry, Pa., Booths No. 
28 & 29. 

Cramer Safe & Off. Equip., Kansas City, Mo., No. 22. 


Jamestown, N. Y.., 


Dennison Mfg. Company, Framingham, Mass.. 
Booths No. 14 &% 15. 

Diebold Safe &% Lock Co., Canton, Ohio, Booths 
No. 77 & 78. 

Joseph Dixon Crucible Co., Jersey City, N. J., 
Booth No. 30. 


DoMore Chair Co., Elkhart, Ind., Booth No. 53. 

C. L. Downey Co., Cincinnati, Ohio, Booths No. 
26 6 27. 

Eagle Pencil Co., New York City, Booth No. 89. 

Eaton Paper Corporation, Pittsfield, Mass., Booths 
No. 39 & 4o. 

Esterbrook Steel Pen Mfg. Co.. Camden, N. J., 
Booth No. 76. 

Eberhard Faber Pencil Co., Brooklyn, N. Y., No. 93. 

Finch &% McCulloch, Aurora, IIl., Booth No. 98. 

Fulton Specialty Co., Elizabeth, N. J., Booth No. 97. 

Globe-Wernicke Co., Cincinnati, Ohio, Booth No. 6. 

Geo. B. Graff Co., Cambridge, Mass., Booth No. ro. 

Gregg Publishing Co., New York City, No. 32. 

Gregory Ink Co., Los Angeles, Calif., Booth No. 43. 

Harter Corporation, Sturgis, Mich., No. 79 & 80. 

Heyer Corporation, Chicago, IIl., No. 55 & 56. 

Charles M. Higgins &% Co., Inc., Brooklyn, N. Y.. 
Booth No. 83. 

C. Howard Hunt Pen Co., Camden, N. 
No. 20-A. 


J., Booth 


Invincible Metal Furn. Co., Manitowoc, Wis., No. 72. 
Jasper Chair Co., Jasper, Ind., Booth No. 84. 
Johnson Chair Co., Chicago, IIl.. Booth No. 96. 
David Kahn, Inc., North Bergen, N. J., No. 41. 
Koh-I-Noor Pencil Co., New York City, No. 69. 
F. H. Lawson Co., Cincinnati, Ohio, Booth No. 95. 
McDonald Products, Inc., Buffalo, N. Y., No. 24. 
Markwell Mfg. Co., New York City, Booth No. 88. 
Frank Mashek % Co., Chicago, IIl., Booth No. 81. 
Meilink Steel Safe Co., Toledo, Ohio, Booth No. 105. 
G. & C. Merriam Co., Springfield, Mass, No. 42. 
Miami Systems Co., Cincinnati, Ohio, Booths No. 
34 6 35. 
Mittag & Volger, Inc, Park Ridge, N. J., No. 20. 
Moore Push-Pin Co., Philadelphia, Pa., No. 51. 
National Blank Book Co., Holyoke, Mass., Booths 
No. 1 & 2. 
Niagara Duplicator Co., San Francisco, Calif., No. 59. 
Oxford Filing Supply Co., Brooklyn, N. Y., No. 58. 
Parker Pen Co., Janesville, Wis., Booth No. 11. 
Polar Mfg. Co., Philadelphia, Pa., No. 18 & 19. 
Quality Park Envelope Co., St. Paul, Minn., Booth 
No. 100. , 
Reyburn Mfg. Co., Philadelphia, Pa., Booth No. 92. 
Royal Typewriter Co., New York City, Booths No. 
63 6 64. 
Sanford Manufacturing Co., Chicago, IIl., No. 91. 
Sengbusch Self-Closing Inkstand Company, Mil- 
waukee, Wis., Booth No. 52. 
W. A. Sheaffer Pen Co., Fort Madison, Iowa, No. 4. 
Sherman Manson Mfg. Co., Chicago, IIl., No. 13. 
Southworth Company, W. Springfield. Mass., Booth 
No. 17. 
Speed-O-Print Corp., Chicago, Ill., Booth No. 38. 
Spencerian Pen Co., New York City, Booth No. 82. 
J. S. Staedtler, Inc., New York City, Booth No. 104. 
S. S. Stafford, Inc., New York City, Booth No. 16. 
Stationers Loose Leaf Co., Milwaukee, Wis., Booth 
No. 54. 
Stein Bros. Mfg. Co., Chicago, IIl., Booth No. 5. 
Sturgis Posture Chair Co., Sturgis, Mich., No. 50. 
Sun Rubber Co., Barberton, Ohio, Booth No. 21. 
Superior Type Co., Chicago. IIl., No. 45 & 46. 
Terry Penfiller Co., Janesville, Wis., No. g5-A. 
Trussell Mfg. Co., Poughkeepsie, N. Y., No. 71. 
Victor Safe & Equip. Co.. N. Tonawanda. N. Y.. 
Booth No. 87. 
Wabash Cabinet Co., Wabash, Ind., Booth No. 85. 
Wahl Company, Chicago, IIl., Booth No. 94. 
Wallace Pencil Co., St. Louis, Mo., Booth No. 
L. E. Waterman Co., New York City, Booth No. 
F. S. Webster Company, Boston, Mass., No. 3. 
Weis Manufacturing Co., Monroe, Mich., No. go. 
Wilson-Jones Co., Chicago, Ill., No. 73. 74, 75. 
Yawman and Erbe Mfg. Co., Rochester, N. Y., Booths 
No. 60, 61, 62. 
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Welcome 
Stationers 


to Chicago. We shall 
give ourselves the 
pleasure of visiting 
with you in person 


at the Palmer House. 











1/1 Vail products are attractively 
packaged and priced right. Prompt 
shipment always. If you are not 
a Vail dealer, try us on that nezt 
order. 


Staples 


Stationers appreciate the unparalleled perfection of STAPLES BY 
VAIL. It begins with accurate wire gauge and temper. It follows 
through with precision in construction that only the best of material 
plus up-to-the-minute equipment and finest expert craftmanship can 


produce. 
Pins 


PINS BY VAIL are finished to a fine degree of precision. Points are 
sharp and smooth; heads are accurately formed. These pins give com- 
plete satisfaction in offices, banks—anywhere in fact that consistent 
perfection is demanded. Their uniform high standard makes friends of 


your customers. 


Paper Clips 


In selling PAPER CLIPS BY VAIL you supply your customer with 
high quality merchandise. Operation of our own wire mills enables us 
to exercise complete control over the vital factors of temper and finish. 
This insures snappy spring and high finish, which are distinguishing 
features of the Vail line. 


Brass Fasteners 


BRASS FASTENERS BY VAIL, sold under trade name “Thor,” are 
always popular. Made in especially high quality in all standard lengths 
and gauges, round head and flat head styles. Stiff shanks and sharp 
points pierce through several sheets of paper at a time. Handsomely 
packed in convenient round strawboard tube boxes. 


Thumb Tacks 


Our quality line of THUMB TACKS is exceptionally complete. It 
includes both solid head and cut-out types in nickel and brass finishes, 
enameled heads in a wide variety of colors, 5c and 10c resale packings. 
All are attractively packaged for effective display. 


VAIL MANUFACTURING COMPANY 


900 E. 95th Street 


Chicago, Illinois 





<4 







Penit is Sanford’s answer to the Inde- 
pendent Dealer’s need for one outstand- 
ing Ink of general utility...an ink he 
can sell all his customers with complete 
satisfaction. 

Penit is brilliant greenish-blue in color, 
drying quickly to a permanent black. 


Free-flowing, easy-writing, trouble-free. 


Packaged in a handsome bottle of unique 


design. Topped by a large, attractive, 


easily-removed double shell cap. Backed 





2-Oz. Bottle Retails at 15c; 4-Oz. Bottle 
with Chamois Skin Penwiper at 25c 
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A Superior New 


Fountain Pen Ink by SANFORD 


by Sanford’s 80 year reputation for qual- 
ity and reliability. 

Concentrate on Penit and you elimi- 
nate, once and for all, the unprofitable 
necessity for stocking many brands of ink 
heretofore needed to meet individual pen 
requirements. Penit quality, color and 
dependability keep your customers sold. 
Repeat sales are certain. That means big- 
ger volume and more profit for you. 


Write for the Penit proposition TODAY. 


SANFORD INK COMPANY 


Congress and Peoria Sts.. Chicago 


SEE PENIT EXHIBIT AT NATIONAL STATIONERS CONVENTION 
BOOTH 91, PALMER HOUSE, CHICAGO—SEPTEMBER 26 to 29 


- 116 Wooster St., New York City 
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ENVELOPES 





HINK! Your business moves 
on written forms. Recopying 
and retyping clog operations and 
create mistakes. Therefore origi- 
nal forms swiftly duplicated by 
Ditto replace slow rewriting, and 
make mistakes impossible. 
Take payroll, for instance. 
W ith Ditto, and without altering 
your current system, the payroll 
clerk’s original record produces 
ALL forms—cash envelopes or 
checks, receipts, statements, 
government reports and so on— 


















without rewriting, rechecking, 
ledger posting or card punching. 
If you wish, your Ditto Payroll 
Method also provides the 
record from which cost data 
and government reports are 
compiled. 

As tens of thousands of users 
know, the new trend in account- 
ing and operation is to let swift, 
error-proof Ditto copies run the 
routines, releasing everybody 
for more constructive work. 
Investigate Ditto! 


Because Ditto leads, Ditto offers both liquid and gelatin type duplicators 


BARGAINS IN RESULTS! Chemically, Ditto papers coordinate perfectly with 
Ditto rolls and films. Match the two for top results, greatest economy! 





— ee oe oe 





-Ditt 


_ 
Po) 








Our Special book, ‘'The Ditto Payroll 
System," has shown hundreds of 
business men how to speed and sim- 
plify payroll routines. Yours for the 
asking. 





WC. 


601 South Oakley Blvd., Chicago, Ill. 
Without obligating me, please send booklets 
checked: 


( )“Copies—Their Place in Business” 

( ) “Ditto Payroll Record System” 

( ) Arrange a DITTO demonstration for me. 
Fs LeETE OP ee eee rer eee 
WES NMG Sis ss cvticedtasintataieagan tees 
iddress... 
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Nature of Business... 
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FILING SYSTEMS & SUPPLIES... PAPER—WOOD—FIBREBOARD 


Extra Service at No Extra Cost! 


The Economical Quality Line ! 








CLEAR YOUR DESK FOR ACTION! 


SIMPLIFY YOUR FILING! 








Desk Drawer Stationery Rack 


Stenographers find it indispensable 


















— keeps all papers neat and 
clean. Handy in your desk 
drawer. Well made of bass- 


wood. Outside measurements 
—21%4”" long—9%," wide— 
3%” high—natural finish. 


Solid Card Index Cabinets 


Substantially built. Fin- 
ished in oak, walnut 
and mahogany. Three 
sizes — to accommodate 
3x5, 4x6 and 5x8 guides. 
These cabinets may also 
be had in two, four 
and six drawer units— 
all finishes. 








Card Index Trays 


Made in 3x5, 4x6 and 5x8 
sizes and in 8 or 13’ 
lengths. Finished in your 
choice of oak, wainut, or 
mahogany. Specially 
equipped with compressor 
type follower block—keep- 
ing contents in a_ vertical 
position. 






Desk Letter Trays 


Letter and legal sizes. Oak, 
walnut and mahogany fin- 
ish. May be built up to any 
desired height by use of 
tray supports which are fur- 
nished in brass, walnut, or 
mahogany finish to match 
tray. 


THERE IS AN 
IMPERIAL METHODS CO. 








Card Index Guides 


All standard sizes — 3x5, 4x6, 
5x8, 6x9. Colored buff, blue, 
salmon and grey press-board. 


Excellent quality. 














Index Cards 


All standard rulings and sizes. 


Form cards a specialty. Sizes 
3x5, 4x6, 5x8. Colors, buff, 
blue, salmon, green, cherry, 


and canary. 


























Printed or blank plain cellu- 
loided or metal tabs. Blank 
celluloid tabs are furnished in 


insertable or opaque styles. 

















Manila and Kraft File 











Vertical Guides 


Invoice—letter—legal sizes. 
Printed or blank. Press- 
board or manila, Press- 


board may also be had with 
celluloid or metal tabs. 





Folders 


Invoice—letter—legal sizes. 
Furnished in all standard 


tabs and weights. May be 


had with plain or reinforced 
tops—Kraft 
match 


or manila—we 
all systems, 











PRODUCT FOR YOUR EVERY FILING NEED! 


Suburb 


Forest Park ( Gae J, HHI. 
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GHEE LINGS 


to the Stationers 
of America 











the Ladies Entertainment Committee pictured at the Palmer 

House when they were making arrangements for the conven- 

tion entertainment program. Left to right—Mrs. W. L. Schuster, 

Mrs. H. L. Short, chairman; Mrs. George Cormack, and Mrs. 
Harry Balch. 


Ladies’ Entertainment Program 
Includes Varied Functions 


Plans have been completed for a most enjoyable 
program of entertainment for the ladies attending 
the N.S.A. convention in Chicago, September 26 to 29. 
A number of functions will be held at some of Chi- 
cago’s finest dining and entertainment places. 

The arrangements for the activities of the visiting 
ladies are in the capable hands of a Ladies Entertain- 
ment Committee, composed of the following Chicago 
women: Mrs. Harry L. Short, chairman, and Mesdames 
Harry Balch, George Cormack and W. L. Schuster. 

A Ladies Reception Committee will function with the 
Entertainment Committee at the convention. Mem- 
bers of the Ladies Reception Committee are Mesdames 
Karl E. Castle, H. L. Fellowes, Harry Horder, F. P. 
Seymour, A. R. Skibbe and G. O. Stevens. 

The ladies entertainment program opens with a 
luncheon Monday at 12:30 in the Palmer House. The 
luncheon is to be in honor of the past presidents’, 
officers’, and governors’ wives. 

Following the luncheon, there will be an interesting 
book review, entitled “Listen, World, the Authors Are 
Talking to You,” given by Mrs. Alice Sheldon Clock, 
who is noted for her presentations. Preceding the re- 
view, Mrs. Clock will talk on international affairs, 
with particular reference to European problems. 

On Monday evening the ladies will attend the N:S.A. 
entertainment and dance, held in convention hotel. 

Tuesday’s functions will be a luncheon and card 
party at the Edgewater Beach hotel. Bus service will 
be provided from the Palmer House, leaving from the 
Monroe street entrance at 12:00 o’clock. 

No function has been scheduled for the women on 
Tuesday evening, which will permit the choice of one’s 
own fonm of entertainment. 

On Wednesday noon, at 12:30, a luncheon will be 
held at Jacques French restaurant, at 900 North Mich- 
igan avenue. This is one of Chicago’s well known 
high-class eating places. Buses will leave the Palmer 
House, Monroe street entrance, at 12:00. 

A theatre party is scheduled for Wednesday after- 
noon, at the Harris theatre. The ladies will see Frances 
Farmer in “The Golden Boy.” 

The climax of the ladies’ entertainment program 
will be the thirty-third annual N.S.A. banquet, Wed- 
nesday evening. This gala occasion is always a color- 
ful social event, drawing a great attendance. 





... And WELCOME 
to Chicago and the 


Stationers Convention 


Through the fine co-operation 
of the Retail Stationers, our 
organization has continued to 
grow for more than a third of a 


century. 


This is our thirty-fifth year of 
service in the industry, and in 
addition to our greetings, we 
extend thanks and appreciation 


for your co-operation and loyalty. 


Our representatives will see you 


at the Convention. 


RUCKWELL-BARNES 


CUMPANY 


WEST 38TH STREET, CHICAGO 
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VACATIONS 
ARE OVER 


We hope yours 
was a most 
enjoyable one. 


Now that we are 
all back to 


BUSINESS 


let's take stock 


of our needs 
for the coming 


BUSY SEASON 


Place your 


ORDER EARLY 


for 


TYPEWRITER AND 
ADDING MACHINE 
PLATENS — PARTS — 
TOOLS — RIBBONS — 
CARBONS — SUPPLIES 
AND OTHER 
EQUIPMENT 





AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding machine 
platens—parts—tools—ribbons—carbons and supplies 


CHICAGO, ILLINOIS 


37 Murray Street 583 Market Street 
NEW YORK SAN FRANCISCO 
11 Pryor St., S.W., 206 Lane Street 

ATLANTA DALLAS 


564 West Randolph Street 


617 Commercial Place 
NEW ORLEANS 


BOSTON—CINCINNATI—CLEVELAND—DENVER—LOS ANGELES— 
PHILADELPHIA — PITTSBURGH — SEATTLE — WASHINGTON, D. C. 
LONDON, ENG. 




















Welcome 
CONVENTIONEERS! 


Visit Our Factory 
When in Chicago 


It would be a pleasure to show 
you our modern plant where 
duplicating inks of finest quality 
are made. The trip would be 
worth while for it would make 
you better acquainted with a 
line of inks that is profitable for 
you. 


DICTATOR 
DUPLICATING INK 


You'll be interested in Dictator—the duplicating 
ink that won't separate. We'll be glad to put it 
through the paces —so 
you can see how rap- 
idly it dries; how per- 
fectly it lies in the pad 
without hardening; the 
sharp, clear, brilliant 
copies it produces, and 
its rich, black tone. This 
outstanding ink is not 
affected by the climate 
and can be used equal- 
ly well on open or 
closed drum machines. 


2, 
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If you’re not coming to the Chicago convention 
of the N S A, send for a sample and subject it 
to the hardest tests yourself. You'll be con- 
vinced of its superior qualities once you've 
seen it work. . 


Alert dealers everywhere are selling Dicta- 
tor. Investigate its possibilities today. 


INK SPECIALTIES CO., INC. 


519 S. Laflin Street, Chicago 
Fred B. Canode, Pres. 
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De Lura and Cotumbia 
MACHINE POSTING TRAYS 


WITH /ZEcer SUSPENSION HOOD 


DeLuxe and Columbia Steel Posting Trays— 
leaders in performance and quality—now 
available with this remarkable new time, 
labor and space saving improvement—simple, 
smooth, quiet. Lift hood at the front and 
hood drops easily into position at the back of 
the stand—completely out of the way of the 
operator. A track attached to the hood, and 
roller-bearing unit on the tray, guide the 
hood in silent operation to the suspended 
position. No springs or sudden release. 

















xf 
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TRAYS, HOODS, STANDS AND CASES 


Built of steel, electrically welded, strongly re- 
enforced. Olive green baked enamel finish. 
Columbia | Sheet Size |Trays With/Trays Only|Adjustable 


Tray Wide-High|Suspension| Without Steel 
Stock No. ood Hood Stands 


1534-INCH DEPTH 
Capacity, 1050 Sheets, 32 Sub. and 25 Guides, or 650 Cards 
ST-345 6 xl0 | $30.50 $19.50 $13.50 
ST-362 814x11 31.50 20.50 13.50 
1834-INCH DEPTH 
Capacity, 1500 Sheets, 32 Sub. and 25 Guides, or 1000 Cards 
ST-448 8 xl0| $32.00 $21.00 $13.50 
ST -462 814x1l 32.00 21.00 13.50 
ST-455 | 11 xll 33.00 22.00 13.50 
2634-INCH DEPTH 
Capacity, 2550 Sheets, 32 Sub. and 25 Guides, or 1700 Cards 
ST -582 94x11 | $39.00 $28.00 $16.50 
ST-571 | 12 x12 39.50 28.50 16.50 
Hoods only, $6.00. Combined Stands and Transfer 
Made In All Cases for 1834-inch depth trays, $23.50 each; for 
Standard Sizes 263,-inch depth trays, $29.00 each. Brakes, $3.00. 


© WILSON-JONES COMPANY 
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“The Finest Line We Have Ever Produced” 


All we have to say is this— 


1. After 3 months of hard work and research we have 


designed. 


2. If you miss our Exhibit at the N.S.A. Chicago Convention 


line we have ever 
be sure you see it at our Showrooms or “on the road” for: 


the finest 


completed 


just 





@ School Needs 


Stein Bros. Mfg. Co., Inc. 


Chicago, IIl. 


231 South Green Street 
(New York—Empire State Bldg. @ San Francisco—833 Market St.) 


® Regular Fall Stock 


@ Holiday Requirements 


New Improved AIRMAIL Model 


TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 lb. x Ye oz. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail, 


TRINE 


Write for Circular X. 


SCALE & MFG. CO. 


2714 W. 2\st St. Chicago, Ill. 

















Try this Rapidfire Way! 


A rifle beats a slingshot every time. It's faster and 
easier—and you can keep it up all day without 
tiring. That's how it is with the 








Trigger Action 


STAPLER 


—the machine that does all the 
work. It's easy to operate— 
never tires you—staples 40 
sheets as easily as two. Satis- 
faction guaranteed if No. 333 


staples are used. 


The AMAA Trigger Ac- 


tion Tacker is also an exception- 
ally useful machine in its field, 
and guaranteed if No. 444 
» staples are used. Both are 
> equipped with improved draw- 
band hook which speeds up re- 
loading. Write for details. 


FASTENER Corporation 


2531 N. Ashland Ave. 


A. G. Orton, West Coast Factory Representative 


1108 S. Hope St., Los Angeles 


Chicago, Illinois 
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WELCOME 


TO CHICAGO 


Members of the Stationery Trade 








While in Chicago ask us to show and explain to 
you this new sample case with complete line of 
office papers. 





Do you know about our 
RETAIL WINDOW DISPLAY SERVICE? 
It will pay to investigate! 











Associated Stationers Supply Co. 
229 So. Jefferson St. 
CHICAGO, ILL. 


Quincy & Jefferson Sts. rel. Franklin 6760 











SHIPMAN-WARD 


Service! 


PLATENS AND PARTS: 


All parts and platen orders are shipped the 
same day, even if received on the last mail in 
the afternoon. 


NICKELING: 


All nickelplating received in the morning is 
shipped back the same day. If received in the 
afternoon it is shipped the next morning. 


ENAMELING: 


All enameling is shipped the next day if re- 
ceived in the morning, or the third day if re- 
ceived in the afternoon, as it is necessary to 
take off the old enamel, rub down the parts, 
put on a new coat of enamel, bake it, put on 
a second coat, again bake it, and, finally, put 
on the transfers. 


For PROMPTNESS, 
QUALITY and SATISFACTION 


send all your orders to 


SHIPMAN-WARD MFG. CO. 


325 N. Wells St. 


LOS ANGELES MINNEAPOLIS MONTREAL 
Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. 
314 W. Olympic Blvd. 116 S. Fourth St. 20 St. James St. 









Chicago, IIl. 
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E LOOK forward with pleas- 
ure to having you visit our 
display at the National Stationers 
Convention in Chicago. A cordial 


welcome awaits you. 































A type and size 





for every need 











Dealers all across the country find a 
steady, profitable demand for Sher-Man 
Stands. 

Sher-Man Business Machine Stands 
are available in a complete line—in light- 
weight, regular, and heavy duty models 
—offering everything your customer 
needs in stands for business machines. 

Easy portability, strong and rigid sup- 
port, and convenient shelf arrangement 
mean more efficient handling of office 
work. 

Rigid, non-tipping design protects ex- 
pensive office machines from accidental 
damage. 

Sher-Man quality construction gives 
fine appearance, assures long life, even 
under constant use. 

Write for general catalog and see how 


easily you can meet every need with this 


complete line. 


SHERMAN-MANSON MFG. COMPANY 


625 South Kolmar Avenue . Chicago 
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Annual Convention Golf Meet 
Thursday, September 29 


The annual N.S.A. golf tournament will be held 
again this year at Olympia Fields, September 29. 

Plans are all complete for a fine tournament, with 
numerous prizes, according to Gordon Kickels, com- 
mittee chairman. The players will use Course No. 1, 
which is reputed to be one of the best and toughest 
courses at Olympia Fields. The N.S.A. tournament of 
the previous two years have been held on Courses 3 
and 4. Arrangements have been made to handle a 
big crowd and the committee hopes this year to have 
approximately 150 participating in the meet. 

The golfers will tee off from 9:30 to 1:30 and all 
scores must be posted by 4:45 to be eligible for prizes. 

Teams picked from the East and West will play for 
the Eberhard Faber “East-West Cup.” Individual 
trophies will include the Buffalo Stationers cup, for the 
stationer shooting the low net score, and the Wis-IIl 
Club trophy for the stationer shooting the low gross 
score. Numerous other valuable prizes, which have 
been donated by manufacturers in the industry, will 
also be awarded. 

The grand day will wind up with a dinner in the 
evening, when the prizes will be distributed. 

Transportation will be over the Illinois Central rail- 
road, which will take the players directly to Olympia 
Fields. A committee will meet the players at the field 
and direct them to Course No. 1. 

Golf tournament tickets will be available, at $4.50, 
during the convention at the goif tournament regis- 
tration desk. The tickets will include transportation 
ticket, gate prize ticket, greens fee ticket and dinner 
ticket. 

Any member registered for the convention is eligible 
to play in the golf tournament and compete for prizes. 





a 


N. S. A. GOLF COMMITTEE.—Seated, reading left to right: 
Ray Eichenlaub, Service Steel Products Company; Gordon 
Kickels, The Globe-Wernicke Co., chairman; Jack Johnstone, 
Wallace Pencil Company. Standing: Harry Balch, Quality Park 
Envelope Company; Russell Carpenter, Sanford Manufacturing 
Company: William Schuster, Graver-Dearborn Corporation: 
Clark Roland, Marshall Jackson Company. Tom Valleau, George 
E. Fox & Company, the eighth member, was out of the city 
when picture was taken. 


—— 


Convention Daily to Be Heyer Duplicated 


The Daily Uprising, bulletin published at N. S. A. 
conventions in Chicago the past two years, will be a 
feature of the 1938 assembly. The Heyer Corporation 
has consented to do the job again this year, which 
means a good bit of night work for the Heyer staff of 


| expert stencil cutters and machine operators. 
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Get the ot Line for ‘39! 






Wolber Fast Moving —Profitable—Assured Quality 


Simple, quick and efficient, these economical Wolber Duplicators 
sell on sight. Every Business Organization, School, Restaurant, 
Hotel and Institution is a sure-fire prospect for this fast moving, 
profitable-to-handle line. There is a model for every need, priced to 
fit the budget of every buyer. 

Without the use of gelatin, stencils, ink, type or ribbons, the 
Wolber Liquid Process Duplicators turn out bright, clear copies, as 
clean cut as a printed page, at amazing savings. No wonder these 
machines sell fast and stay sold! 

Wolber Duplicators use an instant drying, clean and economical 
fluid. They reproduce anything that can be written, drawn or type- 
written, in from 1 to 5 colors from a single carbon copy, on anything 
from tissue to heavy card stock. 


Wolber Selling Features Create Buyer Preference 


Features found only on machines selling for double the price, such Bi 

as adjustable guides for centering messages on large or small sheets, Wolber Legal-Master (Top photo $39.50 

exclusive half-turn roller release for half-minute cleaning and cold rakes legal size sheet, 84x14 

rolled steel construction, are only a few of the points that make Wolber Letter-Master (Center photo). $21 50 

these machines the buyer’s preference. Wolber Duplicators come in lakes letter size sheet, 8!oxI1 . 

three sizes. Each is finished in green crackle stain-proof enamel ; 

and satin nickel. All models are guaranteed against mechanical aes ee Rasen $14.95 
akes she DQx7 2 s 


defects for one year. 





DEALERS —Write or wire for attractive proposition. 
ATTENTION VISITORS to National Stationers’ 


Immediate delivery guaranteed on all models. Convention in Chicago, Sept. 26 to 29th. Be Sure 
To See The Complete New Wolber Line! New Ma- 
; ‘ chines—New Supplies. Room 1506—North American 
Manufacturing Company Bidg., 36 So. State St., State & Monroe, across from 


1201 CORTLAND STREET The Palmer House. . . Open Evenings until 9 P. M. 
CHICAGO, ILLINOIS 
Cable address: ‘‘Wolbers, Chicago” 
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FOREVER BUILDING A 
BIGGER ano BETTER 


STAPLING BUSINESS 


for our Dealers 


e ACE business is good because it is basically sound. 


e The soundness lies in the product, the price, the 


profit, and the policy. 


e ACE Stapling Machines are more than ever rec- 
ognized as “The World’s Best” and they are priced 
low in comparison with the fine and reliable serv- 


ice they give. 


e A substantial margin of profit is available to our 
customers, and that profit is protected by a rigid 
policy of distribution through established deal- 
ers operating under the highest ethical standards 


of our trade. 


ACE is the Constructive Force 
in the Stapling Business 


ACE PILOT CADET 


ACE FASTENER CORPORATION 
3415 N. Ashland Ave., Chicago 


Makers of 
THE WORLD'S BEST STAPLING MACHINES 
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In One or Three- 
Pocket Models, 
With or With 
cut Outside 
Zipper Pocket 


Patent Pending 









BEAU 
BRUMMEL Brief Cases 


Made of fine, heavy, unlined leather throughout—a genuine 
all-leather case. Has a concealed zipper that opens it to 
wide capacity—and enclosed steel reinforcing bands at top 
that hold the shape under long hard usage. 


so) UPPERS 


live Deane GOODS 


Opposite Merchandise Mart 
C. J. Schubert, Jr., 339 E. Third St. 


412 Orleans St. 
Los Angeles Office: 

















PICK UP EXTRA PROFITS 
with CLEVELAND BASKETS & BARRELS 


It°’s easy to sell this outstanding line 
as both baskets and barrels are attractive 
appearing—designed for the modern busi- 
ness office. 


They’re built for hard 
service too. The sides are 
made of rigid fibre board 
reinforced with heavy 
metal rim on top and a 
solid steel bottom. Bas- 
kets and barrels come in 
four convenient sizes 
finished in olive green, 
walnut and 
mahogany. 





attractively 
the 


List prices are 
low. Our discounts assure 
dealer of worthwhile profits. 


It will pay you to investigate 
this line. Write or telephone for 
more details today! 


The CLEVELAND CONTAINER co. 


1428-38 W. 37th STREET, CHICAGO, ILLINOIS 
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PELOUZE POSTAL SCALES 


G ELF computing dials for all mail matter including 
parcel post by zones. Simply read the dial and 
atfix the postage. 

Beautifully Finished 
in Gold or Green Bronze 





‘‘National,'' 4 Ibs. 
“Columbian,'* 2!/p Ibs. 
"'Crescent,’’ | Ib. 





No. 2 ''Victor,'’ 2 Ibs. 
No. 4 ''Victor,"’ 4 Ibs. 
‘Commercial,"’ 6 Ibs. 
10 Ibs. 







‘Mail & Express," 





Dealers 
Supplied by 
Leading 
Wholesale “STANDARD” 
° 2 Ibs. & 4 Ibs. 
Stationers 


Pelouze Manufacturing Company 
232 E. Ohio Street CHICAGO 


Member National Stationers Association 











Cleanereno Chemical Co. 108 W.Lake St. » Chicago. III. 


Order from our Jobbers or direct from 
the factory. 


Western Representative 
RAYNES DAVIS 
P. O. Box 1173, Denver, Colorado 
Central States 
SHIPMAN-WARD MFG. CO. 
325 N. Wells St., Chicago, Illinois 


Eastern Representative 
THE BELL STATIONERY CO. 
101-102 Worth St., New York, N. Y. 
Sole California Distributor 
GUSSCO SALES, INC. 
325 East 4th St., Los Angeles, Calif. 
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A MONEY MAKER 
FOR DEALERS 


COMBINATION POST 
CARD PRINTING AND 


ADDRESSING MACHINE 





Sells at Complete 
Retail $ ) g>°° with 
ONLY Supplies 


@ Something entirely new for the average business man, the 
retailer druggist, the grocer, the baker, the butcher, the 
church, the club, etc. . . . a machine that prints one to three 

colors in one operation and addresses post cards at a price 


within the reach of everyone. 


@ This machine is so simple to operate that anyone can pro- 
duce neat legible copies. Simply draw or typewrite and the 
machine does the rest at the rate of 800 to 1000 per hour. 
Addressing at the same speed. 


@® A DEMONSTRATION SELLS! 
Let your prospects see how easy this machine is to operate 
and THEY WILL BUY! It helps them advertise their 
business regularly at the lowest possible cost. Plenty of ideas 
furnished to help you sell and make a handsome profit. 


| @ YOUR FIRST PROFIT IS ONLY THE BEGINNING! 


There’s a year round income for you on the necessary sup- 


plies, obtainable ONLY FROM YOU. 


Write today for illustrated folder and dealers discount sheet. 


WEBER ADDRESSING MACHINE COMPANY 


537-A South Dearborn St. 
CHICAGO, ILLINOIS 


Headquarters for addressing machines, stencils, plates, supplies, etc. 
Write for Bulletin DA. 
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No. 853 
Disappearing 
Handles 
Zip-Case 


College and School Business ~ ill 


INVITE STATIONERS ATTENTION 

















and so today's buyer of MASHEK fine leather cases 
ose to a forty year record of sound growth and stability as 
yssura tr selects f >| 
sete Hiei The new DURABILITY TRANSFER FILE incorporates all the strength and 
WELCOME TO BOOTH NO. 81 convenience of expensive Pull-Drawer Files at storage file economy. 
Members of the National Stationers’ Association and aff Made entirely of heavy solid fibreboard throughout and a steel rein- 
ated industries, are cordially invited to stop at our booth forced construction permits stacking without shelving. The easy sliding 
There they will see a beautiful assortment and be able +t drawer is designed to withstand every stress of operation. 
woreer Suga 2 wide variety of popular styles preferre a by SEND NOW . .. For complete details and sample of this entirely new 
stuae t C s from ast to coast and exceptional value in Transfer Files. 
FRANK HEK & co. ARKLEY 
CHICAGO Vianufacturers « ‘ling Supplies 
“If it’s made with Leather, MASHEK makes it better.” S. JEFFERSON STREET CHICAGO. ILL. 

















STARK 
CALENDARS 


Present 





cats" | A Complete Linein Desk 
Customer Satisfaction | Calendars for 1939 





ve fi 4 , 
pe hae rood aye cour The stationer’s golden asset The STARK line of Desk Calendars will appeal to 
i r engraver etin : 
Cadumnemaltaetnenr Every stationer knows there is none more the most oe riminating. he arondtged. bnew a 
aecatemne side osatad ed leos tak hae ia dens veelne as to give the utmost in writing ea oe i —. 
the worth of a better business card. with rubber bumpers to prevent scratching of des 
NEW YORK CITY ‘ Our refill pads are printed on QUALITY bond paper 
Richard C. Loesch Co. So let it be moved and seconded that when and inserted in attractive cartons. 
PITTSBURGH a customer asks for business cards, he be sold 
Chatfield & Woods Co. the kind that will bring him back for more 7 : : 
and more—and more Stark Calendar refills and stands 
CINCINNATI are interchangeable with those 
The Chatfield Paper Co. Not “over-the-counter” cards We mean of other manufacturers. ; 
something as superior as the modern cash regis /L 
- secant ‘ ter is to the old fashioned money till W rite today for our cata- vA 
r Co. : a / 
aetna ee But let us send you samples. Your knowing log and ssieo list. 
GRAND RAPIDS of Wiggins Book Form Business Card stock 
Carpenter Paper Co. will put you far ahead of the average 


L. S. ares Ine. The John B. & T A K K 
ST. LOUIS ALENDA NC. 
Tobey Fine Papers, ine WwW IGG l N S Company : 525 S. vt bine 


CHICAGO, ILL. 


Engravers Since 1857 








1162 Fullerton Avenue, Chicago 
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N.S.A. CONVENTION COMMITTEES 
(Continued from page 75) 


Entertainment Committee 
Charles P. Schoen, Chairman, The Wahl Company, 
Chicago, Ill. 
G. O. Stevens, Stevens, Maloney & Co., Chicago, Il. 
Ray Eichenlaub, Service Steel Products Co., Chicago. 


Golf Committee 
Eberhard Faber, Honorary Chairman, Eberhard Faber 
Pencil Company, Brooklyn, N. Y. 
Gordon Kickels, Chairman, The Globe-Wernicke Co., 
Chicago, Il. 
L. H. Tavernier, National Chairman, Fulton Specialty 
Company, New York City. 
R. P. Carpenter, Sanford Ink Company, Chicago, II. 
Ray J. Eichenlaub, Service Steel Products Corp., Chi- 
cago, Ill. 
R. Thomas Valleau, George E. Fox & Co., Chicago, Ill. 
Jack Johnstone, Wallace Pencil Company, Chicago, Il. 
William L. Schuster, Graver-Dearborn Corp., Chicago. 
Clark Roland, Marshall-Jackson Company, Chicago. 
Harry Balch, Quality Park Envelope Co., Chicago. 


House of Friendship Committee 

Herbert J. Walsh, Chairman, Southworth Paper Com- 
pany, Chicago, IIl. 

Frank S. Cooper, Codo Manufacturing Co., Chicago. 

Richard B. Gingland, Esterbrook Steel Pen Mfg. Com- 
pany, Chicago, Il. 

W. C. Lipner, Koh-I-Noor Pencil Company, Chicago. 

John Uden, Boorum & Pease Company, Chicago, Il. 

Cordell Smith, The Wahl Company, Chicago, Il. 

C. Rodney Wakefield, Parker Pen Co., Janesville, Wis. 

Herbert S. Morgan, Associated Stationers Supply Com- 
pany, Chicago, Ili. 

John J. Kerns, Stationers Loose Leaf Company, Mil- 
waukee, Wis. 

Tom W. Gillice, Rockwell-Barnes Company, Chicago, 

Elmer Krumwiede, G. J. Aigner Company and Art Steel 
Company, Chicago, IIl. 

Russell P. Carpenter, Sanford Ink Co., Chicago. 

E. J. Bradley, Chas. M. Higgins & Company, Inc., Chi- 
cago, Ill. 

Jack Richards, F. S. Webster Co., Cambridge, Mass. 

R. C. Moore, Columbia Ribbon & Carbon Manufactur- 
ing Company, Kansas City, Mo. 

Lionel A. Colomb, The Weis Manufacturing Company, 
Monroe, Mich. 

Paul W. Cheney, Southworth Paper Company, Roslin- 
dale, Mass. 


Ladies’ Entertainment Committee 


Mrs. Harry L. Short, Chairman; Mrs. Harry Balch, 
Mrs. George Cormack, and Mrs. Wm. L. Schuster. 


Ladies’ Reception Committee 
Mrs. Karl E. Castle, Mrs. H. L. Fellowes, Mrs. Harry 
Horder, Mrs. F. P. Seymour, Mrs. A. R. Skibbe, and 
Mrs. G. O. Stevens. 


Convention Operating Committee 


Oliver Stevens, Fred W. Tracht, Elmer Krumwiede, 
Herbert Walsh, Evan Johnson, C. H. Johnstone, Gordon 
Kickels, George Herrmann, Charles Schoen, Fred O. 
Fenne, and Harry Balch, all of Chicago. 

Eldon Just, Just & Son; and Elmer Long, Associated 
Stationers Supply Co., also of Chicago. 

William C. Clegg, San Antonio, Texas; Charles H. 
Everly, and Harry Tehan, New York City; R. A. Maish, 
Framingham, Mass.; Edward L. Little, Wabash, Ind.: 
Harry L. Nichols, Columbus, Ohio. 

J. A. Parsons, Smith Brothers, Inc., Oakland, Calif.; 
William P. Kelly, Office Equipment Co., Inc., Louisville, 
Ky.; Morris Hansell II, F. F. Hansell & Bro., Ltd., New 
Orleans, La. 
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HE NEW Swiftset Rotary Printing 
Press “stops traffic” in front of store 
windows wherever it is displayed because of 
its widespread appeal. It will do a lot of 
small printing jobs—set up with special 
Swiftset rubber type supplied with the out- 
fits, which can be used over and over. Its 
unusually low price of $2.50, including all 
accessories to “start the press rolling” puts 
it within reach of every boy who wants such 
a press for printing notices, miniature 
newspapers, tickets, cards, handbills, post 


cards, book plates, announcements—in fact, 
anything up to 6144” x 3” in size. 


SELLS FOR 


$2.50 


Complete 
with Type 
and 
Accessories 









SEE IT DEMONSTRATED AT N.S. A. 
IN BOOTHS NOS. 45 AND 46 


Although the majority of press sales will 
occur in December for Christmas gifts, the 
item is a fine one for year ’round sales. 
Additional fonts of type, picture dies, ink, 
paper, and cards—available at moderate 
cost—will be in demand throughout the 


year. 
Write for Complete Information 


THE SUPERIOR TYPE COMPANY 


Home Office: 3940 Ravenswood, Chicago 
New York Office: 200 Fifth Avenue 
Branch Warehouse: 268 Market St., San Francisco 
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NEW 


RUBBER-COVERED 


"KOIL-O-MATIK" 
AUTOMATICALLY Coils Cord Out of the Way 


RUBBER COVER prevents seratching of pater 
desks and furniture and abolishes dangerous — 
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1939 National Catalog 


@ BRIEF CASES 














“shocks” and “shorts’’. | | } 
@ ZIPPER “KOIL-O-MATIK” is the only RUBBER LS II 
ENVELOPES COVERED device that actually coils the cord 1 b 
out of the way. It prevents Kinks and Snarls | 
and saves Time and Temper. Fits all cords | | 
eS RING and makes full length always available. Seeman nant 
BINDERS Packed in very attractive individual box. \\ 
PRICE 25¢ . . . LIBERAL PROFITS 
Write for full details or order now. Liberal dis- 


counts on 1 doz., 3 doz. and 12 doz. lots. 
COLORFUL DISPLAY CARD FREE. SAMPLE SENT TO DEALERS 
ON REQUEST. 


THE NEVERKNOT CO., Dept. 9K 









































wwe S : 4525 Ravenswood Ave., Chicago 
: Tee ee SS See Se SP SPS eo Se SoS eSe SP Se SaGaGeGeGaG IG ; 
3 The “Aluminum” Pocket Seal § 
; and other MARKING DEVICES & 
Illustrated above is our No. 578—a popular, zipper en- ; 
velope with ten pockets. Made with turned edges, of i! : 8 
genuine walrus or shark, black or mahogany, washable wi) POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS ' 
leatherette lining. Sliding handles. fh " 
SEND FOR CATALOG. ; MEYER & WENTHE - CHICAGO " 
: , ; ' t. i 
National Brief Case Mfg.Co. | # iGop stone 31 Neti Cork Street 
512 S. Peoria St. Chicago, Ill. WEST SIDE STORE - 30S. Jefferson St. " 














SELL MEILICKE CALCULATORS | | | _ The 


The Modern Method of Figuring ADAMS 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS Ideal BOOK RING 
THAT FLATTENED JOINT is there 


for a purpose—to keep the ring al- 





No levers to pull. No 


keys to punch. No tedi- _ ip ogpi pl a ways right side up. No need to hunt 
H “orn and fumble to find the place where 

— figuring. No errors. et Le avelg the ring opens, if it’s an Adams ring. 
Eight Sizes Here is the simplest, quickest-operat- 


Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 


ing and most satisfactory ring ever 
invented for perforated sheets or 
li No. 00, % in. No. 2, 1% in. binders of all sorts. Allows binder or 
| No. 0, % in. No.3,2 In. sheets to lie flat when open at any 

ery F . point. The enlarged joint, nicely 


inside Diameters: 










manufacture inexpensive loose leaf metals. 


free trial basis. Nation- 1 
“ ll} No. 01,1 in. No. 4, 2% in. ; 
. . : = | : rounded and smoothed, keeps ring 
ally advertised! Write Saply ~ | No. 1, 1% in. No. 6,3 In. right side up in position to be in- 
for details nowl . 4 — stantly unlocked. 
one copy | in seven sizes. Order through your wholesaler. We also 
3468 N. Clark St. } 


Come also boxed assorted 











Meilicke. Systems, Ine. chitsgon i: 


| Henry T. Adams Mig. Co. Chicago, —”™ & 
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@ WANTED 


Dealers 


TU BUY ato sen 


Addressographs, Multigraphs, Mimeo- 
graphs, Adders, Typewriters, Check 
Writers, Dictaphones. Big Profit—No in- 
vestment. Write 


PAUITT CO. "= 


XXXXXAATAITIAAAAAAAIIIAIAEXXXXXXXXXXIXX: 








Sell More 


Hanson 








There is a wide market for 
shipping, postal and air 
mail scales—and there is a 
Hanson for every scale use. 

Hanson scales are me- 
chanically perfect and the 
Hanson merchandising plan 
helps the dealer build 
profitable distribution. Send 
for Bulletin No. 5 








No. 1577 
70 Ib. 
Heavy Duty 
Parcel Post 
Scale 





HANSON SCALE CO. 


Est. 1888 
$17.50 525 N. Ada St., Chicago 


CXXXXXIAAIXXXXXXXXXXXY 





pe X XXX XXX XI XXXXXXXXXXXXXXYYY} 
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Card-eases, any size; loese-ieaf envelopes, punched; 
menu covers, factory record prot » ‘ag holders, 
bill-fold envelopes, stamp containers, etc. Made of 
acetate (slow-burning) transparent cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
'633c S. Recine Ave Chicago, U.S A. 


ot 











NEW PRICES 
adding + billing + 
bookkeeping + 
calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 


Rough and Rebuilt Write for Latest Price List 


Reliable tyeewriter & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 











Ne PRR EREE REESE R ORES ESSE Se ee a 


Send for our new price list of 


TYPEWRITER RIBBONS 
RIBBON REELS 
CARBON PAPERS _ 
DUPLICATING STENCILS 
DUPLICATING INK 
CARBONIZING INK 

PRINTING INK 

MULTIGRAPH RIBBON INK, Etc. 


"ae 












DUPLICATING 
INK 
Ask for our GENERAL price list. 


QUALITY INK & CARBON CO. 


311 N. DESPLAINES ST. CHICAGO, ILL. 
ee ee ee ee ee ee eee ee eee ee ee ee ee ee 


DR. SCAT 


Easy to Use on 


the Typewriter 


The All-Purpose Cleaner and 
Refinisher. 











Cleans—Polishes—Stops Rusting 
and Refinishes Rubber Platens. a 


Sold from Coast to Coast by the Best 
Dealers—Selling Stationery—Office Sup- 
plies—and Typewriters. 


Manufactured by 


DR.SCAT CHEMICAL CO. === 











178 N. Franklin St. -: Chicago, m. “°% 7°* Pe OF 





The Coronado. 12-inch ball. Ov 
all 


Phy 
Inut Retails at $9 
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Manufactured by 


BRADNER SMITH & COMPANY 


333 S. Desplaines Sr. Chicago, Illinois 


RAND M°NALLY 


Wow! presents a full line of 
MECHANICALLY 


MOUNTED GLOBES 


selling at? 30 and up 


A real profit opportunity for 
dealers! Rand McNally globes 
are famous everywhere for their 
accuracy and quality. And now 
the new mechanically mounted 
models are priced to sell in heavy 
volume. 

Write today for Catalog 338 
describing the full Rand McNally 
line of mechanically and hand 


mounted globes. 


RAND M¢CNALLY & COMPANY 
536 South Clark Street, Chicago 
111 Eighth Ave., New York City 


height——-34 inches Dur 


fe style base of solid Americar 


wain 
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TE bet) a | The 
DUPLICATORS fit 


for 
1938 


No gelatin-No stencils-No ink-No type WHET HER— 


A new line of low priced duplicators that will IT'S BUSINESS NOW OR LATER 


amaze you with their speed and simplicity. Any- 
one can operate an Instant Copy and produce You will want to see Varat's new line of Binders 
copies clear and bright in | to 5 colors in- Envelopes and Brief Cases. 

stantly. Clean and easy to handle! Thousands Vaiss Seeded: naac Sha Vink that dives “ou Mere 
of satisfied customers the world over. Some ie ner mene, ‘oe 
territories still open on this profitable franchise. 
Qualified distributors write at once for complete 


details. 
KEEN MANUFACTURING COMPANY This trade for quality 
800 North Clark St. Chicago, Illinois 


s are especially adapted to all your trade 
mark stands and low price 


27 S. Market St. 


Murray Va rat Co. Chicago, Il. 




















Our 1939 Catalog 


Shows several new numbers we have added in 


WE Goes HOLIDAY SAMPLE 
+ KIT contains a wealth of read- 





the last two years. The line is COMPLETE . , 
in every detail on all styles and sizes of desk INCREASE ily salable items, including Holi- 
E : day Letterheads and Folders, Calendar Cards 
calendars, stands with rubber bumpers and pads, Ze) 81>) and Blotters. It’s a complete selling unit. It 
“DAILY DATE” pads and “TODAY-IS” tells you where to sell and how to sell. It in- 
calendars for resale commercial uses, as well as BUSINESS te 9a —- to — Manual of Sales 
7 oan ; Bs an opy ouggestions bot or your Own use 
for advertising. High grade materials and work THIS FALL Ee sae anes wae, Ane Jepeened 
manship, plus unusually long runs in our fac- PRASTSRET TEM Specimens and a Suggested Resale Price List. 
tories, create a remarkable combination of quality eee PRINTERSeLETTER PRODUCERS: 
and low price. A three cent investment will Goes Reserve your Sample Kit Now! 
convince you that these statements are facts. H 1 1 DAY It will be sent to you GRATIS upon completion. 


Perfect Peerless Calendar Co. 
203 South Dearborn St. Chicago, U.S. A. 


LINES Ges MYoaraphing Company 


49 W. 61st St., Chicagoe53 A Park Place, New York 


























The Shedd Aquarium 

















Replica of Fort Dearborn 


Places to See in Chicago 


= every conceivable attraction awaits the pleasure of N.S.A. Conven- 
tionites in Chicago. Delegates, in an off hour from the serious business of conven- 
tion sessions, will find enjoyment in the wide range of Chicago’s attractions and 
facilities. An unscheduled evening, early arrival for convention week, and tarry- 
ing a few days afterwards extend the opportunities for satisfying the taste— 
whatever it may be. 

The visitor with a hankering for odd diversion and new places, or with interest 
in culture, education, entertainment, sports, or beauty may find them here to 
satisfaction. Limitations of time will be the conventionite’s greatest problem, for 
in a short space it is impossible to see all the interesting sights or visit all appeal- 
ing places. So the visitors will make choices to suit inclinations and to fit in the 
time available. 

Fortunately, most of Chicago’s superb attractions are easily located, and gen- 
erally near at hand. The convention hotel is in the center of things, within a few 
steps of world-known department stores and specialty shops, popular restaurants 
and night clubs, first run movie houses and theaters, observation towers, radio 
broadcasting studios, noted buildings, and Chicago’s famed Michigan Avenue, 
skirting Grant Park which beautifully landscapes the city’s lake front along the 
downtown section. 

A view of the skyline from Grant Park is inspiring and from here the visitor 
can easily get his bearings for memorable adventures in various directions. Toward 
the north end of Grant Park, within five minutes walk of the convention hotel— 
stands the Art Institute, containing the second largest collection of masterpieces 
in the United States. 

Four of the so-called seven wonders of Chicago, known afar, are situated along 
the central lake front area, within a ten minute taxi ride of the hotel. At Roose- 
velt road and the lake, are three of them—the Adler Planetarium, Shedd Aquarium, 
and Field Museum. The Chicago Historical Museum, outstanding for its collection 
of American historical mementos, is located in Lincoln Park at Clark street and 
North avenue. Two others, also museums, are toward the south end of the city— 
the Museum of Science and Industry, in Jackson Park at 57th street and the lake, 
and the Oriental Institute at the University of Chicago, displaying relics of ancient 
civilizations, located at 58th street and University avenue. The seventh of Chi- 
cago’s wonders—although it has numerous others which are world famous—is 
the Chicago Zoological Park, popularly known as the Brookfield Zoo, “where wild 
animals wander about in cageless freedom,” wide moats separating them from the 
spectators. A forty minute ride via the Burlington Railroad takes one to the 
grounds. 

Other unusual sights will be found among Chicago’s historical landmarks, monu- 


The Field Museum 


101 








102 


OFFICE 


ments, noted buildings, and foreign settlements. There is the great Buckingham 
Fountain, called America’s most beautiful monument, with its sparkling waters 
by day and gorgeous color illumination by night, but a brief walk from the con- 
vention hotel, in Grant Park at Congress street. Soldier Field, site of some of 
the greatest spectacles in recent American history, lie just south of Field Museum 
on the lake front at 14th street. 

Then, the replica of Fort Dearborn, last of the 1933-34 World’s Fair exhibits, 
may be visited on the lake shore at 3lst street. On the yacht lagoon in Jackson 
Park is a replica of Christopher Columbus’ flagship, the Santa Maria. The old 
Water Tower, landmark of the great fire of 1871 and majestic in its turreted 
architecture, stands on Michigan avenue at Chicago avenue. Lorado Taft’s Foun- 
tain of Time graces the Midway near the University of Chicago. On the campus 
is the beautiful carillon tower, amidst impressive buildings of gothic architecture. 

Add to these the new United States Postoffice, largest individual postoffice in 
the world, at 433 W. Van Buren street; Navy Pier, on the lake front at Grand 
avenue; the municipal airport, busiest in the country, located at 59th and Cicero 
avenue; and the old world charm of foreign settlements, such as Chinatown in 
the vicinity of Wentworth avenue and Cermak road, the Ghetto at Maxwell street 
and Roosevelt road. 

Four great conservatories, botanical gardens, and a maze of landscape beauty 
welcome the flower and nature lover to Chicago’s 205 public parks. Of these the 
best known are Jackson and Washington Parks on the south side; Burnham, 
Grant, and Lincoln Parks along the lake front; and Columbus, Humboldt, Gar- 
field, and Douglas Parks on the West Side. The city’s park system, unsurpassed 
anywhere, is connected by hundreds of miles of well kept boulevards which invite 
the visiting motorist. 

A pleasant drive north of the city will take the motorist past Chicago’s “gold 
coast” on the lake front, over the new outer drive along the beach, and on past 
forested estates to Fort Sheridan and the Great Lakes Naval Training Station. 
South and east of Chicago along Indiana shores, stretch the noted Sand Dunes 
of Lake Michigan. 

Some may wish to visit a few of Chicago’s great universities, for the city is also 
a leader in education, science, and art. Some of its outstanding institutions in 
these fields have been mentioned. Just north of the loop, on the lake front, is the 
McKinlock campus of Northwestern University. Northwestern’s main campus is 
in Evanston. The 100-acre campus of University of Chicago, with its new Univer- 
sity Chapel and Billings Memorial Hospital, are situated at 58th street and Ellis 
avenue. Loyola University and Mundelein College are at Sheridan road and 
Loyola avenue. The Academy of Sciences is in Lincoln Park at Armitage avenue. 

Every religious denomination is represented in Chicago’s 1,650 churches located 
throughout the city. 

Known as the hub of American agriculture, commerce, finance, and industry, 
Chicago offers the visitor many interesting trips to its busy market places and 
industrial plants. There are the Merchandise Mart, the world’s largest building, 
at 222 W. North Bank Drive; the Furniture Mart, on the lake front at 666 North 
Lake Shore Drive; the Board of Trade at Jackson and La Salle street; South 
Water Street Market; and the great Union Stock Yards, at Racine avenue and 
43rd street. 

For those who would like to see their favorite radio artist perform, Chicago’s 
twelve broadcasting studios have visiting hours daily. Widely known are WENR 
and WMAQ, key stations of NBC in the Merchandise Mart; WGN, just north of 
Tribune Tower on Michigan avenue; WBBM and Columbia studios in the Wrigley 
Building; WCFL in the Furniture Mart; and WLS at 1230 W. Washington street. 
Anyone wishing the thrill of a view of this entrancing metropolis from above, may 
satisfy this desire from observatories in the Board of Trade and Wrigley Buildings 
or the Tribune Tower. 

Chicago abounds in interesting places to see and things to do. It is hoped that 
all attending the N.S. A. convention may find in these and other sources pleasures 
which will linger in their memories for years to come. 


Here Endeth the Special Welcome to Chicago 
and N. S. A. Convention Section of the 
September, 1938, Number of 
Office Appliances 
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Office furniture has had greater influence upon the development and ex- 
pansion of the commercial stationery business than any other single factor. 

Proposal of furniture’s inclusion in commercial stationery stocks, when 
first made by this journal, and when only ten per cent of the country’s out- 
put was sold through dealers in this field (chiefly from catalogues), encoun- 
tered considerable resistance despite the great opportunity visualized. Ex- 
perience, however, of the first to experiment encouraged the idea. Now 
eighty-five to ninety per cent of the output is marketed through this trade. 
The record proves the soundness of Office Appliances’ recommendations of 
sO many years ago. 

This Twenty-Ninth Annual Special Office Furniture section, in complete- 
ness and range of products displayed, is significant of the importance of 
office furniture in the commercial stationery store today. The subjects 
covered in the articles offer a compendium of dealer experience and profit- 
making information which it is hoped will be of value to all who search for 
new trends, new methods, and new fields to conquer. 


CONTENTS OF THIS SECTION 


Delivering a Complete “Turn-Key” Installation Job...... Niiereaicha tetas: 106 
Capitalize on “Hidden Profits” in Office Furniture...... inane acmcenion _ 111 
FPisoor Coverings That’ Beautify......................................... heissnnchonehieeetack pikes 117 
Store Layout That Invites Furniture Customers.........002200000.0000022....2eee200-- 118 
Office Furniture Advertising in Metropolitan Newspapers........................ . 126 
Manoesty arengs in Oiice Purniture..............-.-....--2............-..2.2cccccecssns- 136 
Layout Suggestions for the Office Furniture Store ....20.2.20000.0..eeee eee. 138 
“The Correct Office” ... ae acliccadeesoaksl Paesissincttiaks sis phases - 143 
TU I I I RN asses ween ceeenanensntbtonections 144 
Steel—Versatile Servant of the Office Furniture Industry............................ 149 
Ideas That Help Sell Office Chairs......... Kuta apeiron nina plea caadiantoed 158 
Out of the Living Tree—Office Furniture.................... sievonaainettismconipiaalea Sa 
Furniture and Opportunities in Walnut....................... spacbiindanl: . 192 


THE ADVERTISEMENTS 


All-Steel-Equip Co., Inc. Artility Metal Products, Inc. 
Alma Desk Co. Automatic File & Index Co. 
Anderson-Hickey Co., Inc. 

Art Metal Construction Co. Bassick Co., The 


Art Steel Co., Inc. Bentson Manufacturing Co., The 
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Bickett Co., L. M. 
Bright Chair Co., Inc. 
Browne-Morse Co. 


Central Desk Manufacturing Co. 
Clemco Desk Manufacturing Co. 
*Cleveland Container Co., The 

Collier-Keyworth Co. 

Columbia Steel Equipment Co. 


Corry-Jamestown Manufacturing Co. 


Cramer Air-Flow Chairs 
Darnell Corp., Ltd. 


Eagle-Ottawa Leather Co. 
Evansville Desk Co. 


Faultless Caster Corp. 
Fritz-Cross Co., The 


Gaylo Manufacturing Co., The 
General Fireproofing Co., The 
Gilson-Bolens Manufacturing Co. 
Globe-Wernicke Co. 


Harter Corp., The 
High Point Bending & Chair Co. 
Hoosier Desk Co. 


Imperial Desk Co. 

*Imperial Methods Co. 
Indiana Desk Co. 

Invincible Metal Furniture Co. 


Jasper Chair Co. 

Jasper Desk Co. 

Jasper Office Furniture Co. 
Jasper Seating Co. 
Johnson Chair Co. 


Kewaunee Manufacturing Co. 
Kilian Manufacturing Corp. 


*Office furniture manufacturers whose advertisements appear in this issue outside of the special furniture section. 
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Leopold Co., The 


Marble Chair Co., The B. L. 
Marble & Shattuck Chair Co. 
Meilink Steel Safe Co. 
Metal Office Furniture Co. 
Metalstand Co. 

Milwaukee Chair Co., The 
Murphy Chair Co., Inc. 
Mutschler Bros. Co. 


*National Vulcanized Fibre Co. 
New Indiana Chair Co. 


Peerless Steel Equipment Co. 
Perfect Rubber Seat Cushion Co., The 


Raphael Shops, Inc. 
Royal Metal Manufacturing Co. 


Sanymetal Products Co., Inc., The 
Shaw-Walker Co. 

Shelbyville Desk Co. 
*Sherman-Manson Manufacturing Co. 
St. Johns Table Co. 

Stow-Davis Furniture Co. 

Sturgis Posture Chair Co. 


Tell City Desk Co. 

Tiffany Stand Co. 

Toledo Metal Furniture Co., The 
Troy Sunshade Co., The 

Tubular Specialty Manufacturing Co. 


Vogel-Peterson Co. 


Wagemaker Co. 
Waltrow Co. 

Weis Manufacturing Co. 
Wonder Lock Co. 


Yawman and Erbe Manufacturing Co. 





f« 
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DRESSING UP THE BANK.—The Storey-Kenworthy Company, Des Moines, Iowa, was re- 


ie 





s 


cently responsible for installing this fine array of DoMore chairs and Leopold desks in the 

offices of the Central National Bank and Trust Company, also of Des Moines. The DoMore 

chairs are of the executive model type while the desks are the latest offering of the 
Leopold organization. 
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Delivering a Complete “Turn-key’” 


Installation Job 


Ax outstanding installation 
made recently by the H. Dorsey 
Douglas Company, Oklahoma City, 
Okla., was the complete outfitting 
of the studios of radio station 
KOMA. 

Services by the H. Dorsey Doug- 
las Company included not only 
complete outfitting but complete 
planning of the new _ studios, 
which now occupy the entire 
twenty-fourth floor of the Bilt- 
more hotel, approximately 7,000 
square feet of floor space. 

Working with a local architec- 
tural firm, Sorey, Hill & Sorey, the 
H. Dorsey Douglas Company de- 
livered a complete turn-key job, 
including everything from archi- 
tects’ drawings to the last carpet 
and drape, taking in such details 
of construction as building parti- 
tions, furring out walls around 
ducts, plastering, wood panelling, 
decorating, lighting, fireplace; 
and embracing all _ furniture, 
draperies, venetian blinds, floor 
coverings, pictures, lamps, ash 
stands and mirrors, as well as sta- 
tionery and office equipment. 

With the entire architectural 
scheme carried out after the mod- 
ern manner, the new _ studios 
emerged, brilliant, beautiful, and 
varied, a harmonious unit, taste- 
fully appointed throughout, every 
detail the result of careful plan- 
ning. Special attention was given 
to lighting to get efficiency with- 
out shadow. 

Particular effort was made to 
combine beauty and efficiency in 
office arrangement. Reception 
room and studios are grouped to- 
gether, away from the office parts 
of the station. 


Reception Room Breathes Modern 
Charm 

An ensemble of blue and gold, 
glitteringly modern, the reception 
hall comprises three former hotel 
rooms. At the ends of the fifty- 
foot room are curved walls of car- 
nation blue, designed because of 
an air shaft in one end. North 
and south walls are gold; drapes 
are gold; linoleum floor covering 
has a gold field with blue border. 

An intervening column has been 
encased on three sides with floor- 
to-ceiling mirrors. 


From Floor Coverings to 
Light Fixtures, and from 
Desks to Lounges, the H. 
Dorsey Douglas Company 
Outfits a Radio Station 


By ELSIE VAN HORN 


Illumination in this room is a 
combination of direct and indirect 
lighting. Ceiling fixtures, of late 
modern design, harmonize with 
the blue and gold color scheme. 

Other furnishings consist of two 
cushioned chairs, specially de- 
signed in modern streamline, up- 
holstered in curly mohair, blue 
inside and gold outside; three 
chairs of modern bleached walnut, 
upholstered in blue leather; sev- 
eral ash stands; two “Lit-a-lier” 
floor lamps; a Faries table lamp; 
Imperial desk and chair. 

An Imperial desk, chair and 
Faries lamp to match reception 
room furnishings are in a small 
adjoining room for private secre- 
tary. 














H. DORSEY DOUGLAS 


Studio “A,” just north of the 
reception room and_ separated 
from it by a glass partition, is a 
large room furnished in midnight 
blue and white. 


Lighting was specially designed 
to furnish this room, as nearly as 
possible, with perfect illumination 
—no shadows. White modern 
glass fixtures, outlined in blue, are 
set flush against the ceiling. 


The midnight blue Congoleum 
Nairn floor covering is sprinkled 
with stars cut out and inlaid in 
white. Similarly inset toward one 
corner of the room is a large 
white “moon,” on which sets an 
ebony piano, 

Drapes, outside wall, and Vene- 
tian blinds are white. Twenty- 
four off-white Nor-Cor folding 
chairs and a _ blond-wood an- 
nouncer’s desk complete the en- 
semble. The east wall is midnight 
blue. 

Glass partitions give a view 
from this studio into control 
booth, reception room and ob- 
servation room. ° 

Adjoining on the east is the 
sound effects room. The flush 
panel doors are trimmed with a 
modern design of a music clef and 
notes. 

The observation room on the 
west is equipped with more Nor- 
Cor folding chairs for guests, who 
can see programs being staged 
through the glass partition and 
hear them through a loud speaker 
set in the wall. 


Smaller Studio Lavishly Furnished 


Comfortably equipped with 
modernistic furniture is Studio 
“B,” at the east end of the recep- 
tion room. Though smaller than 
Studio “A,” it is no less lavishly 
furnished. The color scheme is 
yellow and coral, with contrasts. 


Walls are French gray. Long 
sweeping drapes alternate coral 
and yellow, harmonizing with the 
marbleized salmon color linoleum 
on the floor. A grand piano of 
cream and yellow, trimmed with 
black bands, stands at one end of 
the studio over a coral colored 
note inset in the floor. Tail of the 
note sweeps into the doorway. 


Furnishing harmonious contrast 
are floor lamp, microphone and 
ceiling light fixtures; the latter 
combine brushed aluminum and 
glass. 

Bleached walnut announcer’s 
desk and two bleached walnut 
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Top, left: A portion of the effectively furnished broadcasting 
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RADIO STATION KOMA AS FURNISHED BY THE H. DORSEY DOUGLAS COMPANY 


Half circle inset: Efficiently equipped manager's office. 


Bottom, left: Studio “A,” the principal broadcasting chamber. 
Bottom, right: Reception room. Note the mirror encased post 
behind which is the receptionisi’s desk. 


studio “B.” 
Top, right: The audition room, where prospective radio ad- 


vertisers listen to suggested programs. 


chairs, upholstered in off-white 
leather, complete the ensemble. 


Quiet Loveliness Pervades 
Audition Room 


In contrast with the sparkling 
brilliance of the reception hall 
and main studios is the quiet, 
restful atmosphere achieved in 
the audition room, designed as a 
place for listening and for broad- 
casting speeches and other short 
programs. 

Walls are panelled in prima 
vera, the popular new bleached 
amber wood; ceilings are white, 
smooth-finish plaster. 


At one end, with round bevel 


mirror hung above, is a fireplace, 
tiled in coral colored structural 
glass, which harmonizes with the 
sand-colored carpeting, a Burma 
twist-weave. 

Without ceiling fixtures, the 
room has ample lighting with two 
Sandel torchiers and a supple- 
mental Faries table lamp on a 
semi-modernistic stand table. 

Window drapes hung on tra- 
verse rods exactly match the lux- 
urious Sikes lounge settee and 
chair, which are upholstered in 
brown frieze with fawn-colored 
ribbing. 

Two modernistically designed 
chairs are upholstered in off- 


white leather, and one, in a gold 
shade to match the color scheme. 


‘A picture on the wall was 
painted to order for the Dorsey 
Douglas company, the artist using 
predominating shades of coral, 
brown, green and gold, to har- 
monize with the color scheme. 
Built-in wall fixtures of “gold” 
bronze match the furnishings. 


The radio, which is of rich, dark 
walnut with prima vera grill, has 
built-in controls which enable 
salesmen to “tune-in” an off-the- 
air program in one of the other 
studios for prospective clients. 

While some new equipment went 

(Turn to page 150, please) 
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PRESENTING, FOR THE FIRST TIME, 








QUICK FACTS ABOUT 
ISLAND-AIRE 


FUNCTIONAL DESIGN 
arranged for most practical use; 
flush exteriors; no ledges to catch 
dust; five matching pieces 


GENUINE WALNUT EXTERIOR 
center-matched Butt Walnut 
drawer fronts; tops and panels 
veneered with beautifully figured 
Walnut 


ROUNDED CORNERS—>prevent 
damage to clothes and to the 
furniture itself 


WIDE CHROMIUM DRAWER 
PULLS—permit easy opening 
from any point 


RECESSED BASES— guard against 
kicks and scuffs; covered with 
black composition strip to protect 
furniture from mop and broom 


scars 


AN ADVANCE SHOWING OF— 


No. 4061 Flat Top Desk 
—60"x36"x30"” high 
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IMPERIAL’S EXCLUSIVE 
STYLE LEADER FOR 1939 


You are looking at a desk that’s going 
to make sales history—Imperial’s sen- 
sational new ISLAND-AIRE! 

It’s “modern” in the best sense of the 
word, with outstanding features of de- 
sign and construction that will help you 


increase your office furniture profits. 


With its rounded corners, wide 
drawer pulls and mop-proof “island” 
base, ISLAND-ATRE will appeal to a 
big, rich market. You'll find ready sales 
for it among business executives and 
professional men who want their offices 
to reflect the same beauty and comfort 
that they enjoy in their streamlined 
motor cars and their air-conditioned 
homes. 


Like all the other values in Imperial’s 
complete line, the ISLAND-AIRE 
Group helps you give your customers 
more for their desk-dollars. 

Build your 1939 sales plans around 
this latest “‘scoop” of the same organi- 
zation that produced TE MPERDESK 
two years ago. 

Get ready to ring up new profits this 
fall and winter with Imperial’s exclusive 
new ISLAND-AIRE Group. Full in- 
formation, with illustrations and com- 
plete descriptions, will be available for 
dealers early in October. 


The entire Imperial organization joins 
in extending cordial greetings to the 
Vational Stationers Association, assem- 
bled in convention at Chicago. 


eporial DESK COMPANY 


EVANSVILLE, INDIANA 
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Brand Neu STEEL Office Chairs 
Smartly Styled by 
HARTER 


Dealers Say: “These New Universal Chairs 
Are Easy to Sell and So Worth Selling! 


They Go Well With STEEL DESKS.” 














5) 


Seat height frofm floor adjustable 
NO. 1500 17%” to 20%”. Seat—19%4” wide, 
173%” deep, 2” Evrflex pad, welt seam. Padded arms 
1%” wide. Width between arms 20’. Back—seat to 
top 173s”, floor to top 3334”. Streamlined formed 
steel base — 156” soft rubber, ball bearing casters. 





Seat height from floor adjust- 
NO. 1530 able 17%" to 20%”. Seat— 
17%” wide, 1534” deep, 2” Evrflex pad, welt seam. 
Back—seat to top 17”, floor to top 334”. Uphol- 
stery, genuine leather or frieze. Streamlined 
formed steel base — 156” ball bearing casters. 


Seat—18” high, 1934” wide, 

NO. 1510 17%” deep, 2” Evrflex pad, 
welt seam. Padded arms 14” wide. Width 
etween arms 20”. Back—seat to top 1738” 
Upholstery, genuine leather or frieze. Rub 
ber cushioned, noiseless glides of steel 








ARTER DEALERS well know that the 
keynote of our policy is co-operation. 

We have said this before and we are going to 
say it again and again—so that all may know. 
That co-operation is our watchword is most 
aptly demonstrated in the introduction of the 
New Universal Steel Chairs. Some little time 
ago it became apparent that dealers desired 
changes in the Universal Suite and in various 
other suites as well. It was decided that these 
well known steel chairs should be re-designed 
to add to their smart lines and genuine com- 


fort. The result has been most gratifying and 
we have the pleasure of herewith presenting 
our New Universal Steel Chairs. Here is a 
suite that combines smart and comfort-giving 
styling with light weight and rigid construction. 

If you are not a Harter Dealer perhaps you 
would like to know more about the Harter 
basic ea agli apexes = Alert dealers are 
invited to join our organization. Simply let 
us know that you are interested and we will 
see that you get complete details about our 
dealer plan. 


THE HARTER CORPORATION 


STURGIS, 


MICHIGAN 
MANUFACTURER OF THE WORLD’S FINEST STEEL SEATING EQUIPMENT 
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It’s often easier to subscribe to the 
code of the “clean desk” cult than to 
qualify for membership. Now, any 
business man, regardless of the mul- 
tiplicity of his duties or the abun- 
dance of his desk working material, 
can equal in his desk housekeeping 
that of the most confirmed clean 
desk advocate. 


TELEFACTS —a work organizer 
in a beautiful metal cabinet having 
Super-Filer convenience features is 
now being offered through all GF 
dealers. TELEFACTS provides the 
means for keeping all active, work- 
ing data close at hand and carefully 
organized for quick reference and 
use, It clears the desk top of all 
papers not immediately related to 
matters of the moment. It aids in 
keeping confidential records under 
proper guardianship — out of sight— 
yet always accessible to the user. 


TELEFACTS brings to Business a 
much needed item of metal office fur- 
niture. It brings to the GF Dealer an 
item for which there is a ready sale. It 
supplies something new that claims 
the attention of prospect —starts new 
accounts. TELEFACTS is the latest of- 
fering in a long list of new and sal- 
able items that have created new op- 
portunities for fortunate GF dealers. 


THE GENERAL HRAEPROOFING CO., Youngstown, Ohio 


METAL BUSINESS EQUIPMENT: ALUMINUM CHAIRS + STEEL DESKS © TABLES + FILING EQUIPMENT » 
SUPPLIES * SAFES * STORAGE CABINETS + STEEL SHELVING + SPECIAL BUILT TO ORDER EQUIPMENT 
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Capitalize on “Hidden Profits’ 


* 

Cocurrme two floors of our 
central building, our complete and 
attractive display of office furni- 
ture, equipment and suites is a 
source of pride, satisfaction and 
profit. We are inclined to believe 
that it would be difficult, if not 
almost impossible, to do a good 
selling job in appreciable volume 
of this type of merchandise with- 
out an attractive display with all 
qualities represented from the in- 
expensive, straight line furniture 
to fine period ensembles. 

This large space devoted to 
office furniture, with its equally 
large overhead, is “paying profits.” 
We have discovered that furniture 
is an important factor in our busi- 
ness because it contains “Hidden 
Profits.” 

Our display enables us to sell 
our prospect the idea that we are 
definitely in the office furniture 
business, and whether he is a pur- 
chaser of one or twenty pieces, 
our hidden profit comes to light. 
With each order for a desk, we 
make every effort to include nu- 
merous other items which are nec- 
essary to complete the ensemble. 
These items, which we term earn- 
ers of “hidden profit,” include 
desk lamp, desk pad, letter trays, 
waste basket, chair mat, calendar, 
thermos jug set, pen set, electric 
clock, etc. 

When displaying equipment to 
our prospect, we endeavor to show 
his office complete so that he can 
visualize his “business home” with 
all accessories included even to 
pictures, floor covering, drapes, 
and venetian blinds. 

Venetian blinds contain “hidden 


AN INSTALLATION WHERE “HIDDEN 
PROFITS” PLAYED AN IMPORTANT 
PART.—Pictured are an executive of- 
fice (above) and the general offices 
(below) of the United States Fidelity 
& Guaranty Company, Louisville, Ky., 
furnished by the Office Equipment 
Company of Louisville. In the execu- 
tive office the “hidden profits” items 
are desk pad, fountain pen, letter tray. 
smoking stand, lamp, and venetian 
blinds. Similarly, the general office in- 
stallation included desk pads, cube 
desk set stands, letter trays, waste 
baskets, electric fan and clock, and 
venetian blinas. 


Accessory Pieces for Desks 
and Filing Systems Supplies 
Provide an Opportunity for 
Increased Volume and a 
Higher Net Earning 


By L. G. O'CONNOR 


Merchandise Manager 
Office Equipment Company 
Louisville, Kentucky 


Office Furniture 


profits” which many dealers have 
been passing up for years. Up to 
a short time ago this type of 
equipment was high priced and 
difficult to merchandise, as the 
drapery and rug houses seemed to 
be the logical outlet for the manu- 
facturer. But the picture has 
changed, and it is now possible 
for the office furniture dealer to 
sell this merchandise at an excel- 
lent profit. Observe the offices, 
stores, schools, beauty parlors and 
so forth that are replacing drapes 
and window shades with venetian 
blinds. Here is a large and recep- 
tive market. What is more logical, 
after the desk, chair and acces- 
sories have been sold, to suggest 
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venetian blinds? The opportunity 
for “hidden profit” is yours for 
the taking by writing the order 
for venetian blinds, following a 
simple operation of measuring the 
windows. The installation is also 
simple, requiring only a few min- 
utes of time on the part of your 
service or handy man. 


We find this method of selling 
and presentation “clicks,” result- 
ing in a satisfied customer and - 
greater volume with no additional 
sales expense. Not only do we 
encourage, but we insist on this 
style of salesmanship. How diffi- 
cult it is after selling a desk and 
chair, to make a return call, tell- 
ing Mr. Blank you are sorry you 
overlooked the importance of in- 
cluding a desk pad and lamp with 
his new desk. It is easier to sell 
him on the spot and earn the hid- 
den profits when the opportunity 
makes its initial appearance. 


There Is Joy in the Sales Job 


Our salesman enjoy selling office 
furniture. They take a great deal 
of pride in making a layout and 
plan of their prospect’s office, 
showing the advantage and effi- 
ciency that will be gained from 
re-furnishing an obsolete, out-of- 
date office. We have found that 
the “woods” are full of obsolete, 
worn out equipment that needs 
replacement. 


But enough of the discussion of 
hidden profits in combinations- 
with-desk sales. Now let us con- 
sider hidden profits in filing 
equipment, where hidden profits 
are much greater. 


How often have you sent a four- 
drawer letter file into your cus- 


CORRY-JAMESTOWN GOES TO CHI- 
CAGO MUNICIPAL OFFICES.—(Top) 
The Tallman-Robbins Company was re- 
sponsible for the installation of this long 
row of pigeon hole cases containing 
boxes made by the Corry-Jamestown 
Manufacturing Company, Corry, Pa. 
There were 4000 boxes and cases placed 
in the offices of Chicago’s Board of Elec- 
tion Commissioners. Each box contains 
one loose-leaf binder for each voting 
precinct in the city. (Lower) A portion 
of the curtain case equipment made by 
the Corry-Jamestown Company for the 
Crown Office Supply Company, Chi- 
cago, for installation in the office of the 
County Clerk of Cook County, Ill. They 
are for housing permanent registration 
binders for Cook County outside of Chi- 
cago. There are 546 boxes each contain- 
ing a precinct binder while above the 
curtain cases are sliding door units for 
storage of supplies. 


tomer’s offices with a very inex- 
pensive manila alphabetical index 
and a few folders to house his rec- 
ords? I hope that not many are 
guilty of this offense. It sounds 
ridiculous, but nevertheless it hap- 
pens all too often for your profit’s 
sake. 


Sell the File Fully Equipped 


Every time your prospect says, 
“Okay, send me that file,” there 
is a golden opportunity to include 
folders, indexes, miscellaneous 
folders and folder labels. Include 
with your talk promoting the file 
sale, reference to indexing and the 
importance of “finding” as well as 
“filing.” Show your prospect the 
advantages and low cost of a cor- 
rect index, that will grow with his 
business growth. Make an ex- 
planation of the merit and econ- 
omy of metal tab guides, rein- 


a a 
22 e eee ee eee eee 2 


ZeoQEeS BEE BERBER HE BERBER EH 

Te Ree PR Se 2 PP Dee...) 
OSPR RPR RRP RR RRR EEE a 
(eee RRR RRR RRR ERRE FS 
(SP eeee eRe T RSS EERE FS 


Is 


ie at 
pat 


—— wm | 





Si ns nas 





OFFICE APPLIANCES 


forced edge folders, folder labels, 
and how he can transfer inex- 
pensively by using his miscella- 
neous folders as an index in his 
transferred material. Point out 
that his metal tab alphabetical 
guides can be used as a perma- 
nent part of his filing system. 

Remember, the indexing of a 
file is the very “life blood” of that 
file. The reason for the purchase 
is to house, file and find impor- 
tant papers and documents for 
rapid reference. Without an ade- 
quate index, the potential utility 
of the file is greatly impaired. 

And so all along the line, office 
furniture, files and safes are prof- 
itable parts of an office equip- 
ment dealer’s business. They be- 
long in our industry. 

Watch your “hidden profits” on 
every sale and you will increase 
your volume and net profits. 
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GLOBE-WERNICKE OFFERS DEALERS 
a PROFITABLE LINE of BOOKCASES 
FOR OFFICE and HOME 


Increase your sales with these econom- 
ical sectional and solid end bookcases 
noted for their fine quality and de- 
pendable value. They are splendid 
examples of wood craftsmanship 
made in a variety of styles and sizes for 
office or home . . . the finishes harmon- 


NS) Koha Xe Me Wa gel-we ize with other furniture. an ene ae 


case suitable for office or 


Book Shelf Bookcase sales are on the up-grade and home. excellent quality, 


there is a trend away from built-in fur- 
Units niture. People want to be able to re- 
arrange rooms at their pleasure. This 
means more opportunities to sell Globe- 

Wernicke bookcases, book shelving, 

widely used in law 

offices, business libraries, equipment and systems for private or 
aca bea dey at ¥- bate Md at- Bates aat-e public libraries and offices. 





























Book shelving is con- 
Nicbabt-sah Mmr- bale MEN-Yole} alos aabler-JI 


Units im be pares im No other manufacturers offer such a 

gether - eli a complete line of dependable wood and 

of shelving with only one : 
steel business equipment and supplies. 





pair of ends required... ; 

Peer ene Ta iret Write for catalogs, prices and informa- pAmbassader Bookcase 
TICs tion about our proposition to dealers. ons! bookcase ss a fine ex. 
; “grows as ur libr 
Shipped set-up, ready for ae yo ary 


use, with six shelves. 


F. 

if you sell Globe- 
Wernicke bookcases, 
PT bate MB coy at We abt Fahatay 
fo} dh dg GY 05 of -Yo (WE oLolo} ae 
let, “The World's 
Best Books.”’ In our 
pat atopat-VEE-Wehz-saat-s bale, 


this booklet is offered free to 
book lovers by dealers selling Ardmore Bookcase Ardmore Bookcase Ben Franklin Bookcase 








. Solid end bookcase made in Smartly styled to harmonize This solid end bookcase of 
our merchandise. several sizes with choice of with other furniture; shelves modern design has adjustable 
genuine walnut and mahog- adjustable every half inch shelves several sizes at 

any finish a splendid value popular prices. 








Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


. Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
Service and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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Wn casy way To 
SELL = FILES- 


VISIT US AT THE N.S. A. CONVENTION 


You'll get a lot of business-building information when you stop at Room 401 
in the Palmer House at Chicago during the N. S. A. Convention this year. And 
you Il see and inspect representative numbers of the complete, fast-selling A-S-E 
line, at the same time... Don’t miss it... Ask about the A-S-E Convention 


prize offer. 


Balanced Design FILES BREAK SALES RECORDS— 


By featuring the latest development in A-S-E filing equipment, dealers in all parts of the country 
have set new sales records—made their profits go up. National advertising and the quarter 
century of quality manufacturing experience behind A-S-E Aurora files have won a consumer 
acceptance which is putting extra dollars in many dealers’ pocketbooks. 


You, too, can get new customers and sell more to the old ones by featuring the A-S-E line... 





turnover is faster . . . sales are easier to close. 


OUTSTANDING VALUES THAT TURN PROSPECTS INTO CUSTOMERS 


A-S-E Balanced Design Files have eye-catching appearance which stops customers—and sturdy construction, 
convenience and easy operation which assure their complete satisfaction. The exceptional features and construc- 
tion details, model for model, provide outstanding values which have gained wide approval and preference . . . 


preference which means bigger profits for you. 



































The finished job, 


Heavy, six-post frame, Ten-bearing, rust-proofed Case is first-grade furni- h h 
rigid and sway-proof cradles in Suspension ture steel, all-welded. anc - x a 
Grades. operating, durable. 


L-STEEL 


618 
AURORA 
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mike bigger Frofila! 
DESKS a> CABINETS 


5§ Balanced Design FEATURES THAT SELL THEMSELVES 


In A-S-E Balanced Design Filing Equipment, there is no one feature you must sell to cover up 
the defects of other parts. There are 58 features that practically sell themselves. Among them 
are: FULL 28” DEPTH, smooth, durable baked enamel finish in grained wood or flat colors; 
heavy six-post steel frame; smooth drawer operation; 10-bearing cradle, or floating roller—non- 
suspension; positive-acting, side-locking compressor; complete range of sizes and drawer com- 
binations; dust-proof enclosed bottom; solid bronze hardware. The new 72-page catalog con- 


tains complete information: write for it today. 


4 AN A-S-E FILE FOR EVERY NEED AND BUDGET 


Sell the line that meets the requirements of all your customers. There’s a model 





and type of A-S-E Balanced Design File to meet any size, arrangement or price 
requirement; 5000 line (Standard Grade), 7000 line (Commercial-Utility Grade), 


8000 line (Non-suspension Grade) and 1400 line (Junior Non-Suspension Grade). 





A-S-E DESKS AND CABINETS 


The cabinets and desks carrying the famous A-S-E Aurora trade-mark are made of 
highest grade furniture steel . . . built exceptionally strong, durable and attractive to 
last years without showing their age. There is a type for every office need. 





4-S-E storage and wardrobe 
cabinets, two complete lines 
—57 models, meet all needs. 
Master Line cabinets for those 
who want the highest type. 
Popular line for those requir- 





No. 4602 Double Pedestal Flat Top Desk A-S-E Aurora Blueprint Cabinet, ing sturdy cabinets at the 
built in all popular sizes. Linoleum top made in five drawer units, each com- lowest cost. 

cemented to heavy steel plate, bronze beading. plete in itself. May be used alone or 

Roomy drawers slide smoothly and quietly. stacked together, with or without base. 


THESE CATALOGS SHOULD BE IN YOUR FILES 


The new A-S-E F-10, 176, and D-10 catalogs contain information of interest 
to every dealer who wants to increase sales and profits. Mail the coupon today 
and judge the value of these business-building facts for yourself. 
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ARTILITY Zodiform CHAIRS 
MATCH BOTH WOOD AND STEEL DESKS 


Designed to provide comfort and long life, to harmonize perfectly 
with the finest appointments, yet be in keeping with less preten- 
tious surroundings. These smart, modern chairs actually “sell them- 
selves” when customers learn how really comfortable they are. 


VISIT THE ARTILITY 

EXHIBIT AT THE NA- 

TIONAL STATIONERS 

‘/ CONVENTION, PAL- 

MER HOUSE, CHI- 

CAGO, SEPT. 26-29 
BOOTHS: 36-37 


\ 901 MONGER BUILDING 


STYLED RIGHT - - BUILT RIGHT - - PRICED RIGHT 
DEALERS ARE MAKING MONEY WITH ARTILITY 


Write today for our new catalog 


ARTILITY METAL PRODUCTS, Inc. 


ELKHART, INDIANA 


Also a Complete Line of Posture Chairs for Executive and General Office Use. 

















No. 400—Execu- 
tive Chair. With 
Adjustable 
Spring Back. 
Seat height ad- 
justable. Metal 
throughout. 





No. XOR70— 
Bookkeeper's 

hair or for 
Bench Work. 
Seat height and 
back rest adjust- 
able. Swivel 
base with foot 

ring. 





No. 371—Secre- 
tarial Chair—or 
for office ma- 
chine opera- 
tions. Seat 
height and back 
rest adjustable. 
Swivel base. 
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A UNIQUE FLOOR COVERING.—This unusual and interesting linoleum floor covers the 
lobby of the offices of the United Air Lines in the Palmer House, Chicago. The field of the 
floor is hunter green jaspe linoleum. White, ruby, blue, and black linoleum have been 


used effectively in the linosets. 


Floor Coverings That Beautify 


te movement towards beauti- 
fying as well as modernizing 
offices is reflected in the growing 
use of custom floors of linoleum. 
Today, business men are realizing 
that smart up-to-date offices pay 
dividends. Customers like to do 
business in such offices. Stenog- 
raphers and other personnel work 
better and are happier in attrac- 
tive surroundings. 

It is possible today to have 
floors of linoleum that combine 
the advantages of durability and 
ease and economy of maintenance 
with good looks. From the stand- 
point of appearance, floors can 
do much to create the right at- 
mosphere. And business men now- 
adays want floors that fit in with 
the general tone of their business. 
Towards this end, linoleum is 
offered in a wide variety of shades 


By CLARK SAMUEL 


Armstrong Cork Company 
Lancaster, Penna. 


and patterns to cover every usual 
requirement. When the unusual is 
indicated, these problems are 
placed in the hands of experts in 
custom-built linoleum. These men 
cooperate with dealers, architects 
or owners themselves in working 
out and constructing designs out 
of linoleum which may be repro- 
ductions of trade marks or other 
identifying symbols. The plasticity 


of linoleum as a medium to work , 


with, offers possibilities limited 
only by the ingenuity of the de- 
signer. 

The advertising value of these 


custom-built insets is rapidly find- 

ing general acceptance among 

alert merchandisers and business 

men. 

Linoleum “Cushions” Steps and 
-Reduces Noise 

The natural resilience of lino- 
leum actually “cushions” foot- 
steps. This feature of physical 
comfort is especially welcome to 
employes who spend a good part 
of the time on their feet. Scien- 
tific tests have shown that under 
the impact of footsteps or tools, 
linoleum is four to fifty times 
quieter than hard floorings, such 
as hardwood, cement, marble, 
hard tile, etc. 

From the standpoint of sani- 
tation, the fact that linoleum is 
almost the universally accepted 
flooring for hospitals and clinics, 
is evidence of its superiority in 
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this respect. It is not a dust- 
catcher and scientists claim that 
it gives off an invisible odorless 
gas that acts in the same manner 
as disinfectants. 

When properly installed, lino- 
leum will wear well under the 
hardest traffic. If it did not, it 
would not be seen in so many 
business places. Ease and economy 


ls MY opinion an office furniture 
store should be located on the 
ground floor in any city for the 
reason that it is more accessible 
to a prospective customer to drop 
in, as he often hesitates to go up 
steps or an elevator to his des- 
tination. Further it has an ad- 
vertising value which helps to 
build the name of the institution, 
making it easier for the furniture 
salesman to locate his place of 
business in the mind of his pros- 
pect. 

The store front should be of 
modern or present day type in 
appearance so that it will make a 
favorable impression on the pass- 
erby. If an old shabby front is 
used, it will often go unnoticed 
or have a detrimental effect. An 
attractive front with a display 
that will create interest, often 
brings into your store a man who 
is a prospect for equipment even 
though he had not previously been 
thinking of it. 

In setting up a display in your 
store it is suggested that complete 
office showings be made. In other 
words, create a picture that will 
show a prospect what a complete 
new office looks like, as the aver- 
age man is not able to visualize 
the improvement that can be had 
unless it is forcibly brought to his 
attention. 


A Good First Impression Lowers 
Sales Resistance 

When a man enters your store 
it is presumed that he is in the 
market for some type of furnish- 
ings. Hence the impression he re- 
ceives upon entering, if good, will 
lower his resistance and he be- 
comes much easier to sell. Con- 
versely, if the store is medium 
or poor in appearance, a barrier is 





of maintenance are one of the 
most important characteristics of 
linoleum. Daily sweeping and an 
occasional washing are all that is 
required to keep a linoleum floor 
clean and bright. 

Linoleum is definitely not rec- 
ommended as a covering over 
bases of concrete or in exces- 
sively damp places. Use of asphalt 


Store Layout That Invites 
Furniture Customers 


From Display Windows to 

the Stockroom in the Base- 

ment, the Office Furniture 

Establishment Should At- 
tract Trade 


By JAMES D. HEADLEY 
Seattle, Wash. 





MR. HEADLEY 


immediately created, making it 
much harder to sell him. Pos- 
sibly he may go elsewhere to shop 
because of the unfavorable im- 
pression. 

In order to create a good im- 
pression and get the most out of 
your layout it is well to have as 
large a display area as possible. 
This of course depends on the size 
of inventory you carry and the 
selection you wish to offer, in 
keeping with the clientele you 
serve. 











OFFICE APPLIANCES 





tile, which has proven satisfactory 
as a basement flooring or under 
conditions where moisture is pres- 
ent in the subfloor, is recom- 
mended for such installations. In 
offices where special attention is 
paid to creating an atmosphere 
of dignity and quiet, such as law 
offices, cork or rubber tile fills 
most requirements. 





My experience proves beyond a 
doubt that “merchandise well dis- 
played is half sold.” The other 
half of the selling job is governed 
by price condition, credits and 
ability to deliver merchandise 
promptly. The most attractive 
pieces should be shown in the 
front of the store. The desk of 
course is the basis of all furniture 
purchasing and is selected first. 
A desk should be shown with ap- 
propriate chairs and accessories in 
keeping with its quality, and 
should be displayed in suitable 
space as though ready for use. 

After your best pieces are 
shown, grade them to the rear of 
the store according to the inven- 
tory you carry. Thus a good im- 
pression is made on the prospect 
as he enters the store. With this 
arrangement the better pieces are 
seen first, the prospect is less 
likely to buy the cheaper grades, 
unless it is purely a price pur- 
chase. It is human nature for 
everyone to appreciate and have a 
desire for quality merchandise. If 
this idea can be sold it is far more 
profitable for the dealer, even 
though the number of sales he 
makes may be smaller. It may be 
necessary, however, to carry all 
grades of merchandise so that the 
requirements of all buyers can be 
met. 


One Floor Display Room Advisable 


It is my opinion that a furniture 
display should be maintained all 
on one floor if possible, as a cus- 
tomer is then able to make im- 
mediate comparisons, and is not 
allowed to cool off while trailing 
from one floor to another. Time 
is lost, the prospect’s chain of 

(Turn to page 123, please) 



































We Can 


Furnish it 


When you come across an 
order that cannot be filled 
from regular stock items--- 
don’t back away from it. 
Send us the specifications. 
We can make it and the 


price will be right - - - 


The Weis Manufacturing Co. 
Wiis 


Monroe, Michigan 
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No Use Boys 


You’re up against a Y@ Duo Top. The combination of Super- 
tex Manila folding stock and our process of glueing the folded- 
over double top makes it almost impossible to separate the 
two sheets. That’s why Duo Top Filing Folders wear, and wear 
and wear—they’re hard to bend and don’t become dog-eared. 
If a double topped folder dosen’t stay glued, it’s worse than a 
single top. ##- Duo Tops stay glued—give years of service. 





h Are Tough 


Ever try tearing one of our heavy weight, Natural Kraft Duo 

Topped filing folders across the top or tabs? You'll have as 

hard a job doing it as the bull has chewing it. It’s tough for 

both. There’s a strength and sturdiness to the rugged texture 

a of Natural Kraft Duo Tops that convinces one that they have 

Vf ue honest-to-goodness, long-time wearing qualities. They’re made 
to give service and they do it. Ask your dealer for a sample. 

Monroe, Michigan 














Associated Stationers Supply Co. 
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To any Weis plain tab stock number and 
you will get guides with the new CELL-U- 
SEAL protection—the first real improvement 
in indexing guides in many a year. They’re 








‘clicking’ with users. You should be pre- 
pared to furnish them. 
Monroe ff Cle” Michigan 
New York:—54 - 56 Franklin Street 
Chicago Boston 


Adams, Cushing & 





Foster, 








Inc. 
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STORE LAYOUT THAT INVITES 
FURNITURE CUSTOMERS 


(Continued from page 118) 
thought is broken, and often clos- 
ing of a deal is prevented. 

I have not found it practical to 
use the individual display room 
setup. Too often such rooms are 
dark and do not reflect the fresh, 
well kept appearance that they 
are intended to create. Further if 
the pieces so shown do not hap- 
pen to meet the likes or satisfy 
the buyer, then they are of little 
avail. It may be well to have one 
or two such small rooms available, 
however, so that a customer may 
see the room furnished with his 
own selections, enabling him to 
visualize his own office. 

In setting up a display floor of 
office furniture, it should be the 
purpose of the dealer to reflect 
his progress and success, indicat- 
ing that he has experience and 
knows what to offer to the aver- 
age man who is not trained to 
make his own selections. If such 
a confidence can be established it 
makes the prospect feel that he 
can depend on the suggestions 


made. In his mind will be created 
a desire for an appropriate office. 
When you do this you eliminate 
competition and sell the office 
complete rather than a commod- 
ity. 

A thing to guard against in dis- 
plays is the showing of leather 
chairs and davenports whose col- 
ors clash. Also avoid mixing 
grades of equipment and be care- 
ful about crowding in too many 
accessories and other pieces, as 
this will tend to create a rather 
mixed atmosphere and confuse a 
customer attempting to make a 
choice. A good idea is to display 
each group separately and if nec- 
essary show in addition pieces 
which could be used with it either 
above or below the grade as the 
prospect’s requirements may ne- 
cessitate. 

When a prospect enters your 
store he should be_ greeted 
promptly with a welcome by a 
salesman. Every effort should be 
made to give him the attention 
that he expects in being shown 
your merchandise. The most im- 
portant move on the part of the 





123 





salesman is to perceive the re- 
action of the customer to the store 
and the merchandise shown be- 
fore undertaking to tell him all 
about certain pieces. If you have 
a fair idea of what he has in 
mind then show him something 
just a little better, at first, drop- 
ping down to other grades if he 
does not react favorably to the 
first suggestion. Some men like 
to make their own selection; oth- 
ers like to have suggestions, and 
another group likes to be told 
what they should have to meet 
their requirements. 

It is practical and profitable to 
have your warehouse and work- 
shop in the basement or in close 
proximity to the store. Frequently 
an additional piece is required for 
showing which could immediately 
be brought in or the customer 
taken to the warehouse if near at 
hand. By locating the department 
for reconditioned furniture in the 
warehouse, the prospect may be 
shown certain pieces that would 
fit into an ensemble of new equip- 
ment and be of assistance in 
reaching a price level. 





KANSAS CITY MAYOR GOES TO MARBLE FOR CHAIRS.—Shown in the picture 
is the office of the mayor of Kansas City, Mo., which was recently outfitted by the 
Robert Keith Furniture & Carpet Company, also of Kansas City. In the city’s 
chief executive's office are shown but a few of the chairs which were installed 
by the B. L. Marble Chair Company, Bedford, Ohio. The entire order forwarded 
to the Marble organization by its dealer, the Keith company, included a large 
quantity of best grade upholstered designs in addition to all-wood chairs for gen- 
eral office use. Leather in the upholstered chairs was furnished by the Lackawanna 


CATALOGUE FOLDERS REVEAL 
NEW LEOPOLD OFFERINGS 
Recently The Leopold Company, 

Burlington, Ia., issued a series of 

catalogue folders specializing in 

various divisions of office furni- 
ture. For example, one portrays 
and describes numerous types of 





Leather Company. 


directors’ tables and occasional 
tables, covering an inclusive group 
in sizes and styles and a varied 
price range. 

Another folder shows a group 
of recently developed “Compact 
Business Desks,” which include 





eighteen to twenty patterns in flat 
tops and typewriter desks. 


The new streamline in both the 
junior and senior groups is the 
subject of another elaborate and 
comprehensive folder. Some forty 
patterns are pictured in various 
sizes, designs and woods. 
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FOUR RECENT INSTALLATIONS WHICH SPELL BUSINESS STIMULATION 


Top: Portion of the general offices of Hall Brothers, greeting card 
manufacturers of Kansas City, Mo. A feature of this large room is 
a uniform installation of chairs made by the Cramer Safe & Office 
Equipment Company, 1417 McGee street, Kansas City. These chairs 
are of the Cramer “Air-Flow” variety and, with the exception of the 
executive offices were standard equipment throughout the Hall 
plant. (Left center) A section of the Hall factory devoted to the 
spray painting of greeting cards. The unusual chair design, created 
by the Cramer engineers, was adopted to make easy the operation 
of a foot pedal each girl must use in her work. (Right center) The 


Paul F. Clark agency of the John Hancock Mutual Life. in Boston 
was recently equipped throughout with furniture supplied by the 
Boston branch of Remington Rand, Inc. All desks were equipped 
with Polaroid desk lamps to match the handsome ensemble. 
Inter-office communication, air-conditioned and _ built-in wall 
closets are other features of this modern business establishment. 
(Circle) A few of the fine chairs of the Milwaukee Chair Company, 
Milwaukee, Wis., recently installed in the Winnebago (Wis.) 
county courthouse through Brand & Sons Company, Oshkosh, Wis. 
The quiet and refined lines of the chairs are in perfect harmony 
with the dignity of the entire courtroom. 
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Office Furniture Advertising 


in Metropolitan Newspapers 


3 =e furniture retailing in a 
large city such as New York pre- 
ents advertising problems which 
must be carefully studied to avoid 
useless expenditures of money in 
advertising media of little or no 
value. The problem of contacting 
and retaining old customers is 
separate and distinct from the ac- 
quisition of new ones; and in the 
latter, the elements of personal 
acquaintance and social gather- 
ings are not very effective in a 
city containing a million or more 
potential buyers of office furni- 
ture. 

Newspaper, magazine, poster 
and direct mail advertising are 
the most effective and practical 
methods of bringing the store and 
the merchandise to the consum- 
er’s attention. Each method is a 
field in itself, and this article will 
be concerned with the value of 
the newspaper display and classi- 
fied columns, including an esti- 
mate of the type of newspaper 
which will best accommodate the 
aims of the advertiser. 

Office furniture is a staple item, 
and in most instances the con- 
sumer will not buy unless there is 
a definite need present. Of course, 
the prosperous professional man 
may be appealed to on the basis 
of “keeping up a good front,” or 
“making the office as beautiful 
as the home’—and a fairly suc- 
cessful appeal it may be—but the 
average business or business man 
buys either to replace obsolete 
equipment, to furnish a new of- 
fice, or to meet the needs of ex- 
pansion. 


Specific Appeal Most Effective 


Experience has shown that the 
effective advertisement is one 
which has a specific appeal to the 
man in need of specific equip- 
ment. To elaborate—a general or 
“institutional” type of display ad- 
vertisement is wasted on that part 
of the market which needs no 
equipment at the time (although 
it does help in establishing a men- 
tal association between the firm 
name and office furniture gener- 
ally). Moreover, the “institutional” 
advertisement has not the same 
effect on the person who is out 
in the market looking for equip- 


Productive Publicity Peri- 
ods—Relative Values of 
Display and Classified 
Space—Results of Special 
Campaign Outlined 


By SEYMOUR L. NATHAN 


Chas. S. Nathan, Inc., 
New York, N. Y. 


ment, as the advertisement which 
refers to a specific article or group 
of articles. Well-priced merchan- 
dise, or particular and uniquely 
valuable items are better adver- 
tising themes in a customer-pull- 
ing sense—yet they can appeal, by 
their very nature, only to the 
buyer with an immediate need. 
From this line of reasoning, it 
follows that the least advantage- 
ous time to advertise is in the 
slack season. In other words, 
when business is good, advertising 
can produce tremendous results. 
When business is slow in the com- 
munity, advertising cannot force 
sales. Therefore it is advisable to 
cut the advertising appropriation 
in the slack season, usually the 








Dear Customer: 


In order to keep our prices as low 
as possible by eliminating useless 
expense in advertising, may we ask 
through which medium we have the 
pleasure of serving you. 


Please check 


] Recommended [) N. Y. Times 

] Old Customer ] N. Y. Telegram 

| Transient ] N. Y. Post 

Circul ] Journal American 

baits are | Herald Tribune 

| Mowspaper CN. ¥. Law Journal 
Cassilied | N. Y. Medical 

[) N. Y¥. Telephone Week 

Red Book ) N. Y. Physician 





Thank you. We appreciate your 
co-operation. 


CHAS. S. NATHAN, Inc. 














QUESTIONNAIRE CARD 


summer months. On the other 
hand, this should not be a hard 
and fast rule. Circumstances may 
cause a complete about face. Given 
an exceptional advertising fact, 
such as a special purchase of mer- 
chandise bearing a dealer’s or 
manufacturer’s name well-known 
in the community, or a large num- 
ber of similar articles at an un- 
usually low price, sales may be 
forced by considerable advertis- 
ing even in normally slack times. 


Special Campaign Gets Results 


A good example of this situation 
is the purchase by Chas. S. Na- 
than, Inc., of the assets of the 
long-established Hale Desk Com- 
pany of New York at a bankruptcy 
sale late in the summer of 1936. 
Immediately upon the consumma- 
tion of the purchase, a vigorous 
campaign of display advertising 
was instituted, emphasizing the 
name of the Hale Desk Company 
and the quantity and quality of 
the merchandise which was being 
sold at extremely low prices. Au- 
gust and September advertising in 
ordinary years had always been 
maintained at low levels—in fact, 
in years of poor business, display 
advertising in the four summer 
months of June, July, August and 
September had often been elimi- 
nated altogether. Here, in 1936, 
was the exceptional situation out- 
lined above—a special purchase 
of merchandise from a dealer with 
a name well-known in the com- 
munity. The result in sales is 
easily seen on the graph. (See 
Graph No. 1) August and Septem- 
ber sales, carried upward by a 
volume of display advertising ex- 
ceeding any previous monthly ap- 
propriation, reached a_ point 
higher than any similar period in 
the preceding ten years. That the 
rise in sales was due to the adver- 
tising can hardly be doubted as 
the great majority of customers 
specifically asked to see, and actu- 
ally purchased Hale merchandise. 

As a corollary, it is worthy of 
note that a strong business re- 
vival in all lines followed a few 
months after this, and the in- 
creased display advertising was 
carried on for the first four 

(Turn to page 133, please) 
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Pecu once in a blue moon a really new idea in 
office equipment pops up and instantly it becomes the talk of the trade. 












Such an innovation is the Art Metal Speed-File. It does to filing what 
Howard Hughes did to round-the-world flying records. ‘ 


It's the exclusive ‘‘Auto-Tilt Compression”’ feature that does the trick. 
It keeps the contents tight and compact when the drawer is closed; yet the 














minute it is opened the pressure is off, the folders and papers tilt rearward pes 
automatically and any letter can be spotted and removed quick as a flash. eT opetas ai 


glance where a letter is to be found 


Because everything else about the file is standard, because there or filed. 


are no springs to lose tension and wear out, because it doesn’t upset filing 
routine or method but instead speeds things up and saves filing space, you can 
readily convince and sell any open-minded executive. 

Be the first in your community to tell prospects about this revolution- 
ary new filing development. Your territory may still be open—but it won't 
remain so very long. Write our Agency Division today! 


ART METAL CONSTRUCTION COMPANY 


Jamestown, New York 






FILE With effortless ease, papers 
are filed or removed in the vertical 
opening created at the bottom of the 
file as well as the top. 





Art Natal 


Jamestown, New York 
U.S.A. 














CLOSE Then asthe drawer closes, 
_ the “Auto-Tilt Compressor” snaps 
into action holding entire contents 
_ fully compressed. 


— sides in above es 
tions cut away to show action 

































No. 301 
plain oak 


Office Chairs of POPULAR 
QUALITY AND PRICE 


A live, salesmaking line! 


For more business, add this line of good chairs to your office furniture display. 
The three numbers shown are representative in utility, appearance, economy 
and comfort of the many designs we produce and have ready for prompt 
shipment. 

Available here are all the styles in general use today including the Bank of 
England and turned leg styles—made of walnut, quartered and plain oak, and 
birch—beautifully finished. Our better grade swivel chairs are fitted with rubber 
cushion irons instead of steel spring irons if desired, and on order the rubber 
cushion iron is furnished on the other grades at small additional cost. 


School Seating, too! 

Sturdily built to withstand hard usage—tablet arm chairs with book boxes, 
teachers and kindergarten chairs, stools, etc., in quartered and plain oak, fin- 
ished dark, light or American school brown. Take advantage of every oppor- 
tunity for school seating sales with these good values. 


The New JSCo Catalog! 
—Illustrates sixty live numbers including office, school and juvenile chairs and 
stools—every one a selling opportunity for your office furniture department. 


If you are not on our mailing list, write for your copy. 


ASPER SEATING CO. 


INDIANA 


JASPER 


CHICAGO: L. H. Farber, 529 So. Wabash 
Ave. Phone WEBster 3217 





No. 980 
walnut, quartered 
oak or birch 
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No. 352 


hardwood 


. Come to the Stationers 
Convention, Palmer House, Chicago, 
September 26-29 


We'll be seein’ you. 
W. J. GOSMAN 
LOUIS H. FARBER 
E. J. (GENE) MITCHELL 
R. W. YOUNG 





NEW YORK: Office Furniture 


Warehouse Co., 573 Broadway 
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Illustrated on this page are a few of the reasons why the “ ¥Y and E” 
Steel Suspension Desk leads the field. It is the desk that has everything 
—looks, working efficiency and personal convenience—63 models meet 
every office need. 


We invite you to see this desk for yourself at booths Nos. 60, 61 and 
62 at the National Stationers Convention in Chicago, Sept. 26-29. The 
“Y and E”’ Steel Suspension desk is but one of the many outstanding 
profit opportunities that make the ‘’Y and E” Franchise so eagerly 
sought. Come and convince yourself. 





1. Seventy-six ’“Y and E”’ 
Steel Suspension Desks at 
Fidelity Investment Assn., 
Wheeling, W. Va., finished 
in the brilliant New “’Y and 
E’’ 640 Gray. 

2. New ‘’Y¥ and E” Dictat- 
ing Machine Desk—acon- 
venience for executives. 
3. 25,’; inches of leg room 
adds to users comfort. 

4. Allbody corners grace- 
fully rounded; no discom- 
fort from striking edges. 
5. Rounded top and ped- 
estal corners add both to 


looks and convenience. 
MFc6.©. <« 


YAWMAN 4"? FRBE 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y. 
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No. 883 


WELCOME — National Stationers — 


Visit our Display of Jasper Chair 
Company Chairs at the National 
Convention—Palmer House— 
Chicago, September 26-29 
— Space No. 84 


Just as the wise craftsman buys the best tools, so 
do business men respond to the appeal of quality 
in office chairs. When you satisfy their yen for 
quality, you win the first and most important 
decision involved in the sale. Jasper Chair Co. 
office chairs have a record of over fifteen years 
among the trade for substantial construction and 
restful comfort. 


Style preference must always be accorded every 
possible consideration in selling chairs. Your cus- 
tomer expects to use his purchase many years. . 
to look at it almost every morning and to have his 
visitors associate it with his personality. The 
present Jasper Chair Co. line offers unusually wide 
variety of design. Careful consideration of local 
style trends enables you to order from this line 
and equip your showroom to give a good idea of 
practically any design that may be inquired for. 


APPLIANCES 
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Piss more sales of office furniture, start in the 
president's office. You will find a worthwhile 
number of No. | executives in your territory who 
would look and feel better, and work more effi- 
ciently with Jasper Chair Co. leather upholstered 
chairs. A profitable sale in itself, the installation is 
where the chief can observe the effect on himself, 
his visitors and close associates. It is likely to 
start a train of thought that will bring you carloads 


of extra business. 





> the Jasper Chair Co. No. 25 catalog recently issued! It shows 
you an up-to-date, comely and interesting array of leather uphol- 
stered chairs mostly of solid American walnut, and a good variety 
in birch—also all-wood chairs in many styles, each available with 
either square tapered or turned posts. Tablet and jury chairs are 
also shown and a handsome group of luxuriously upholstered 
posture chair’s for secretaries and stenographers. Check up now. Make 
sure that your office furniture department has the No. 25 catalog. 


JASPER CHAIR COMPANY 
JASPER INDIANA 





No. 880 


Representatives: 


Geo. A. Litchfield, Sales Mer. 
R. J. Freeman, (Eastern) 
505 Fifth Ave., New York 


EK. W. Thomas, (Southwest) 
Box 3493 Peninsula Station 
Daytona Beach, Fla. 







James 8. Fowls, (Southern) 
3414 Euclid Heights Blvd. 
Cleveland, Ohio 


S. H. MacDonald, (West) 
521 Lloyd Bldg., Seattle, Wash. 


The Home of W. H. Brown, (Chicago-Midwest) 


6708 Glenwood Ave., Chicago 


"The Right Chair at the Right Price” (Phone ROGers Park 3644) 
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Sales Are Easier with 
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APA Oe RE RIND 


“Nothing Succeeds Like Success’—a trite saying, but Steelcase is a good example. 
The Steelcase line of hundreds of desks, filing cabinets, sectional filing units, storage 
equipment, counters, waste baskets, etc. has enjoyed an outstanding success for many 
years. Steelcase means extra sales in any dealer’s place because Steelcase means that 
the line is complete, attractive, efficient and priced right. Every service and price 
requirement is met in the Steelcase line. Shall we send you the Steelcase “success 
story” for dealers today? 










' e Bigger Value 
e Better Styling 


e Greater Efficiency 
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METAL OFFICE FURNITURE COMPANY 
Grand Rapids, Michigan 
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OFFICE FURNITURE 
ADVERTISING 


( Continued from page 126) 


months of 1937, during which 
period both sales and advertising 
appropriations reached heights 
well beyond any other period since 
1928. Taking into consideration 
the fact that the unit of sales in 
the graph is one hundred times 
the unit of advertising expendi- 
tures, it can readily be seen that 
the advertising was profitable. 
(See Graph Ng 2.) 


Timing the Advertisements 


The last factor in this phase of 
the advertising problem, is that of 
knowing when to press the display 
advertising campaign, and when 
to abandon this more expensive 
method of getting business. To a 
large extent it is a matter of trial 
and error. Of course, as mentioned 
before, a certain part of the year 
(the summer) can be counted on 
as a slow season. But business 
(not stock market) recessions and 
revivals should and can be antici- 
pated with a fair degree of ac- 
curacy. By following market 
trends, and observing consistent 
bursts of activity in the actual re- 
tail trade in the advertiser’s own 
store, a reasonably good indica- 
tion of whether or not to get on 
the advertising bandwagon may 
be obtained. 

Another related problem beset- 
ting the retail office furniture ad- 
vertiser concerns itself with the 
type of newspaper to utilize, and 
the comparative advantages of 
the display and classified columns. 
Much helpful information along 
this line was obtained in an ex- 
periment practiced on the cus- 
tomers patronizing the Nathan 
establishment in the Spring of 
1938. During a period of forty 
working days, classified advertise- 
ments were inserted daily in every 
major newspaper in New York 
City, and there was at least one 
display advertisement each day in 
one or the other of these news- 
papers. In order to determine the 
effect of this advertising, cards 
were printed (see illustration) and 
distributed to the salesmen, who 
were instructed to show one to 
each customer, to check the me- 
dium through which he or she 
came to purchase. When the re- 
sults of this inquiry were tab- 
ulated, several interesting facts 
appeared. 

The major “upset” was in the 
Classified department. Less than 
three per cent of the responses in- 
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dicated that the customer had 
been “pulled” into the store by 
the appeal of the classified ad- 
vertisement, this in spite of the 
fact that, during the period the 
Nathan advertisement appeared 
as the largest and leading one in 
all the Office Furniture classified 
columns in all the leading New 
York City newspapers. On further 
analysis, it was seen that those 
customers who put themselves in 
the “old customer” or “recom- 
mended” class constituted a clear 
majority. Returning to the news- 
paper problem, it was found that 
almost ten per cent of the replies 
were returns from newspaper dis- 
play advertisements; and more 
important, six of this ten per cent 
was from one newspaper alone! 
During the forty days under ob- 
servation, that same newspaper 
had received just three average 
sized display advertisements. As 
a whole, this was a clear indica- 
tion of the greater efficacy of dis- 
play advertising over the classi- 
fied, in the matter of volume of 
response; and incidentally, it dis- 
played the long range power of 
advertising in a high class, re- 
spected newspaper, which, al- 
though it may have an extremely 
high line rate, justifies its price 
by its results. Not only does this 
type of newspaper carry a greater 
volume response to its display ad- 
vertisements, but the quality of 
the customers attracted is such 
that they are good customers, and 
bring in a greater comparative 
amount of profitable orders. 


Bargain Hunters Respond to 
Classified Advertising 


It is a noticeable phenomenon 
that those answering classified ad- 
vertisements enter the store with 
that day’s classified column in 
their hands. They are essentially 
the bargain shoppers. While they 
are not undesirable customers, or- 
ders received from them are not 
as profitable as those from the 
one who is eager to get good look- 
ing, high quality furniture into his 
office. Conservative display ad- 
vertising in quality newspapers 
creates an impression of dependa- 
bility, which is the prime quali- 
fication needed to attract the 
latter type of retail trade. Such 
advertising persuades the reader 
to patronize the advertiser only, 
and if the merchandise offered 
corresponds in quality and price 
with the details of the advertise- 
ment, good will and profits almost 
necessarily result. 














AAAI 





THE NEW NO. 2260-IB DESK OF THE CENTRAL DESK MANUFACTUR- 

ING COMPANY, CHICAGO, ILL.—Equipped with the “Island” base which 

provides an attractive appearance and modernistic lines, the desk is fin- 

ished in walnut and measures sixty by thirty-four inches. Handsome pulls 

and easy-moving drawers are but two special features embodied in the 
new number. 





ST. JOHNS NEW NO. 20 TABLE.—Introduced for the first time is this 
No. 20 table manufactured by the St. Johns Table Company, Cadillac, 
Mich., for the stationery and office furniture trade. It is of solid Northern 
Michigan maple finished in walnut or mahogany available in the follow- 
ing dimensions: 24 x 36”, 30 x 48”, 32 x 60” and 34 x 72”. Three and 
four-foot lengths have one drawer and the five and six-foot two drawers. 
Top is banded to show a 1!/,” edge and corners and legs are rounded. 
Pulls are chromium plated, adding to the attractiveness of the table which 
is designed throughout to make it a fitting companion piece to any office 
suite. 





THE LATEST OFFERING OF THE BENTSON MANUFACTURING COM- 
PANY, AURORA, ILL.—This is one of the Standard line of steel desks 
and tables in which there are twenty-seven standard sizes and arrange- 
ments. The desk is newly designed with attractively rounded corners 
and leg edges. Manufactured under the latest methods of construction, 
design and finish, the Bentson line, with its diversity of styles and 
arrangements, can be used to correctly and tastefully furnish any type 
of business office. 


New Pieces 





INVINCIBLE METAL’S LATEST FILE OFFERING. 
—Designed to meet practically every filing need 
is this new “E” Label Jr., non-suspension file of 
the Invincible Metal Furniture Company, Mani- 
towoc, Wis. Constructed of heavy gauge steel 
with all joints electrically welded, the file is built 
in letter and legal size and is available with a 
general automatic lock. It is the standard height 
of fifty-two inches with large, smooth-running 
drawers and a new type of track to hold 
drawers tightly closed. All hardware is attached 
with concealed fastenings. Cases are finished in 
baked-on lustrous olive green enamel, walnut or 
mahogany grain. The file is a member of In- 
vincible’s No. 1274 line. 
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MARBLE & SHATTUCK’S NEW POSTURE CHAIR. 
—This is the No. 5350!/,—XSL posture chair of 
the Marble & Shattuck Chair Company, Cleve- 
land, Ohio. The seat is of soft spring construction 
with spring front edge and comfortable posture 
shaped back. It is equipped with individual 
tension control for tilt of seat and tilt of back. 
The rubber scuff plate noted on the base is an 
exclusive M. & S. feature. If desired the seat can 
be furnished with Mishawaka’s Latex foam rub- 
ber seat cushion and the leather perforated for 
ventilation. 
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REPLETE WITH NEW FEATURES IS THIS 
LATEST PRODUCT OF THE NEW INDIANA 
CHAIR COMPANY, JASPER, IND.—Intro- 
ducing the No. 2001 executive type swivel 
chair which is one of the company’s 2000 
line of office chairs. The seat is 22!/, x 
21'4 inches, between arms, 19!/, inches, 
and height of back 20!/, inches. Like all 
numbers of this line, the No. 2001 is equip- 
ped with the Flotilt chair control. The chair 
of a hardwood frame with extra heavy 
corner blocks glued and screwed to corners. 
A comfortable spring seat is attached to 
steel bars secured to the chair frame. A 
select grade of cotton and moss is used in 
building of seats and backs. 


“ISLAND AIRE,” LATEST OFFERING OF THE IMPERIAL DESK COMPANY. 





—Announcement of the new “Island Aire,” a moderately priced, stream- 
lined, island base group in genuine walnut was made recently by Gilbert 
H. Bosse, president of the Imperial Desk Company, Evansville, Ind. The 
new group is built entirely of wood, with 5-ply tops and heavy %4 inch 
panels of beautifully figured walnut and drawer fronts of center-matched 
butt walnut. Wide satin finish chromium drawer pulls permit the drawers 
to be opened easily from any point. The “island” bases are made of 
heavy walnut, rabbitted at the bottom to receive a 3-inch protective strip 
of black composition. The waterproof, resilient strip of black composition 
prevents scratching and marring with mops, brooms and vacuum cleaners. 
The “Island-Aire” group will include five matched pieces, a 60-inch flat 


top desk, a 66- 
inch flat top 
desk, two  ta- 
bles and a ped- 
estal typewriter 
desk. Complete 
information on 
the new series 
will be avail- 
able for dealers 
early in Octo- 
ber. 


AT RIGHT—TWO NEW PRODUCTS OF THE ART METAL CON- 
STRUCTION COMPANY.—(Left) The Art Metal Recordak film file 
which as the name implies was designed and built as a capa- 


cious storage and indexing cabinet for films. 


(Right) the Art 


Metal tabulating file, a 24-inch drawer case providing 639 lineal 
filing inches. This new cabinet has a positive finger touch 
control compressor. Single drawers are instantly removed and 
reinstated in the case due to the specially-designed suspension. 


MEILINK INTRODUCES THE IN- 
SULATED STEEL FILE AND THE 
HOME SAFE DEPOSIT BOX.—At 
left is shown the steel file of the 
Meilink Steel Safe Company, 
Toledo, Ohio, in single and dou- 
ble units. The files are furnace 
tested and bear the S.M.N.A. 
One Hour label. They are de- 
signed in a manner that makes 
stacking possible. The home safe 
deposit box meets the demand 
for protection of important pa- 
pers and documents in the 
home. Like the files, the box 
offers the well-known One Hour 
fire protection and carries the 
Safe Manufacturers National As- 
sociation label of certification. 
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MODERN OR CLASSIC —MAHOGANY SERVES THE FURNITURE DESIGNER 


At the left is a private office of the Luminator Company, showing a modern desk in bleached mahogany. 

J. F. Eppenstein, architect, designed the desk. At the right is a Chippendale Office desk of mahogany with 

“Old World” finish. The Chippendale desk is manufactured by the Standard Furniture Company, Herkimer, 
N. Y., and is a number of an executive group. The slats of the venetian blinds are also in mahogany. 


Mahogany Trends in Office Furniture 


Tue TWO rather opposite trends 
in household furniture are slowly 
becoming manifest in the field of 
executive office furniture. During 
the past several years we have 
seen an unusual situation in the 
furniture industry. There has 
been an outstanding tendency 
toward traditional furniture. Man- 
ufacturers have searched the col- 
lections and museums for suitable 
pieces for reproduction on a com- 
mercial scale. Generally speaking, 
these pieces have been both of 
English and American origin and 
largely of 18th century period. 


Beginning with Early Georgian 
and including Chippendale, Hep- 
plewhite, Adam, and Sheraton of 
the English designers and their 
contemporaries or followers in 
America such as Duncan Phyfe, 
McIntire, Savery, and Randolph, 
contemporary designers have 
picked the best from these mas- 
ters. Not only have the fine, but 
generally more simple, pieces been 
selected for reproduction, but de- 
signers of skill have also created 
new pieces in the mode of the old 
designers. Many of the finest of 
the present groups of 18th century 
styles are as fresh as though they 
had been new productions by the 


Traditional Styles of the 
18th Century in Vogue 
With Modern Designs. Fin- 
Greatly 


ishes Improved 


By GEORGE N. LAMB 


Secretary, 
Mahogany Association, Inc. 


old masters, instead of being a 
contribution to the realm of good 
design by a William Millington, 
Dexter Spaulding, William Hoff- 
mann, or Henry Koster. 


Traditional and Modern Designs 
Share Popularity 


Parallel to this strong develop- 
ment of 18th century furniture in 
mahogany has also been the 
growth and establishment of con- 
temporary design generally called 
“Modern,” for the want of a bet- 
ter name. 

In traditional furniture we have 
something to go by. Consensus of 
opinion of people of discriminat- 


ing taste has sifted out the good 
from the bad. The bad, and there 
was plenty of it, has been dis- 
carded and only the fine pieces, 
and those adapted to our present 
way of living are reproduced. In 
Modern, the story has not been 
written. We have no standards 
that are generally accepted. Each 
Modern designer is more or less a 
law unto himself. 

Generally speaking, however, we 
can say that Modern is functional 
and without ornament, except as 
beautiful matched veneers give 
beauty to plain surfaces. Struc- 
turally Modern is streamlined. It 
tends to have the frame work in- 
ternal and out of sight; carving 
has disappeared, or, if present, is 
subdued and omits the classical 
forms. Horizontal lines predomi- 
nate. Hardware on furniture is in 
bright metal or gives way to vari- 
ous plastics of unusual shapes. In 
order to conserve space, the leg 
disappears entirely or is reduced 
to a curled or stepped off blob. 

Perhaps streamlining has been 
overdone. It does make a pleasing 
note, but after all, furniture is 
static and the lines of the air- 
plane, automobile or streamliner 
train are useful only as they may 
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give beauty or convenience to the 
shape of a piece of furniture. 

This discussion of style trends 
in household furniture is neces- 
sary in order to fully understand 
the style trends in office furniture. 
As much as we hate to Say it, of- 
fice furniture follows but does not 
create styles. Office furniture has 
lagged far behind household fur- 
niture. The reason for this is that 
the field for design is limited. The 
desk, the chair, the bookcase, the 
table are the usual pieces in the 
private office. Furthermore, the 
famous 18th century cabinetmak- 
ers did not go in for office furni- 
ture as we know it today. Desks 
were more the library type to go 
into the home rather than the 
office. A few years ago it was 
hardly possible to find first class 
18th century office furniture in 
mahogany. Today it is quite com- 
mon and the demand is increas- 
ing. 

Not only have designs improved 
in the field of office furniture but 
the finishes, again following the 
trend in home furniture, have 
been greatly improved. Not so 
many years ago, in home furni- 
ture, as well as office furniture, 
mahogany finishes were so dark 
that they virtually masked the 
figure and beauty of the wood. 
The deep red stain became almost 
universal. This made an ideal sit- 
uation for the introduction of 
substitute woods, as the deep stain 
made it difficult to tell what kind 
of wood was used. 


18th Century Finishes Improved 


When the revival of 18th Cen- 
tury styles in mahogany came in 
household furniture, the manu- 
facturers broke away from the 
old finishes that had persisted 
Since Victorian days and had 
gradually grown worse. They 
went back to the earlier 18th Cen- 
tury finishes, using a combination 
of old and modern methods and 
modern materials. The result 
was a close approximation of the 
rich sherry or amber color, with 
the lights and shadows, seen on 
old mahogany pieces that have 
acquired their color through long 
exposure to light and air. 

Mahogany is one of the few 
woods that naturally darkens 
with the passing of time. Most 
people are amazed when they see 
a freshly cut piece of mahogany 
because it is so light in color. 

The strong bleaches that devel- 
oped because of the demand for 
“blonde” wood for modern de- 
signs, also had an important in- 








fluence on standard finishes. For- 
merly it was necessary to stain 
to get uniformity in the color of 
a piece of furniture. Today darker 
wood can be bleached to bring 
it to the color of the lightest 
wood in the piece of furniture. 
Thus if, for instance, crotch ma- 
hogany tops or fronts are used, 
such surfaces may be partially 
bleached to match the lighter 
color of plain straight grained 
wood used in connection with the 
crotches. The bleach makes pos- 
Sible, not only a color many 
shades lighter, but it also permits 
the golden undertones and a wide 
range of the browns and red- 
browns that so often are the 
natural color of old pieces of ma- 
hogany. The best of the current 
finishes on mahogany closely ap- 
proximate the best in old pieces 
and is far better than on many 
an old piece that has been over 
stained. 


Intermediate Colors in Vogue for 
Mahogany Pieces 

In furniture of contemporary 
design, aS we have mentioned, 
light woods at first prevailed and 
even today, although the “blonde’”’ 
has slipped, the lighter, intermedi- 
ate colors are much in vogue. 
These are warm and livable and 
bid fair to remain as a perma- 
nent contribution to good finishes. 
These “natural” finishes, be they 
called “wheat,” “harvest,” “am- 


A DIRECTORS’ ROOM IN THE MODERN MANNER 
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ber,” “sand,” “sherry,” “honey” or 
a score of other names, all owe 
their being to partial bleaching or 
to full bleaching followed by the 
sparing addition of color of the 
character desired. 


Generally speaking, the lighter 
finishes are most common on 
modern designs but the inter- 
mediate finishes are also used on 
furniture of traditional designs, 
and this use is on the increase. 


Wood has lost ground to other 
materials in office furniture in 
spite of many natural advantages 
that wood enjoys. In execu- 
tive office furniture alone, does 
wood continue to make a 
strong showing. Better styling 
and the fuller use of the better 
finishes are the two most fruitful 
means of maintaining the as- 
cendancy of wood furniture in the 
office of the executive who has 
discovered that the homelike at- 
mosphere of a well appointed 
office is soothing and restful. Such 
quarters reduce the strain of to- 
day’s uncertainties and hectic 
struggles. Not only that, but it 
creates an atmosphere that tends 
to soften the mood of the visitor, 
customer or client. He may only 
vaguely sense the discriminating 
judgment back of the office 
furnishings, but even _ so, this 
psychological effect is an addi- 
tional and worthwhile business 
asset. 








A splendid example of modern design in a directors’ table with a combination of 
bleached mahogany and standard finish on the table and a bleached finish on 
the directors’ room of the Liberty Mutual Insurance Company, Boston, Mass. (The 
photo is presented through the courtesy of the Stow-Davis Furniture Company, 


Grand Rapids, Mich.) 














Layout Suggestions for the 
Office Furniture Store 


| first requisite of a successful 
office furniture store or depart- 
ment in a store is to use the best 
equipment in the lines represented 
in the offices of the department. 
Too often we carry out the old 
adage of the shoemaker and his 
children. 

Space for the office furniture 
department is not as essential as 
an artistic display of those items 
properly displayed on the floor or 
window. It is the opinion of the 
writer that if the dealer is selling 
both wood and steel office equip- 
ment, there should be a distinct 
division between the two displays. 
Because the average individual 
lacks knowledge regarding office 
furniture each set-up should be 
grouped or classified as to price. 
Better grades should be located 
on the floor where they can be 
most easily shown or attract the 
most attention. 


Value of Model Offices 


Model offices are by far the best 
selling medium of office furniture. 
Should a salesman have a definite 
prospect on any one certain num- 
ber in the line it can be more 
easily sold if the set-up is com- 
plete in a model office with lamps, 
desks, accessories, chairs, etc. This 
not only assists greatly the sale 
of the desks, but many times the 
accessories, such as chairs, waste 
baskets, etc., far excel the price of 
the desk. In setting up a model 
office it is possible to show two 
or more complete offices, giving 
the customer an alternate in 


MARBLE & SHATTUCK CHAIRS CREATE 
DIGNIFIED ROOM.—This installation re- 
cently made in the Morris Plan bank, 
New York, N. Y., was the work of 
Macey-Fowler, Inc., New York Marble 
& Shattuck Chair Company dealers. 


By EDGAR BROAD 


Furniture Division Manager, Indus- 
trial Printing & Stationery Com- 
pany, Los Angeles, Calif. 





EDGAR BROAD 


something a little better and a 
little more expensive. A model 


office should be located on the 
furniture floor and have at least 
three sides properly decorated. 


If the store or department does 
not have good natural light, it 
should be properly illuminated by 
electricity. Eye appeal is a great 
factor in selling. It cannot be 
capitalized upon when lighting is 
inadequate. 

The window is a silent sales- 
man. Furniture of all kinds, even 
the large pieces lend themselves 
to window display. Night lighting 
in the window is most effective. 

The desks on the sales floor 
should be equipped with lamps, 
blotter pads, etc. Appropriate 
chairs should accompany each 
desk; if a secretarial desk, a pos- 
ture chair should be used; if a 
flat top an arm rotary should be 
used with the accessory straight 
chairs accompanying. An exten- 
Sive display of files can be artisti- 
cally arranged along the walls, 
serving as a harmonious back- 
ground for the pieces shown in 
the center of the display floor. 
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Presenting America's Smartest Desk 


panion pieces, Corry-Jamestown offers a 

new conception of modern office equip- 
ment. Traditional ideas have been discarded 
in creating this new grouping of desks and 
files of related design. 


ie THE Steel Age Executive Desks and com- 


e@ As attractive as the smartest motor car 
/ . as efficient as the most modern office 
building itself .... these new Steel Age desks 
bring to business and professional offices 
equipment in keeping with present trends in 
design and efficiency. 


@ The Steel Age Executive Grouping features 
a warm grey metallic finish .. . . a pleasant and 
eye resting departure from traditional con- 
ceptions of color. The smooth black linoleum 
tops and attractive chrome hardware with 
black enamel inlays complete the smart mod- 


ern color treatment. These pieces will har- 
monize with any decorative motif, yet are 
pleasing in appearance and easy on the eyes. 


e Functional in design there are no sharp 
corners to catch the clothing and all edges are 
smoothly rounded. Island type pontoon bases 
give ample foot room whether seated or stand- 
ing at the desk and facilitate cleaning. The 
back panel is recessed to provide comfortable 
and convenient knee space on the opposite 
side of the desk. Abundant storage space is 
provided and cross wise filing can be arranged 
in the box drawers. The drawer action is quiet 
and effortless. Provision has also been made 
for electrical connections. 


@ See this Steel Age Executive Grouping. It 
is America’s smartest modern desk .. . . yet 
it costs no more than any well made product. 


[SSS On Display (ee 
NATIONAL STATIONER’S CONVENTION 


PALMER HOUSE 


CHICAGO, ILL. 


SEPTEMBER 25 TO SEPTEMBER 29 
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Complete Selection of Related Pieces 


Grouping and a two drawer desk high letter file. All are 
permits the complete furnishing of the modern finished in the attractive metallic grey enamel 
office with equipment of related design. The and fitted with chrome hardware with black 
grouping includes a full range of desks, both enamel inlays. The working tops of the desks, 
clerical and secretarial ....atable....a four table and two drawer file are black linoleum. 
drawer file in both letter and legal styles Complete specifications listed below. 


The new Steel Age Executive 


OUTSIDE DIMENSIONS 
DESCRIPTION 
H 


Double Pedestal Flat Top Desk 
Single Pedestal Flat Top Desk, Right Pedestal Only 
Double Pedestal Typewriter Desk, Mechanism Left Pedestal 
Double Pedestal Typewriter Desk. Mechanism Right Pedestal 
Double Pedestal Typewriter Desk (Fixed platform center 
Single Pedestal Typewriter Desk (Fixed platform 
Table with one drawer 
3581-LTI I'wo Drawer Desk High Letter Size File (With lock and linoleum top 
3501-1 Four Drawer Letter Size File (With lock—steel top 


3503-1 Four Drawer Legal Size File (With lock—steel top 


Adjustable Vertical Partition; Adjustable Sloping Partition; False Bottom Compressor and Partition for 


NOTE—Desk accessories available 
Mention style number of desk when ordering. 


Crosswise Filing of Legal Papers; False Bottom Compressor for 5 x 3, 6x 4 or 8x 5 Cards 


For Complete Details Write or Wire 


Corry. JAMESTOWN MANUFACTURING CORP., CORRY, PENN’A. 
EXPORT OFFICE: 1105 CHESTER ir ee CLEVELAND, OHIO 
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COOPERATIVELY FURNISHED MODEL OFFICE ON DISPLAY IN INDIANAPOLIS 





“The Correct Office’ 


Pion the purpose of acquainting 
business and professional men 
with modern equipment available 
for office use, and to show what a 
“Correct Office” should look like 
and what it should contain, sev- 
eral dealers of various appliances 
and utilities in Indianapolis set up 
a cooperative model office display 
in the Circle Tower Building, early 
last summer. The display was 
maintained for three months, cre- 
ating a wide spread interest which 
was reflected in increased business 
for the participants in the ven- 
ture. 


To publicize the display, a well 
designed folder was printed carry- 
ing on the front cover the intrigu- 
ing words “The 1938 Version of the 
Correct Office.” The folder de- 
velops the theme, “A man’s mode 
of thought is reflected in the furn- 
ishings of his office,” by pointing 
out that man is admittedly in- 
fluenced in his mental activity, his 
ambitions and his outlook upon 
life by his surroundings. Enviro- 
ments not in good taste, lacking 
in the atmosphere of success and 
efficiency, give customers and 
prospects, alike, a false impres- 
sion. “A cheap address, a poorly 
equipped and unworthily furn- 





Indianapolis Distributors of 
Equipment and Materials 
for the Modern Place of 


Business Jointly Maintain a 


Model Office Display 
a 


ished office enacts a penalty upon 
the initiative of the business host 
and casts a shadow of doubt upon 
the visitor which only a ‘penny 
wise’ policy would condone.” 


Prospects Invited to View Exhibit 


Business executives were urged 
to inspect the display to “appraise 
the latest developments in the 
furnishings and equipment for the 
modern office in correct relation- 
ships.” 

Features of the “Correct Office” 
included office furniture, floor 
coverings, wall coverings, ceiling 
treatment, lighting, air condition- 
ing units, typewriters, dictating 
machines, telephone service, and 
location. 


The furniture was supplied by 
the Indianapolis Office Furniture 
Company. During the past eleven 
years this dealer has installed 
furniture in many of the leading 
business and professional offices 
in and near Indianapolis. All the 
furniture in the display was man- 
ufactured in Indiana factories. 
The modern leather upholstered 
chairs were produced by the Jas- 
per Chair Company, Jasper, Ind., 
whose exclusive distributor in In- 
dianapolis is the Indianapolis Of- 
fice Furniture Company. The 
desks were made by the Shelby- 
ville Desk Company, Shelbyville, 
Ind. Distinction, elegance, charm 
were keynotes of the atmosphere 
created by the design of the furni- 
ture. 


Floor coverings in the form of 
Bigelow Lockweave carpeting in 
custom design were provided by 
the Smuck Floor Covering Com- 
pany. Some of the arguments ad- 
vanced to visitors in favor of car- 
peting for the private office were 

-it reduces noise, is pleasant un- 
der foot, provides a color base for 
decoration and, when laid wall to 
wall, gives the entire space usabil- 
ity. 

(Turn to page 200, please) 
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The “Why” of Model Office Displays 


he average layman interested 
in new office equipment is seldom 
conscious of space or arrange- 
ments required to effect an office 
of good taste consistent with time- 
saving and efficiency, using the 
number of units he feels are 
needed yet, as a general rule he 
is anxious to have and welcomes 
constructive advice as to the lay- 
out. The office equipment dealer 
who would be aggressive and wide 
awake can soon turn this type of 
prospect into a customer and ex- 
pose himself to profitable business 
by having something concrete, 
something tangible, in the form 
of model office displays arranged 
to intelligently and_ efficiently 
show the prospect how the equip- 
ment, offered as one unit, will 
look and function in his own 
office. 

Especially in this time of keen 
competition from other industries 
ready to serve a potential cus- 
tomer with their merchandise, the 
office equipment dealer needs 
every resource which he can com- 
mand to get as much of the buy- 
ing public’s dollar as_ possible. 
With model displays the dealer 
can more readily reach this goal. 
Model office displays are a form 
of service beneficial and profitable 
both to the prospect and the 
dealer. Many an order is lost or 
volume of sale materially reduced 
due to poor and inadequate meth- 
ods of equipment displays. 

Review of many equipment 
dealers’ files who do not have 
model office displays will reveal 
many quotation sheets on pros- 
pects who should have been 
turned into customers, with the 
explanations “lost” or “will not 
buy now.” 


Model Offices Needed 


The office equipment dealer in 
order to produce larger sales vol- 
ume and to eliminate the “lost” 
and “will not buy now” remarks 
on their prospect lists should have 
several individual model offices set 


LUXURIOUS PRIVATE OFFICE FUR- 

NISHED BY THE DORSEY COMPANY. 

—The model office displays set up in 

the Dorsey Store played a major role 

in securing the order for the equip- 
ment. 


By EMILE LOUIS 


The Dorsey Company, 
Dallas, Texas 


up displaying their merchandise 
to prospects. These individual 
offices should be arranged with 
equipment for use of senior ex- 
ecutives, junior executives, profes- 
sional men, reception offices, and 
general offices. The number of 
each, of course, is to be governed 
by the space which is available 
to the dealer and the broadness 
of selection which he has to offer. 

Naturally, the larger the num- 
ber of displays the better the 
chance to secure the prospect’s 
order, and it is inevitable that the 
quality and quantity of equipment 
sold will be greatly increased. 

In order for these rooms to 
function in a manner intended, 
they should be of a size properly 
to display in each the type and 
number of pieces of equipment 
which can ordinarily be sold for 
use in the type of office they rep- 
resent. 

Each of these model display 
rooms should be individual, com- 
plete in every detail of different 
decorative schemes as to wall fin- 


ishes, arrangements of doors and 
windows. This makes it possible 
to show a variety of ensembles 
and provides backgrounds har- 
monious to different styles and 
periods of equipment. 

The individual offices will prove 
of invaluable assistance to the 
dealer in eliminating distraction 
and commanding the prospect’s 
individual attention to the set-up 
he is being shown. 


The dealer’s salesman can ex- 
plain to the prospect in a more 
interesting and efficient manner 
the value of the particular equip- 
ment displayed, the details of con- 
struction, and what the equipment 
will do for him. This surely will 
eliminate many evils which come 
about when the prospect is shown 
through a large show room with 
piece after piece of equipment 
with no plan or idea or continuity. 

Outside salesmen of the dealer 
will be sparked with enthusiasm, 
creating an incentive within in 
them to make more cold calls 
promoting the sale of office equip- 
ment. The model office displays 
will back them up, so to speak, 
and fortify the outside salesmen 
with something very necessary to 
change prospects into customers. 


These outside salesmen, pulling 


(Turn to page 148, please) 














SEPTEMBER, 1938 


ustomer Satistaction 


CREATES REPEAT ORDERS! 








That's what the Librarian of Drake University writes 
of Milwaukee Chairs. Hundreds of similar letters 
from deeply pleased customers are in our files. 

That kind of customer satisfaction is of inestima- 
ble value to Milwaukee Chair dealers. It not only 


brings repeat orders—as our records show—but re- 
sults in valuable recommendations to other pros- 
pective purchasers. 

Every sale of Milwaukee Chairs is a persuasive, 
convincing testimonial that makes more sales. 


° ¢ & 


A few Milwaukee franchises are still open. Write today 
for full particulars about your territory. 
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April 21, 1938 















The Milwaukee Chair Company 
3022 West Center Street 
Milwaukee, Wisconsin 















Gentlemen: 









I am sending a few words about our chairs. They 
are perfect and hope many others may find them so 
too. 









ur Windsor chairs from the Milwaukee 
Chair Company are proving to be all thet 
was expected of them. They are beauti- 
ful in line and color, as strong as iron 
and most comfortable. In fact, they are 
so comfortable that we seldom find any 

one leaning back in them or twisting on 
one lec. 













They fit under the tables perfectly so 
that smaller people may come close to 
the table, and the larger occupants are 
not crowded. We are very happy with our 
choice. 














Sincerely, 


fey, 3 t- Aecher end 


Librarian 





| Miwa Zz 


CHAIR COMPANY 


MILWAUKEE, WISCONSIN 
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Tri-Guard files speed up 
Joh bt-p batt bale i-bal-va-¥ Me} ae lel-\- Me): 
United Air Lines, Chicago. 
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eehyMlecnyMiny-Mo ls a Poor W ay 
To Buy Office Equipment and. Supplies 


Modern G/W steel office Carefully choose your sources of supply and remember it pays to sell 
dependable goods that provide satisfactory service and to do business 
with a manufacturer who cooperates with the dealer instead of com- 
peting with him. There is a whale of a difference in merchandise, 
even if some of it does look alike and still more important are the repu- 
tation and sales policies of companies that manufacture office equip- 
ment and supplies. 

Your business and profits will steadily grow with the G W franchise. 
For more than fifty years this company has enjoyed an unexcelled 
reputation for business integrity and merchandise of uniformly high 
quality. Globe-Wernicke products 
are designed to help people accom- 
plish more work with less effort, keep 


sass lhconace cave. tae ana | MISIT OUR EXHIBIT AT THE 
NAT’L STATIONERS ASSN. 


money. We offer you the most com- 
plete line available from one source CONVENTION, CHICAGO 
| bat Ws Zolole M-Le abby ed aat-bah mb aat- el: f 1 

by Globe-Wernicke is found o oe? You will receive a cordial wel- 
. 4 he lib fA : Write for information about our come at our exhibit in the Palmer 
= ey O° phi a attractive proposition for dealers and House during the National Sta- 


1, fe Boz ¥ Wp 1-5 a MO) ab (ol Ve fo let us explain how we can go for- tioners Association Convention 
in Chicago, September 26-29. 


equipment is used by Inter- 
national Printing Ink Corp., 
New York City. 





















ward together. 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
S vice and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
ervi Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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Office of the President, Liberty Mutual Insurance Company, Boston, 
Mass. Architect, Chester Lindsay Churchill. Sold and installed by 
W. & F. Sloane, New York, and Macey-Morris Company, Boston. 


OWE Sfices WE Odstanding! 


Fiyi office furniture in its proper setting can create 
the desired atmosphere of dignity and charm, always associated 





with real character. 


Correct design and its faithful interpretation have aiways been 
indicative of Stow-Davis furniture. The knowledge gained in our 
forty-seven years of leadership is recognized by the confidence 


with which Stow-Davis fine groupings are selected. 


Progressive dealers are cordially invited to inspect our showing in 
Chicago. See the new pieces designed and crafted by Stow-Davis. 


CHICAGO DISPLAY 
Leo J. WarrEN, Factory Representative 
201 W. Monroe St. 
In cooperation with Office Equipment Co. of Chicago 





STOW-DAVIS FURNITURE COMPANY - Grand Rapids, Michigan 
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THE “WHY” OF MODEL 
OFFICE DISPLAYS 


(Continued from page 144) 


in additional prospects into the 
store, having in mind to display 
with pride the model offices, get 
into the store many a prospect 
who more than likely would never 
visit that dealer’s place of busi- 
ness. All in all, calls at the deal- 
er’s store help to develop a more 
personal understanding between 
the management and the pros- 
pect. These model office displays, 
through their drawing power, will 
also materially assist in further- 
ing the sales of other items car- 
ried by the dealer; items which 
ordinarily are not a part of the 
model office displays. 

To tie up more successfully with 
these displays, there should be in 
each organization at least one 
who is proficient in arranging 
office layouts, one who can plan 
and organize. It no doubt would 
be astounding to many if figures 
were available of the volume done 
by dealers who have this type of 
service to offer. New organiza- 
tions especially will find that pro- 
viding an office planning service 
creates confidence in his enter- 
prise and increases his list of 
valued customers year after year. 
A service well rendered will create 
good will and appreciation on the 
part of a customer to an extent 
that cannot be estimated. 














Each dealer should have estab- 
lished a steadfast rule to make 
a survey of all prospects’ quarters 
at the first opportunity. A sketch 
should be made of the space 
which is to house the proposed 
equipment, noting all measure- 
ments. Then one or more of the 
model offices should be masked 
off according to the prospect’s 
space. This is easily and quickly 
done by placing cords on the floor 
to indicate wall space, door open- 
ings and other structural features 
of the original space. Set up these 
model offices, taking into consid- 
eration the type of equipment 
most suitable to the prospect’s 
needs. Place the equipment to the 
best advantage of the space, keep- 
ing in mind the openings, obstruc- 
tions, and the very important 
matters of light and ventilation. 
When this has been done, invite 
your prospect to make another in- 
spection of the equipment. Tell 
him what you have arranged for 
him, and it will require little or no 
effort to get him back to your 
store for another look. He can 
then view the merchandise in 
your model offices and see it as 
it could be arranged in his own 
space. 


An Appreciated Service 


This type of merchandising 
service will be appreciated by your 
prospect. It will give you a con- 
siderable edge over the competitor 
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not similarly equipped and will 
fortify you with the necessary 
ammunition to break down sales 
resistance and combat the grave 
evil of “price competition.” 

The prospect’s call back to your 
store affords another opportunity 
to sell equipment. Every chance 
you have to show your merchan- 
dise or talk about it to the pros- 
pect enhances your chance of 
turning a prospect into a satisfied 
and profitable customer. 


Model office displays properly 
set up offer the dealer still an- 
other very decided opportunity for 
increased sales. I refer to acces- 
sory items. Merchandise under the 
heading of furniture accessories 
should be a major portion of an 
office equipment business. 


With all model offices there 
should be displayed lamps, letter 
trays, desk pads, pictures, memo- 
randum pads and other acces- 
sories usually carried by the 
dealer. Display ash trays and 
smoking stands and show end ta- 
bles with club chairs and daven- 
ports. Accessories displayed as 
suggested will result in increased 
sales volume on these items which 
will surpass expectations. These 
model display offices will pay for 
their cost many times over in 
increased, profitable business. 


Remember—service gets results 
—maintaining model office dis- 
plays is a service. 


TWO VIEWS OF A COUNTER 
INSTALLATION OF ALL- 
STEEL-EQUIP AURORA “BAL- 
ANCED DESIGN” FILES IN 
AN INSURANCE BROKER'S 
OFFICE.—The counter mem- 
bers are eight combination 
letter card cabinets, one 
three-drawer legal width cab- 
inet, three 24-inch wide stor- 
age cabinets, and a panel 
gate. The counter-top is heavy 
linoleum-covered steel with 
bronze binding. Two of the 
storage cabinets are equip- 
ped with plain steel shelves 
for supplies and a third has 
roller shelves for ledgers. All 
cabinets are equipped with 
general locks. A steel panel 
back, shown in the outside 
view, helps the counter har- 
monize with the general tone 
of the office suite which is 
simple and dignified. 
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AN EXECUTIVE OFFICE IN STEEL.—Shown here is the private office and “business home” 


of the Cincinnati district sales manager for ihe Carnegie Illinois Steel Corporation. The 
attractive office equipment was furnished by the Globe-Wernicke Co., Cincinnati, and in- 
cludes executive-type Clarendon desk and table with telephone stand to match and steel 
sectional bookcase. The installation was by Kelsall-Voorheis, Inc., G-W Cincinnati dealer. 


Steel— Versatile Servant of 
The Office Furniture Industry 


Rien bronze, iron—each at 
its time was significant of a cul- 
tural age in the development of 
man. Then came all-conquering 
steel, a glittering thread in the 
pattern of contemporary life. 

Steel is truly a good servant. It 
enters into all of man’s activities 
and furnishes the basis of comfort 
in “his resting bed at night.” Steel 
trains, steel airplanes, steel-bodied 
automobiles make rapid move- 
ment convenient to man; steel 
girdered office buildings house his 
business enterprises; steel bridges 
span wide streams to ease his 
crossing. 

In all things which facilitate 
man’s progress, steel plays a part. 
It’s in the skilled fingers of the 
surgeon and the competent hand 
of the housewife. All industry is 
dependent upon it. The factory 
structure, the production machin- 
ery, the tools of the workers, the 
transportation facilities to distrib- 
ute the manufactures, all require 
steel in some of its many mani- 
festations in order to serve their 
purposes efficiently. 

As steel functions in industry in 


In the Fabrication of Furni- 

ture Steel Plays an Impor- 

tant Part—From Initial Use 

as Shelving, It Has Ad- 

vanced to Wide Applica- 

tion in Filing Equipment 
and Desks 


general, so also does it contribute 
to the office furniture industry in 
particular. It has had a tremen- 
dous influence upon the advance- 
ment of office furniture. Since its 
first appearance in the form of 
shelving in vaults and_ stock 
rooms, steel has proved its func- 
tional value in filing equipment, 
safes, storage, cabinets, desks and 
chairs. 

Under the adept hands of engi- 
neers and designers, steel pro- 


gressed from a limited usage in 
the office to extensive applications 
in a variety of forms. Beauty was 
added to utility as skill in applying 
finishes increased. Engineering 
science found ways in which to 
produce the ornamental patterns 
evolved by artist-designers. 
Blazing the trail in steel’s ad- 
vance in furniture was the filing 
cabinet. Vision, faith and courage 
met in the mind of the pioneer 
who conceived the idea of using 
steel in the manufacture of files. 
Initial progress was slow, but the 
years revealed a gathering mo- 
mentum that eventuated in almost 
universal adoption of the steel 
cabinet. The crude, little accepted 
file of the early days was meta- 
morphosed into the sleek, efficient, 
ubiquitous steel file of today. 


Modern Store Fixtures of Steel 


Having been thoroughly con- 
vinced of the supremacy of steel 
as a material of which to manu- 
facture filing cabinets, dealers 
were naturally receptive to the 
idea of using steel in fitting out 
their stores. Shelving, counters, 
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tables, display cases and storage 
drawers of steel came into wide 
usage in establishments of office 
equipment retailers. To their sales 
preachments advocating steel 
equipment force was added by vir- 
tue of their own use of Steel. 

Desks, later comers in the family 
of steel office furniture, were cau- 
tiously offered to a somewhat 
prejudiced market. 

Despite the business public’s ap- 
proval of the steel file, desks of 
metal encountered considerable 
resistance. The circumstance 
called for a selling job requiring 
great skill and finesse. The chal- 
lenge was met, and the prejudice 
overcome, as today’s shared mar- 
ket reveals. 


Steel’s Adaptability to Office 
Furniture Manufacture 


As a material, steel has certain 
properties that make it peculiarly 
appropriate for use in the manu- 
facture of office furniture. 

A primary claim for steel is its 
resistance to fire and consequent 
feature of protection. Because it is 
non-igniting, steel equipment may 
act as a bar to the spread of 
flames. The steel desk or cabinet 
is not “proof” against fire, but it 
offers a high degree of protection 
by contributing to the percentage 
of incombustible material in an 
office. In this manner it reduces 
the intensity of any fires that may 
break out by cutting down on the 
amount of material on which a 
fire can feed. 


Strength and Durability Out- 
standing Features 


Strength and durability are 
closely related properties found in 
abundance in steel equipment. 
Recognition of these values is 
given by many appraisal compa- 
nies who assign a lower annual 
rate of depreciation to steel fur- 
niture than to equipment of wood. 
The factor of low depreciation has 
influenced some large users to 
standardize on steel. Frequently 
the process extends over a period 


of years, necessitating assurance 
that the latest purchase will fit 
unobtrusively into the equipment 
picture. Steel equipment manu- 
facturers have proved their skill 
in meeting this problem, thereby 
providing the dealer with a long 
term sales opportunity. 

The art of applying finishes to 
steel furniture has advanced in 
giant strides. During the days of 
the steel equipment industry’s in- 
fancy, the enamel coatings that 
were applied could stand very 
little rough treatment. A sharp 
blow would chip off pieces of paint 
and lay bare the sheet metal. 
Today’s technique applies’. the 
enamel in a manner that practi- 
cally fuses the finish with the sur- 
face of the steel. Under constant 
bending at a certain point, a sheet 
of steel will break but there will 
be no damage to the finish except 
at the point of breakage. 


Dented Steel Easily and Quickly 
Repaired ; 


Though the circumstance would 
be rare, if a desk or cabinet of 
steel were subjected to treatment 
that would dent the metal and 
damage the finish, it could be 
smoothed out, sanded and sprayed 
in the office where it is used and 
be ready for service the next 
morning. An alternative is to 
have the entire damaged part re- 
placed, a process that does not 
require refinishing because fin- 
ishes are standard, assuring accu- 
rate matching. 

Permanency of original appear- 
ance is a characteristic of steel 
furniture. Made of a tough ma- 
terial and finished with a durable 
coating of enamel, steel equip- 
ment retains its primary appear- 
ance despite the hard usage to 
which it is subjected in the aver- 
age office. 

When one piece of steel is 
brought into sudden, sharp con- 
tact with another piece, the result 
is an unwelcome noise. Recogniz- 
ing the noise factor, steel equip- 
ment manufacturers have insu- 
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lated their desks and cabinets so 
that the sound attendant upon 
the opening and closing of draw- 
ers and bumping against panels 
is reduced to negligible propor- 
tions. Extension slides equipped 
with bearings provide smooth, 
easy action with a minimum of 
noise. 

Humidity and temperature vari- 
ations have no effect upon the 
operating efficiency of a steel desk 
or cabinet. The temperature of 
the metal rises and falls with the 
heat of the room. Only rarely do 
room and body temperatures reach 
the same point, so that the metal 
normally feels pleasantly cool, as 
do other materials. 


Drawers of Desks and Cabinets 
Are Interchangeable 


The forming of the various parts 
of steel furniture is done accu- 
rately on dies. Thus drawers of 
the same size are interchangeable 
either within the cabinet or desk 
pedestal, or from one piece of fur- 
niture to another. The value of 
this feature is apparent when an 
intra-office movement of person- 
nel requires merely changing 
drawers instead of moving desks. 

Science and art effectively join 
forces in the production of beauty 
in the finishes applied to modern 
steel furniture. The artisan’s skill 
reveals a method of applying the 
grained finish to the sheet of steel, 
investing the metal with a pleas- 
ing charm. Some striking and 
original results have been at- 
tained. 

Occasionally opportunities to 
furnish equipment in a special 
finish come to light. Steel furni- 
ture lends itself well to the occa- 
sion. It can be finished in any 
color—crackled, plain or in combi- 
nation—to match any decorative 
motif. 

Besides special finishes, special 
forms, sizes and designs are avail- 
able. Steel may be shaped into 
any desired pattern. It is a mod- 
ern material with modern adapt- 
ability and modern appeal. 





DELIVERING A COMPLETE 
“TURN-KEY” INSTALLATION 


JOB 
(Continued from page 107) 
into the enlarged, beautifully 


decorated and furnished quarters 
devoted to the business end of 
the station—production, sales, en- 
gineering, management and ac- 
counting—these departments re- 
tained most of their former 
equipment and furnishings. 


Deserving particular attention, 
however, is the manager’s office, 
which was newly furnished with 
handsome equipment. 


Walls are stippled plaster, glazed 
in gold, with insets around the 
walls for telephones, speaker 
equipment and many other radio 
devices used in a modern station. 
The ceiling is of light blue plaster 
and the floor covering is a twist- 


weave carpet of continental blue. 
Draperies are of a modern fabric 
harmonizing with the walls. 


The furniture, of American wal- 
nut, is a Sikes Moderne suite. 
Chairs are upholstered in choco- 
late and cream colored leather. 

Designed to eliminate all light- 
ing fixtures, the room is furnished 
with Sandel floor lamp and Faries 
desk and table lamps. 
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13 Policemen in a raid 


proved to be unlucky (news headline), so we go 
them one better by bombarding you with 14 
pieces of the famous 


Uh STEEL 
FURNITURE 


We also manufacture many n 
other items, and you can get in UHL Steel "Little Dandy" 


line with thousands of dealers ? 
who profit well by selling UHL | Typewriter Stands 












Products. Just ask us for cat- 
alog, price list and discounts. Have been leaders for 27 years. Sales 
are still increasing steadily. 16 differ- 


ent styles from which to choose. 
Ask us about them. 










Posture 
Chairs e No. 9606 


The Original Kind 










Dealers all over the World 
are enjoying more profits by 
selling UHL Steel Furniture. 
All made by careful work- 
men from high grade mate- 


rial. 





No. 7070 


closed No. 7070 open 


Dealers: your good cus- 
‘ Steel Roll-To p tomers keep you in business. 


lypewriter Desk No. 7070 Do not sell them cheap, in- 
Nothing else like it on the market. ferior goods. They may buy 


It’s a real miser. Saves time, saves elsewhere the next time. 





) ’ space; saves stationery, saves labor, 

ff No. 7206 No. 626 thus saves money in many different . 

ways. Easy to sell; good profit. Ask for Details. 
° Ask us about Special Price to 

High Desk Stools DEALERS. Do not delay. 


of Superior Quality 





No. 5056 
Filing Stool 





No. 9000 No. 156 Filing Needs No. 5070 


Filing Table 





No. 9200 . 
— ' Chairs for General Use Filing thousands of letters and documents 
Bank and Vault Truc in Office, Cafeteria, Factory, Wait- | is one of the most important duties in any 


ing Reom, Home. For | office. The above stool and table will help do 


all kinds of workers, more and better work 
stenographers'§ and ; 


clerks. 
Send for Catalog 


Manufactured by 


pinenaes . THE TOLEDO METAL FURNITURE CO. 
Office or Library Table 1654 Hastings Street Toledo, Ohio 
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Lksks 


The signs are better—there’s a lot 
more confidence—business has re- 
solved to carry on! The great “‘Sales Mean Jobs’’ cam- 








paign is an example. 





Invincible Modernaire Desks are streamlined for action 
—built for a lifetime of service—with construction 
and convenience features that help dealers make sales. 
Beautifully matched business furniture including exe- 
cutive and typewriter desks, and office tables. (Front 
and rear view of double pedestal flat top desk illus- 
trated.) Write now for complete information on the 


Modernaire Line. 























INVINCIBLE’S FULL-SIZE 
JUNIOR NON-SUSPENSION FILES 


Just as the Modernaire Line provides ultra style and 
convenience at modest cost—this quick-turnover file 
line is amazingly efficient, practical and economical. 
Comes in both LETTER and CAP sizes—beautiful baked 
enamel finish—new hardware—easy operating drawers 

positive locking compressor—and is built to meet the 
modern buyer’s needs for efficient filing service. Priced 
right for quick sales. 


Write for complete details and prices TODAY! 





Visit the Invincible Exhibit at the Five Centuries of Progress 
Exposition, Palmer House, Chicago, Sept. 26-29—BOOTH 72 














INVINCIBLE METAL FURNITURE CO. waniowee, wisconsin, 
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..... with sales appeal in facility and design 


“Use” convenience, improved and made more definitely effective, adds sales power and 
solid value to the ZEPHYR Desk. Form, finish and color—‘eye appeal’’—are given their due, 
but the important matters of storage layout for ready reference, fast, quiet drawer and slide 
action, and ease of seating and rising deserve especial emphasis. 

Unlimited footroom is afforded by the novel, open base design. The floor gets a clean 
sweep and the desk has no unnecessary ledges or crannies to catch and hold dust. The legs 
are centered under the load and a comfortable foot rest provided. You can swing out of or 
slip into your chair without pushing it back. 

Patent drawer design assures smooth, ready, fast action. Stops are provided which prevent 
accidental removal and felt buffers resulting in remarkably quiet operation. Levelling device 
compensates for any unevenness of floor, causing the desk to stand solid and easy. Tops, 
panels and drawer fronts are genuine walnut, other exterior parts are quartered red gum. 
On order any ZEPHYR Desk will be made up in quartered oak. 

Besides the 4-drawer double pedestal type shown here, ZEPHYR comes with 3-drawer 
pedestals 60 by 34 and 55 by 34, and typewriter desks of single or double pedestal D. H. or 
with pedestal typewriter compartment. Single pedestal desks (45x34) have a narrow wing 
end compartment convenient for galoshes, purse, umbrella, etc. Made to match are tables 
(60 by 34 and 48 by 26) telephone cabinet and costumer. 

ZEPHYR is one of eleven designs in the Jackson line, illustrated and described in our 


catalog. 


JASPER OFFICE FURNITURE CO. 
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TWO NEW AND HANDSOME CHAIRS BY ARTILITY.—Shown here 
are the No. 771 (side) chair, and the No. 371 (posture) chair manu- 
factured by Artility Metal Products, Inc., Elkhart, Ind. The latter has 
a quickly adjustable back rest which may be adjusted without tools. 
Super-Softex upholstery in genuine leather or frieze: mohair pro- 
vides unusual comfort for the user. The side chair boasts an 
exceptionally pleasing design, is sturdily constructed yet unusually 
light in weight. It is available in a number of upholstery and color 
combinations and is moderately priced. 


AT RIGHT—THIS STATIONARY PLATFORM TYPEWRITER DESK IS 
THE NO. 39-STW MODEL OF THE ALMA DESK COMPANY, HIGH 
POINT, N. C.—It is a number of the company’s Utility line in dull- 
finish plain oak. The typewriter well is of proper height for use 
without slide. Dimensions 38x28 inches. The number is also avail- 
able in double pedestal with a top of 50x28 inches. Sturdy con- 
struction prevents vibration and noise and three large drawers 
provide ample storage space. 


THE EVER-HOLD AUTOMA- 
TIC-ADJUSTABLE FILING 
STOOL.—This new and highly 
useful item is a product of the 
Kewaunee Manufacturing 
Company, metal division, 777 
South Center street, Adrian, 
Mich. It is featured by a pa- 
tented locking mechanism, 
completely enclosed and tam- 
perproof, which permits a split- 
second fractional adjustment, 
up or down, without the user 
getting off the stool. No tools 
or manual labor required, the 
user merely raising the seat to 
the level wanted. The stool 
requires no lubrication or care, 
and is available with full 
swivel wood or steel seat. 
Metal parts are olive green 
and wood seat median school 
brown. 





AT RIGHT—FOR THE STUDENT OR FOR THE HOME.—Such is a 
fitting description of this desk No. 20-M, manufactured by the Alma 
Desk Company, High Point, N. C. Of gumwood finished walnut or 
maple with black pulls, this desk was designed specifically to pro- 
vide a place for school children and older students to study in the 
home. Two large drawers and three convenient open shelves to- 
gether with ample knee space and a large, smooth working top 
form an ideal whole. The desk is 36x20 inches with a height of 30 
inches, and is in the low-price range. 








EW ANDERSON-HICKEY 
LETTER FILE.—This No. 
1841 Utility four-drawer sus- 
pension letter file was re- 
cently announced by the 
Anderson-Hickey Company, 
Geneva, Ill. The No. 1841 
file is equipped with the 
latest features to combine 
attractiveness, utility, ease 
of operation and long life. 
It is heavily welded 
throughout with slides of 
the progressive cradle sus- 
pension type, each slide 
being furnished with five 
rollers on each side. Two 
are ball bearing, one a full 
floating roller and two of 
the roller bearing type, per- 
mitting the drawer to oper- 
ate smoothly and silently 
under the heaviest load. 
Each slide is plated to pre- 
vent rusting. Drawers are 
of heavy gauge steel elec- 
trically spot welded for ad- 
ditional strength. Hardware 
is satin finish brushed 
bronze of modern design. 
All units are finished in 
olive green oven-baked en- 
amel which will not crack. 
Mahogany or walnut are 
available at a slight addi- 

tional cost. 
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FRITZ-CROSS ANNOUNCES NEW TYPE CHAIR. 
—The Fritz-Cross Company, St. Paul, Minn., has 
announced this new chair which does not con- 
travert the posture principles recommended by 
its research division. Correct posture is main- 
tained by a lock on the spring easily affixed by 
the chair occupant without changing his position. 





HANDSOME DESK OFFERING OF THE TROY SUNSHADE COMPANY, 
TROY, OHIO.—This is the Troy No. D-6 double pedestal typist’s desk. 
Its top measures thirty-four by sixty inches and is covered with black 
linoleum. Cabinet work is all metal in stippled black finish. The left 
hand side, instead of being in drawers, is in a door arrangement with a 
sliding shelf that emerges and upon which a typewriter can be attached 
securely and firmly. Right hand pedestal has three drawers, the top 
drawer being equipped with a five-pocket sloping stationery rack with 
space for envelopes fitted into it. The long center drawer is equipped 
with pen and pencil tray and its lock controls locking of all other drawers 
in right hand pedestal, atop which is a sliding shelf. Legs are all bright 
polished chrome as are the drawer pulls while small beading around the 


Pressing of a lever releases the spring permitting 
relaxation for reading or talking. Again pressing 
the lever reinstates perfect posture. The lock 
spring is available on any of the Eff & C Facility 
line. The chair has ball-bearing swivel and cas- 
ters, is upholstered over soft sponge rubber pad- 
ding guaranteed to retain its resiliency. 





TIFFANY’S NEW OFFICE MACHINE STAND.—This new num- 
ber is listed by the Tiffany Stand Company, 3721 Common- 
wealth avenue, St. Louis, Mo., as its Model “A” DeLuxe stand 
for typewriters or other office machines. A 14!/, by 17 inch 
metal dropleaf automatically locks itself when raised for 
working and can only be released by the operator. A book 
and stationery container, raising and lowering lever, Bassick 
ball-bearing casters and Sure-Grip castings to prevent 
“creeping” or sliding and a device to adapt the stand to 
uneven floors are features. The stand is in a striking black 
crackle finish and has a patented head to take every type of 
office machine, adjustable from five to fourteen inches right 
to left, and five to fifteen inches back to front. It is built of 
angle steel. 


THIS DESK WAS A NATURAL FOR PRIZE-WINNING PHO- 

TOGRAPHY.—The Photo Shop, Huntington, Ind., was awarded 

a prize when it exhibited this photograph of a Jasper Office 

Furniture Company desk at a contest staged by the Indiana 

Association of Photographers at their annual convention in 

Indianapolis. The subject of the prize winning picture was a 
Jackson desk No. ST-760. 


top is in satin chrome finish. 
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HARTER’S UNIVERSAL SUITE.—The two chairs shown here 

are part of The Harter Corporation’s (Sturgis, Mich.) Universal 

suite. They are of steel and designed to show smart and 

modern lines characteristic of the company’s other lines. The 

chairs combine attractiveness and comfort with light weight 
and rigid construction. 














Ideas That 


Emphasis on Exclusive Fea- 
tures—Benefits of Chair 
Greater than Price—Com- 
fort and Appearance Fun- 
damental Sales Points 


By A. B. STOREY 


Furniture Department Manager, 
Wilson Stationery & Printing 
Company, Houston, Texas 
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MR. STOREY 


A CHECK-UP on the average 
methods employed in the sale of 
office chairs would indicate to 
most of us, I am sure, that there 
is justification for some real con- 
structive thinking and a_ vast 
amount of improvement. 

With this idea in mind, we offer 
a few observations that might 
provoke this kind of thinking, and 
stimulate our sales of this item. 

Office chairs are certainly an 
important item in our furniture 
stock and just as certainly offer 
splendid opportunities for a sub- 
stantial and profitable volume, if 
proper means are employed in 
their sale. 

Primarily, a chair is a much 
needed business tool. At the same 
time it is a very intimate piece of 
furniture. Hence they have some 
extremely potent selling features 
from several points of view, such 


Help Sell Office Chairs 





CHAIRS ARE SHOWN AS COMPANION PIECES TO DESKS IN ALL WILSON 
DISPLAYS.—In the window is exhibited a modern ensemble of a desk and chair 
by Sikes. The lower picture is a view of part of the Wilson furniture department. 


as comfort, health, adaptability, 
appearance, durability and serv- 
ice, and offer a splendid oppor- 
tunity for some real “feature” 
sales. 

Doubtless we all agree to these 
facts, but in the same breath are 
we not forced to admit that the 
average salesman, after making a 
few remarks about the appear- 
ance and comfort of a chair 
quotes his price and rests his case 
in the hope that competition will 
not underbid him? And is it not 
a further fact that far too often 
the prospect goes away with the 
general impression that one chair 
is practically as good as another 
and his only problem is where he 
can buy the cheapest? 

Make Use of Exclusive Features 


It is to be assumed that gen- 


erally speaking, office furniture 
dealers are happy in the thought 
that they are offering for sale a 
good line of chairs, a line that is 
highly competitive with any other 
line offered in their market. But 
what would happen if Mr. Dealer 
suddenly became convinced that 
he had chairs that were better 
than the competitive chair, that 
they had exclusive or individual 
features that were not known to 
the lay buyer and that these fea- 
tures were worth talking about? 
And could be made all important 
to the buyer if he were intelli- 
gently informed of their merit. 


Suppose we take that position 
and see if from it we cannot de- 
velop some ideas that will help 
us sell more chairs. First, we have 


(Turn to page 161, please) 
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THE SUCCESS SECRET OF 


EXCLUSIVE SHAW-WALKER DEALERS 


PROFIT- MAKING FEATURES OF THE SHAW-WALKER FRANCHISE 


fL “Built Like a 





Skyscraper” 











BEST KNOWN The slogan “Built Like a Skyscraper” with the 
TRADEMARK **Jumping-Man” is the best known mark of iden- 

tification in the office equipment field. This Shaw- 
Walker trade-mark is universally recognized by business men as a 
symbol of quality. It is an effective door-opener and order-closer. 


8000 The “Built Like a Skyscraper” franchise, embracing more 

than 8000 items, is the most complete line of profitable 
ITEMS and salable products in the office equipment field. The 
Shaw-Walker Agent can supply items at any price the customer 
wants to pay because the line contains items at all competitive price 
levels. This 8000 item franchise produces plus orders because cus- 
tomers centralize their buying when they learn that every office 
requirement is filled from one well known line, thereby assuring 
them of uniformity in appearance and quality. 


EXTRQ Thousands of dollars in plus-profits come to the Shaw- 
PROFITS Walker Agents because the enormous franchise includes 

Fire-Files, Wobble-Block-Visible Card Files, Corner-Clip 
Folders, Applied Indexing and many other fast selling repeat items 
that cannot be purchased from anyone but the Shaw-Walker 
dealer. — These extra profit items are in addition to the usual 
complete line of steel files, desks, transfer cases, filing supplies, etc., 
shown on the next page. 


SIMPLIFIED Since 1936 the BUYERS’ GUIDE, placed in thou- 
SELLING sands of prospects’ offices, has demonstrated to Shaw- 

Walker Agents that it is a real order-producing, 
profit-making Junior Salesman. The BUYERS’ GUIDE enables 
every salesman to make more calls and get more orders every day 
because all order producing details — sales facts, illustrations, 
descriptions, dimensions and prices are in one place. 


SALES The exclusive Shaw-Walker Dealer receives a constant 

flow of business producing sales helps, created by men 
HELPS who know the dealers’ selling problem. — The home office 
staff of Shaw-Walker is made up of men who were retail salesmen 
for many years before being assigned to the work of helping deal- 
ers. These men know the type of information the dealer salesman 
requires to help him in his daily work. 


OnE To you, a single source for 8,000 items means greater 
net profits because it results in — standardized selling 

SOURCE . . . simplified inventories . . . concentrated purchas- 
ing ... quantity discounts . . . home office dealer sales schools 
. accounting with one supplier . . . one line selling which 
makes better salesmen — only one catalog to carry, not a dozen. 
To your salesmen, a single source means more sales because every 
man can quickly master a single sales story. 


For the Profit-Maker’s View of the Complete 


“Built Like a Skyscraper” Franchise — see. next page 








THE ENORMOUS SHAW-WALKER FRANCHISE 
WILL INCREASE YOUR SALES AND PROFITS 





READ the “Success Secret”? on the preceding page. — Check this franchise list against your 
present source of supply and you will confidently exclaim, “Of course we can do better with 
the enormous all-embracing Shaw-Walker Line containing so many exclusive items.” —— 
Write Muskegon today! Shaw-Walker wants to improve its representation in several cities. 









STEEL FILES — UPRIGHT 


: 


Regular Height 

Five Grades, All Sizes 
Counter Height 

Three Grades, All Sizes 
Five-Drawer Height 

Three Grades, Two Sizes 
Desk Height 

Three Grades, Two Sizes 
Single Drawer 


Two Grades, Two Sizes 


STEEL SECTIONAL FILES 


Full Width, All Sizes 
Half-Width, All Sizes 


TRIPLE-DUTY 
COUNTER EQUIPMENT 


Counter Height Files 
Three Grades, All Sizes 
186 Stock Files with 
which you can assemble any 
counter arrangement 
Complete Layout Service 
Factory assistance and blue- 
print service 


Exclusive Shaw-Walker Dealers Furnish These Profit-Makers CAN YOU? 





FIRE PROTECTED FILES 


Fire-Files, Regular Height 
Two Grades, 11 Sizes 


Fire-Files, Counter Height 
One Grade, 11 Sizes 


Fire-Files, Desk Height 
One Grade, 9 Sizes 


Fire Protected Posting 
Tray Cabinets 
Two Sizes 


Fire Ledger Cabinet 
One Grade 


Fire Ledger Desk 
Standing Height, Two Grades 
Sitting Height, One Grade 


Executive Safes 
Complete Line of Moderate 
Priced Safes, Single and 
Double Door. 


ALUMINUM CHAIRS 


Complete Line 
Distinctive Styles 


BUSINESS FURNITURE 


A complete, distinctive line of 
Steel Business Furniture—that 
sells on sight. 


STORAGE CUPBOARDS 
AND WARDROBES 


Seventeen different sizes and 
combinations. 


ALUMINUM CHAIRS 


Complete Line 
Distinctive Styles 
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Distinctive Line 


HI LINE EQUIPMENT 


18 Different Units 


TRANSFER CASES 


23 Different Cases 


MACHINE BOOKKEEPING 





EQUIPMENT 


Twenty Posting Trays 
Seven Open Side Styles 
Three Closed Box Styles 
Seven Drop Arm Styles 
Three Box Styles (No. 2) 


Fire Protected Trays 


Two Sizes 


Ledger Cards 
167 Stock Forms 
Facilities for Special Forms 


Ledger Indexing 


Five Grades, All Sizes 





FILING SYSTEMS 


Six complete systems of Applied 
Indexing for letter filing. 
Three complete systems for 
card filing. 


FILE GUIDES 


180 Stock Numbers 
Two Grades, 10 Styles 


FILE FOLDERS 


212 Stock Items 
Three Grades, Four Weights 


CARD GUIDES 


221 Stock Numbers 
Two Grades, 6 Styles 


CARDS 


Unprinted 
Six Grades, Four Weights 


Printed 
253 Stock Form 
Unequalled facilities for pro- 
ducing special forms. 


BANK SPECIALTY 
EQUIPMENT 

Vault Trucks 
Fire Savings Desks 
Fire Ledger Trays 
Fire Check Filing Desk 
Fire Check Files 
Securities Files 
Safe Deposit Files 
All Bank Systems 
Bookkeepers’ Desks 
Sorting Racks 


186 Stock Forms 


“Built Like a 


Skyscraper” 


GHAW-WALKER 





MUSKEGON, MICHIGAN 


Largest exclusive makers of office furniture and filing equipment in the world. 


VISIBLE EQUIPMENT 


Vertical Visible 
Wobble Block Visible 


STATIONERS’ ITEMS 


26 fast selling over-the-counter 
items — Joggers, File Boxes, 
Clip Boards, etc. 

BOOKCASES 


Wood — Three Sizes 
Steel — Three Sizes 


MAP & PLAN SECTIONS 


10:3: 0.0. @ Gp 1010) Gas WU SG) 


Four Units, — End panels, 
shelves, etc. 


NTO) 6 Oat OF. 0:8 Da OF.0;) 008 8 


Two-Drawer, All Sizes 
Single Drawer, All Sizes 


a 20) 5) :) © Sap.) Rl SG) 


A device that transforms card 
drawers into visible equipment. 
Also reduces operating costs of 
letter files. 


INSTALLATION SERVICE 
A specialized department of 
operators trained in the instal- 


lation of systems. 


FILING SYSTEMS 


Six for Letter Filing 
Three for Card Filing 


FILING SUPPLIES 


Many profitable exclusive items, 
leading among which are: 
Northkraft Folders 

38 Stock numbers, four 


weights 


Space Saver Guides 
All Card Sizes 


Corner Clip Folders 
All sizes and weights 














Shaw-Walker wants to improve its representation in 


certain cities— Yours may be one of tham—ACT TODAY! 
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IDEAS THAT HELP SELL 
OFFICE CHAIRS 


(Continued from page 158) 

a major line of office chairs that 
in our opinion has the greatest 
number of selling features. We 
have it thoroughly illustrated in 
a catalogue that, in the hands of 
an intelligent salesman, becomes 
a real piece of selling literature, 
provided he has taken time to 
study it. 

Secondly, we have concentrated 
on what we consider the best val- 
ues in the line and have them 
on display. Such being the case 
assuredly it would be a good idea 
to see that the members of the 
sales force were acquainted with 
these facts and were determined 
to increase their sales efforts on 
the particular features that they 
have to offer exclusively. Under 
the circumstances would it not be 
a logical conclusion that the cus- 
tomer, failing to find these fea- 
tures elsewhere, would very likely 
come back to us? 

So far so good, but another idea 
might be that if in presenting 
these so-called features we would 
be careful to develop in our cus- 
tomers’ minds a full realization 
of the advantages and benefits 
that will come to him from the 
use of these features. Our cus- 
tomers, like ourselves, are in a 
sense selfish, and we are not going 
to sell them unless we convince 
them that the benefits we offer 
are greater than the price we ask. 

We tell our prospective cus- 
tomer that all our revolving chairs 
are equipped with a swivel and 
tilting mechanism that eliminates 
the use of springs. We might even 
go a step farther and demonstrate 
this on our sales floor. But would 
it not be a better idea if we 
visualize for him the years of 
trouble-free service that he can 
expect, and tell him that such 
mechanism never squeaks, never 
needs oiling and that he would 
never be involved in the danger 
of toppling over backwards? In 
other words, would it not 
strengthen our sales effort to in- 
still in his mind a sense of per- 


PRESENTING PRODUCTS OF THE MUR- 
PHY CHAIR COMPANY, OWENSBORO, 
KY.—(Top) View of reception room of the 
recently-erected studio of radio station 
WOMI at Owensboro, Ky. Murphy chairs 
were used throughout to furnish all nine 
rooms of this modern broadcasting sta- 
tion. (Lower) Sectional view of taproom 
in Mohawk Golf Club, Schenectady, 
N. Y., which featured Murphy's No. 3066 
English oak chair. Sale was made by the 
Union Book Company, also of Schenec- 
tady. 





sonal satisfaction and safety and 
thereby convince him that what 
at first might have seemed to be a 
high price was after all a sound 
investment? This idea can be fur- 
ther emphasized by breaking 
down the price and showing that 
it only costs a few cents extra 
per day to own and use a chair 
with those added advantages. 


In a word, can’t we try to do 
some of the prospect’s thinking 
for him? Tactfully, of course, but 
remembering that the average 
buyer knows little about chairs 
and buys largely on appearance 
and price, unless he is sold on the 
idea that there are other things 
to consider. 


In our selling we acknowledge 
that comfort and appearance are 
fundamental. We bring our cus- 
tomers to the store to see and try 
a chair and then our idea is to 
build a real “punch” into our sales 
talk by pointing out the special 
features. The average man likes 
to examine mechanical features 
and if they are made to under- 
stand them and their benefits we 
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have gone a long way toward 
completing the sale. 


Posture seating is relatively new 
and the layman has only a hazy 
understanding of what it is—and 
its relation to good health and 
comfort. We find our trade eager 
to listen if we make an intelligent 
effort to explain its merits. Hence 
it opens a broad field for actual 
creative selling. 


To sum up the foregoing, which 
is intended to advance a few ideas 
for selling more chairs, we might 
say: 

First, select a major line of 
chairs that have real selling fea- 
tures—exclusive as far as possible. 


Second, acquaint yourself with 
the catalogue and use it for a sell- 
ing tool. 

Third, learn as much as pos- 
sible about competing lines for 
points of comparison. 

Fourth, bui'd all of this into a 
hard-hitting sales story. One that 
will convince your prospect that 
he can buy your product to his 
own advantage. 

















































i 


UO ALY 














Recent 


Installations 


GLOBE-WERNICKE GOES TO COL- 
LEGE!—General reading room of the 
Westminster College library emphasizes 
the beauty of the specially-designed 
quartered oak equipment. The Globe- 
Wernicke shelving has a cornice to pro- 
vide indirect lighting system. The at- 
tendant’s desk is arranged to permit easy 
supervision. In background is a section 
of the room partitioned off by counter 
height shelving for books on the reading 
room side and panelled in the back. 
(Lower) The reserve book and study 
room of the college at New Wilmington, 
Pa. Desk in background was specially 
designed by Globe-Wernicke so that 
working space is private and accessible 
only through the gate and door. 


ROYAL METAL ON DISPLAY. — This 
pleasing and modernistic installation of 
Royalchrome furniture of the Royal Metal 
Manufacturing Company, Chicago, was 
made by Art Cohen, 808 Pennsylvania 
avenue, Pittsburgh, Pa., in the offices 
of the Koppers Stores, distributor for 
the Koppers Coal Company, Huntington, 
W. Va. Shown in the picture are three 
No. 878 chairs, one No. 822-OB table 
(foreground), one No. 822 square top 
table, one No. 313 smoker, one No. 371 
desk and one No. 307 costumer. 
























































Recent 
Installations 


TWO UNUSUAL INSTALLATIONS OF 
PRODUCTS OF THE HOOSIER DESK 
COMPANY, JASPER, IND.—(Top) The 
office of Mr. Beckel, Metro-Goldwyn- 
Mayer, Dallas, Texas, which was engi- 
neered and furnished by the Vance K. 
Miller Company, Dallas. (Lower) Private 
office of R. C. Underwood, vice-president 
and general manager, Knox Glass Bottle 
Company, Jackson, Miss. This installa- 
tion was made by the Mississippi Station- 
ery Company, also of Jackson. 


DIGNITY AND _ SIMPLICITY. — These 
words aptly describe this unusual in- 
stallation of a vestment cabinet made by 
the Security Steel Equipment Company, 
Avenel, N. J., for a prominent church in 
Danbury, Conn. The cabinet, approxi- 
mately twenty-five feet long, is fitted with 
various compartments for official robes 
and general storage. Extra heavy double 
wall construction is used throughout, 
with specially cast hardware bearing the 
church emblem. The moulding at top is 
of Gothic design in keeping with the 
balance of the room. A special oak- 
grained finish was used to harmonize 
more with the woodwork. The installa- 
tion was made by the late L. J. Carroll, 
special representative of the company 
at Bridgeport. 
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Tidy Desk Telephone Book Memorolls Steel Typewriter and 
Steel Storage and Holders Secretarial Tables 


Wardrobe Cabinet 





When we say the complete line— 





AUTOMATIC LOCKING DEVICE 








Law Blank Cabinets 
Single and double width 


for law blanks, electros, 
etc. 





Letter Trays 
° ° NO REBOUND 
Legal and letter widths in 2 BALL BEARING ROLLERS 


wood grain finishes 2 CASE HARDENED 
ROLLERS 
ON EACH PROGRESSIVE 
SUSPENSION 
PERFECTLY TIMED 




















FULL BOTTOM 
EXTRA STRONG 
KICK PLATE 






ey 4 


THREE COMPLETE LINES OF 
FILING UPRIGHTS 











® ASCO "METROPOLITAN" progressive Waste Paper Baskets 
Personal Files suspension. Heavy steel in handsome 
# ASCO "GOTHAM" easy-rolling ball finishes 


Almost a dozen different 
styles, sizes and prices 


bearing (non-suspension). 
@ ASCO "FOUR HUNDRED" the fastest 


selling low priced line in the market. 
Equipped with Ball Bearing Rollers. 








—we mean that we have attempted to provide the office 
equipment dealer with every profit making satisfaction pro- 
ducing item, in steel. Whether it is an odd sized card box 
or a complete battery of filing uprights, the Art Steel Com- 





pany should be your first source of supply. Card Cabinets 
Card Boxes A ; : Single, double and triple 
A box for every size card, Visit our booths (33 and 33A) at the National Convention drawer cabinets in over 
ee aay Seen and learn for yourself the magnitude of "The Complete Line fifty wage sizes and 


capacity 


of Office Equipment in Steel by ASCO." 








Short Depth Files— Steel Posting Trays Cash, Bond, Office 
Letter and Legal . 

and Security Boxes, 

every gauge and size 


Ret Sree. SO, 1G. 
300 East 145th Street, New York, N. Y. Stationery Cabinet 











Wood topped utility 
tables—three sizes. 

















See ora Nene seme mre 
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Po BEAGI D UTILITY TO THE\\OFFICE 
¢ the modem office He 

: ta combinatio® : 

pion every executive 

wROY 'ine of MOSES 

ave produ 











WASHINGTON, D. C. 
209 Mills Building 


NEW YORK BOSTON, MASS. 
99-103 Portland St. 
1 Park Ave., Room 514 


PITTSBURGH, PA. LOS ANGELES, CAL. 


1005 Liberty Avenue CHICAGO 1200 S. Hill Street 
CLEVELAND, OHIO ee ee MIAMI, FLA. 
2184 E. 9th Street 666 Lake Shore Drive 


; ‘ 110 N. Biscayne Blvd. 
American Furniture Mart 








THE TROY SUN HADE CO. Dept. P-X8 TROY, OHIO 
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Better Protection 


EILIN 


VAULT DOORS BURGLAR CHESTS 





HE DEALERS LINE 


COMPLETE 


FIRE AND BURGLARY 
PROTECTION EQUIPMENT 
ES 


HOME SAFESOFFICE SAF 






SEE THESE NEW UNITS ON DISPLAY AT THE CHICAGO CONVENTION 





3x5, 4x6, 5x8 Cards 3x5, 4x6, 5x8 Cards 


These new inexpensive Insulated Steel Files are designed to protect 
the many thousands of irreplaceable records kept on cards. The 
places where these Insulated Card Files and the Junior letter size 
Safe Drawers can be sold are innumerable. 





Junior Safe Drawer 





The three fire-resistive devices illustrated above are built to supply The Meilink Safe Drawers are designed 


the increasing demand for protection in the home and individual 
office. 

The small Home Deposit Safe is a new item with unlimited sales Every advantage of the modern file is 
maintained plus fire protection. 


to meet the increasing demand for 
record protection in the modern office. 


possibilities and is priced for quick sale. 


ONE HOUR SAFES TWO HOUR SAFES FOUR HOUR SAFES 
BUILT IN 16 SIZES BUILT IN 12 SIZES BUILT IN 7 SIZES 
The largest line of One Hour tested Veilink Unit Interior Equipment promotes the sale of large and better grade 
safes manufactured. safes. 


VAULT DOORS BURGLAR PROOF CHESTS SPECIAL 
BUILT IN 35 SIZES 

Includes Underwriters X-60 types and 

: : mercantile insurance rated B, E, F, 

rice labels: also escape device. and H grades. ing combinations of both. 


BUILT IN 6 GRADES ope P ° ° 
Veilink builds many special units for 


Underwriters Fire and Relocking de- Record and Money Protection includ- 


ALL MEILINK PROTECTIVE DEVICES ARE BUILT TO CONFORM WITH THE STANDARDS 
OF THE UNDERWRITERS LABORATORIES, UNITED STATES FEDERAL SPECIFICATIONS 
AA-S-81, AND THE SAFE MANUFACTURERS NATIONAL ASSOCIATION. EACH UNIT BEARS 
ONE OR MORE LABELS OF CERTIFICATION. 
IF YOU DO NOT ATTEND THE CONVENTION 
WRITE TODAY FOR YOUR SPECIAL BULLETINS OR CATALOG 


YOUR SALES AND PROFITS ARE GREATER WITH THE MEILINK LINE 


MyviviwK MEILINK STEEL SAFE CO. a gpipiy 


TOLEDO OHIO 
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OPEN HOUSE AS USUAL 


AT OUR FACTORY SHOW ROOMS 


N EW and most attractive chairs, 
desks and suites. 
You are cordially invited to make your head- 





quarters at the Johnson Booth No. 96 at 
the Five Centuries of Progress Exposition. 


Automobiles are in readiness and a salesman 


will gladly take you to our factory. 


JOHNSON CHAIR CO. 


Originators of pos ean Hinge Back 


Patented 


CLEMCO DESK MFG. CO. 
(Cie 


4401 WEST NORTH AVENUE 
CHICAGO, ILL. 








TELEPHONE  jaot 


Corner Grand and North Ave. SPAULDING \ tae 
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Steps Out 


®@ A completely balanced line that is easy to sell. @ Dis- 








tinctive Executive Groups with unusual eye appeal and 
OUR NEW 


extra value in quality construction. @ Modernized 
CATALOG 32 


AVAILABLE ABOUT commercial patterns for greater utility, working com- 


SEPTEMBER fort and service. @ Many new features and fine ap- 


15th pointments throughout the entire line. . . . Makes 











SHELBYVILLE the choice for progressive dealers to 


build prestige and extra profits. . . . 


BY 
© 
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DESK COMPANY 


WAREHOUSES AND SHOWROOMS 
OFFICE FURNITURE WAREHOUSE CO., 573 Broadway, NEW YORK 
OFFICE EQUIPMENT DIST. CO., 609 3rd Ave., SEATTLE, WASH. 


SHELBYVILLE 


MAIN OFFICE AND FACTORY 
SHELBYVILLE INDIANA 
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U. S. Patent 
No. 2,025,712 


Respirator Cushions embody scientific principles which greatly 
increase the efficiency and comfort of the user, and therefore 
instead of being merely a seat cushion can truthfully be called a 
scientific seating device. 

Just as the modern semi-hard bed mattress is more restful and 
health promoting than the old fashioned feather-tick, Respirator 
Cushions are more comfortable than cushions made of soft, com- 
pressible padding and a test will prove the correctness of this 
statement. 
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SPINE-PROTEX Respirator Cushions have a recess in the back of 
the cushion so that the end of the spine is relieved of all body 
weight. 

SPINE-PROTEX Cushions are constructed according to health pro- 
moting ideas and are recommended by medical authorities for 
cases where there is an anterior subluxation of the apex of the 
sacrum. 

Combining the ventilating features of the Respirator Cushion with 
spine relief features, the Bickett SPINE-PROTEX Cushion repre- 


sents the greatest improvement ever offered in seat cushions. 


CROSS SECTIONAL VIEWS OF RESPIRATOR CUSHION IN USE 


"cae . 





In Illustration No. 1 the position is neu- 
tral. This shows how cushion flexes in ac- 
cordance with curvature and weight of the 


body. 





In Illustration No. 2 person is leaning to 
the right, compressing cups on right side, 
allowing cups on left to expand. 


These illustrations demonstrate the action which takes place while cushion is being used; 
causing air currents to flow in and out of cushion, a respiratory or breathing action, provid- 


ing a cool, comfortable seat. 


Respirator Cushions can be sold where no other type of cushion would even be considered, the reason for 
this being that the advantages are easily explained, demonstrated and recognized. Endorsements and rec- 
ommendations of satisfied users result in additional sales. 


L. M. BICKETT COMPAN 


WATERTOWN, WISCONSIN, U. S. A. 











170 





ONE OF THE NEW “THIRTY-NINE” SERIES RECENTLY INTRODUCED BY 
THE SHELBYVILLE DESK COMPANY, SHELBYVILLE, IND.—The hand- 
some desk marks the progressive trend in modernized commercial wood 
office furniture design and offers a freedom in working comfort by the 
elimination of inside legs. Extra strength is maintained by Shelbyville’s 
method of dovetailing the joints of all structural members to ensure 
rigidity. Smooth flush surfaces and well-rounded corners are features, 
while the cast brass drawer pulls are of generous proportions. The finish 
is of a full-bodied transparent lacquer that assures long life and consistent 
satisfaction. The desk is available in quartered oak and genuine walnut. 
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ANOTHER HANDSOME PRODUCT OF INDIANA DESK COMPANY, JAS- 

PER, IND.—Table of hardwood with beautiful black American walnut 

exterior. Dimensions are: length, from 60 to 96; width, from 34 to 42, 

and height, 30”. The 96” tables have 1!/,” tops and the 72 and 60 
have 1'/,” tops. 





DOUBLE PEDESTAL FLAT TOP DESK BY INDIANA DESK COMPANY, 
JASPER, IND.—Length 66”, width 36”, height 30”. All exposed exterior 
is genuine black walnut with carefully selected face veneers and richly 
figured quarter striped walnut. Five-play 1!/,” top and three-ply panels. 
Drawer sides and backs are of hardwood with bearers and guides made 
to avoid sticking. Center drawer is fitted with Yale lock and controls 
locking mechanism of all drawers. Pulls conform with desk design and 
are cast brass, antique English finish. 


New Furniture 


Pieces 





NEAT AND STURDY.—This wastebasket is the 
latest offering of the Cleveland Container 
Company, 1428 West Thirty-seventh street, 
Chicago, Ill. It is a scientifically-constructed 
one-piece item with a rigid fibre side wall, 
with no-joint metal rim and a solid steel bot- 
tom extending one inch up the side of basket. 
It is available in four convenient sizes—13, 14, 
15 and 18 inches and is available in olive 
green, walnut or mahogany finish. 





GENERAL FIREPROOFING OFFERS THE 
TELEFACTS FILE.—This is a new deskside 
work organizer produced by the General Fire- 
proofing Company, Youngstown, Ohio. It has 
two compartments—an upper, fixed one for 
active work and a lower one in the form of a 
Super-File drawer for less active or con- 
fidential material. Both compartments have 
swing fronts providing mechanized compres- 
sion when closed. A lift cover closes the 
upper compartment and locks independently 
of the lower drawer. The action of lifting this 
cover raises the filed material into full visi- 
bility. Divide-A-Files form supported, angle- 
spreading sub-compartments and_ stabilize 
contents. “In”, “Out” and “Get” sub-compart- 
ments are provided and a special set of 
guides and folders are available. The cabinet 
is mounted on casters to provide easy moving. 
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New Furniture 
Pieces 





THE NEW METAL SPEEDFILE SHOWN HERE IS 
THE LATEST OFFERING OF THE ART METAL 
CONSTRUCTION COMPANY, JAMESTOWN, N. Y. 
—Said to be a drastic step forward in the interest 
of faster and more accurate filing, the Speedfile 
is built with the new “Auto-Tilt’ compression 
which lays back the entire drawer contents to a 
visible eye level by an automatic action syn- 
chronized to the in-and-out travel of the drawer 
file. The side of the cabinet is cut away to show 
how the contents are held vertically when the 
drawer is closed and tilted when open. 





THE JASPER SEATING COMPANY'S NO. 980 
CHAIR.—This number is available in walnut, 
quartered oak and birch. Equipped with casters 
the chair dimensions are: width of seat, 20!/, 
inches; depth, 17!/,, and height of back, 16!/2. Like 
several other numbers manufactured at the com- 
pany’s plant in Jasper, Ind., this No. 980 is 
equipped without additional cost with the new 
rubber-cushioned iron which is noiseless and 
requires no lubrication, the pintle being seated 
in a self-lubricating Durez bronze bushing. The 
chair is of thoroughly seasoned materials and 
finished to perfection. 
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A MEMBER OF THE JASPER 600 LINE.—This latest offering 
in desks of the Jasper Desk Company, Jasper, Ind., is made 
in genuine walnut and genuine mahogany. Top is five-ply, 
1!/, inches; panels, five-ply, 1'4 inches. Dimensions are 60, 
66 or 72 inches long by 36 inches wide. This handsome desk 
has symmetry and style as its principal features, plus the 
sturdiness and long life imparted through Jasper’s sixty years 
of desk building. 





MUTSCHLER’S SAMSON LINE OF TABLES FEATURES THIS NUMBER.— 

Shown here is a director's table manufactured by the Mutschler Bros. 

Company, Nappanee, Ind. Of genuine American walnut or (on special 

request) mahogany, this table has a five-ply wood moulded edge top 

finished underneath and supported, in addition to three-inch rails, by 

heavy cleats. Standard office dull rubbed finishes. Sizes available are 
96x48, 120x48, 144x48, 168x48, 19248. 





CORRY-JAMESTOWN LATEST “STEEL AGE” DESK OFFERING.—This 
modernly designed desk, incorporating many new and unusual features 
is being introduced by the Corry-Jamestown Manufacturing Corporation, 
Corry, Pa. The desk is finished in a warm metallic gray, not only pleas- 
ing in appearance but offering considerable relief from eye-strain. Non- 
glare tops are covered with a black linoleum while hardware trims are 
chrome of smart design. Sharp corners are abolished and island bases 
instead of legs allow plenty of foot space beneath the desk, 
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Interesting 
Installations 


INSURANCE COMPANY GOES BROWNE. 
MORSE.—This diversified installation of 
Browne-Morse Company (Muskegon, 
Mich.) steel equipment was _ recently 
made in the offices of the Badger Mu- 
tual Fire Insurance Company, Milwaukee, 
Wis., by the H. C. Miller Company, Mil- 
waukee, BM dealers in that city. The 
installation is outstanding because of the 
modern simplicity of layout and efficient 
working conditions _it suggests. . The 
counter separates the waiting room from 
the office with the paneling fitting per- 
fectly around the pillars. The continued 
beading on the top is made of bronze in 
the modernistic vogue harmonizing with 
the interior trim. 


EASY SEATING FOR PATIENTS OF 
THE DUKE UNIVERSITY HOSPITAL. 
—These products of the High Point 
Bending & Chair Company, Siler 
City, N. C., are the Windsor and 
upholstered chairs in genuine leath- 
er which were recently installed in 
the Duke University hospital library 
at Durham, N. C. In addition to pro- 
viding the maximum of comfort they 
impart a cheerful, lounge-room effect 
to harmonize with the diversified 
display of pictures upon the walls. 


SHELBYVILLE INSTALLATION FOR 
TENNESSEE SUPREME COURT.— 
Marshall & Bruce of Nashville, Tenn., 
was the dealer who recently placed 
this fine furniture of the Shelbyville 
Desk Company in the court rooms 
and judges chambers. The desks, ta- 
bles and filing cabinets were all 
manufactured to fit in with the 
scheme of quiet dignity. The beauty 
of modern trend is reflected in the 
selection of straight striped quar- 
tered walnut, relieved by a carved 
frieze and edge mouldings of top 
and base. 
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with @ Just one look is all it takes 
to convince your customers 
that this equipment has 
everything . . . snappy style, 
life-long durability and util- 
ity. Yes, Royalchrome is its 
own best salesman and al- 
ways stands ready to sell it- 
self . . . so you can close 
more sales and earn better 

profits! 
No. 371 

ho | All Steel Executive Desk 
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: —_ Sell this fine line . . . Good 





10: , 

= territories still available! 

is 
Professional and business people of 
all ages in all walks of life are asking 
about Royalchrome. They know that 
its handsome style is exactly what 
they need to give their offices and 
reception rooms true above-ordinary 
distinction. The beauty of selling 
them (or anyone else) Royalchrome is 
that this furniture cleverly adapts it- 
self to either gay sophistication or 
quiet dignity. No matter what your 

on customer or prospect wants, you can 

n. give him the right answer—Royal- 

ss | No. 249—Executive Chair lmaunin. 

os @ In order to help you sell Royalchrome Write today for details concerning 

a- in groups, we have prepared a handsome 

al) | brochure entitled ‘Selected Reception our dealer proposition. 

he Ff Room Groups." Ask for your copy. 

- | 

a | ROYAL METAL MFG. CO. 

P| 1108 S. MICHIGAN AVE. CHICAGO ~®@ 





New York Los Angeles Toronto 
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INSTALLATION BY 
MILLER DAVIS CO 


HARDWARE MUTUAL 
FIRE INSURANCE CO. 
OF MINNESOTA 










LEOPOLD co. 


FURNITURE 
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GENEVA 


a QUALITY 
i ee jut 


= OUTSTANDING OFFICE EQUIPMENT 


Write for detailed information on 


SUSPENSION and NON-SUSPENSION FILES 
WARDROBE and STORAGE CABINETS 
TYPEWRITER and DICTIONARY STANDS 
BLUEPRINT—MAP and SPECIAL CASES 


ANDERSON-HICKEY CO., INC GENEVA ILLINOIS | 
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a Truly Modern Office Table 
In The Popular Priced Field 


% Offer your customers smartness at low cost... and 
typical St. Johns quality too! This handsome table is 
designed to harmonize with all types of modern office 
furnishings. For the small office it is a first step toward 
modernization. For the larger office it is a means of 
expanding facilities economically wine eltslilalare! OFFICE TABLE NO. 20 
appearance. Made of Solid Northern Michigan Maple, . 

. ‘ Thick plank edge top; frame under 
finished in Walnut or Mahogany, the four sizes range neoth to prevent warping. Leg: 
from 24 x 36 to 34 x 72 inches. Write today for 3-inch stock. Dovetailed draw 


‘ . z 3-ply bottoms. One drawer only i 
the new St. Johns office table catalog and price list. 3 and 4 foot lengths 


ST. JOHNS TABLE COMPANY... CADILLAC, MICHIGAN 


OFFICE FURNITURE WAREHOUSE COMPANY, 573 BROADWAY, NEW YORK CITY 


Established 
in 1868 











EUREKA—We’ve Found It! 


A Scientifically Correct Posture Chair which may be 
converted into a Spring-Back Chair by pressing a lever 
under the seat — without change in position of the 
occupant. 


RIGIDITY is the prime essential of correct posture— 
in the absence of which a chair ceases to be a posture 
chair. 

The only scientific posture chair on the market with a 


Spring Back—It Locks. 


The New Eff & C Lock Spring Chair 


offers | Correct Posture 
plus 


Double Sales Appeal ) hits 





iam 





A combination which means friends, sales and money 
No. 270XLP to the dealers. 


meee 


WRITE FOR COMPLETE INFORMATION AND PRICES 


304 East Fourth Street THE FRITZ-CROSS COMPANY Saint Paul, Minnesota 
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WHAT'S néw in. HOOSIER”CHIEFTAIN’ SUITE 
















@Here’s your answer, Mr. Dealer! Look at 
these two new modern lines by Hoosier. 
Note their graceful, streamlined styling— 
made twice as stunning by the rich, warm 
beauty of fine woods. But their sales appeal 
isn’t all in the design. These new series 
have Hoosier’s world-famous quality con- 
struction—plus a host of special selling 
features that clinch orders for you. Both 
lines are available in all standard units,with 
a complete suite of matching pieces. Hoosier’s 
attractive prices allow exceptional profit and 
faster turnover. Before you buy, get full in- 
formation on the ‘Chieftain’ 
and **9000°° suites—and the entire 
Hoosier line. Write us today! 


HOOSIER 


HOOSIER DESK COMPANY, JASPER, INDIANA 








~BACK VIEW 





\ 7 ( } CO M Stationers and Office 
Equipment Dealers 
to Chicago and the National Stationers Convention, Palmer House, September 26th-29th. 


A cordial invitation is extended to all dealers to visit us at our Aurora 
factory. Aurora is only 38 miles from Chicago with convenient and 


frequent transportation facilities. 




















All Bentson Steel Files and Desks carry The Steel Office 


Furniture Institute labels of quality and workmanship. 


The Bentson Manufacturing Company, Aurora, Illinois 
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No. 151 


96x48 

120x48 
144x48 
168x48 
192x48 





Library and Directors’ Room Tables 
should be long lived . . . and those 
made by MUTSCHLER most certainly are! 





In making a selection for bank, public office, library, etc., the effect of this long service 
should be considered in the requirement for substantial construction, quality of parts 
and finish—for grace and symmetry of design that through the years improve upon 
acquaintance, more refreshing to the eye and as sound and serviceable as at first. 
SAMSON TABLES are outstanding in those features. They are built of genuine Ameri- 
can walnut or selected quartered white oak and are available in stock sizes from 24 
by 36 up to 192 by 48 inches. By special order they can be supplied in any dimensions 
specified. When tables for the oifice directors’ room or library are being considered, 
the SAMSON catalog is dependable authority. 


Mutschler Bros. Co. 


302 Madison St. Nappanee, Indiana | 


OFFICE |; py TABLES 


REGIST 
2. ov $ 
MUTSCHLER GROTHERS CO.MAPPANEE.IND.. U.S.A 











A New 
Desk for 
Modern 
Offices 
built by 
Jasper 
Desk Co. 


Whenever you see a new desk announced by Jasper Desk Co., 




















. . The New 600 Line Genuine wal- 


nut.. Genuine mahogany . . Three : rae : 

sizes . . 72, 66 and 60 inches long.. | you can at once and with confidence credit it with symmetry and 
all sizes 36 inches wide. Top 1’ style, rugged construction and up to date facilities. Those of 
inches thick five-ply. Panels 14 our dealer friends who have seen the 600 line predict a lively and 


a ey growing demand for it. A record of more than sixty years in 


producing desks of unvarying quality, a consistent growth in 
volume and distribution, vouch for its success. Full details on 


request. 
Jasper Desk Company Jasper, Indiana 
New York Warehouse, 573 Broadway CHICAGO REPRESENTATIVE: W. H. Brown 


6708 Glenwood Ave., Phone ROGers Park 3644 




















OFFICE APPLIANCES 











CATALOGUE Gee 
NUMBER &@ orrete 






tuck presents a wide variety of office 


f this new catalogue Marble & Shat- 




















chairs for almost every conceivable 
commercial use—chairs—‘Designed for 
comfort and built to last.” 

New club chairs with davenports to 


matcn—new u oistere chairs, from ex- 
pholstered chairs, f 


ecutive to commercial grade, designed dis- 


tinctively in bag modern per eon ican 
posture chairs and stenographic chairs CLEVELAND OHIO 


with tilting seat and tilting back to insure 
correct adjustment to the occupant—also 


supplied with stationary seats if desired. 











Spring front edges on upholstered 


chairs, rubber scuff plates on revolving 


Gn the Modern Jrend 


To the architect and interior decora- 


chair bases (an exclusive M&S feature) — 
wood seat revolving chairs equipped with 
rubber bumpers that can’t pull off or 
stretch (Patent applied for). These fea- tor we offer the services of our design- 


tures add to the comfort and service of 


M&S chairs. 


ing department at no charge to assist 
. in layout work and in the designing 

This new catalogue will be mailed about , 
the fifteenth of October. If you are not of special chairs. 


an M&S dealer, write now to see if the 
' 




















dealer franchise is available in your city. 











THE MARBLE GSHATTUCK CHAIRCO. 


CLEVELAND, OHIO 
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New Furniture 
Put in Service 



















AN INSTALLATION OF ART STEEL.— 
Cantigny Printing & Stationery Company, 
New York City, solved an intricate filing 
and partitioning problem of a large finan- 
cial organization on lower Broadway with 
Art Steel Company's Metropolitan line of 
suspension drawer, grained walnut fin- 
ished counter heights. The result is a 
beautiful, impressive and efficient office 
layout. The front counter, composed of 
card, document, legal and letter files, is 
thirty-five feet long with a continuous 
linoleum-covered steel top with brass 
edges. Units are so arranged as to pro- 
vide for private quarters of executives. 
Swinging brass gates add to decorum . 
and privacy. Thus was achieved a 
segregation of space exactly suit- 
ing to the user’s needs at little or 
no extra space required for filing. 
So pleased was the user with the 
installation that they later  pur- 
chased desk high units for each 
executive secretary's desk. 


MODERN ATTRACTIVENESS PLUS. 
—These desks, with their finely- 
rounded corners and modern type 
of base were manufactured by the 
Evansville Desk Company, Evans- 
ville, Ind., and recently installed in 
the offices of the Capitol Wine & 
Liquor Company, 1618 Milwaukee 
Avenue, Chicago. The fine-grained 
finish and symmetrical lines of the 
desks brought many complimentary 
messages to the Geiser Furniture 
Company, 166 West Lake street, Chi- 
cago, who made the installation. 


MUSIC TAKES TO YandE.—This fine 
installation of “YandE” Steel Sus- 
pension desks was made by the Los 
Angeles branch of the Yawman 
and Erbe Manufacturing Company, 
Rochester, N. Y., in the offices of the 
Music Corporation of America at 
Beverly Hills, Calif. The desks are 
finished in grained walnut and har- 
monize perfectly with the modern 
and attractive surroundings. The 
color scheme of brown and white is 
carried out with white walls, brown 
and white drapes, and a brown lino- 
leum floor. Steel chairs finished and 
upholstered in brown along with the 
triple stack of walnut Accesso letter 
trays on each desk complete the 
installation. 
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Twenty Ways 
To Promote Health, 
Comfort and 
Efficiency in 
Office, Store and 
Factory 


Pictured at the right are 
popular posture chairs on 
today’s market. Names of 
their manufacturers are 
as follows: Top row. left 
to right—Murphy Chair 
Co., Milwaukee Chair 
Co., High Point Bending 
& Chair Co., Jasper Chair 
Co., New Indiana Chair 
Co., General Fireproofing 
Co. Middle row, left to 
right: Toledo Metal Fur- 
niture Co., Marble & 
Shattuck Chair Co., 
Bright Chair Co. (upper), 
Jasper Seating Co. (low- 
er), B. L. Marble Chair 
Co., Sturgis Posture 
Chair Co. (upper), Royal 
Metal Mig. Co. (lower), 
Fritz-Cross Co. Bottom 
row, left to right—Harter 
Corp., Shaw-Walker Co., 
Johnson Chair Co., Do- 
More Chair Co., Ameri- 
can Automatic Electric 
Sales Co., Cramer Safe 
and Office Equip. Co. 





Value of Correct Posture 
Increasingly Apparent 


icieeiatensis throughout the of- 
fice furniture trade point to a 
growing expansion of the market 
for posture chairs. Dealers and 
manufacturers are finding that, 
more and more, business in gen- 
eral is recognizing the economies 
of correct seating. Posture chair 
Sales are, therefore, showing a 
steady increase, and some dealers 
expect their 1938 sales in these 
lines to exceed those of last year. 

Expansion of the market is con- 
sidered to be due to a combination 


Expansion of Market for 
Posture Chairs Seen as 
Sales Mount 


of factors—all of which point to 
extended sales possibilities. Much 
has been printed in newspapers 
and magazines upon the health 
and beauty value of correct pos- 


ture. Educational institutions have 
emphasized the subject. And busi- 
ness management is learning 
through both the press and its 
own experience that posture has a 
direct influence upon the health 
and efficiency of workers. Educa- 
tional propaganda is thus a defi- 
nite factor. 

Another factor is that the va- 
riety of chairs available from a 
large number of manufacturers 
offers the prospective customer 
many choices to suit all tastes. 
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Expansion of the market, how- 
ever, is believed due more to the 
efforts of posture chair salesmen 
than to the user demand for these 
products. While the need for pos- 
ture seating facilities exists in 
many business organizations, man- 
agement usually does nothing 
about it until an energetic posture 
chair salesman comes along to 
stimulate action. Through the ag- 
gressiveness of manufacturers and 
commercial stationery and office 
furniture dealers, outlets have 
been well established for serving 
business enterprises with a variety 
of solutions to their seating prob- 
lems. Dealers whose salesmen are 
trained to sell posture chairs are 
doing a substantial and profitable 
business with this specialty. 


Their salesmen are well in- 
formed upon the physiological and 
psychological importance of cor- 
rect seating and are finding many 
places that are posture minded or 
that prove responsive to their ap- 
proach. 

Those who “get out and dig” 
are finding this a lucrative field 
even under present conditions. A 
sales contest conducted by one 
dealer during the month of July 
resulted in the remarkable total 
sales of six hundred posture 
chairs! All of the members of the 
selling staff concentrated upon the 
line, though not entirely neglect- 
ing other merchandise during the 


period. They set their goal at 
two hundred chairs for the month 
and exceeded it by two hundred 
per cent. The point of special in- 
terest is that this was an organi- 
zation which is normally on its 
toes and it therefore, could be as- 
sumed to know the potentiality of 
itsmarket. But these hard hitting 
salesmen even surprised them- 
selves—uncovering numerous un- 
expected prospective buyers. 

The keynote of selling posture 
chairs is to “drive home the econ- 
omy of healthy nerves in sound 
bodies.” Medical authorities unan- 
imously assert that continued 
slouching of the body impairs the 
health of workers. 

Incorrect posture reduces lung 
capacity, prevents sufficient supply 
of oxygen to the blood, causing 
drowsiness and contributing to a 
general run-down condition. Ab- 
dominal organs, muscles and liga- 
ments become cramped, interfer- 
ing with their proper functioning. 
Fatigue and disorders of the physi- 
cal and mental system are the ul- 
timate result. 

If there were no other reasons 
than the responsibility of the em- 
ployer for the health of his em- 
ployees during working hours, 
this alone would amply justify 
expenditure for proper seating 
equipment. 

But, as a stationer points out in 
his direct mail advertising, the 
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posture chair “justifies its cost by 
its economies—by increasing men- 
tal alertness and improving em- 
ployee dispositions, by reducing 
‘time out,’ by decreasing absences, 
by increasing production.” Pos- 
ture and profits are definitely re- 
lated. 

Many posture salesmen are 
stymied by the prospect who says, 
“Our office has ample chairs, so 
why buy more?” One posture chair 
salesman meets this argument 
successfully by declaring that re- 
gardless of how many chairs the 
company has, it is losing money 
through decreased efficiency and 
output of its employees if the 
chairs they are using are un- 
adapted to the posture needs of 
the employees. 

Others point out that correct 
seating should be given the same 
consideration as proper lighting 
and ventilation. They observe the 
seating conditions in offices when 
making calls pertaining to other 
office equipment and _ supplies. 
They try to get permission to send 
over a sample chair for a week or 
ten days’ trial. Wherever they 
have sold a desk and whenever 
one is sold, there is a prospect for 
a posture chair. 

If the dealer and his salesmen 
will further develop the potential 
business on such chairs in their 
community, they will be surprised 
at the results. 


How We Sell Posture Chairs 


Scenes back about seventeen 
years in the trade, retrospection 
reveals amazing forward strides 
that have been made in a compar- 
atively recent period. The manu- 
facturers are offering us retailers 
sO many more opportunities to 
serve our customers to better ad- 
vantage. 


In my opinion, insofar as office 
furniture is concerned, chairs in 
general have made perhaps the 
most outstanding advance. It 
wasn’t so long ago that a typist’s 
chair was merely something to sit 
upon. If the chair sold was a 
high-grade number, its merit was 
chiefly in its better quality and 
more attractive appearance than 
that of a cheap chair. As to com- 
fort there was but little difference. 
When a chair was bought, the 
purchase was made because either 
the chair previously used was 





Dealer Evaluates the Field 

and Tells Some _ Experi- 

ences Along With Sales 
Methods 


By SAMUEL PALLEY 


Palley Office Supply Company, 
Worcester, Massachusetts 


worn out, or the office was being 
refurnished. The large consumer 
usually standardized on a certain 
grade of typist’s chair, and bought 
the same thing year in, year out. 

Today, the chair market has 
changed constructively to a more 
interesting and receptive field. The 
up-and-coming salesman, with 
but little aggressiveness, is in a 


lucrative market when he is pos- 
ture chair minded. He does not 
have to wait for a chair to break 
down, or for an outmoded office 
to be refurnished, to spot a pos- 
ture chair prospect. Also, the 
salesman going into the field has 
practically an unlimited one to 
work in. Almost every office is a 
prospect. 
Executive Is Chief Obstacle 


I have heard the remark that 
the trouble with the good old U. 
S. A. is that we want to take 
things too easy. Possibly that 
thought is right in some respects, 
but is quite wrong when applied 
to a chair. 

Many an executive has ex- 
pressed the thought that a chair 
which is too comfortable might 
have a tendency to make the em- 
ployee drowsy, and perhaps too 
lazy to work efficiently. Yet, when 
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he is in the market for a typist’s 
chair if the salesman were to sug- 
gest a stool without a back, he 
might think the salesman slightly 
demented. It is easy, however, to 
show the prospect how the chairs 
in his general office are practi- 
cally as unsatisfactory as backless 
stools, by pointing out the em- 
ployees who are sitting on the 
edges of their chairs, far away 
from the backs. Then he may be 
asked if he could possibly turn 
out two hours of decent work at a 
typewriter without becoming ex- 
hausted, while balancing himself 
on the edge of a seat that is as 
hard as a rock. He would think it 
poor business to furnish his me- 
chanics improper tools with which 
to accomplish their work. Yet, 
with the ordinary chair, one of 
the most important pieces of 
equipment in his office is obsolete. 

The average girl in an office has 
taken the ill-fitting and uncom- 
fortable chair too much for 
granted. A casual suggestion by 
the salesman about the greater 
comfort and other advantages of 
a posture chair, even from the 
standpoint of health alone, often 
is a good way to start propaganda. 

A short time ago, a talk was 
given to one of our accounts con- 
cerning the advantages of proper 
chairs for the office. The cus- 
tomer was quite interested, but 
felt that the time was not pro- 
pitious to bring up the subject of 
purchasing chairs, due to needed 
improvements in the factory. The 
outlay of expenses for the me- 
chanical division of the company 
would not allow any expenditures 
for such “luxuries” as chairs in 
the office. A few weeks after this 
conversation had taken place, one 
of the typists in that office in- 


AN OUTSTANDING FILING CABINET 
INSTALLATION.—This unusual and im- 
pressive installation of Automatic ex- 
panding and compressing files of the 
Automatic File & Index Company, Chi- 
cago, in the record room of the Wiscon- 
sin General hospital at Madison, Wis., 
includes over 125 Automatic four-draw- 
er and five-drawer units with the former 
placed on top of the latter in such a 
manner that the combination becomes 
a battery of nine-drawer Automatic let- 
ter files. Reference to both tiers is fa- 
cilitated by the expanding and com- 
pressing drawers and also by the rolling 
ladder which runs on wheels on an 
upper track attached to the top of the 
files. while the lower wheels of the 
ladder roll along the floor. The illus- 
tration shows only a partial section of 
the installation which was made by the 
Jones Typewriter-Business Furniture 
Company of Madison. 


formed her employer that her 
physician ordered her to take a 
few weeks from her work, due to 
“Occupational Back.” The sugges- 
tions the salesman had made a 
few weeks earlier occurred to the 
employer, whereupon a call was 
made to our office, and a posture 
chair was provided for the typist 
immediately. The results were: a 
happier, healthier typist, a more 
efficient turn-out of work, and a 
satisfied customer. 

Getting a little further into the 
seating problem of this company, 
we found that among the six girls 
in its office two were troubled 
badly with their backs. So more 
chairs were ordered. Hence, within 
two weeks all six girls had new 
posture chairs. Today when 4 
o’clock in the afternoon arrives, 
these girls are no longer afflicted 
with nightmares from fatigue, 

This may read somewhat like a 
patent medicine ad, but practical 
experience has shown that pos- 
ture chairs will do wonders for the 
morale and efficiency of an office 
staff. With correct seating equip- 
ment, the improvement in pro- 
duction and efficiency wipes off 
the books in a short time the out- 
lay of expense for these chairs. 

When the prospect is not amen- 
able to the replacement of one or 
all chairs, we try to place one on 
trial to prove our selling talk. Of 
course, we assure the manage- 
ment that it incurs no obligation 
on its part. But usually when an 
employee tries one of these chairs 
and discovers the comfort and re- 
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lief it affords, it is but a short 
time until the good news spreads 
throughout the office. The seed 
which excites curiosity has been 
planted, and this grows to desire. 
When the purchase of just one 
chair has been approved, the pur- 
chasing agent finds it a problem 
to turn down other requisitions 
for this much-needed new equip- 
ment. 

If the argument of obsolescence 
is presented strongly, the value of 
the customer’s old chair is soon 
forgotten. There are very few 
trade-ins. 

In selling posture chairs, it is 
important to stress the necessity 
of proper adjustment to the indi- 
vidual. It is therefore a good pol- 
icy when placing chairs on trial, 
or delivering an order of chairs, 
to give personal attention to this 
detail; so that the chair will be 
properly fitted to each user. Also, 
from both the educational and 
sales standpoint, it is well to tell 
the user briefly the benefits to be 
derived from the use of your 
chair. 

Showing the actual chair when 
talking to the prospective buyer 
makes for simpler explanations 
and easier sales. Then, after the 
installation is made for the typist, 
the old adage, “One thing leads to 
another,” begins to work for you. 
Seeing the young lady happy over 
her new posture chair makes the 
employer wonder about his own. 
This may suggest a new, more effi- 
cient desk. And so on, among 
other items of equipment. 
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NICE WORK 


Pretty nice business to sell 
one firm more than 100 fine 
Eagle-Ottawa leather uphol- 
stered chairs within a seven 
month period! That's what 
Rose City Upholstery, of 
Portland, Oregon, has done. 
Photograph shows a part of 
the Trust Department of the 
United States National Bank, 
in Portland, where 42 of these 


chairs are in use. 
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W. H. Gunlocke 
Chair Co., of Way- 
land, N. Y., offers 
this attractive 
lounge in Eagle- 
Ottawa leather, 
featuring a con- 
venient folding 
arm rest. 









































GRAN OD 


HAVE N, 


Here's one of sev- 
eral comfortable, 
good-looking 
chairs made by 
Leathercraft Fur- 
niture Mfg. Co., 
of Los Angeles, 
California, and 
covered with 
Eagle - Ottawa 
leather. 
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MORE THAN EVER 


is RIGHT for Offices 


With business prospects brighter, possibilities for 
office furniture sales look better everywhere. 
Eagle-Ottawa leather will help you get your 
share. Whether one chair or a hundred, it’s an 
easier, more profitable sale when Eagle-Ottawa 
leather is the upholstery material. Good looks, 
backed by good reputation, wins preference and 
Eagle-Ottawa leather has the quality that insures 
years of satisfactory, trouble-free wear. Every- 
where, in offices modern as a streamlined train 
or in traditional periods to express dignified 
solidity, Eagle-Ottawa Leather is the preferred 
upholstery material. 


NEW EAGLE-OTTAWA COLORS 


Eagle-Ottawa's fine leathers for office furniture 
upholstery . . Colonial Full Top Grain, Guild 
Hall Snuffed Top Grain and Dixie Leathers . 
are available in widest color selection. And 
soon the new “Controlled Colors” will be ready 
to provide still further refinements of available 
harmonies or contrasts, and eliminate practically 
all necessity for special finishes. 
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A BANK OF ENGLAND Office Chair that 
is Better Built, More Durable and Wholly 
Comfortable ...... made by HIGH POINT 


Dies at the quality built 


into this chair! The reason for its popularity is 


easily apparent. Built of quartered oak or of 


pecan, walnut or mahogany finish. Rail under No. 6711 





seat is one piece steam bent circling back and 


The HIGH POINT catalog illus- 
trates and describes this series 


sides from front post to front post. Back posts 


of leg chairs are one continuous piece from floor with other all-wood and leather 
. upholstered executive chairs, sec- 
to top. Well made, sturdy, of correct anatomic retastel posture chairs, teachers 


and tablet chairs, bentwood and 
folding chairs, and stools. With 





design and moderate price, it offers extraor- 


many sales opportunities for office 





No. 6710 


furniture dealers. 


dinary value and is in growing demand. 


HIGH POINT BENDING & CHAIR COMPANY 


MANUFACTURERS OF COMFORTABLE CHAIRS, CORRECTLY CONSTRUCTED 


SILER CITY, NORTH CAROLINA 














PLAIN OAK — Honestly Made 


ALMA 


1000 
SERIES 


. . an excellent example 
of substantially made plain 
oak office desks with 5 ply 
1!/,” tops—in the low priced 
range. ... Series includes 
three size flats, double and 
single pedestal typewriters 
and 60” table. 


No. 1042-F 
42x30” 





The 42x30” size is a particularly popu- 
lar number at this time of the year. 


ALMA DESK COMPAN Y  woxritcstotin 
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STEEL COSTUMERS 


Fostered by the increasing insistency 
of business men for modern and effi- 
cient conveniences, Sanymetal cos- 
tumers are in more demand today 
then ever before because of these ex- 
clusive features: 





They are perfectly ‘‘balanced’’ — are 
guaranteed to stay upright even when 
the load is all on one hook . . . do 
not loosen or warp . . . have no rough 
edges to catch clothes. The pose 
lines and enduring wood finishes are 
a fitting appointment to the modern 
office environment. 





No. 1100 Sofa 


BEAUTIFUL DURABLE LEATHER 


List prices f.o. b. Cleveland, 


_ Ohio, are: Styled by BRIGHT 
| Green OF Stay... ssc0ss $10.00 : 
| Mahogany, Walnut or for the luxurious comfort of 
CPR ok iv caienasRaes 11.00 th | , 
White enamel......... 13.50 e€ tounge or 


Write today for dealer discounts and for the invigorating comfort of 


descriptive folders in full color. Sany- 
mexat costumers cost no moreto 
handle because they are regularly 
moving items with a longer margin 
of profit. 


correct business posture 


tains titi tecnnaii 


Satisfying individual tastes is an everyday 
job with our organization. From fine 
COMPANY, INC. leathers and materials our skilled crafts- 
| 1681 Urbene Road, Cleveland, Obie men supply that personal touch leather 
furniture buyers want. Our customers, 
office furniture dealers, know we are al- 
ways ready to serve them—whether it be 
a stock item from our extensive line or a 
special—whether it be an ultra luxurious 
lounge or an ultra comfortable posture 


chair. They profit by it. 
No. 59 , 


| THE SANYMETAL PRODUCTS 








Write for our catalog of 
BRIGHT styled leather 
office furniture. You will 


) No. 58 


Bright Chair Co. Inc. 
127-133 Bleecker St. 
New York, N. Y. 


profit, too! 




















42”-54”-60” Patent Pending 


The old oversized, yet vacant pedestal; and the mutilated desk 
top type, are obviously antiquated by this modern device. 


A big corporation is replacing their drop heads with Secra-Types. 
Thus Secra-Type creates new business. It will help you now. 


GRAND 
RAPIDS 





No. 61 
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Pool cars with New Indiana 
Chair Co. chairs, if desired. 


Indiana Desk Co. 
1400 Group 


All streamlined, all edges are rounded— 
not a square corner or edge in the whole 
series. This desk is modern without being 
bizarre. It is dignified, attractive, refined, 
beautiful—simplicity personified. The ve- 
neers in the walnut series are richly fig- 
ured quarter striped, and the oak series is 
specially selected Indiana quartered 
white oak. All exterior parts are finished in high grade 
lacquer, hand rubbed to a smooth satin finish. The 
pulls are heavy cast brass with a gold satin finish. 
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This series strongly appeals to 
the executive who understands 
and appreciates quality furni- 
ture. You must see this desk to 
fully appreciate it. Write for 
a new catalog. 


INDIANA DESK CO. 





SASPER. INDIANA 


















NEW INDIANA 
Office CHAIRS 
upholstered in genuine 
leather 







Good quality to be shown . . . and 


interesting price to be quoted! 


Quartered oak and birch in walnut or mahogany finishes with Amer- 
ican Oak Leather Co. genuine Titetan leather in a choice of eight 
colors of upholstery. Office furniture dealers who put a few of these 
comfortable chairs in their display receive rich returns. Send for 
catalog and price list. 


NEW INDIANA CHAIR CO. Wisi. 


















TIFFANY 
STANDS 


Patented Adjust- 
able Head— 


Adjustable to base 
of nearly every of- 
fice machine. 


NEW—Patented raising and lowering device op- 
erated by use of lever at lower right side (one light 
shift of handle and stand is made stationary or ready to move 
quietly and easily on Bassick composition cadmium-plated casters 
which will not mar floors or coverings) . 

SWAYPROOF—Reinforced welded corners, constructed of 
specially formed angle steel with smooth streamlined rounded 
edges, Balanced Base, Sure-grip castings to prevent upsetting, 
sliding or creeping while in use. Stand proper—black crackle fin- 
ish. Drop-leaf constructed of steel with olive-green finish. 

Built in two heights, 26” and 35”. 

DEALERS—WRITE TODAY for literature and attractive 
sales proposition on the new and improved Tiffany Streamlined 
models. Sell your customers a Tiffany and you will have a 
Satisfied customer 


Tiffany Stand Company 


3725 Commonwealth Ave. St. Louis, Mo. 
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, 4 
Sturges 
POSTURE .CHAIRS 


The favorite of hundreds of 
outstanding office equipment 
dealers because of these 
excellent features 

@ Easily and quickly adjusted 
by hand—no tools or special 
keys required. 

@ No metal around seat to mar 
furniture — no side braces to 
catch on clothing. 

@ Resilient, comfortable rub- 
berized hair seat cushions. 

@ A complete array of both 
spring back and rigid back 
adjustable posture chairs. 

@ Easy to demonstrate — easy 
to sell. 


WAREHOUSE STOCKS 
Wholesale Office Equipment Co. 
39 Stevenson Street 
San Francisco, California 
Office Equipment Distributing Co 
609 Third Avenue 
Seattle, Washington 


Sturgis Posture Chair Co. 
c/o Cal Cameron 

112-114 Wooster Street 
New York, New York 


SOLD EXCLUSIVELY THROUGH DEALERS 
CATALOG ON REQUEST 


STURGIS POSTURE CHAIR CO. 


SIAUCISME VIG SICTAUN 
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CK 
BALANCED ACTION 
CHAIR IRONS 

















A COMPLETE LINE 


OFFICE-STOOL AND 
TYPEWRITER IRONS— 
EQUIPPED WITH RUBBER CUSHIONS 
OR STEEL SPRINGS, C-K PRODUCTS 
ARE WELL BUILT OF HIGHEST 
QUALITY AND SERVICEABLE. 


CATALOG ON REQUEST 











COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A 











Automatic Still Leads the Field! 





New Line 
New Design 


Order a Sample now 
Table and Secretarial Desk to match 
All Standard Finishes 


NEW FEATURES 


A. 25!/.” DRAWER CAPACITY 

Z. PROGRESSIVE SUSPENSION ALL PEDESTAL DRAWERS 
3. DRAWERS INTER-CHANGEABLE IN THE FIELD 

4. BEST CONSTRUCTED PEDESTAL ON THE MARKET 


Automatic Expanding and Compressing Features 


AUTOMATIC FILE & INDEX CO. penne mm aasinsron ave 
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Office Chair Casters 


This caster is the largest selling quality office chair 
caster in the world! 

Why? Because every sale has resulted in satisfied 
customers and in additional business. The BASSICK 
DIAMOND*ARROW represents the outstanding caster 
development in recent years. Its remarkable principle 
of two-level ball-race construction gives full floating, 
free swiveling action. 


It is the leader in the famous line of BASSICK 
casters and floor pretection equipment—the line that 
has built an increasing volume of profitable business 
for leading office equipment dealers. 


THE BASSICK COMPANY sripGeport, CONNECTICUT 


STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 


Canadian Factory... 





Sere operegen 
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Office Furniture 


By STERLING LORD 


Secretary, The Leopold Company 
Burlington, Iowa 


Maw. in these topsy-turvey days, is essentially a “coming 
and going animal,” little given, in general, to reflection. Be 
it said to their credit, however, that some among those 
devoted to the business of the manufacture and distribution 
of office furniture, while meditating upon the ever fascinating 
riddle of “what’s life about anyway,” have wandered into 
kindred mental byways and found surer footing in answering 
the question “What are the impulses that motivate us in our 
industry and that tie us together on a common plane of 
interest?” 

A superficial analysis might summarily dismiss the inquiry 
by answering that it is as the usual, common search for the 
gilded goals of the mercantile life. But, something deeper 
stirs beneath the surface which that answer does not com- 
pletely satisfy. Briefly, they conclude, it is the love for the 
beautiful and the orderly in the beautiful. It is this that 
lures us onward. 

In the creation of a beautiful office that bespeaks dignity, 
efficiency and charm, one first evaluates as does the contem- 
plative artist, the materials at hand available for his use. 
What materials will be the best interpreters for his purposes? 

The office must put the visitor at ease, express cordiality 
and reduce the effect of any negative characteristics of the 
owner. It must overcome any suggestion of excessive reserve 
or oppression. 

The designer who possesses well balanced perspective judg- 
ment has no occasion to select other than wood as the basis 
for furniture construction. For here he has at hand a 
versatile material, a material with prestige and a material 
with an ancestry of accomplishment. 

Unlike other materials, it has endless varieties and re- 
sources of expression within itself. These variations or species 
are the development of climatic conditions which have shaped 
both wood and man, endowing both with similar character- 
istics. A subtle plan of the Almighty, perhaps, in order that 
wood might better cater to man’s moods. The hardier cli- 
mates grow hardwoods with bold and aggressive grainings 
and Southern climes yield woods of softer texture and amor- 
ous tones and colorings. Man’s ingenuity adds further inter- 
esting effects by varied sawing processes and ingenious fin- 
ishes. 

“Wood a Separate Entity” 

One speaks of wood as a material. A rather superficial term 
is it not? For is not wood a separate entity, a being in itself 
like you and I? The tree lives and breathes much as do you 
and I. It shares with us our very existence. With us, it 
shares the sun, the skies. It braves the same elements we 
brave. 

The winds, the rains, the suns and then the droughts, and 
still it thrusts itself skyward in its courageous magnificence 
and, should we choose to lay it low and shape it to our 
needs by machine and tool, we bare before our eyes its 

(Turn to page 200, please) 





Recent 
Installations 


FINE CHAIRS MADE A FINE OFFICE.— 
These handsome chairs manufactured by 
the Harter Chair Corporation, Sturgis, 
Mich., were part of an installation made 
recently in the offices of the Columbia 
Steel Company, a subsidiary of the U. S. 
Steel Corporation, at Los Angeles, Calif. 
The chairs were particularly designed to 
harmonize with surroundings in which 
dignity and simplicity are the predomi- 
nating factors. Installation made by 
Schwabacher-Frey Company, San Fran- 
cisco, Calif. 


KEWAUNEE STOOLS IN THE KITCHEN. 
—Thirty-two white enameled Ever-Hold 
automatic-adjustable stools No. F-2030 of 
the Kewaunee Manufacturing Company, 
Adrian, Mich., were installed in this dom- 
estic science room of the Edina-Morn- 
ingside school, St. Louis Park, Minn. The 
sale and installation were made by the 
St. Paul Book & Stationery Company, 55- 
57-59 East Sixth street, St. Paul, Minn. 


FOR THE COMFORT OF SCHOLARS.— 
This recent junior high school installa- 
tion of 450 Uhl steel chairs and 40 No. 
7100 tables of the Toledo Metal Furniture 
Company, Toledo, Ohio, was made by 
the company’s dealer, The Wagner- 
Henzy-Fisher Company, Cleveland. The 
chairs are built entirely of steel with the 
exception of the wood posture style seat. 
Note well-shaped, well-rounded steel 
backrests. 




















Illustrative of the 
distinguished effect 
obtained in the mod- 
ern office by use of 
architectural wood- 
work, wall paneling. 
and floors, as well 
as the furnishings, 
in American Walnut. 








Studio of Mr. Walter 
S. Ross, of Ross & 
Brown, in Palmolive 
Building, Chicago, 
Ill. Designed by Mr. 
Leon Pescheret. 





Furniture and Opportunities 


|. IS well first to take a look 
at our present position, determine, 
as best we can agree, not only 
where we are but why we are 
where we are. 

The trend in office furniture— 
particularly office furniture made 
of cabinetwoods— may be more 
fully appreciated by a glance back 
to see from whence our present 
styles came and what have been 
the developments. We need but 
to fix attention upon that primary 
unit, the desk, to observe the 
evolution throughout office furni- 
ture and to note the trend of 
widespread usage of walnut. 

We all have our recollections of 
the old type office, with its char- 
acteristic furnishings. There was 
the cavernous dark roll top desk 
for the executive, and the long- 
legged yellow work tables: and 
desks for “the help,” with their 
high stools and straight backed 
chairs. These were acceptable for 
a surprisingly long duration. But 
time has wrought its changes, and 
furniture of new types, greater 
utility and enhanced beauty now 
dominates the market. 

The public is responsive to the 


in Walnut 


Where and Why Walnut 
Office Furniture Trends 
Open Opportunities 


By BURDETT GREEN 


Secretary-Manager, American Wal- 
nut Manufacturers Association 


new forms and models in office 
furniture as it is to new fashions 
in all things. This fact is dis- 
tinctly to the advantage of the 
office equipment merchant. For 
in the comparative ease with 
which the average executive drops 
the old and accepts the new lies 
the alert furniture man’s exten- 
sive opportunity. 

In no period of similar length 
has design in most all manufac- 
tures undergone such marked 
change as in the past ten years. 
Not only has office furniture 
come under this influence, but 
the redesigning of such unrelated 
products as railroad trains, auto- 


mobiles, and fountain pens have 
made the public more design con- 
scious than ever before. More di- 
rectly influential upon adoption 
of the modern trend is modern 
architectural woodwork. Likewise 
the makers of metal desks are 
to be credited with having had 
much influence in creating ac- 
ceptance for the new in things 
of the office. But regardless of 
the cause, it is important simply 
to accept these progressive steps 
and make the most of them. 


Today’s Desk Frequently of 
Walnut Well Designed 
The present era has brought 
us wood furniture desks of greatly 
improved design both aestheti- 
cally and from a utilitarian point 
of view. Comparison of the desk 
of today with its predecessor re- 
veals notable changes, especially 
in design and the use of cabinet- 
woods. The old type desk was of 
no particular style or _ period, 
rather unattractively finished, 
usually in other woods but occa- 
sionally walnut. And it was com- 
monly placed in a dingy setting. 
Today it is frequently of Amer- 
(Turn to page 199, please) 
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GILSON BOLENS 


Posture Chair lrons 








No. 378 Patented 


Also made with rubber 











Make the finest chairs more 
acceptable to the user—from 


the lightest stenographers 


chairs to the heavy executive 


chairs. 


__All adjustments except height made from a sitting 
position. 


__ Fast, free moving, finger tip control without looseness 
or back wobble. 


__Correct design synchronizes the movement of the 
chair back with the sitter's body. 


__ Steel crotch and arms braced and riveted like a sky- 
scraper. 


__The only irons made which have the screw spindle 
ground like an automotive crankshaft for close fit 


in the hub. 








We make the most complete line of chair irons on 
earth including the famous Low Fulcrum Tilting Trons 
with rubber or steel springs, stool irons, jury bases, etc. 








Gilson BOLENS Manufacturing Co. 


PORT WASHINGTON, WIS. 
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GAYLO Offers Two 


Items for Quick, Easy Profits 


Dealers everywhere are enjoying great success in 
selling the Gaylo Utility Table and the Gaylo Metal 
Folding Chair. Both have a variety of uses which 
makes sales easy. 


The Gaylo Utility Table 


FOR— 


Typewriter 






Telephone 
Adding Machine 
Dictaphone 
Special Filing 
Cabinets 


Catalog Stand 


Colors— 


Mahogany, Green, 


Walnut 


A new GAYLO product that is proving to be a real seller—a utility 
table entirely new and different, made by the manufacturers of the 
famous GAYLO line of seating chairs. Serves many office and home 
purposes. 


LEATHERETTE COVERED TOP 
Three-ply wood veneer top covered with leatherette to make it 
noiseless. Can also be furnished in a plain metal top. Baked synthetic 


enamel finish—frames shaped for the comfort of the user. 
The GAYLO table is priced remarkably low. 


General Seating Chairs 





Ideal for offices, 
salesrooms, schools, 
churches, clubs, 
lodges, beauty 
shops, etc. Riveted 
at all joints, made 
of heavy COLD 
ROLLED ss steel. 
Comfortable and 
rigid in construc- 
tion. Opens and 
closes quietly. Folds 
flat and stacks eas- 
ily. Upholstered 
wood or all metal 
seat. 


Colors: Walnut, 
Mahogany, Black, 
or Olive Green. 































An_ investment in 
Gaylo superior quality 
equipment means 
service, economy and 
durability. Backed by 
an organization of 
many years of manu- 
facturing experience. 













Prepare now for the fall season. Stock these two 
items and see how easily they sell. More details 
about both will be furnished gladly on request. 


THE GAYLO MFG. CO. 


820 N. MICHIGAN AVE. CHICAGO, ILL., U. S. A. 
Cable Address ""GAYLOCO" 




























APPLIED FOR 


Yo 
A GREAT NEW INVENTION 
To be shown in the 
CRAMER 
EXHIBIT:: 


for the first time at 
the 1938 NATIONAL 
STATIONERS Convention 








TILTS with even pressure when desired. LOCKS in place when sitting erect. 


LIGHTNING 
ADJUSTMENTS: 


Designed by a manufacturer with 
52 years’ experience in the build- 
ing of metal office equipment. 


a, 


1 Ste 
GO, HAIR 


Pn417-19 McGeE S 
KANSAS CITY, MO. 


"A Chair for Every Seated 
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Make More Money By Selling 
EVANSVILLE DESKS... 






4” Flat 
Top Desk from the 
TEMPO Group 






They are noteworthy for eye appeal, 
the construction is clean, and the 
prices invitingly low. 

They're the kind of wood desks that attract the greatest number 
of potential buyers and earn better and more frequent profits for 
the dealer. 

Once a dealer knows these things, he's a firm booster for EVANS- 
VILLE DESKS. 


So we say—Send for the Portfolio of Designs. Then order an 
assortment of floor samples, so you can find out what EVANSVILLE 


DESKS will do for your business. 


EVANSVILLE DESK COMPANY 
BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 











RIGID SHIELD ATTACHMENT 


Patent Pending 
Makes Typewriter Platform 
as Rigid as Top o! f Desk 


This attachment is a new idea which is well received 
wherever nice ed. The hinged mor is a “shield = 
the operator and is a datins t improvement in appea 

ance over al es of pedestal construction. i 
e platform « ri et sup 
educes wear on 


 eonget ves th 


automatic locking dev 
i t ibration and 


port. It e 
machine. 


Feature the rigid shield attachment. It w 
en abie to a Jesk manufact rs Valuab 


sell more esks for . 
7 tits iden to desiers 


Manufactured by 


WALTROW COMPANY 


84 University Street Seattle, Washington 











Worker’ | 
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F VER--Ff OLD 


STOOLS and CHAIRS 


Offer Your Customers a 


"3rd Comfort" Feature 


The Ever-Hold line of Automatic 
Adjustable Stools and Chairs is a 
profitable line to handle because 
its sales-clinching features are de- 
sirable service-giving features. Cus- 
tomers are quick to realize the 
advantage of seating every worker 











avoid tiring strain. They like the 
fact that no tools, gadgets or set 
screws are needed to adjust the 
seats The ‘‘comfort’” shape of 
seats, ‘‘comfort’’ support in backs 
and the “8rd Comfort’? Feature 
working height that’s right—appeal 
to them. 


Stool No 
E-1824 
Adjustable 
from 18 to 
24 inches 





DEALERS WANTED 


Ever-Hold Adjustable Stools 
and Chairs make a very ef- 
fective demonstration, are 





f Chair No. B-1721 
Adjustable from 
17 to 21 inches 


popularly priced and easy to 
sell. They offer you a good 
handling profit and are not 
to be found at cut prices in 
stocks of second hand deal- 
ers. Write today for our Ever- 
Hold Dealers’ Catalog-Fold- 
er, list prices and discounts 


Chair No 
A-1721 
Adjustable 
from 17 to 
21 inches 


LABORATORY FURNITURE EXPERTS 


C. G. CAMPBELL, Pres. and Gen. Moar. 
5005 S. Center St., Adrian, Mich. 
Leaders in the Manufacture of Laboratory and Library Furniture Since 1905 











Like the 
1938 


Automobiles | 





TR 
SOE Mark REG 


Universal 
OFFICE MACHINE 


THE MARK OF QUALITY STAND 


— is the utmost in operating efficiency 


Moves noiselessly on 38-inch rubber tired casters, locks rigidly 
in position with cam brakes. Mechanical equalizer adjusts for 
any unevenness of the floor and the top can be adjusted for 
nearly all office machines now in use, holding them safely and 
securely, operating shocks being absorbed through rubber and 
felt. Side drop leaves 16 by 18% inches afford ample working 
space. Weighs 40 lbs. packed for shipment. 

TUSCO is the apex of quality in office machine stands, above 
the profitless volume class. Retails at $24.50 up according 
to drop leaves desired and finish of steel work. For saving 
time and energy and promoting accuracy, recommend TUSCO. 


TUBULAR SPECIALTY MFG. CO. 
1940 STANLEY AVENUE DETROIT, MICHIGAN 
REPRESENTATIVES: C. E. Ritter, 2451 E. 78th St., Chicago 
(phone REGent 1110); Western Wholesale Stationers, Ltd., 
307 E. Third St., Los Angeles, Calif. 














at the proper working height to | 











| 
| 
| 








HAPHAEL 
JHUPS 


PRESENTS 
LEATHER OFFICE 


FURNITURE 


EAUTIFUL, luxurious and enduring leather 

always creates an impressive atmosphere 
of stability and dignity so keenly er by 
every business office. Raphael designers com- 
bine fine leather, fine woods and fine mate- 
rials with honest craftsmanship to produce a 
fine line of leather office furniture—a line 
which sells readily because of its styling and 
popular price. 


Dealers who feature Raphael Office Furniture 
find the line SELLS with the minimum of cus- 
tomer resistance. The popular price brings 
them within the reach of every business 
pocketbook. 


Fine merchandise, styled in the latest modes, 
priced for popular appeal, the Raphael line 
is a natural. Many dealers find it so. You 
will, too. Write for our latest catalog and 
price list. 





RAPHAEL 
No. 901 CHAIR 


THAT SELLS 


RAPHAEL SHOPS, inc. 


707 BROADWAY, NEW YORK, N. 


Y. 
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DEALERS 


METALSTAND is shipped 
subject to your approval and 
offers more than ordinary 
Your trade depends 


Why 


order now! 


value. 
upon you for value. 


not send your 





Offer Extra Typewriter Use for 
Everybody, All Over the Office, 
Any Time ! 


Install METALSTANDS $5.00 


RETAIL 


METALSTAND wheels into use alongside the desk, in the 
library, reception room or anywhere needed—on large, quiet 
easters. Its sturdy frame assures dependable support. Oak, 
mahogany, walnut or olive green finishes are available, afford- 
ing harmony and neat, trim appearance. Handy stationery 
drawer above knee space and side leaves at slight additional 
cost reduce lost motion and increase output. Further details 
of this (14x17%) METALSTAND and the larger (17x24) size 


on request. 


METALSTAND COMPANY 


135 North 22d St. Philadelphia, Pa. 














‘A 


SK LEAN” KS 


Unground Ball Bearings for the 
Metal Office Furniture Industry 






(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 














+ 
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Increase 
Profits 
With.. 


Floor Protection Products 
Customers prefer Darnell Quality 
Casters, Noiseless Glides and 


Desk Shoes because they “Reduce 
the Overhead that is Underfoot.” 

















Investigate! Here isa 
line that means extra 
profits plus good will 
for your business. 







DARNELL CORPORATION, Ltd., Long Beach, California 


36 N. CLINTON ST., CHICAGO, ILL.» 24 E. 22nd ST., NEW YORK, N.Y. 
DARNELL CORP. OF CANADA, LTD., TORONTO, ONT. 

















A Complete Line of 
Document and 
Roller Shelf Cases 
PLUS 

The assistance of our 
Engineering Department 
when quoting on special 
sizes and lay-outs. 


Contact us on your next job. 


Browne-Morse Company 
Muskegon, Michigan 














Stop Petty Thefts 


WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely lock 
every kind of a drawer, file or door. 
(See illustration). Also made to pro- 
tect the contents of show cases. No 
holes to drill—no nails or screws, no 
tools required. Two drawers may be 
secured with one WONDER [OCK by the 
use of brace plate furnished. 


Every store, office, factory and home a prospect. Ideal for traveling 
public. Write at once for new price and full particulars. 


WONDER lock 





53 W. JACKSON BLVD., CHICAGO, ILL. 














ROLLING UP PROFITS FOR YOU 


h 4 No. 2479 Double Ball Bearing Caster is in 
| / use in most of the country’s leading indus- 
} trial and professional offices and institutions. 

It is a leader to sales of other Faultless floor 
protection equipment shown. Write for Cata- 

1% log and facts about this profit-earning line. 

FAULTLESS CASTER CORPORATION if 


Evansville, Indiana 













(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
(fe) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 


FAULTLESS CASTERS 
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A RECENT INSTALLATION 
Quartered Red Birch 
Copper Finish 
Cast Bronze Hardware 


Our facilities are available for making furniture of special 
design and finish. We will gladly furnish you with quo- 
tations on your special orders. New equipment installed 
for the better manufacture of our regular office furniture 
lines makes this new service possible. 


Write for our catalog of dependable office furniture. 


TELL CITY DESK CoO. 


TELL CITY, INDIANA 


HON TS 


INSTANTLY ACCEPTED 


by America’s leading Concerns! 





Within 30 days after the new Peterson 
Utility Wardrobe (known as the 3-U) 
was announced by the trade press, 
our factory was flooded with orders 








from stores, offices, shops, plants and 
institutions of all types. Huge indus- 
trial plants bought one or two “on 
approval” ... came back within the 





month with large orders using 
PETERSON 3-U as a basis to re-design 
plants and reclaim valuable locker 
room space, end employee stalling 
and stop and eliminate locker room 
filth. The 3-U offers a new high ef- 
ficiency in modern wardrobe facil- 
ities! A simple 4’ x 1’ unit provides 
individually spaced, airy accommoda- 
tions for 12 persons—including hats, 





coats, overshoes and umbrellas. Fits 
anywhere . . . available in any length, 
by the foot. (Accommodates 3 persons 
per sq. ft.) Rigidly built—1%” 
square tubular steel uprights with 
high-relief, ventilated and individu- 
ally divided hat shelves, with um- 
brella racks complete with drip pan 
on each upright, and off the floor 
overshoe shelf. Furnished with rub- 
ber tired castors or rubber feet. 


Among the Firms Standard colors, walnut, mahogany 
Using the 3-U Racks: or olive green baked enamel. 


For sure selling, fast profits, order 





L mi oasis ansonenanei 


International Harvester Co. Chicago . ae , 

Revere Copper and Brass Co. Baltimore your Peterson Utility 3-U Wardrobe 
Diamond Match Co. New York, N. Y. demonstrators immediately. Once 
Hershey Chocolate Co. Hershey, Pa. seen it’s sold. It’s your key to big 
Lever Bros. Co. Hammond, Ind. 4 - 


business. 


Jos. Horne Co. Pittsburgh, Pa. 
Abbott Laboratories No. Chicago, III. 

Continental National Bk...Chicago, III. VOGEL- PETERSON co. 
International Bus. Mach. Co... New York : os 

Dow Chemical Co. Midland, Mich. “The Checkroom People 
Wickwire Spencer Co., Worcester, Mass. 1823 N. Wolcott Ave., Chicago, Ill. 
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BUSINESS CHAIRS 
ty L. Marble 


* The most complete, time-tested line of wood 
office chairs, posture chairs, upholstered chairs 
and davenports. ..nationally known for its high 
quality and dependability. Backed by exception- 
ally prompt shipments and helpful sales cooper- 
ation that are traditional with B. L. Marble and 
so essential to successful merchandising. Sold 
only through established dealers. 





* 


For such an intimate piece of 
furniture as a chair, there is no 
satisfactory substitute for WOOD. 


* 


THE B. L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of Wood Office Chairs 


BEDFORD, OHIO, U. S. A. 











VUL-COT CAN “TAKE IT” 


Prove to yourself the strength of the 
“strongest wastebasket in the world” 

. . Lay any Vul-Cot on its side with 
the rivets on the floor. Then let any 
100 Ib. person stand on it. Vul-Cot 


will bend BUT, it will not dent 
or crack. When the weight is removed 
Vul-Cot will spring back into its 
normal shape Made of Nationa 


l 
H-A-R-D Vulcanized Fibre NO 
SOFT FIBRE to dent or crack No 
metal to bend out of shape. You can 
buy cheaper wastebaskets BUT, 
nowhere, at any price, can you buy a 
stronger wastebasket than Vul-Cot. 
Available in olive-green, maroon- 
brown, oak, walnut and mahogany 
Sizes and shapes to meet every need 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Del. 


VUL-COT 


-the National Wastebasket 


Guaranteed 5 years 
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WELCOME STATIONERS 


dially invited to visit our 








factory while in Chi- 
cago—only 15 minutes 
from the Palmer House. 
See our complete line 


of office furniture. 


Illustrated here is our : 
Plymouth Suite — now i oe - > ' a ~- 
made in mahogany 3 : 
and walnut. 


Sizes 
54 x 30 
60 x 34 
66 x 36 
72x 38 


Quality < 
a esks jor 


over 50 years 








BACh TU THE 
bUO0 OULD GRIND 


Yes, Mr. Dealer, the boys are all finished vaca- 
tioning. Note.—The superior inner construction 
of the unit illustrated. Note.—The careful atten- 
tion each welded corner receives. 


Every Peerless mechanic knows that both 
you and your customer demand precision work- 
manship and extra quality. 


“A SAMPLE ORDER WILL CONVINCE” 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STREETS, PHILADELPHIA, PA. 


OFFICES 
NEW YORK LOS ANGELES BALTIMORE CHICAGO 
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FURNITURE AND OPPORTUN- 
ITIES IN WALNUT 


(Continued from page 192) 


ican walnut and quite often gen- 
uine* American walnut, being 
offered in rich, warm, natural 
finishes, as well as in ambertone 
or honeycolored bleached finishes 
—designed to show the full beauty 
of the many interesting figure 
types in which walnut only is 
available. 

Today’s desk is also well de- 
signed; many times modern in 
style, but when of traditional in- 
fluence it is generally in well 
executed Colonial, Early English, 
Georgian, Queen Anne, or even 
other attractive styles. Moreover, 
it will be found in a much im- 
proved setting. Many of the fin- 
est installations are in executive 
suites finished with beautiful wal- 
nut architectural woodwork. 


One can readily understand the 
trends to Modern and the im- 
provements in design, but why 
should one cabinetwood, walnut, 
rise from a much neglected place 
behind competing woods to a posi- 
tion of such importance in execu- 
tive office desks, and clerical 
desks, as well? To be sure, prog- 
ress has been made in the manu- 
facture of walnut lumber and 
veneers. The latter is being cut 
more perfectly, offered in a far 
greater variety (stumpwood, 
crotches, figured sliced, etc.), bet- 
ter seasoned, and built into finer 
panels than could be made under 
former methods. For these ac- 
complishments, the walnut manu- 
facturers modestly take credit. 

Along with their development 
in skill and facility of production, 
they have engaged in another im- 
portant activity—that of pub- 
licizing walnut in the various 
markets. For about twenty-five 
years they have maintained an 
association which during’ the 
major portion of that time has 
had as its principal activity 
“market maintenance and exten- 
sion.” Its promotional program 
constitutes the longest continuous 
effort known in this country in 
behalf of any cabinetwood. 

The foregoing are man-caused 
reasons why many dealers Say 
that today walnut office furniture 
is “most widely chosen.” There 
are, however, greater reasons, fac- 
tors wrought by powers beyond 
man’s control — by Nature. 

In walnut is found a cabinet- 
wood having a rare combination 
of physical, mechanical and 


aesthetic qualities. The testing 
laboratories acclaim its strength 
(not the strongest but very 
strong) and its toughness (not the 
toughest but very tough). Other 
attributes are its grown-into-the- 
wood rich, natural coloring and its 
great variety of figure types. For- 
tunately, too, walnut is available 
in considerable quantity. Its 
availability and combination of 
properties of use and beauty are 
the final explanation for walnut’s 
having climbed to its outstanding 
position of service and profit in 
the office furniture field. 

“How has it been able to work 
both sides of the streets?” some 
may ask. Its position in the 
executive and high-priced lines 
seems natural, but what explains 
its continuous climb in the better 
clerical or stenographic installa- 
tions? The answer is that desk 
manufacturers are now able to 
supply walnut clerical desks for 
but comparatively little added 
cost, which enables the customer 
desiring fine walnut executive 
desks to have a complete installa- 
tion of walnut throughout all his 
offices at a reasonable cost. 

How this factor appealed to one 
concern is illustrated by the fol- 
lowing statement by an executive 
of a large insurance company: 

“We think of ourselves as one 
large family, in fact, have spent 
much thought, effort and money 
to build this attitude into our 
organization. We wish to retain 
and maintain that valuable spirit. 
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When our office manager came to 
me with plans showing walnut 
desks for all executives, down to 
junior officers, but not for the 
‘workers,’ I realized that such a 
plan worked against the very 
esprit de corps we so much de- 
sired. So we made it a walnut 
installation all the way through, 
executives and _  stenographers 
alike, believing that the latter 
would react undesirably to being 
classified ‘lower’ here at their 
work since many have fine walnut 
pieces in their homes. To be sure, 
we spent much more for this (his) 
desk and several others which 
have the finer, rarer, ‘cuts’ of wal- 
nut, but we found that the walnut 
clerical desks cost but little more 
than those first suggested.” 

Office workers do consistently 
better work in an environment 
in which they feel a sense of 
pleasure and pride. The individ- 
uality and distinction of hand- 
some American walnut is stim- 
ulating and inspiring. The office 
furniture dealer is familiar with 
the extensive range of choices in 
executive suites, and now that 
walnut has moved into the outer 
offices, his sales opportunities 
have greatly expanded. 

*'‘Genuine Walnut furniture properly includes the 
use of other species of veneers for overlays, inlays and 
similar decorative uses The panels must be pre 
dominantly of walnut and the solid parts of genuine 
walnut lumber.’’ 

Solid Walnut. Woods other than walnut may be 
used for drawer slides and similar parts of Solid 
Walnut furniture; but all exposed parts (legs, 
stretchers, tops, ete.) must be of genuine walnut 
ae os above is wording taken from merchandising 


tags available from the American Walnut Manufac 
turers Association, 616 South Michigan avenue, 


Chicago 
| 
’ 
{ 
— i 
- ~ 
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COMBINATION EXECUTIVE DESK AND CONFERENCE TABLE IN BLEACHED 
WALNUT—Is this desk an indication of what is to come in modern office furniture 
combinations? Made of American Walnut, under patents held by Mead & Wheeler 
Company, Chicago, it is designed to serve the purpose of an executive desk 
and conference table in a single unit. This picture, which appeared on page 32 
of July Office Appliances, shows the table end view. In the pedestal at the left 
end of the desk are four drawers. Just above the knee space, is a utility drawer. 
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“THE CORRECT OFFICE” 
(Continued from page 143) 

Manner of wall treatment in the 
“Correct Office” contributed gen- 
erously to the achievement of dig- 
nified beauty in the display. Quot- 
ing from the folder, “The walls 
were done in selected quartered 
walnut with pilasters in each of 
the four corners covered with ori- 
ental wood imported from Aus- 
tralia. Wm. F. Begley, interior dec- 
orator, Indianapolis, furnished all 
materials for the walls, and also 
designed and installed the work. 

Carrying out the modern note, 
the ceiling was lined with Nu- 
Wood acoustical tile. The sound 
absorbing properties of the tile 
created a quiet, restful atmos- 
phere. A natural off-white color 
provided a high degree of reflec- 
tion for indirect lighting. The Nu- 
Wood installation was made by 
the Burnet-Binford Lumber Com- 
pany. 

Totally indirect lighting, assur- 
ing absence of glare and shadows, 
was built into the “Correct Office” 
by the Indianapolis Power & Light 
Company. Desk lamps were sup- 
plied by the Scott-Jaqua Com- 
pany and the General Electric 
Supply Corporation. 

Two air conditioning units, one 
furnished by the Griffith Distrib- 
uting Company and the other by 
T. A. Mulvrey & Son Company, 
maintained properly humidified 
air and comfortable temperature 
in the “Correct Office” during the 
hot summer days. Both systems 
operated on the air-cooled con- 
denser principle requiring no wa- 
ter or drain lines. 

Completing the equipment en- 
semble were a Royal typewriter, 
an Ediphone dictating machine, 
and adequate telephone service. 


—-e—__ 


OUT OF THE LIVING TREE— 
OFFICE FURNITURE 
(Continued from page 189) 
fantastic life history. Such end- 
lessly fascinating variations of 
form as enthralling to the eye as 
formerly its peaceful rustling 
leaves were alluring to the ear. 
How rightly then that wood 
should claim the center of our 
affections rather than some less 
responsive material, but recently 
exhumed, perhaps, from the 


bowels of the earth, claiming 
man’s attention through the tire- 
some hep! hep! monotony of regi- 
mented fabrication. 


Who is there among you that as 
a youth has not experienced the 
thrill of pushing a cleanly cut 
shaving, curling in ecstasy before 
the biting blade of the plane, or, 
at some time have stood among 
whirring wheels and clattering 
belts, to listen to the piercing 
whine of the power driven saw. 
Or, again, breathed deeply of the 
moist and sweet laden breath of 
the lumber drying kilns. A peer- 
less odor. 

Through sight and smell and 
touch the charms of wood reach 
out to us and in a quiet and un- 
ostentatious manner, entirely free 
from the artifices of the propa- 
gandist’s pen, bind us closely to 
the present and the past—nor can 
the subtle forces of an economic 
purge deny to us the choice of 
our election. 


Renew Recognition of Wood’s 
Virtues 


Think not that wood itself needs 
our defense but rather that it 
claims our elaboration. It is time 
that we rededicate ourselves to 
our time honored alliance with 
its virtues. To keep alert the in- 
tensity of our loyalty and affec- 
tions, lest, like the liberties of 
democracy, which we enjoy today, 
we may lose tomorrow through 
our tacit acceptance of things 
long since regarded as secure. 

In furniture and equipment for 
the home and office, wood flowers 
into a perfection of service and 
charm. Indeed the “Spirit of Gra- 
cious Living” has moved down 
town, apparently to stay. And 
why should it not? Our pioneer 
days of close association with na- 
ture and the out-of-doors are 
gone. So it is but natural that 
industry should choose to bring 
nature along in forms and finishes 
best suited to conditions. 

So with us into the offices, un- 
der a definite and well conceived 
plan, we are bringing nature’s 
charms in orderly and well con- 
ceived arrangement. 

Finer lighting, better air, more 
convenience in arrangement, 
friendly and responsive materials 
such as wood furniture, and car- 
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peting to personalize our close 
daily associations. Wood, the 
virile, three-dimension material, 
with its inherent qualities, needs 
no brush to cover bare vacuity of 
appearance. 


Science is teaching us much 
concerning light waves, heat 
waves and sound waves until we 
have come to marvel at the pow- 
erful unseen agencies that use the 
atmosphere as a carrier. We have 
still to learn of the sensitiveness 
of the atmosphere as a carrier of 
vibrations. The continual inter- 
change and exchange of vibra- 
tions that operate as between per- 
sons, and between things, and 
between persons and things. 


Wood Absorbs Sound 


We are aware of the sound affil- 
iation that exists between man 
and wood through wood’s absorb- 
ing qualities, while unresponsive 
materials hurl vibrations back 
upon us. We observe the tem- 
perature affiliations between wood 
and man with either heat or cold 
where wood follows in modulation 
the same gradations that affect 
man in contrast to the unbal- 
anced temper of the unresponsive 
materials. 


So we may some day augment 
our knowledge in science by com- 
plete understanding of the con- 
structiveness of continual friendly 
vibrations as opposed to the de- 
structiveness of inharmonious vi- 
brations. 


Truly centuries have accorded 
wood a place of dignified honor 
as a companion of culture. 


In pioneer days wood furnished 
food, shelter and comfort to man. 
In later days it brought culture to 
him. Artists and designers de- 
voted their lives to design inter- 
pretations in its endless uses. 
Countless books have been written 
of these styles and periods of de- 
signs. 

All these things give us reason- 
able assurance that after the mod- 
ern hectic search for something 
new, something odd, something to 
attract, has subsided, we will find 
that wood, friendly wood, respon- 
Sive wood, expressive wood, as a 
material, will continue to main- 
tain its place of supremacy as the 
versatile material in the construc- 
tion of office furniture. 


Here Endeth the Twenty-Ninth Annual Special Furniture Section, Made 
Possible by the Cooperation of Dealers and Manufacturers. 





> little guy of the Swingline 
family, designed to so broaden 
the line that every possib 
pective purchaser can be 


color selection 


Walnut, Jade, Ebony adding 
extra richness to the fundamen- 


tally trim Swingline contour. 
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HIGGINS ADDS TWO TO SALES STAFF 


Charles M. Higgins & Company, Inc., Brooklyn, N. Y., 
last month announced the appointment of two men to 
its sales staff. They are Bertram Cholet and E. J. 
Bradley. 

Mr. Cholet has been with the company since last 
April. He will be particularly occupied in developing 
sales possibilities in the educational field and in 
general sales promotion work. In addition he will 
supplement Sales Manager Harry Tehan’s traveling 
in the East and in New York City. 

Previous to joining Higgins Mr. Cholet was with the 
American Artists Color Works, Brooklyn, for five years, 











BERTRAM CHOLET E. J. BRADLEY 


and with Devoe & Raynolds Company, New York City, 
for eleven years. 

Mr. Bradley will cover the Middle West and estab- 
lish headquarters in Chicago. He began his career in 
the field in 1921, traveling middle western states 
for the L. E. Waterman Company. In 1929 he left 
Waterman to join the Conklin Pen Company of 
Toledo, holding the position of district sales manager 
at the time he resigned on June 1 of this year. 

———-o—ae et 


FRIEDMAN JOINS TAUBER’S, INC. 

Tauber’s Bookbindery, Inc., 238 William street, New 
York City last month announced the appointment of 
George F. Friedman as vice-president in charge of 
sales and promotion of the “Tauber-Tube” mechan- 
ical binding division. Mr. Friedman, formerly of the 
Standard Bookbinding Company, brings to his new 
connection a long and successful experience in the 
binding and allied trades, on both the East and West 
coast for national publications. 

It is Mr. Friedman’s plan to go into an extensive 
advertising campaign to popularize “Tauber-Tube” 
with the trade as well as with the consumer. This cam- 
paign will be augmented by an alert sales staff. 

o—=e—— 


WINDOW LEANERS COST CARLSON $400 


A broken window and damage to displays cost the 
Carlson Brothers, Inc., Moline, Ill., $400 last month 
in an unusual accident. According to A. G. Carlson, 
an executive of the firm, a large plate glass window 
gave way and crashed inward as a result of the care- 
less leaning of two men. Several persons narrowly 
escaped injury including the two gentlemen respon- 
sible for the crash. 

eee ee 


A. M. A. MEETING SET FOR NEXT MONTH 


The annual office management conference of the 
American Management Association will be held in New 
York’s Hotel Pennsylvania on October 5 and 6. Under 
the management of AMA Vice-president C. L. Stivers, 
several prominent speakers will deliver addresses upon 
a number of subjects ranging from new office systems 
and methods, to effectiveness of personnel programs 
and time and motion economy programs. 








Sudo 


Don’t Leave 


the Convention! 


without visiting Booth No. 71 


We want to welcome you—both old friends 
and new—and chat a few moments— 


This Wire-O Bound catalog contains a line of 
ring-books, samples of which are.here for your 
inspection. 

A few minutes of your time will go a long 


way in convincing you why we use the word 
“GENUINE” in our trademark. 

Our ringbooks—service—dealer cooperation 
—in fact, our entire organization, everything is 
GENUINE. 

For more than thirty years, as pioneers and 
originators of many outstanding developments 
in ringbooks, this company has emphasized the 
meaning of GENUINE. In workmanship— 
quality—and loyalty toward our dealer friends. 


Look for this trademark 


by ly 


TRUSSELL MANUFACTURING CO. 
POUGHKEEPSIE, N. Y. 
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AUTODEX PATENT VALIDITY QUESTIONED 

In the August issue of Bates Brevities, house organ 
of the Bates Manufacturing Company, New York, N. Y., 
appeared the following statement: 

“There has recently appeared on the market an 
article called the ‘Autodex’ which is being distributed 
by the Autopoint Company. We are advised by com- 
petent legal counsel that this article is an infringe- 
ment of various patents either owned by us or under 
which we are operating as exclusive licensees. We have 
served the Autopoint Company with the usual notice 
of infringement, and we have now brought suit against 
them in protection of our interests. It is our intent 
to take every legal means to protect our rights in 
connection with this matter.” 

Speaking for the Autopoint Company, General Man- 
ager C. N. Cahill points out that his company has been 
advised by legal counsel that the patents held by Bates 
are not infringed upon by patents held by the manu- 
facturer of the Autodex. Mr. Cahill indicated further 
that the Autodex is only distributed by the Autopoint 
Company, actual manufacture being by the Zephyr- 


American Corporation of New York City. 
————+ 2 





CARTER INK 


THE ATTRACTIVE PACKAGING ADOPTED BY THE CAR- | 


TER’S INK COMPANY FOR ITS NEW CUBE-WELL WHICH IS 
DESCRIBED AND ILLUSTRATED ELSEWHERE IN THIS ISSUE. 


SU ite ce 


AIGNER REPRESENTATIVE APPOINTED FOR 
PACIFIC COAST TERRITORY 

A. V. Gillin of Portland and R. L. Smith of Los 
Angeles are new representatives for G. J. Aigner Com- 
pany in the western states. They were appointed by 
Elmer Krumwiede, sales manager, who spent much of 
July and August in the West calling upon dealers and 
acquainting his salesmen with Aigner products. Mr. 
Gillin will travel Washington, Oregon, Idaho, Montana 
and Utah. Mr. Smith works in the South, covering 
California, Nevada, Arizona, New Mexico and El Paso. 

ee ee 


CHESTNUT HEADS DITTO CHICAGO BRANCH 

J. E. Chestnut, for the last four years assistant sales 
manager of Ditto, Inc., has been appointed manager 
of the Chicago branch which is located at 608 South 
Dearborn street. He took over his new duties in July. 

Mr. Chestnut has had valuable training for the 
new position. His experience with the company totals 
approximately fifteen years. He will give a good ac- 
count of himself. 
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If typewriters could talk, 
they'd say... 


“USE 
€EN-TR-KOTED 
CARBON PAPER 


With the Perfected Cen- Tr - Koted 
Backing Sheet”’ 










You get finer, cleaner, sharper carbon copies 
with CEN-TR-KOTED! Scientific manu- 
facture assures CEN-TR-KOTED superi- 
ority. And rigid factory inspection assures 
absolute uniformity! Dependable—long- 
lived—saleable. It makes friends and keeps 
friends for you! 












Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 





request and will give 
you many informa- 
tive facts on Carbon 
Paper. 


An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure slep toward greater profits. 
Write for our dealer proposition 
booklet. 








GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 


Se —< -) tS 
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Sixteen Years of 


FAIR 
TRADING 








HE problem today is how to Trade 
Fairly and how to make a Fair Profit. 
Sixteen years ago the same problem 
presented itself —the Stationers’ GuiLp of 
America was formed in 1922 to give its mem- 
bers protection against unfair competition. 
Every reputable stationer wishes fair protec- 
tion, every reputable manufacturer would like 
to give it to him. 
The Stationers’ @utld does it—here’s how! 


YOU—the Member 
Control Your Own Lines 


Lines manufactured by the leading manufac- 
turers in the industry for exclusive purchasing 
by GuiLp members only — your unfair com- 
petitor cannot buy GuiILp merchandise, and 
therefore cannot offer it for sale. 

This merchandise is distinctly GuILD in 
Quality, Packaging and Stock Numbers. 

GUILD services are without charge— 

no entrance fee or subscription. 

It is a non-profit organization. It has, how- 
ever, provided its members with facilities for 
making a reasonable profit, which during its 
existence has meant hundreds of thousands of 
dollars to the progressive stationer. 

Applications from progressive dealers will 
receive the consideration of the membership 
committee—composed of this country’s finest 
stationers—who decide on future fellow mem- 
bers excepting in the territories where exclusive 
agencies are already granted. 


Your inquiry for full information should be 
addressed to 














, 
Stationers’ Guild of America 
1620 Girarp Trust CoMPpANY BUILDING 
PHILADELPHIA, PENNA. 
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GLOBE-WERNICKE FINDS HUMOR GOOD 
ADVERTISING 

Occasional use of humor in advertising is producing 
very pleasing results for The Globe-Wernicke Co., Cin- 
cinnati, manufacturer of office equipment and supplies, 
according to C. W. Hamilton, sales promotion manager. 
Below are reproduced some of the current humorous 
ads which are appearing in national publications, in 
newspapers and direct mail pieces. 

“We have found humor very effective in dramatizing 
sales points,” states Mr. Hamilton. ‘Frequently a story 
can be told by a humorous illustration and headline 
much better than by any other kind of treatment. In 
using humor we endeavor to cover situations which 
exist at some time or other in almost every office, but 
we never try to be funny just for the sake of creating 





i= “= 


yo. POOR VISION, INTERNA 


=U YN DISTURBANCE AND 
eA") PARTIAL PARALYSIS 


a NM My EXAMINATION REVEAL 









\ 





There is aoremedy for this distressing con- 





dition that causes Joss and damage to ai 
business —a remedy which always effects! 
a cure. 
Modernize your office with Tri-Guard files| 
and the Safeguard filing principle. They 
speed up work, help eliminate errors, saved 
tempers, time and money. 

Ask for free filing chart and demonstration. 












Globe-Wernicke TRI-GUARD FILES ita 








That's OKAY...BUT I'LL 
BET YOU CAN'T FINDA 4? 
LETTER IN MY FILE! 


Producing an import t 7 
some files is a feat t would ste 

















for faster filing 
and tinding! 


TYPES OF HUMOROUS ADVERTISEMENTS WHICH GLOBE- 
WERNICKE FINDS EFFECTIVE SALES GETTERS. 


a laugh. Both users of office equipment and our deal- 
ers have written in to tell us that they like this type 
of advertising and there have been numerous cases 
reported of the ads being directly responsible for im- 
portant sales.” 


TOWER AND CROSSMAN IN MERGER 

Effective September 1, the merger of the Tower 
Brothers Stationery Company and D. T. Crossman, Inc., 
both of New York, was announced last month. The 
new name is the Tower-Crossman Corporation and 
the address is 53 West Twenty-third street, a location 
occupied by the Tower organization for the past thirty 
years. New officers are Peter Tower, president; David 
T. Crossman, vice-president; Anthony J. Kerin, treas- 
urer, and William R. Leeming, secretary. 

on 

ASKS STATIONERS GUILD FOR RAZOR BLADES 

Much amusement was created at the headquarters 
of the Stationers Guild of America by an unusual inci- 
dent reported by Lucas Brothers, Baltimore, recently. 
According to the story, an electrical company is giv- 
ing as a premium a Guild safety razor. The not-too- 
discerning public got their guild labels mixed up with 
the result that Lucas Bros., sellers of Guild stationery, 
received several orders for Guild razor blades. 
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good ways 


to build up quality business 








Bates 
File Fasteners 
Lay flat, bind tight. No 


sharp edges. Positive slide 
locks. Lower cost. Profitable. 





Bates 
Telephone Index 
Spin the knob and follow 


the red Finds 720 
names or numbers, presto! 


line. 


Bates 
Numbering Machine 
IU iT-Mrelel dalohval-vole [vom (-roLel 1g 
throughout the civilized 
world for forty-nine years. 


Bates Eyeleter 


Feeds, inserts and crimps 
eyelets in one instantane- 
olVE Mol icolulehilemme)el-igelilelam 








When you offer your customers 


Bates 
Mun-Kee Pads 


Reversable, renewable 
ICT omsTI (cial mall o) ol) am clef t-e 


aelakekXolul vam elute ba ihi top 


Bates 
List Finders 
Simplest listing device 
ever made. An ideal gift 
item for home or office. 


Bates Stapler 


Makes _its 
5,000 
Can't jam or clog. Rugged. 


own staples. 


in one loading. 





| Yohitwm a clacelachicls 


Easiest action, largest 
Wlelti-Mekolslicllil-1am Geli olor m 


eolsloliilice] Mm Meh 7-1am aol i a 











Bates Products you are building 


up a reputation for quality, and also building up repeat business. 


Bates 





quality products 


The Bates Mfg. Co., Orange, N.J. New York Office, 30 Vesey St. 
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COME TO LEARN... 


The front rank of business is the first to employ devices and 
developments which increase efficiency and lower costs. 


Executives in leading business organizations make a practice 
annually of visiting the National Business Show for knowledge 
of time-saving, profit-widening methods of genuine worth. 





Busy men and women, they have no time to waste. They 
save by finding here—in one comprehensive exhibit —ma- 
chines, equipment, devices and methods representing the study, 
research and ingenuity of the best brains of a whole industry. 


Through inspection and comparison of what is shown at the 
National Business Show, executives and the members of their 
staffs may shape operating practice even more closely to the 
coming years new needs — thus re-affirming personal and 
organization leadership. 

The time from now to the 35th annual National Business Show 
is a matter of weeks, not months. 
Red-pencil October 3 to 8 on 
your desk-calendar. Set aside 
one or more of these six days 
and evenings for a fact-finding 
visit to the Show—the key to 
more certain profits for the 
year ahead. 


390 th ANNUAL } 


uSIneSsS 
Shaw 


AMERICA’S EFFICIENCY EXPOSITION 
October 3rd to 8th—1 p.m. to 10 p.m. daily 


COMMERCE HALL + PORT AUTHORITY BUILDING, NEW YORK 


NATIONAL BUSINESS SHOW CO., INC., Frank E. Tupper, Pres. 50 CHURCH ST., NEW YORK 
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MODEL OF JONES’ TYPEWRITER FOUND 
The official patent office model of the Mechanical 


Typographer, an early typewriter invented by John | ; ? 
Jones of Clyde, N. Y., was prominently featured and a 0eS i 0 
illustrated in the August 24 issue of the New York Sun, « 


following a report that it had been discovered among 
200,000 original models bought by Grosby Gaige and 
Douglas Hertz and placed in a museum in the Inter- 
national building, Radio City. 

The machine was patented by Mr. Jones on June 1, 
1852, when he is said to have invented it after being 
inspired by an advertisement appearing in the Scien- 
tific American of October 18, 1851, with the legend: 
“More Improvements Wanted.” 

The article in the New York Sun was accompanied 
by a large picture clearly showing the various intricate 
parts of the machine being pointed out by Miss Pris- | 
cilla Stouppe of America’s Workshop, Inc. 











Gives you more hours 


of executive time by cut- 
ting routine almost un- 
believably. Your daily 
mail, for instance, is 
cleaned up in about half 
the time it now requires. 



















Takes the up-set out of 


vacation season. Work 
goes on smoothly regard- 
less of absences. Pressure 
ceases, confusion disap- 
pears ... and all hands 
get more done! 


Lets your 
secretary 


cease to be just 
a shorthand ma- 
chine, and get 
more real work 
done. While you 
dictate,she goes 
right on keeping 
things moving 
for you! 





GF DOING ITS BIT FOR NATIONAL SALESMAN’S CRUSADE. 
—The General Fireproofing Company, Youngstown, Ohio, is 
furnishing this splendid window display to its dealers located | 

in cities and towns wherein local crusades are being spon- | * 
sored. The part played by the display includes calling to 
the attention of the passerby the fact that approximately 200 
trades and industries are affected by the sale of a steel desk 
' and a Goodform aluminum chair. The full story of General 
; Fireproofing’s activity in the “Sales Mean Jobs” drive was 

told on page 79 of the August issue. 
















Helps many big ways 
you'd never think of until 
you see them. Records 

hone calls while they 
sree « . « makes verbal 
instructions alibi-proof. . 
cuts conferences. . doubles 
your ability to get things 
done! 


a 


“MECHANICAL” MAN DRAWS CROWD FOR BUNDY 

The Bundy Typewriter Company of Philadelphia 
recently tried an amusing method of directing atten- 
tion to their store at Tenth and Chestnut streets. 
They hired a man to stand on the store’s roof (which 
extends a few feet from the side of the building) 
and portray a “mechanical man.’ Dressed in a red 
and white cadet uniform, with vivid dabs of red color 
on his perfectly motionless face, he imitated with deft 
precision the jerky mechanical movements of a robot. 
This provided a free show to spellbound pedestrians, 
who gathered on the pavements to view Bundy’s 
showmanship. This attempt to make Philadelphia 
“Bundy conscious” was successful in creating more 
customers for their large line of new and used type- 
writers.—SS 









Learn NoW just what this 


modern dictating machine 
could do for you. Let a 
Dictaphone give you its own 
story, in your own office, 
without obligation. Mail the 
coupon now! 


NT eee 


VARAT LINE AVAILABLE WITH SPECIAL LOCKS 
The Murray Varat Company, 27 South Market 





street, Chicago, last month announced that its entire | ¥° pi phone Sales Corporation, 420 Lexington Avenue, New YorkCity  OA® 
line of zipper ring binders and portfolios is now avail- | ! In Canada—86 Richmond Street, West, Toronto ; i 
able with aa special lock and key attached to the ; O ares ig ig when ‘*Two Salesmen in Search of an Order’’ will be ex- 
zipper, making the case tamperproof. The lock has | | ] I want to see your representative. ‘ 
been designed especially for attorneys and others who Name —~- } 
are obliged to carry valuable papers. It is being mar- | ! parity 


keted under the slogan “Under Lock and Key.” The we ord DICTAP HONE is the Registered Trade Mark < of Die taphone Cc rporation, 


Makers of Dictating Ma esand Accessories to w said Trade-Mark is Applied. 
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A NATIONALLY KNOWN ITEM 
IS SECURITY FOR THE 


AND A 
PROFITABLE 
ITEM FOR 
THE DEALER 


Qa 
< "29200506, 
~ > 


4 


UR FINGER te Munson Supply Co. 
has offices in all 
principal cities to 


serve YOU. 





INTERNATIONAL 


GO8B0000606609 


MUNSON SuPPLY Co., 348 Hudson St., New York City 


Please send information about the New Key 
—New Package and Counter Display to 
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ARE YOU PREPARED 
FOR THE 
— FALL BUSINESS — 


With the busy months just ahead be 
sure the Loose Leaf line you handle 
offers the most in sales opportunities. 
The Cesco Catalog contains many ex- 
clusive items in addition to a complete 
range of the standard numbers. 


EXCLUSIVE AGENCIES 


To established dealers in unassigned 
territory we offer a most interesting 
proposition carrying full territory pro- 
tection and an advantageous discount 
arrangement. Send for details and 
catalog. 


THE C.E.SHEPPARD CO. 






4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 
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M&V OFFICIALS TAKE TIME OFF TO FISH 

When the office of Mittag & Volger, Inc., Park Ridge, 
N. J., last month received a telephone call from W. H. 
Baldwin, one of the company’s ribbon and carbon 
salesmen, the call should have been about business, 
but it wasn’t. 

Instead Mr. Baldwin—quite a psychologist in his own 
right—picked a hot, sultry day to acquaint the office 
with the fact that he knew a fine summer camp in 
the Adirondacks where fishing was super-fishing, no 








MITTAG & VOLGER MEN GO A‘FISHIN.—These contented- 
looking gentlemen who accounted for a fine string of northern 
pike and black bass are (L. to R.) Lester Mittag, secretary; 
Glen Forbes, vice-president and superintendent; Vernon Stark, 
assistant treasurer; W. H. Baldwin, salesman; Paul Foster, 
assistant sales manager; Ira Cole, vice-president and sales 
manager. Evidence of their prowess came to us in picture 
form but was unfortunately too dark for reproduction. 


less. Bass were as big as northern pike and an ele- 
phant gun was the usual protection against the 
muskies. 

The M. & V. officials sternly told him to forget the 
fishing and get back to selling, did they not? The an- 
swer is “yes, they did not.’ Instead Secretary Lester 
Mittag, Vice-president and Superintendent Glen Forbes, 
Assistant Treasurer Vernon Stark, Vice-president and 
Sales Manager Ira Cole and Assistant Sales Manager 
Paul Foster telephoned home for their fishing kits and 
departed with murmured blessings upon the head of a 
salesman who likes to fish. 

Many and varied were the fish taken but huge 
northern pike and overstuffed black bass predominated. 
No member of the party will reveal the location of the 
splendid fishing grounds so chances are we'll have 
this story to write again soon. 

— > — 
FRIDEN APPOINTS AGENTS HERE AND ABROAD 

Continuing a program of expansion launched several 
months ago, the Friden Calculating Machine Com- 
pany, San Leandro, Calif., last month appointed sev- 
eral new distributors in the United States and abroad. 

The new representatives and their addresses are as 
follows: 

Gustav A. Ring, Karl-Johans Gate 7, Oslo, Norway; 
G. B. Gujoni, Lowenstrasse 11, Zurich, Switzerland; 
H. C. Hart, 723 Kress building, Houston, Texas; Sad- 
dler & Bland, 36-38 East Maryland street, Indianapolis, 
Ind.; E. Foehrenbach & Donnelly, 431 Central avenue, 
Newark, N. J.; J. C. Good, 305 South Boston avenue, 
Tulsa, Okla.: H. A. Meierding, 2037 Main street, Dallas, 
Texas. 

At the same time the company appointed John 
Mathews a member of the Friden San Francisco branch 
and S. R. Jackson to the Pittsburgh office. 

= —__—_. 
DEALER SEEKS MISSING CORONA 

G. W. Grant, manager of the Grant’s Typewriter 
Exchange, 736 Pearl street, Beaumont, Texas, last 
month asked dealers everywhere to be on the lookout 
for a Corona portable typewriter, No. 2C172293. Mr. 
Grant asks that anyone learning the whereabouts of 
this missing machine notify him immediately. 
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quicker fastening for your customers 


SPEED ... quicker turnover for you...... 








Customers 


Profits multiply when you display and push the Yellow Box Line. 
like the quick, sure fastening job the Yellow Box items do for them—and you 


certainly like the quicker turnover you get. 

Closely regulated, precision manufacturing means that Yellow Box products 
don’t break or fail. That saves the customer’s time, and brings him back to you 
for more of his requirements. 

Yellow Box fasteners hold securely, saving papers and saving time otherwise 


spent in looking for papers gone astray. 
It’s an extra builder of customer good-will to sell Yellow Box Products 
fastening devices of all types for all needs. And your stock moves faster, pushing 


up profits from your staple lines. 


“wa OAKVILLE COMPANY 
DIVISION OF SCOVILL MANUFACTURING COMPANY 
WATERBURY, CONNECTICUT 
FASTENERS ° THUMB-TACKS . TAK-A-PINS 





PINS ° CLIPS ° ETC. 





NEW YORK * CHICAGO e SAN FRANCISCO 
IN CANADA: BROWN BROS., LTD., TORONTO 2 
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Remember 1896? 


Flying was a fairy tale. Automobiles were 


an experiment. 


Face lifting, vitamins, concrete highways, oil 
burners, air conditioning of homes and busi- 
ness houses, moving pictures, radio, crossword 
puzzles, adding machines, grapefruit, radium, 
X-ray machines, stepins, wireless communica- 
tion, were not represented even in the mental 
aberrations of the highly imaginative. 

Bookkeepers sat at high slanted desks with 
pens for adding machines and side burns for 
personality. 

That was when the Miller-Bryant-Pierce Com- 
pany stepped into the spotlight on the stage of 
business letter writing—1896! 








INKED RIBBONS 
CARBON PAPERS 
STENCIL INKS 





Lead the world for neat writing 
Long service and true economy 


THE LINE THAT WITHSTANDS COMPARISON 


K TRG 


Manufactured exclusively by 


THE MILLER-BRYANT-PIERCE COMPANY 





AURORA, ILLINOIS, U. S. A. 


Established 1896 
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MARQUARDT LAUNCHES NEW BUSINESS 
A. C. Marquardt, former export manager for the = Y 
Conklin Pen Company, has recently opened a suite Introducing the NEW 
of offices at 426-8 Security-Home Bank building, 
Toledo, Ohio. 
In his new undertaking Mr. Marquardt, who has 
maintained direct contact with customers of the 
Conklin organization abroad for the past twenty years, 


— —_—_____, 


CHAMalaN 


Lh pl 











A. C. MARQUARDT 


will continue to represent Conklin and will handle 
export activities of the MVC Laboratories, Inc. He 
has also taken on several additional lines for eastern 
manufacturers including such items as candid cameras 
which will appeal to the department stores, jobbers 
and stationers in foreign countries, he explained. 

That the new agency will become a clearing house 
for foreign business in both directions is indicated by 
a statement of Mr. Marquardt in which he said: 

“We have recently informed many of our friends 
abroad that we will be glad to assist them in extending 
their activities in this country or acquiring other 
lines.” 

Mr. Marquardt is at present on a three-month tour ‘ ; . 
of Europe during which he will visit Portugal, Britain, I, m ’ 
France, Germany and the Scandinavian countries. ALL KNCLOSED 
The journey will mark his twenty-fifth visit to Europe. 
During his absence his nephew, E. A. Marquardt, will ® 
be in charge of the new office. 
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RUBBER ==> (COVERED ENOUGH WIRE FOR 
¥ Me 10.000 STAPLES 

















PROTECTED against dirt and 
rust, this beautiful new gun-metal 
finished spool creates a new high 
in efficient, economical feeding of 
Spool Type Machines. Contains 520 
feet of .016 gauge brass wire, 





ON UPRIGHT PHONE 
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NCOILER ON e 
eee PONE a enough for 10,000 staplese—TWICE 
— ELECTRIC FAN AS MANY AS OLD STYLE 
EASY TO PUT ON= CANT FALL OFF SPOOLS. Easily mounted; cannot 
jam; your customers will ?5 
welcome this splendid § 
A NEW KOIL-O-MATIK ADVERTISING PIECE READY FOR new Spool. List 
DEALERS.—The Neverknot Company, 4525 Ravenswood ave- 
nue, Chicago, has recently prepared this advertising piece Write for literature and discounts 
in colors as a dealers’ aid in boosting sales of the rubber- ; 
covered Koil-O-Matik, a device for coiling away surplus ‘ny, > , PACTENR . 
electric cord of telephones, lamps, fans, etc. The card is CHAMI ION FASTENER CORP. 
299 Broadway New York, N. Y. 


well illustrated and tells the many uses to which the 
Koil-O-Matik can be put. _It measures eleven by seven 
inches and is ideal for either counter or window display 


SOLD THROUGH THE TRADE ONLY 
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TUBULAR CoIN WRAPPERS 


It's your Line. Exclusively! 








Stationers! 


*“Steel-Strong’’ Products are sold 


through Stationers and Office Supply 
Dealers only. We have no retail salesmen 
to pirate your customers and cash in 
on your missionary work. 


Write for liberal discounts and sales help on: 


Linen Shipping Tags 
Teller’s Moisteners 
Manual Counters 
Currency Racks 
Wrapper Cabinets 
Sorting Trays 

Coin Storage Trays 
Downey Change Trays 


Coin Wrappers 

Bill Straps 

Coin Bags 

Currency Bags 

Draw String Bags 
Night Depository Bags 
Lead Seals 

Seal Presses 








941 CLARK ST. 
CINCINNATI,O. 


THE C.L.DOWNEY CO. 
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Fasteners 
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STANDARD SIZE 
WIRE STAPLES 











or from the factory 


] ORDER FROM YOUR JOBBER 
| TIP TOP MFG. CO. INC, SYRACUSE, N.Y. 
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BATES ANNOUNCES CONTEST WINNERS 

Mac Quinn, a salesman of the Alamance Book & 
Stationery Company, Burlington, N. C., last month was 
announced winner of a Bates question contest staged 
by the Bates Manufacturing Company, 30 Vesey street, 
NX: 

The contest consisted of a series of questions on 
Bates products, their functions and outstanding quali- 
fications. There were thirty-four questions all of 





MAC QUINN 


which Mr. Quinn answered, his replies being to the 
point, brief, and clear. Second and third prize went 
to Russell S. Grimm, Hagerstown Bookbinding & Print- 
ing Company, Hagerstown, Md., and Richard F. Day, 
Joplin Printing Company, Joplin, Mo. 

Other winners were: 

L. R. Maze, J. B. Seymour, Anthony Zakrewski, 
Gregory Buehne, all of the S. G. Adams Company, St. 
Louis, Mo.; M. Greenspan, Utility Supply Company, 
Chicago; A. L. Peltzer, William G. Hintz, Inc., Reading, 
Pa.; J. Heller, Marcus & Company, Philadelphia; J. F. 
McNamara, Seattle Rubber Stamp Company, Seattle, 
Wash.; Gabriel Muller, Standard Stationery Company, 
Philadelphia; J. M. Ryan, Bradley & Scoville, Inc., 
New Haven, Conn. 





THE WRENN SHOWBLOTT, JR.—This blotting paper 

display device of the Wrenn Paper Company, Middle- 

town, Ohio, was fully described on page 104 of the 

August issue at which time the above picture was 
not available. 


—>-—__ 


SPEED-O-PRINT IN NEW LOCATION 

Forced by steadily increasing business to find en- 
larged quarters for its factory, the Speed-O-Print 
Corporation, 153 North Michigan avenue, Chicago, last 
month moved the plant to 53-59 East Illinois street 
where it will occupy an entire four-story building. 
The former location was 1201 Cortland street. The 
new establishment, with its modern facilities and ad- 
ditional space for expansion will enable Speed-O-Print 
to begin production of its many new contemplated 
duplicating products scheduled to be presented to the 
trade within a short time. 
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THE New BOORUM & PEASE 
VISIBLE RECORD EQUIPMENT 


With Conventional Type 


AUTOMATIC 


The New Standard Boorum & Pease 
Record Binder is the most efficient equip 
ment ever developed for the housing of 
Records. 

It offers every advantage to be had 
in this type of Record housing and pre- 
sents several new and exclusive fea- 
tures. 

It provides maximum visibility and 
greater flexibility. 

It insures greater accuracy and re 
duces record keeping costs. 

It is of sturdy construction and most 
compact. 


HINGE SHIFT 


Sxclusive 


FEATURES 


1—Conventional type hinge shift—with auto- 
matic shift hook. 


2—Square base prong—swaged into a square 
hole. 


3—Laminated warp-proof board used in all 
stiff covers. 


4—Catches and latches of hardened heavy 
gauge steel. 


BOORUM & PEASE COMPANY 


SHOW ROOMS: 349 Broadway, New York, N. Y. 


GENERAL OFFICES: 84 Hudson Ave., Brooklyn, N. Y. 


BOSTON 
29 Otis Street 


CHICAGO 
38 South Wells Street 


ST. LOUIS 
212-214 South Seventh Street 





























SQUARE BASE PRONGS 
These prongs can't loosen or twist 
out of alignment. This feature in 
sures perfect alignment of prongs 








THIS EQUIPMENT 
AT OUR DISPLAY 
AT THE 
33RD ANNUAL 
NATIONAL STATIONERS’ 
CONVENTION 


Chicago, Illinois 
SEPT. 26-29, 1938 
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a These Manuals will be sent free to any legitimate 
FOR TYPEWRITER DEALERS typewriter Dealer in the United States. Some Deal- 
ONLY ers have already received their copy of the Me- 
wade) MEE te SN MME FD BS 
r ee ei chanical Instructions so please check which you 
AMERICAN WRITING MACHINE CO. £ 
117 Worth St., New York City want or both. 


A GOOD PAIR 
TO DRAW TO! 


Here are a pair of aces that go to make up a win- 
ning hand. They are the Sales and Service Man- 
uals for the Premier Noiseless Factory Rebuilt. The 
Machine itself is the third ace and you are the 
fourth. And four aces are pretty hard to beat. 





Without obligation please send me—Premier Noiseless i 
Factory Rebuilt Service Manual [] Sales Manual. 


ec veo ah | AMERICAN WRITING MACHINE CO. 


117 Worth St., New York, N. Y. 


Name 
Firm Name | 
Street i me ° 

i Since 1880, Everything For the Dealer 
Post Office 
eine 

















Be Sure to See the MOORE Exhibit 


at the National Stationers’ Association Convention 


MOORE BOOTH No. 51 










Push Pins and = 
Last year you saw the Bee 
. . . ‘ ad 
Push-less Hangers MOORE exhibit which was HE 
' . : d & & op. 
Sales are being noticeably one of the outstanding fea- > BREE 
increased in stores dis- ae | This al 
playing this attractive, all tures of the show. is 
metal, revolving cabinet. year you will find the new 
Compact | ionlav ally as MOORE 
ich aot aa MOORE display equally as 
con’ a interesting and instructive. MAPTACKS 
‘ with eac . a‘ ‘ . 
a Vi ad order for Don’t miss it...and don’t Every year an increasing 
3 “f A = Age fail to let our representative number of business estab- 
> La ront pack- - as : lishments are keeping visible 
o~ fF OF M0 O A. explain how you can in- geographic records of sales, 
Japs Posh Pine crease sales of MOORE etc. Get your share of this 
_— S ! 5 F . € 2 >j Sg 7 Rw 
0! ; (aluminum products by using the two profit able business by us 
f) . and glass : : ; ing this handsome, re- 
a ‘a! heads) and attractive cabinets shown volving display cabinet. 
Net MOORE here, each of which will be Sent FREE with each 
Push-less order for 5,000 





Hangers. supplied to you FREE. MOORE Maptacks. 


MOORE pushH-PIN CO., 113-125 Berkley St, Phila., Pa. 


The Original Manufacturers of Push-Pins, Pushless Hangers and Maptacks 
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BROOKS RESIGNS FROM SPENCERIAN 

So that he may devote his entire time to his rapidly | 
growing paper business, John Brooks, head of the | 
Brooks Manufacturing Company, Boston, Mass., last | 
month resigned as New England representative of the | 
Spencerian Pen Company. 

Two years ago Mr. Brooks began carrying the Spen- | 
cerian name and line to dealers throughout the New | 





JOHN BROOKS 


England states, at the same time acting as salesman- 
representative of his own organization. In recent 
months, however, the Brooks company has experienced 
considerable expansion and now covers a large field of 
paper and paper products. 

Mr. Brooks, who will now devote his entire time to 
the general managership of his firm, has also com- 
pleted plans for the installation of modern, high-speed 
paper ruling and covering machinery at the Brooks 
plant. He expects to carry on for Spencerian until a 
new representative is appointed. 

Mr. Brooks is well known in the field, having been 
president of the Boston Stationers Association and a 
vice-president of The National Stationers Association. 


ne — 


PRESCOTT NOW MANUFACTURERS’ 
REPRESENTATIVE 

Harry A. Prescott, for more than fifteen years con- 
nected with the Associated Stationers Supply Com- 
pany, last month began traveling his territory as a 
manufacturers’ representative. 

Mr. Prescott is thoroughly familiar with the terri- 
tory, having worked it during the fifteen years of his 
last connection. He will travel Ohio, Indiana, Michi- 








ANOTHER DESK CALENDAR 
SELLING THE YEAR ROUND 


No. 5223 
“CAPTAIN” 







Five-Year 
Monthly Calendar 
with Tray 





Retails at $2.50 


A New Memory Masterpiece 


a “top” number in a furnish- 


This is a popular item, 
Solid walnut throughout. 


ing tor the executive desk. 


Features five years of ‘“‘month” calendars ... a real 
profit item that repeats in sales automatically ... 
And there are many other MEMORY MASTER- 
PIECES, a number of them new to the trade in 1938, 
available NOW! You should learn what the up-and- 
coming dealers are planning to do with this exclusive 


new 
JUST 


1938 catalog 
ISSUED — 


line this season. Ask to see the 
of MEMORY MASTERPIECES 
or, better still— 

See Us at the NATIONAL STATIONERS’ CONVENTION 


Booth 98, Palmer House, Chicago, Illinois 
September 26 to 29. We'll be there to welcome you. 


FINCH & McCULLOUCH 


MEMORY MASTERPIECES 


(REG. U.S. PAT. OFF.) 


AURORA — — ff — — _ ILLINOIS 














H. A. 


PRESCOTT 


gan and Kentucky, and will represent the following | 
lines: Terry pen filler, C. L. Barkley & Company’s 
filing supplies and transfer cases, McLeod & Com- 
pany’s office furniture and Cleanereno type cleaner 
and platen renewer. He expects within the next few 
weeks to take on representation of several additional 
lines. 











NEW SALES 


WITH THE 


NEW MODEL 


\. more than ever before, 
with the featured folding and 
adjustable arm of the New 
Model, dealers can build a new 
high in profits and sales. Write 
for our portfolio “Sweet Busi- 
ness. Gladly sent toall dealers 
interested in developing 
greater business. 





DIVISION OF THE 


HALL-WELTER CO, INC. 


181 ST. PAUL ST. 


ROCHESTER, N.Y. 
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QOuick-Drying and 

Smudge-Prootf 

in AN Y weatner 
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A NEW AND SENSATIONAL 
INK: FORMULA has just evolved by 
Fulton which now makes it possible for 
stamp impressions to dry at once without 
blur or smudge in practically all conditions 
of humidity and moisture. 
® Of tremendous advantage to the thou- 
sands of businesses where the rapid use of 
Stamps is necessary and where quick-drying 
impressions are of vital importance, it has 
been applied to Fulton’s well known Dri-Kwik Stamp Pad, 
the new pad being known as Dri-Kwik All-Weather. 


with its usual inking. 

® The new All-Weather Dri-Kwik gives you the most powerful 
talking point and selling point that you’ve ever been offered 
on stamp pads. Use it—and a display of All-Weather Dri-Kwik 
Pads and impressions—to bring in the gratifying volume of 
business that’s ready for some dealer in your locality to pick up 


Write us for full 
All-Weather 


STAMP PAD 





The 
FULTON a: 
SPECIALTY Co. 
Sales Office: 
200 Fifth Ave. 
New York City 
Factory: Elizabeth, N. J 











Here's Your Christmas Clean-up! 
Sell Them With Names In Gold! 


BOYCE POCKET FOLIOS 


This Counter Display Carton Contains: 


12 Genuine Calf Skin Single Pocket 
Assorted Black and Tan; 


6 Genuine Calf Skin Pocket Folio, 
with Pad, Assorted Black and 
Tan; 


6 Genuine Calf Skin Heavy Duty 
Folio with Pad, Tan only. 


LIST PRICE $31.20 
Order this attractive display assort- 
ment. Sell them in quantities for 
gift or advertising purposes with 
individual and firm name in gold 
for Christmas delivery. 


j poyce 
pocket FOLIOS 


Start selling them now. An energetic 
sales person can do wonders with 
them. 


ift for : , ‘ 
A Useful G Write for further information. 


yourself oF Friends 


€j H 


(Ask for YOUR catalog of Boyce 
Loose Leaf Binders and Forms, 
No. 44) 


A. E. BOYCE COMPANY 


WHOLESALE MANUFACTURERS 


LOOSE-LEAF 
BINDERS ~-FORMS 


Muncie, 


Boyce 
Indiana 


| 
| 
| 


Fulton | 
will also continue to manufacture the standard Dri-Kwik Pad | 
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| sentative of David Kahn, Inc. 


OFFICE APPLIANCES 


RUSSELL TANGLES WITH THE TUNA 


Harry E. Russell who runs the Office Equipment Com- 
pany back in Des Moines, Iowa, heaps blessings upon 
the recent N. T. O. M. D. A. convention in New York. 
And well he might, for due to it he has learned the 
glorious thrill of feeling a tuna strike. 

Prior to going to New York Mr. Russell had caught 





IF THEY LOOK HAPPY THEY’VE GOT A RIGHT!—For who 
wouldn't be contented with life to hook and battle five beau- 
tiful tuna off the Jersey Coast and then find they reached a 
total weight of 282 pounds. Those in the picture are Harry E. 
Russell, Office Equipment Company, Des Moines, Iowa, who 
is second from right, and Mrs. Russell, Mr. and Mrs. George 
Guth and Mr. and Mrs. Clause Stelling. 


bass and trout. Nice sport, especially in cold, running 
waters where a battle is a ninety-per-cent certainty. 
But, as he found out, a baby tuna can make the aver- 
age bass or trout feel like an anaemic humming bird. 

Accompanied by Mrs Russell, Mr. and Mrs. George 
Guth and Mr. and Mrs. Clause Stelling, New York 


| friends, Mr. Russell did a day’s fishing off the coast of 
Breille, N. J., and returned with five tuna with a total 


weight of 282 pounds. A thrill of the day came when 


| the boat from which the party was fishing was among 
| the first to reach another fishing boat that exploded 


and burned at sea. 
Mr. Stelling is a celebrity in his own right, having 


| been recently featured in Ripley’s “Believe It or Not” 
| due to his ability to concentrate for five minutes on a 


list of 100 words and then repeat them forward and 


| backward. 


~~ oe 


HALE TO COVER WEST COAST FOR KAHN 


Joe Hale, well-known to the trade in Southern Cali- 
fornia, last month was appointed Pacific Coast repre- 
His territory will in- 
clude the states west of Denver, Colo. 

Mr. Hale’s appointment was announced by Harry 
Yager, vice-president in charge of sales, who said the 
new representative will continue the Kahn policy of 
providing the utmost protection to dealer and jobber. 

At the same time it was announced that the late 
summer and winter months will witness a resumption 
of the Kahn consumer advertising campaign in na- 


| tional magazines on the company’s line of Wearever 


De Luxe fountain pens. 
= —_ 

NO PRICE REDUCTION SEEN ON REMINGTON OR 
RAND RAZORS 


The General Shaver Corporation, division of Rem- 
ington Rand, Inc., Bridgeport, Conn., last month an- 


| nounced a policy whereby no reduction in the price of 


either the Remington or the Rand electric shavers 


| will be contemplated. According to E. V. Hickey, gen- 
| eral sales manager, the company is at present 980 
| per cent oversold, with the factories running three 


shifts daily. The prices of $15 complete for the Rem- 


ington and $9.50 complete for its companion model, 


the Rand, will be maintained, Mr. Hickey said. 
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NEW completely soldered non- 

leakable trenched drum... NEW 
it ie receiving Wey. 

NEW single simple edjusiment 

for tension of impression roller 

E | ink ee ond stencil 

. NEW 

: r jack . NEW margin 

s. .. ” NEW brightly 

| metal parts. ......- 


to legal size . . . 


the duplicator’ 


‘EVE RYTHING 


TPES 


Equipped to take any § 
stencil . . . Simple d 
lowering or raising printed 
sition . . . Instant remo 
impression roller . 
able side guides... / 
backstop... ome 
Equipped for cou 
. Accurate 
. . Fully guaranteed 


HAND FEED 





DEALERS KNOW 
THEY CAN SELL 
SPEED-0-PRINT 
DUPLICATORS 


with | 
Compdence 


This new achievement in 





duplicating machines 
offers Speed, Simplicity 
and Convenience such as 
you have never known 
before in any duplicator. 
Check the Sp2ed-O-Print 
Pointforpointagainstany 
quality - built duplicator 
in the world selling at or 
near its low Price, and 
— will soon see why 
it has become America’s 
fastest selling duplicate . 
Wire or write 


for dealers 









THE SPEED-0-CABINET 


For beauty and 
utility the roomy 
SPEED-O-CABINET 
is the ideal base for 


your duplicator. 






= 


Substantially made of electric 
welded steel construction — 
adequately reinforced — all 


joints and seams entirely 


welded. § | - ] 5 
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a = . 
Add to your Sales...make extra profits 
e @ e with these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 
Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 


sale leads to continuous and profitable repeat in every town and city. Write today for illus- 





business on Speed-O-Print Supplies. trated catalogue and full details. 
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OLM AND FLEET ON FISHING TRIP 
Oscar J. Olm, O. J. Olm Company, and Claude M. 
Fleet, Eberhard Faber Pencil Company, followed the 
example of several hundred members of the industry 


VICTIMS OF THE PLUGS!—This beau- 

tiful string of fish were hornswoggled 

into snapping at nicely colored plugs 

tossed into the waters of Borden Lake, 

Minn., by (L. to R.) C. M. Fleet, Eber- 

hard Faber Pencil Company, and O. J. 
Olm, O. J. Olm Company. 


last month when they journeyed out on a fishing trip 
in Minnesota waters which rewarded them well. 

The two men spent several days at the summer home 
of Mr. Olm on Borden Lake where a goodly share of 
the water’s inhabitants fell for the lure of their plugs 
and were silly enough to try to bite them. 

The picture shows the result. 


RECESSION—WHAT RECESSION?—All the calamity howlers 
in the world can’t laugh off this picture which shows the 
order clerk of the DoMore Chair Company, sitting before a 
batch of orders all of which were received on the morning of 
July 5. So large was the total number that the orders were 
piled up on the order clerk’s desk and had them photo- 
graphed. And all this happened in the middle of the summer 

“slump” period, too. 

siesta teal 
KAHN’S NEW ADVERTISING CAMPAIGN STARTS 
Timed to meet the Fall business activity and prep- 
arations for school opening, the advertising campaign 
of David Kahn, Inc., North Bergen, N. J., started last 
month on the firm’s line of Wearever De Luxe dollar 
fountain pens. As in last year’s campaign the Satur- 
day Evening Post and Collier’s have been selected to 
carry the Kahn advertising to consumers and they will 
be supported by considerable advertising in other sup- 
plementary magazines listed in the campaign schedule. 


Sales representatives of the Kahn organization are | 
at present calling upon the trade to outline and ex- | 


plain the new campaign. 





@ Right 
’s the 
Weldon 
delights, 


there 


Stays 


users. 


tial 


after 


fresh, 
Result: 
repeat 


rub! 
Rober 
rubs 


tne error, 
Then 
ts Eraser 
clean, 
pleases 

Substan- 

business, 


gratifying profits. 

e Weldon Roberts 
Eraser No. 2020, MAS- 
TER PINK, for all types 
of soft erasing, is a 
“leader” with students, 
draftsmen, workers. 
Write for data on the 
profitable 88 styles. 


WELDON ROBERTS RUBBER CO., Newark, N. J., U.S.A. 


America’s Eraser Specialists 


Correct Mistakes in Any Language 











All the mechanical advantages of the Famous 5-A 
HEA D—vwith a flat steel base. Permanent fastening 


only. 


Holds 210 standard Hotchkiss staples. 


LIST PRICE $3.50 


with usual discounts 


If you haven’t seen this model—let us send one on 
trial for your inspection. 


vorwax MOTCHKYISS com 


HOTCHKISS 
MODEL 5-B 


WITH RUBBER FEET!!! 

















THE LEADER 
IN PROFITS 


Today Clarotype is making more profits for dealers than any 
other type cleaner on the market. It makes these profits for you 
because it gives the utmost in value to the stenographer. 
Compare its cleaning action. Compare the care with which it 
is manufactured and packed. Compare its sturdy dauber. 
Clarotype gives value from top to bottom of each bottle. It 
makes repeat sales which mean repeat profits for over 4500 
dealers. Order Clarotype today from your jobber or direct from 
The Clarotype Co. Inc., 16-K Hudson St., New York City 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 





THE BEST KNOWN— KNOWN AS THE BEST 











wit TWIRLIT 


you do a perfect job! 


There are many different methods 
of punching record sheets, file 
copies, library copies of publica- 
tions, etc., but with TWIRLIT you 
do a perfect job, wasting no time 
and getting that exact alignment 
assuring ready reference. 






Series 300 


$ | | list 


Drills 150 sheets (% inch thickness of pa- 
per) at one operation, any one of %, 9/32, 
11/32 or 13/32 inch diameters. TWIRLIT 
is also available with two drill heads (series 
200) at $6.25 and with single head (series 
100 without etched scale and side guide) 
at $2.50. Descriptive folder with full de- 
tails, to Stationers, on request. 


MITCHELL BINDER CO. 


104 BOWER AVE. HAGERSTOWN, MARYLAND 
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GOES’ “HOLIDAY KIT” OFFERED AS DEALER AID 
As a means of aiding dealers increase their holiday 
and year-end business, the Goes Lithographing Com- 
pany, 49 West Sixty-first street, Chicago, is offering 
its holiday sample kit which is now ready for dis- 
tribution. 
The outfit consists of a large number of samples 





GOES’ HOLIDAY KIT 


of holiday letters, folders, etc., which may be taken 
out and shown to prospective customers. There are 
many colorful letterheads in beautiful designs, im- 
printed specimens and a copy suggestion book giving 
suggested letters for over fifty different lines of busi- 
ness. The kit is furnished free to printers and letter 
producers who send a request on their business sta- 
tionery to the Chicago office or to 53-A Park place, 
New York, N. Y. 





THIS FINE STRING OF TUNA AND BONITA FORMED 
THE PRINCIPAL COURSE OF A DINNER GIVEN 
MEMBERS OF THE PENN-MAR-VA CLUB BY STANLEY 
WOODRUFF, WEIS MANUFACTURING COMPANY.— 
Mr. Woodruff took a party of friends some miles off 
the Jersey coast and returned with the fish shown 
above. Those admiring the catch (l. to r.) are Mrs. 
Stanley Woodruff, Mrs. George Huber, Harry McGrath 
and Mr. Woodruff. 


o—= ee” 


LARGE FIRM BUYS 500 WONDER LOCKS 

For the purpose of guarding the valuable contents 
of its display and show cases, Montgomery Ward & 
Company, Chicago, recently purchased 500 Wonder 
locks from the manufacturers, Wonder Lock, 53 West 
Jackson boulevard, Chicago. The locking device, which 
was fully described and illustrated in a previous issue, 
was designed for the purpose of securely locking glass 
showcases of department, jewelry and other stores 
wherein high-price merchandise is kept on display. 

—— 


EVANS TO REPRESENT STOW-DAVIS 

S. R. (Cap) Evans, well-known in the traveling field 
as a manufacturer’s representative, last month con- 
cluded a deal whereby he becomes a representative 
in his territory of the Stow-Davis Furniture Company, 
Grand Rapids, Mich. He will handle the entire Stow- 
Davis line in Alabama, Florida, Georgia, Louisiana, 
Mississippi, North and South Carolina, Tennessee and 
Virginia. 
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Make Way Jor 


PHIR ? 7 5 y 


FORE! Out of the way, please, for a 
sensation in the 2 for 5e pencil class. 
The name is SAPHIRK and it’s beating 
par on every sales course in the country. 
A “birdie” for quick volume sales and 
long profits, SAPHIR has the stationery 
world buzzing. If you want profits, just 
don’t trail along with the gallery. Tee up 
with SAPHIR and let ’er go! All con- 
testants may register by simply writing 


A. W. Faber, Inc., Newark, N. J. 


Sp rABer% 


NEWARK, N. J. 





HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 


AND THE IDEA 
ARE PERFECT’ COMPLETE LINE 
Study This List—It Means More 


’ . Weis ° ° 
That’s what important ee Business—Repeat Business— 
Ds ET 
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dealers say about To You 
CLEANGRIP CARBON CARBON INKED 
re R B p Pp E PAPERS ROLLS RIBBONS 
A @) fed A = Cleangrip a om egg Stormtex Silk 
— ——— SSR 4 eon *hoto Offset 
Its distinctive appearance catches the eye. ‘ : Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESIST- Pitas ateatinen 
» NTT ‘ : ‘ a Clean Pull é “ ? C. 
ANCE TO CURL make it the carbon paper pre Billing Rolls for ameo 
ferred by busy users. Cameo Burroughs Posting American 
Cleangrip combines all the desirable features of Machines i 
good carbon papers plus the highly important spe- American Register Rolls Reliance 
cial features possessed by no others. — i Reliance pi ere Ribbons for Address- 
It is profitable to the dealer as it brings new re ograph-Multigraph 
business and holds it against competition. Carbons in all | polis for Elliott 3 
DEALERS: Don’t overlook this business getter. weights and Addressing Machines Speedaumat 
Write for samples and prices. | | finishes Special Rolls Dupligraph, ete. ete. 
— - t $$$ 

















H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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A Qam F 
$5 LY, fe 
PROFITS 


FOR THE DEALERS OF THE NEW 


OLA-AITE STENCIL 


(MADE RIGHT TO STAY RIGHT) 


D 





STA-RITE FEATURES: 


1. Viso-Guide Silver Top Printing. : Do Not iad 


2. Toughness and durability guaranteeing thousands of perfect copies. 


3. Fiber Fix Treatment, a special process guaranteeing against DETERI- . . t if 
ORATION in any climate. to write... Or wire a — 1 
: ’ 3 : ' , you are interested in receiving a 

4. Absolute uniformity made possible by our scientific chemical re- pee :. . ae 
distributorship in territories not 


search plus a modern air conditioned factory with the newest auto- 


matic equipment. 


J. 6b. GINGG SUPPLY CU. 


214 MISSION ST., SAN FRANCISCO, CALIF. 


Wet RONG so. 6 3 oa Ss 
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WARNS DEALERS OF STOLEN MACHINES 
The Central States Bridge Supply Company, Fort 
Madison, Iowa, through the Burlington branch of 


Remington, Rand, Inc., has asked dealers everywhere | 


to be on the lookout for the following office machines | 
stolen recently: 
One Remington adding machine, model 7190-5 No. 


N-46898, and one Monroe calculator, model LAD 160- xX | 


No. 215982. 





IT‘S A TRAIN BUT IT DOESN’T RUN!—This clever dis- 
play was recently shown in the window of the Peerless 
Office Supply, Shawnee, Okla. A Remington portable 
No. 5 made the cowcatcher while other stationery items 
from stock doubles for the rest of the train. The atten- 
tion attracted, explained Proprietor Jacob M. Way, is 
indicated by the sale of two Remington No. 5 portables 
from “right under the engine” to interested looker-oners. 


9 


NAPP BATTLES AND TAKES MUSKIE 
E. A. Napp, wholesale portable typewriter repre- 
sentative for the Underwood Elliott Fisher Company 
at Milwaukee last month took time out from his port- 
ables to run up to Manitowish, Wis., where he took a 
twenty-two pound muskellunge measuring thirty-six 
inches in length. 





ROYAL TYPEWRITER COMPANY'S NEW BRANCH AT BRIDGE- 
PORT, CONN.—E. J. Gadue, who heads the branch, is shown 
dictating to his secretary, Miss Muriel Holling. Comptroller 
William Parks and Eastern Sales Manager Andrew Kienly 
were responsible for planning and equipment of the branch 








which is featured by a modern service department fitted out 
with the latest machines and material. 


=> —____ 


EAGLE PENCIL STRIKE ENDS 
The seven-week strike of employes of the Eagle 
Pencil Company, New York City, which was marked by 
several clashes involving pickets, workers and police, 
was settled last month. As part of its agreement with 





the union representing the strikers, the company 
promised to reemploy all workers who went out on 
strike, discharge all employes taken on since the strike | 
began and give pay increases before next May if 
business permits. | 





welcomes you 
to the stationers’ 
convention 

We'll be looking for you at the Palmer 


House, Chicago, September 27 to 30. 
We want to see and shake hands with 





the many commercial stationers whose 
cooperation has helped so much in 
building our business 


ee Builds Permanent Volume 


The CODO line includes ribbons and 
carbons for every requirement. Its 
quality and variety simplify the dealer's 
problem of getting repeat business. 


Full particulars will be mailed gladly 
upon request 


CODO MANUFACTURING CORP. 
Factory: Coraopolis, Pa. 


Sales 509 South Franklin Street, Chicago 
Offices 270 Lafayette Street, New York 






































Wearever De Luxe, 
America’s great dol- 
lar pen, is giving 
thousands of users 
new conception of 
quality writing! Fea- 
ture these profitable 
selling points: 


@ 14 Carat Gold 
Reinforced 
Point (fine- 
medium-broad) 

@ Big Ink Capacity. 


@ Leak-Proof Feed; 
Instant Flow. 

@ Vacuum Sealed 
Cap 

@ Beautiful finish. 








Ladies model also, 


‘ | with shorter barrel, 
a gracefully. tapered. 
Tie up your sales with Wear- with pencil to 
9 es - “ 
ever’s big national advertis- — match in a striking 


ing campaign! gift set-—$1.50. 


DAVID KAHN, INC. 
De Lure 


North Bergen, N. J. 
come FOUNTAIN PEN 
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ONE LITTLE CHANGE MADE 
A BIG CHANGE 


It has been a number of years since we have 
made a change in our ink formula, for after all, 
the formula we have used makes a mighty fine 
ribbon ink. 

Several months ago however, our laboratory 
felt that they had discovered an ingredient 
which compounded with our formula would 
improve our ink. Naturally we were interested 
but also dubious. 

Severe laboratory tests and practical tests 
made for us by critical users followed, then we 
were convinced . . . this “‘one little change made a 
big change” in our ribbons! This new ink com- 
bined with our other manufacturing processes 
make it possible for us to turn out a ribbon that 
will give longer service and sharp, sparkling 
impressions. 

These features, Mr. Dealer, will bring you 
the thing you desire a steady flow of re- 
peat orders! Let our product prove what we 
say—write for samples and price list today ! 


U.S. Typewriter Ribbon Mfg. Co. 


Tenth & Sansom Street, Philadelphia, Pa. 


‘Established 1895”’ 





STAINLESS STEEL FILE SIGNALS 


mG) WILL ALWAYS 





STAY BRIGHT 


stain- 
highly 
discolor 
to 


of thin-gauge 
spring steel 
Will not 


sheets. Ez 


Made 


less 








polished. 


ecards or isy 





No. 1 No. 2 attach, relocate or remove; 
eo stay put and add practi- No. 2V—Low Tab 
Window cally no bulk to a record. Large Window 


TYPES FOR ALL FILING SYSTEMS 


Steady Profits For Live Dealers! 
Write for this 








Made in 12 colors 

bright fast-color, FREE CARD 
non-chipping en- 

amels — plain or OF ACTUAL 
printed with let- SAMPLES 
ters of the alpha- 

bet, day of the 

week and month, 

months of the 

year, A type for 

every modern fil- 

ing requirement. 

Useful sample card shown above sent on re- 

quest to all dealers looking for a steady good 

profit line. 





THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN: 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFFICE 
APPLIANCES, are tangible business opportunities. 


Where inquirers submit references mention is made in the item. 





Wanted Abroad 


Office Equip it B Organizing in New South Wales—Wilson 
Brothers, Pty., Ltd., 421-23 Elizabeth street, Sidney, New South Wales, has 
expanded its business to include a department specializing on office equip- 
ment and systems. This company will appreciate receiving the catalogues 
of the American manufacturers who are interested in the davelopanent of 
business in the antipodes. Our inquiry comes through Mr. C. R. Stiebel, 
manager of the systems department of Wilson Brothers (Printers) Pty.. 
421-28 Elizabeth Street, Sydney, N. S. W. The company uses the brand, 
“Wilbro.” 





Wanted Here at Home 


Canadian Sales Organization Open to Lines—The Central Ontario Com- 
mercial Services, 246 Pitt street, Cornwall, Ontario, wishes to negotiate with 
office 


the several sources of supply for filing equipment, filing supplies, 
furniture and new and used cash registers, and oftice machines of all kinds. 
The functions of this organization include accounting, auditing, public 
stenography, stencil duplicating and kindred activities. 

Specialty Salesman Open for New Connection—H. A. Van Ausdel, Hotel 
Kenmore, 4618 Kenmore avenue, Chicago, Ill., with twenty-five years’ 


is open for a new connection. A short time 
representative for a well known manu- 
facturer of fountain pens in Pennsylvania. His sales experience includes 
territories in the east, middle west and California. He has an excellent 
record for integrity and results. While Mr. Van Ausdel prefers to work 
in, or out of Chicago, he will consider operating in any part of the United 
States. Mr. Van Ausdel will consider any specialty, whether machines, or 
business equipment. 


experience in specialty selling, 
ago he completed five years as a 


Office Machine Business Opened at Gloversville The Peerless Adding 
Machine & Typewriter Company is a new business at 28 South Main street, 
Gloversville, N. Y. The proprietor, W. Howard Hone, was connected fifteen 
years with a Gloversville stationer. He plans to deal in adding machines, 
new, portable and rebuilt adding machines, as well as files, desks and 
other office equipment. Manufacturers of mechanical and other specialties 
are invited to send catalogues 








‘7 FS8 VFRITtTe RS 





Fresno, Calif.-The J. W. Carroll Company took over the Underwood 
Elliott Fisher Company office, and is operating as a sales agency. He 
retains the personnel and sales policy. Mr. Carroll was a member of 
the UEF sales organization at San Francisco. 

Oklahoma City, Okla... In order to accommodate increased business, the 
Oklahoma Typewriter Company, 310 North Robinson avenue, recently 
expanded its shop, approximately doubling the original floor space. 
Oftice and display space remains the same. Adrian Ruble, who operates 
this shop, recently added the U. 8S. line of ribbons and carbons. Bob 
Starr is new man recently added to the service department which is in 
the charge of George Felsor. 

Mr. Ruble reports business is exceptionally good for this time of 
year.—EVH 

Pittsburgh, Pa._-The local branch of Remington Rand, Ine., formerly 
located at 345 North Charles street, has recently moved into new 
quarters at 1203 Chamber of Commerce building, according to R. T 


Tompkins, tabulating machine branch manager. 








MACHINE $ 


appointed manager of the local 
street. He had been assistant 


OTHER 


Chicago, tll.J. E. 
office of Ditto, Ine., 
sales manager. 





has been 
Dearborn 


Chestnut 
608 South 


Columbus, Ohio...The new and recently completed branch office and 
display room of Ditto, Inc., was opened here recently. Under the man- 
agement of H, L. Dempsey "the branch is making a fine showing of the 
company’s line of duplicators in practically every price range. 

who had been manager twenty years 


San Jose, Calif._E. W. Roberts, 


of the Underwood Elliott Fisher Company at 72 East San Fernando 
street, has taken over the office as a sales agent. He retains the per- 
sonnel in sales service. Mr. Roberts is a past commander of the 
American Legion, and has wide acquaintanceships throughout the valley. 


manager here 
building. 

Doxsee, 
who 


Oklahoma City, Okla.—Raymond H. Doxsee is new zone 
for the Todd Sales Company, Inc., located at 413 Continental 
The territory includes all of Oklahoma and part of Texas. Mr. 
who was transferred here from Baltimore, succeeds J. L. Schoen, 
is now connected with the firm’s Kansas City office.—EVH 


Okla.Attractive and efficient, a newcomer in the 
is Miss Medrith Isaacs, new secretary of the Capitol 
North Robinson avenue.—EVH 


Oklahoma City, 
stationery business, 
Typewriter Company, 26 


head office of the International Business Machines 
into the new Canadian headquarters of this 
East 


Toronto, Ontario.—The« 
Company Ltd., has moved 
company at 36-38 King street, 
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YOU CAN LINE UP 


YOUR CUSTOMERS 
WITH THE 


HIGGINS LINE 


Designed by Egmont Arens for maximum eye 
appeal and usable convenience, the Higgins 
line of Drawing Inks, Writing Inks, Pastes 
and Vegetable Glue, attracts the purchases of 
your critical business, professional and_ stu- 
dent customers. It is interesting to note that 
this Higgins family of products won the Sil- 





ver Award in the 1937 All-America Package 
Competition. And it is profitable to note, too, 
how well the line lends itself to shelf, counter 
and window display—a point-of-sale remind- 
er that Higgins products still lead the field we 7. a 
an th on ih ernie how”. lieu Silver Trophy won by Higgins in the 
1937 All-America Package Competition. 


HIGGINS — 


satishies your customers’ desires for the best 


‘and brings you steady, repeat orders. 


CHAS... DW. SIGCINSG & CC... 1a. 
27h WURTH STREET, SVCCLLTE, 8. 























Use the Greatest Selling Phrase in Duplicator History 


“IT'S A GENUINE AUTOMATIC ROTOSPEED 
... GUARANTEED FOR 5 YEARS...ONLY $32.50" 


Complete with sup- 
plies including 
genuine Cellulose 
Stencils 

















Cash in on this NEW RECORD BREAKING VALUE ... and 
on ROTOSPEED’S QUALITY REPUTATION! 

















This is more than a new automatic duplicator .. . 
more than a sturdy, flexible, handsome machine. 
It’s a genuine ROTOSPEED, guaranteed for 5 years 
by ROTOSPEED, and that’s an extra-value 
that clinches sales quickly. To the thousands 
of Rotospeed owners and to the millions who 
know the Rotospeed reputation this machine 
is two-thirds SOLD! 


WRITE TODAY for complete information, or get 
the jump on competition by ordering a sample now. 
Ask also about our Top-Printed Typo-Graph Stencils 
available for all makes of duplicators at no increase 





Automatically feeds any size from posteards to legal size. 





in price. 


THE ROTOSPEED COMPANY 


161 S. Wilkinson St., Dayton, Ohio 


Manufacturers of Duplicators and Supplies since 1912 





One turn of handle produces perfect copy. Simple device 





raises or lowers position of print on paper. Feed. table 





holds up to 200 sheets. Stream-lined, rugged, practical for 






every kind of duplicating. Also hand-feed Model at $25.50, 










and other Rotospeeds from $22.50 to $155.00. 
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KOH-I-NOOR PENCIL CO., INC. 
NEW YORK and BLOOMSBURY, N. J. 


@Presents 


A SHOWING OF MERCHANDISE MANUFACTURED IN ITS 
NEW AMERICAN FACTORY 


AT THE 


NATIONAL STATIONERS ASSOCIATION 
CONVENTION 


PALMER HOUSE 


CHICAGO 
SEPTEMBER 26-29 


BE SURE TO SEE OUR DISPLAY e BOOTH 69 


THE NEW Zc Lola 
_ REGISTER 











FROM 


1, am . 
This new lustrous de- 
vice embodies all that 
is pleasing in ‘‘eye ap- 
peal.’’ It brings a 
complete new beauty 
in portable registers 
through its fine ap- 
pearance. 

The finish is so smooth both inside and out that it gives a finger touch action. 

Light in weight—but built for strength. 

Made in two popular sizes. 

Sold through Commercial Stationery Dealers along with the continuous stationery. 

Write for complete information on this new device. 


THE MIAMI SYSTEMS CORP., CINCINNATI, O. 


2725-2735 COLERAIN AVE. 
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RIBBONS AND CARBON S| 


San Francisco, Calif...W. G. Huston, Pacific Coast manager for Mittag 
& Volger, Inc., reports that the entire personnel of the branch plans | 
to hold its first picnic in the near future at the Sonoma Mission Inn. | 
Miss Freda Armstrong has joined Mr. Huston’s organization in the | 
business office | 

| 
| 











FURNITURE CARBON 


PAPERS 
TYPEWRITER RIBBONS | 





| 
Atlanta, Ga.—C. P. Klein has been appointed manager of the office | 
furniture department of the Foote & Davies Company, succeeding the late | 
ftaymond E, Brookshire. Mr. Klein was formerly connected with the | 
| 





Atlanta office of Remington Rand, Ine.—JHR 

Birmingham, Ala.-.The Re-Print Shop, printing, office furniture and 
stationery concern, has recently moved to a downtown location at 2025 
First avenue, N., where it has more room and is in a better position 
to do a retail business, Roy S. Sensabaugh is president of the com- 


pany, which represents a number of well-known manufacturers of furni- | - 7 
ture and office supplies —GHW Made right — Priced right — 
Birmingham, Ala.—C. D. Ellison and Jack Cruse, salesmen for Roberts | . ° ’ - 
& Son, of this city, last month won first place in a selunmg contest | Sold right. Here’s a ribbon 
sponsored by the company in connection with The Globe-Wernicke Co., and carb ae 
Cincinnati. The prizes consisted of free trips to Cincinnati, Grand | and carbon proposition you 
Rapids and Chicago. The entire sales force of Roberts & Son took P : 7 
part in the contest.—GHW can turn into real profit. You 
El Centro, Calif...McCoy’s Office Equipment Store, 673 Main street, c l =" 
a . an aliways count on our co- 
has been opened by M. K. (Mac) and J. H. McCoy. J. H. is in charge Yy 
of the store established at Calexico, Calif. This business has the operation. 


Remington Rand agency for the Imperial and Yuma Vallies. 
Philadelphia, Penna...The Yawman and Erbe Manufacturing Com- 


pany has opened a branch at 902 Chestnut street. A. L. Larrimore is 
oo EXCLUSIVELY for 


Oakland, Calif.—Tne Rucker-Fuller Company, San Francisco, Calif., 


has fitted up enlarged and improved headquarters at 1510 Franklin 
street, where a complete line of office furniture is carried. DEALERS AND STATION ERS 
Hollywood, Calif.—.James H. Davison, 6602 Cahuenga avenue, has _ re- 
cently taken on the Eff & C line of posture chairs manufactured by 


the Fritz-Cross Company, St. Paul, Minn. He covers the West Coast 
where he is well and favorably known to the trade. Cengne Se 5e ee 
Santa Ana, Calif.C. A. Bales, proprietor of the Woodward Office ALLEN & COMPANY 


Equipment Company, 301 North Sycamore street, has recently changed 
the name of his organization to the Bales Office Equipment Company. DEPT. m 

The company carries a complete line of office equipment, supplies and £ 11-13-15 Vandewater St., 
stationery. g New York, N. Y. 























New York, N. Y.—A new corporation, formed for the purpose of = a 
manufacturing fountain pens, thermometer cases and celluloid and hard CO) } 33 , > 2 
an 























rubber products, has recently been announced under the name of the 
Associated Pen Corporation with offices at 187 Lafayette street. The 


president is H. B. Dods, who has been a manufacturer of pens for the * 
past fifty years, and the secretary-treasurer is M. J. Waldinger, of the 
Everlast Pen & Pencil Corporation, who for several years has been an Ost GZ Tin fez 


exporter of low and medium priced pens, pencils and similar articles 
. : : ROTARY STENCIL DUPLICATOR 


all over the world. The new concern, which will begin immediate manu- 
facture of the items listed above and is interested in making up special 
brands for the trade, is equipped to handle foreign as well as domestic 
business. 

North Bergen, N. J..Joe Hale has been appointed Pacific Coast repre- 
sentative of David Kahn, Ine., covering the states west of Denver. 

San Francisco, Calif.—_A. L. Tredway, manufacturers representative, WRITE 
834 Baker street, has made a trip through the Pacific Northwest on 
account of the Terry Penfiller Company, Janesville, Wis. His territory 
on that account includes Oregon, Washington, Idaho, Nevada, New DRAW 
Mexico and Arizona. 


$793 





Toledo, Ohio.—A. C. Marquardt, who had been export manager for wale COMPLETE 
The Conklin Pen Company, has opened offices at 426-8 Security-Home WITH 
Bank building. He is distributing merchandise for the domestic and Your 
os ALL 
foreign trade, 

MESSAGE SUPPLIES 








MAREKIWG DEVICES 


San Francisco, Calif.—O. H. Davison, of O. H. Davison & Company, has PRINTS 1,000 COPIES PER HOUR AT A COST OF LESS THAN 10c PER 1,000 
been calling on the trade in the Pacific northwest and in Southern SPECIALLY DESIGNED FOR POST CARD SIZE Si 
California. Just previously he finished his eastern trip, visiting the Printing Surface 31/," x SV/a"—Perfect Registrat 
factories of the Neva-Clog Products, Inc., at Bridgeport, Conn., and PE ee ee eS 
the Fulton Specialty Company at Elizabeth, N. J. 



















Construction Features: EASYTO USE J, upypalies Furnished with each Priater 
1—Removable Cylinder for ease of cleaning e ic 
an Duplicator Ink 












2—Adjustable Paper Guid 
Biases Regutretion % Ideal fer 1 Ink Brush 
4—Inside Inkin ee i 
s | A T | O N E R y S—Finished " Block, or Green Crackle, Sales Promotion sed \ + nee Plote 
and trimmed in Satin Nickel Special Announcements 6 Senate 


6—Sotin Nickel Paper Table 
7—1,000 Copies per hour 





Organization Bulletins 
Sales Stimulator » » 


| Operating Instruction Sheet 










Brooklyn, N. Y.—Charles M. Higgins & Company, Ine., has expanded 
the sales staff by the addition of Bertram Cholet and E. J. Bradley. 

Chattanooga, Tenn.—Cooper’s Office Supply has moved to 717 Cherry ECONOMICAL TO OPERATE... UNLIMITED COPIES 
street. : PACKED COMPLETE WITH SUPPLIES IN CONTAINER 

Chicago, 1.—John Fellowes has been appointed to the sales and pro- 


motion staff of the Bankers Box Company, | f ADDITIONAL STENCILS 6 ca 
Cornwall, Ont.—J. Leonard Johnson has opened a stationery business | ae CO) ’ = 3 1s} 3 Pes Poo 





























at 309 Pitt pry itd will pers ae experience in the field gained a INGOR PORATED $1.00 per '/, pound 

over a period o lrty-eight years.—dSJ L $1.50 per Quire , , Packed in '/) pound container 
Greensboro, N. C.—-Joseph J. Stone & Company has filed a petition in elit lela a a a 

the United States District Court for reorganization under the Federal 

Bankruptcy Act. The company listed its assets as amounting to $151,- MANUFACTURERS...WHOLESALERS... JOBBERS 

329.74 and liabilities of $78,010.14. It reported that it did not have enough INDIANAPOLIS, INDIANA, U. S.A. 


cash on hand or in (Continued on nage 200) indebtedness. JHR | WRITE FOR DEALERS DISCOUNT 
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No. 595 
Showing 
New 
Tilt-Top 


Arrangement 


This new 
member 
of the 
Calvert 
Lamp line 
made to 
sell for 
$6.00 





Embodies all the fine qualities that are synonymous with 
Calvert Lamps. 

This new student lamp has the tilt-top shade for working 
on portable and regular typewriters or.may be used in conjunc- 
tion with the Cardex Systems. This arrangement allows full 
lighting on the working plane, without any glare in the opera- 
tor’s eyes. 

The lamp is equipped with 10 feet of rubber covered wire and 
soft rubber plug. It is heavily weighted and felted and uses 
only a 75 watt bulb. 

FOR MORE INFORMATION ON THE COMPLETE LINE OF 
CALVERT LAMPS WRITE TO 


The Calvert Lamp Company 


300 E. Federal Street, Baltimore, Maryland | 
| 
| 
| 
| 























WARSHAW i woexcatos 
FILING SUPPLIES FOLDERS 


PROTEX 

WARSHAW makes index cards STICKONS 

the way your customers want them a. 
—all four sides are rotary cut— = GummeD 
f d M ° | INDEX 
no fuzzy edges. Margins are al- TABS 
ways perfect. Full automatic ma- ROLL 
LABELS 


chinery, good standard stock and 
attractive prices. Wrapped in Cel- ° 
lophane they are always fresh. 

Take advantage of the quantity 
discounts now. 


WARSHAW MFG. CO. INC. 


1 MAIN ST., BROOKLYN, N. Y. 
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STATIONERY—Continued from Page 229 


Jackson, Miss.— Standard Stationers is a new concern with S. K. Jones 
and Howard Dear as partners in the new firm. The establishment 
has opened at 207 South State street, with complete line of office sup- 
plies and office furniture, engraving and printing. Mr. Jones has been 
in the stationery business in Jackson since 1921 and Mr. Dear since 
1927.—G j 

Houston, Texas.—The Houston Printing & Stationery Company has 
started a remodeling and enlargement program which, on completion, 
will give this firm one of the finest business establishments in the 
State. In addition to doubling their present floor space, and adding 
new fixtures and equipment, the store will be the first air conditioned 
stationery and business equipment store in Texas. According to cur- 
rent plans the work will be completed about October 1, when it is 
planned to have a formal opening with fitting ceremonies, Irvin Wald- 
man is president of the firm.—BCR 

Los Angeles, Calif.._k. L. Smith has been appointed representative 
in southern California by the G. J. Aigner Company. 

Milwaukee, Wis...The Sengbusch Self Closing Inkstand Company is 
handling sales to the stationery and office supply trade of the North'n 
Lites Company of Chicago. 

Portiand, Ore.—A. V. Gillin has been appointed representative of the 
G. J. Aigner Company in western states. 

Montreal, Que._-Foster Brown & Sons, office stationers for many years 
here, has recently changed the company name to Foster Brown Ltd. 
The office stationery department is being enlarged.—SJL 

San Francisco, Calif...Karl Alexander has returned to Honolulu after 
visiting in San Francisco. He has taken charge of the calculating 
machine division of Alexander Brothers, Ltd., Honolulu. 

Simcoe, Ont..-Mrs. L. Little has opened a general and office stationery 
store at 56 Peel street in recent weeks.--SJL 

San Francisco, Calif.The Western Slope Service, 788 Mission street, 
occupies a newly remodeled showroom, in which are displayed complete 
showings of several new lines. These are the popular priced lines of 
the Welsh Manufacturing Company of Providence, and the party favor 
items and novelties of Merri-Lei Company, New York, N. Y. 

Vancouver, B. C.—F. W. Clark & Company Ltd., wholesale stationers 
of Calgary, has recently opened a branch store at 119 West Pender 
street, this city.—SJL 

Winnipeg, Man.--The Western Stationers recently opened for business 
at 278 Fort street under the management of F. M. Scarff. The company 
is stocking a full line of oftice supplies, both wholesale and retail.—SJL 

San Francisco, Calif.—A labor dispute affecting five retail stationers 
and thirteen wholesale stationers arrived at a settlement after short 
negotiations. It was primarily the work of a standing committee of 
forty-three—frankly an employers’ committee, had success in opening 
discussions with dissatisfied employers. Conciliation and frank discus- 
sion brought about a solution of the affair. 





NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


The Globe-Wernicke Co., Cincinnati..—This firm has just mailed to the 
trade an attractive new catalog of Globe-Wernicke library equipment 
together with price book, according to H. C. Anderson, general sales 
manager. In addition to many new items of equipment the catalog also 
includes accessories and filing supplies for libraries and is the largest and 
most complete book of its kind the company has ever published. In his 
announcement, Mr. Anderson points out the great activity in the library 
field at the present time, with the government providing funds covering 
new construction and improvements and expansion of existing libraries, 
as well as the fact that many new schools will have one or more rooms 
for library purposes. The company is offering special coéperation to local 
library groups in recommending the kind of equipment best suited for 
individual requirements. 

The Harter Corporation, Sturgis, Mich.—This well-known manufacturer 
of office chairs recently set a precedent for itself by issuing two new cata- 
logues at the same time. Heretofore Harter has presented both the 
potsure and the conventional lines of steel chairs in a single catalogue, 
but this year decided on a change. The conventional chair catalogue, show- 
ing fine steel chairs for the modern office, differs from previous booklets 
posture chair catalogue the chairs are presented by special grouping or 
in that the various suites are assembled one suite to each page. In the 
classifications. 

L. L. Brown Paper Company, Lynn, Mass.—This company has recently 
issued a new and attractive sample book of its line of linen, linen type- 
writer, and manuscript covers. The book shows the weights in both 
laid and wove finishes as well as the pastel shades of manuscript 
covers. Copies may be obtained direct from the company or from its 
distributors. 

Murphy Chair Company, Owensboro, Ky.—A new and handsome 
catalogue which features several new items and patterns has recently 
been made available to dealers by this company. The catalogue 
is enclosed in a richly decorated cover in colors and is listed as the 
No. 66. 

Boorum & Pease Company, Brooklyn, N. Y.—This firm is issuing a 
new blank book catalogue No. 49, which will take the place of the 
former No. 48. It is of a new size for its type and conforms with the 
catalogue No. L-23, being 11 by 8% inches. The book contains ninety-six 
pages fully illustrated and describing in detail the Boorum & Pease full 
line of blank books. Mailing began early this month. 

The Bentson Manufacturing Company, Aurora, Ill.—This firm has re- 
cently published a new general catalogue of steel office equipment. It is 
an attractive book of sixty-four pages upon which is presented the 
company’s entire output, while several new numbers are well illus- 
trated and described. These include the Bentson High Line series, steel 
library and utility shelving and a recently-designed complete line of 
steel desks and tables. Copies of the new catalogue are available to 
dealers on request. 

The Hotchkiss Sales Company, Norwalk, Conn.—This well-known manu- 
facturer of paper fastening machines and staples, has just published a 
new price list which became effective September 6. Dealers not yet 
having received a copy of the new booklet may obtain one by com- 
municating with the company’s home offices according to W. P. Corbett, 
assistant sales manager. 
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Constantly Improved 


for Over 50 Years! 


Our stamp pads, inks, 
daters, numberers, type 
outfits, sign markers, self- 
inkers, and laundry mark- 
ing outfits require no 
Pre-testing by our deal- 
ers. They can sell them 
with the assurance that 
their customers will come 
back for more when they 


need them. 


The complete line will 
be on Display in Booths 


Nos. 45 and 46. 


THE SUPERIOR TYPE COMPANY 


3940 Ravenswood Ave. Chicago 











When You're Asked 
for FACTS 





Can You Give Them? 


Conditions are ee in the Industry. Are 


YOU keeping pace with them? Timely information 
will help you plan sales, act decisively, push profitable 
items, keep your stock up to date. 
“The information your Service Bureau gave us 
was just what we needed and placed us in a posi- 
tion to secure additional business that otherwise 
we could not have gotten.”” A. R. Taylor Co., 
Memphis, Tenn. 
OFFICE APPLIANCES brings you the latest styles, 
news and trade gossip every month. The Service Bureau 
helps you gain information, lists and data gratis, almost 
impossible to gain elsewhere at any price. 


Ask for your FREE copy of OFFICE APPLIANCES 
and subscription particulars. 


THE OFFICE APPLIANCE COMPANY 


20 North Wacker Drive Chicago, Illinois 














Drawn steel end-caps, . : Eyelets inserted and 
nickel plated and highly Standard inner _ sections fastened in counter- 
polished — assembled are added to chain-posts sunk holes in top 
after binding and fast- to increase capacity. metal after binding. 





ened in place by means ——, 








Thimbles to guide 
chain-posts in and 
out of tube. | 








Right-and-left-hand Right -and - left - hand 
blocks to move screw-rod to move 
chain-posts in and chain-posts in and 
out. Made of rust- out. The threads are Hinge lugs have 


CHAIN proof metal. produced by rolling, four projections 


which makes smoother which pass thru 
POST METALS 


surfaced and easier holes in tube and 
A New Service for Manufacturing Stationers 


working threads than are very securely 
Strength, security, light weight and economy 
recommend this new metal. It is becoming more =f — 
and more in demand among bookkeepers and 


eut (or chased) ones. clinched inside 
the tube. 
accountants. It is furnished with protruding or non-protruding 
posts, in eleven stock sizes with % inch posts and seven stock 
sizes with , inch posts. Special sizes are also obtainable. 

We manufacture an extensive line of metals for memo and price 
books, loose leaf catalogs, ledgers, transfer binders, etc. Stationers 
who operate their own binderies should write for our illustrated 
catalog and price list. 


LOOSE LEAF METALS CO., INC. 


6816 Arsenal Street St. Louis, Mo. 




























ANNOUNCING 


TO DZALERS 
"© ORIGINAL-ODHNER 


CALCULATING MACHINES 


Our Model No. 7 is Now Ready for Distribution in the 
U. S. A. For particulars address 


ORIGINAL-ODHNER DIVISION OF THE 


GUARDIAN TRADING CORP. 








Make Your Bank Contacts Profitable 


SELL NATIONALLY ADVERTISED 
POCKET CHECK CASES 
and BANK BOOKS 


Get the facts about our local distribution plan 


that ties in with our National Advertising. 





Write for complete details today. 


EM D Mam (Galine Sr Snec 


M2 HAMILTON AVENUE 


Gh, ss Books Se: Grohl  Oheok Cases Qleveland Ohi 


SALSS 





CRORES 


FREE HAND 


Reg. U. S. Pat. Off. 





It Can’t Slip Out Until 
You Release It. That’s the 
Free Hand binder—a handy 
little device, requiring only 
one hand. Papers are held 
securely until wanted, then 
released at a touch. The 
Free Hand is thoroughly 
practical and needed in 
every office. Ask for de- 
scriptive price list and sizes. 


FREE HAND BINDER COMPANY 


43 FULTON STREET, NEW YORK, N. Y. 
OOOO ETO OO 
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OID 
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1540 Eldert St. Brooklyn, N. Y. 


CELLUGRAF SIGNALS 


CELLULOID SIGNAL 
for all 


VISIBLE RECORDS 


Made in 6 transparent col- 
ors and 2 sizes. Data com- 
pletely visible. Also made 
in 4 opaque colors—matte 
finish for writing. 





Write for samples and prices 


GEORGE B. GRAFF CO. 
64 Washburn Ave. 
Cambridge, Mass. 




















Dealers Wanted 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED REYS 


(no rubber to wear out) 
Write for our interest- 
ing proposition. 

290 Columbus Place 
BROOKLYN, N. Y. 





Speed hey Mfg. Co. 
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Genuine Engraved 
Letterheads—Envelopes—Business Cards 
$9.00 per |,000 (less discount) 


FREE DIES FREE PROOFS 

"LETTERHEAD SAMPLE BOOK FREE | . 

Social Engraving Sample Book mailed for deposit of $1.00 which is refunded 
after receiving $25.00 net of engraving or return of sample book 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 














| MAK-UR-OWN © 
ALL TRANSPARENT 
INDEX TABS 







Write now for samples and prices 


THE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 


NORTH TONAWANDA, N. Y. 





NATIONAL SPONGE RUBBER CUSHIONS 





The complete 
quality line 
at lowest 
prices 
® 
All colors—all sizes 
« 
Write for descriptive 
circular 
° 
$1.50 list and up 

















110 Grand St 


NATIONAL OFFICE CUSHION CO. new York, N.Y. 
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Zzaclons 





sale. 


TYBON 
147 N. 12th St. 





FOUR TYPEWRITER ESSENTIALS 
RIBBONS—CARBONS 
TYPE CLEANER 
TYPEWRITER OIL 
\ A forceful local advertising cam- 
| paign will move all four on every 
Strictly Exclusive. 
RESULTS FOLLOW ACTION! 


Write for particulars 


CORPORATION 


WE SUPPLY THE ACTION! 
YOU GET RESULTS ON— 























“SPECIALS” 


PEN RULED - PRINTED - LITHOGRAPHED 





Let us help you solve those special order problems in car- 
bon copy books, unusual record and accounting sheets, 
loose leaf sets, numbered work, Lithographed Business 
Stationery. 


Quality Work - Attractive Prices -Dependable Service 


Write for samples—Send all special copy for pricing. 


STATIONERS MANUFACTURING CO. 


800 E. MONUMENT AVE. 07) 00), me) te) 











You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (%%”"’) 


with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 


COMPANY <> 4; 
1643-1647 Haddon Ave. SS YZ 


CAMDEN, N. J. 



















A SMART ITEM 
FOR 
SMART DEALERS 


ee @ 
THE ROCKIT ARCH 


Reasonably priced, it meets 
the demand for “something 
better” @ Attractive design 
@ Handsomely finished © 
@ Only one moving part @ 
Arch rocks, not swings @ Pat- 
ented @ Fits standard boards 
@ Sell the 
best and hold customers @ 
Dealers write today for prices 
@ Territories for agents. 


and punchings. 





ARMSTRONG & WHITE PITTSBURGH, PENNA. 
























iAL 
\st Ow woe aL TP 
e* Dr ®s 


Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ei- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
























i 2h mii = : 
TECHNYGRAPH ANNOUNCES... 
Five New Clear Vision Shading Wheels. 
DEALERS: Write for latest circular. 
THE TECHNYGRAPH, TECHNY, ILLINOIS 


SS» == 


WORLD’S GREATEST PEN MAKERS SINCE 1858 


RE-NEW-POINT FOUNTAIN PEN 
Nationally advertised. Instantly replaceable 
Esterbrook Points styled for every particular 
writing. Retail price $1.00 and up. 

THE ESTERBROOK PEN CO., Camden, N. J. 
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me WHEN WE SAY 
i] GOOD 





WE MEAN 


MLT® -yY GOOD 


| LB. POSTAL SCALE 
ALL U. S. RATES 


ACME OF SENSITIVITY 






NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- LIST $1.50 
tribution of a quality line of Type- MARVEL SCALE CO., Inc. 


writer Ribbons and Carbon Papers. 3010 W. Wells St. Milwaukee, Wis. 











For 35 years, the responsibility and 
resources of the manufacturer of 

CROWN Products have been equal A Soft Seat TO FIT EVERY 
to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mtge. Co. The "PERFECT" 


NOW is the time to place your 
order to insure prompt delivery for 
the early fall rush. 











Sponge Rubber A high grade line of chair cushions 
Ch ° C hie to be had at popular prices. Full 
Rochester, New York, U.S.A. eee details sent upon request. 
The Perfect Rubber Seat Cushion Co. 
1412 Unity St. Philadelphia, Pa. 











IT’S VERSATILE! 


THE AMERICAN 
“5 IN 1” 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 
PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 
















¢ rte: 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 













































































Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 


“Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street PHILADELPHIA 





that never wrinkles paper ~ 


—not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 
penned on immediately, smoothly . . . Write for Free Tube and 
Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 













SEPTEMBER, 1938 


TYPEWRITERS 


CONVENTION SPECIALS— 
ON ALL MAKES 


Thousands of typewriters for immediate de- 
livery at rock bottom prices. Buy your stock 
now for the Fall season. 


WHOLESALERS FOR OVER 25 YEARS 
J. S. MORSE TYPEWRITER CO. 


529 BROADWAY, NEW YORK, U. S. A. 
CABLE: TYPEMORSE, N. Y. 


Saves Edges; Saves All! 


IMMEDIATE EE: 
SELLER to office § £ , 
managers, lawyers, in- § 
surance companies, 














engineers, architects, 
photographers, musi- 
cians, ete Perma- ie 
nently protects legal 
documents, drawings, 
blue prints, charts, 
ecards, photos, sheet 
music, ete., against 


mutilation from con- 
stant handling. Tapes 
eurved as well as 
straight edges. Seals 


Write 





bags and envelopes. Simple, effi- for 
cient, economical to operate. Dem 3 D . 
onstrate at once to your big escrip- 
customers . 
tive 
The VERTEX Folder 
. 
Sheet Binder g 


VERTEX COMPANY, 5-7 Great Jones St., New York, N. Y. 
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GET DEALER PROPOSITION 


ELLIOTT ENVELOPE SEALER 


* The 
is the fastest office appliance in the 
{\\ \ m world and easily automatically 
ae 






feeds, seals and delivers 400 
envelopes per minute with an 
average thickness of 
SN contents. It was greatly 
Vb changed and im- 

o proved in 1937 
. and is a desirable 
item for station- 
ery stores. 


S) 
THE ELLIOTT ADDRESSING MACHINE CO. 





144 Albany St. 
Cambridge, Mass. 











WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE -MOISTEN ano APPLY: 


CEL-U-DEX CORP., srooxtyn, n. y. 


sso email 
[ LOOK for the CREEN LINE 

















When in need of a 


Guaranteed  Eradica- 


JUST 6&6 ‘4 A 99 
SAY o Fae 

one ( tor for removing ink 
from paper and white 


cloth 


The Standard 
for thirty-five 
for the stars around the years 
“— @n “2 ; 
ine ‘‘H. A.’’ 


H. A. INK ERADICATOR COMPANY 
1707 Zerega Avenue, New York City 
Cable “ERADICATOR" 


for genu- 
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Replacement Parts 


for ADDING, BOOKKEEPING 
and CALCULATING MACHINES 


Quality Parts Only—Guaranteed to 
Fit and Function Properly—Nearly 
600 Items Available from Stock—1939 
Type, all Pitches now ready for de- 
livery. 

Write for Catalog 


CLOYES GEAR WORKS 


17214 Roseland Read, N. E. 


Cleveland, Ohie, U. 8. A. 
Cable Address “‘CLOYESGEAR” 
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THE NEW "CADO" CARD HOLDER 
STAINLESS STEEL 
CUSHMAN & DENISON MFG. CO., 241 W. 23 ST., N. Y. 
L.E.B. BINDER CLIPS NIAGARA PAPER CLIPS 














SPEED-MO 


The only 


DUST PROOF, SWEAT PROOF, 
SAG PROOF, and SILENT 
STAMP PADS on the market. A 
model and size (up to 20 x 20) 
for every office and industrial 
need. Send for catalog No. 138. 
DEALERS—for attractive offers, 


write 


RIVET-O MFG. CO. 


65 Jason St. Orange, Mass. 


or LOUIS MELIND CO., Western Repr., 
362 W. Chicago Ave., Chicago, Iti. 





THEY LEAD 
THE WORLD 











SPECIAL! Royal prepares to | 
launch strongest campaign in 
history of ROYAL PORTABLE! 


THIS FALL Royal will be in there pitching for you every second. 
And —judging from the past, the team looks like a winner. 

Live leads—right from the start! From now on—almost every 
publication you pick up will carry a Royal Portable advertise- 
ment. Monthlies, weeklies, Sunday newspapers, special sections — 
all are on the list! Reaching millions—customers and prospects! 
Telling them! Selling them! Sending them into your store. 

Coupons — millions upon millions— for customers to see and 
sign! And every coupon received by Royal becomes a sale or a 
prospect for you—Royal turns every one over to dealers. 
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'M SURE 


WHEN | SELL 


ROYALS 


ROYAL GOES NATIONAL 


on Fair Trade Practice Act 
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Prepare to “cash in.” Start today! Make sure every student in 
your city has a chance to buy a Royal—from you! Royal is back- 
ing you with its own advertising—is ready to help with newspaper 
mats—with other tested selling material for your store. 

Royal means BUSINESS — get your share! 


“JUST STUDY A ROYAL” 


“There’s your answer,” says Tom 
B. Thursby, Reading Typewriter 
Exchange, 837 Washington Street, 
Reading, Pa. “See how a Royal 
Portable is built—to give dealers 
satisfied customers. Look at Royal's 
advertising and sales cooperation— 
soundly planned and executed to 
help dealers! Royal is for us—and 
we dealers know it!” 


FOR INFORMATION 2hour Royal's Fall and Winter Plans, address Royal Type- 
writer Company, Inc., 2 Park Avenue, New York City. World's largest company 
devoted exclusively to typewriters. Factory: Hartford, Conn. 
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MODEL ‘Cc 












Prints 
CLEAR, SHARP COPIES | 
OF ANYTHING WRITTEN 

TYPED OR DRAWN. 


COMPLETE 
WITH 
SUPPLIES 


THE HEYER conrdMton.- CHICAGO 
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WITH THE NEW 
UNDERWOOD TYPEMASTERS 











New Sealed Action Frame pro- 
viding quieter operation and 
maximum protection against 
dust and injury. 


The Champion Keyboard... 
kinder to typing fingertips... 
saves broken fingernails. 
“Tuned to the Fingertips” 
two adjustment features as- 
sure supreme ease of touch. 


100% Typing Visibility. 


Complete accessibility to type- 
bars and ribbon spools. 
Keyboard Controlled Ribbon 
Shifting Device. 


Back spacer on left hand side 


normal typing position. 

















DEALERS FIRST 


W. F. Daily poses with a customer to 
illustrate the Underwood Portable 
sales policy—the dealer always comes 
first. Underwood Portables are sold 
“over the counter” through author- 
ized Underwood Portable dealers. 
All Underwood promotional activity 
is designed to send customers into 
the dealer’s store. 








ILLIAM F. Dalry of Hartford, 
Conn., has been selling and 
repairing typewriters for 28 years. 
Like other dealers in every sec- 
tion of the country, he hails the new 
Underwood Typemasters as ma- 
chines that ‘have many pronounced 
superior features.” He’s looking 
forward tothe biggest portable busi- 
ness in his long experience. 

Look over the list of Underwood 
Typemaster features and you'll see 
the reasons for Dealer Daily's con- 
fidence. 

They're also some of the reasons for 
expecting another Underwood year, one 
more in the long unbroken series dur- 
ing which more Underwoods were pro- 
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TYPEMASTER PORTABLES 





Underwood Typemaster Portable 
Champion Model, retailing at $64.50 





Underwood Typemaster Portable 
Universal Model, retailing at $54.50 


duced and sold than any other typewriter 
anywhere. 

Big, profitable Christmas business lies 
ahead. Be ready for it with ‘the most 
salable portables ever produced.” 


Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COM?ANY 
Typewriters, Accounting Machines, Add- 

ing Machines, Carbon Paper, Ribbons 
and other Supplies 
One Park Avenue New York, N.Y 
Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World’s Business 
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